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ECIAL TO HARDWARE AGE READERS: .... To help you build more 
olume and store traffic with farm and garden tools, leading jobbers are 
ow distributing the first merchandising guide prepared for dealers on 
his major line. ‘‘How fo Sell Steel Goods and Shovels” shows you how 
use modern mass-display of stock and movable spot displays that sell. 
trains your employees to know the tools that they sell, their uses, features 
d construction, and what makes people buy. It shows, with examples, 


pw to use free dealer helps and prepare advertising that brings results. 
e sure to ask your jobber’s salesman for your copy. 


THE UNION FORK & HOE COMPANY, COLUMBUS 8, OHIO 
Makers of UNION FLEX-BEAM Forks, SPEEDLINE Blue-Handle Garden Tools, 


RAZOR-BACK Shovels and other quality tools, all under the UNION name brand. 


LIGHTER YET STRONGER 
pring Tempered One - Proce 
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Sorry! You won't find these streamlined beauties in Millers Falls new No. 49 Catalog 


just off the press last month. They are that brand, spanking new. e We think they 
are the handsomest, smartest looking hand tools ever produced. One thing we are very 
certain of. Feature by feature, they are the finest planes man ever made. e If you are 
proud of your tool department — if you want it to be headquarters in your section for the 
latest and best in quality tools — then you'll want these two new planes in your window 
and on your shelves quick. @, Write us today for very complete specifications and prices, 
giving the name of your jobber. 


MILLERS FALLS COMPANY + GREENFIELD, MASSACHUSETTS 
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Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 





“SCREEN STAR” 
YALE'S PARADE 


First in the series of regular bi-monthly 
retail promotions by THE YALE & TOWNE 
MANUFACTURING COMPANY is the 
“Screen Star Parade’, scheduled to 
break in April. 

“April is the month when the retail 
hardware stores make money on flies 
and mosquitoes”, points out Raymond 
K. Watkins, Trade Sales Manager. “It’s 
screen door time, and that’s time for 


> 


promoting our ‘Screen Stars’. 


YALE distributors are now taking 
orders for the special “Screen Star”’ 
package, a screen door hardware set 
consisting of 24 1011 Push-Pull Screen 


PROGRAM OPEN 
OF PROMOTIONS 


Door Catches and six 506 Airliner 
Screen Door Closers. Each assortment 
is packaged with a new three-color dis- 
play piece and a postcard for ordering 
a free newspaper mat on these products. 


Dealers are being urged to make use 
of this advertising material beginning 
the week of April 1st, during which 
the issue of the SATURDAY EVENING 
POST containing the YALE ad on the 
“Screen Stars” makes its appearance. 


Other “packaged promotions” are 
planned at 8-week intervals during the 
year. 





Colorful New Display Highlights 
“Screen Star” Promotion Program 


panna nncatin 
SCREEN fi 
DOOR 


SETS } 


This attractive display, designed for counter or 
window, calls attention to YALE’s “Screen Stars’ — 
the 1011 Push-Pull Catch and the 506 Airliner pneu- 


matic-type Screen Door Closer. 


The display is sturdily constructed to support the 
actual products. It is printed in red, blue and yellow, 
forming an effective background for the red and 


yellow YALE boxes. 


One of these displays is packed with every “Screen 
Star’’ assortment at no extra cost to the dealer. 





“Post” Advertising Features 
Oddity in History of Locks 


A lock so constructed that it fired a pistol at anyone tam- 
pering with it, is one of the subjects of the YALE & TOWNE 
ad in the April 1st issue of the SATURDAY EVENING POST. 


This is the second in YALE’S series of ““Ripley-type”’ ads 
relating little-known facts of lock history. 


The “trigger-fingered” lock (which could be disen- 
gaged by the owner who knew of a secret button to push) 
Shares billing in this ad with YALE’s “Screen Stars”, 
the two items of screen door hardware featured in the 


current “packaged promotion.” 


Appears in SATURDAY EVENING POST, APRIL Ist 
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Yale “Screen Stars” 
Get Top Billing in April 


The two YALE products to be fea- 
tured inthe April “packaged pro- 
motion” are the 1011 Push-Pull 
Screen Door Catch and the 506 
Airliner pneumatic-type Screen 
Door Closer. 


Ot 
Se = 
= = 
The 1011 is a heavy-duty catch 

with all parts cast from rustless 
metal and given a bright brass or 
chrome finish. It is easy to work, 
there being no knob to turn, yet 
the positive lock holds the door 
firmly. Installation is simple — 
just one hole to bore. 


— 








The 506 is a pneumatic-type 
closer which can be quickly in- 
stalled by anyone—on right or 
left hand doors, inside or out- 
side. It has an adjustable spring 
for regulating closing speed 
which is completely concealed 
against dirt and moisture. It has 
a modern appearance and attrac- 
tive finish. 


S 


Another popular item of screen 
door hardware is the 570 Screen 
Door Closer, a light-model liq- 
uid-type closer. It provides quick, 
quiet, complete closing. It is easy 
to install and adjust; noreversing 
is required, and a full-size marker 
spots the screw holes. 





The NameVY A ES 
Helis Make the Fale 
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Hardware Age, published every other Thursday by Chilton Co. ( ine.) Chestnut and ‘6th Bts., Philadelphia $9, Pa. Entered as second aed matter March 24, 19338, at the 


Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. 8B. A.) $1.06 per year. Bing 


le copies, 25¢ each. Vol. 165, No. 
















ye * Béster, Whee! Attractive H mes — 
ae BUILDING PRODUCTS 


ONE OF THE OUTSTANDING NEW ITEMS OFFERED IN THE LEIGH 1950 
LINE IS OUR NEW LINE OF METAL AWNINGS AND CANOPIES 
These units are made of DOUBLE-PROTECTED Steel — Steel that is coated with zinc and bonderized 
for double weather protection. Finished in two coats of baked enamel * one piece construction — no 
assembly problems * Rigid steel construction will withstand wind, falling icicles, etc. * Beautiful styling 
enhances any home. 


WINDOW AWNINGS 


An attractive permanent metal awning that gives cool shade without 
cutting off ventilation and light. Finished in 3 attractive colors — 
Green, Blue and Tile Red baked enamel. White enamel inside gives 
lighter rooms. Flashing nails or screws to house — heavy steel orna- 
mental brackets screw to awning and house —a sturdy permanent 
installation that can be made in a matter of minutes. Projects 20”. 
Made in widths 30”, 36” and 42”. Packed in individual shipping 
containers, complete with brackets, etc. 








DOOR CANOPIES 


Builders! These door canopies cut your cost 


















50% to 75%. Compare their cost with your 
‘fon the job” fabrication cost. Finished in 3 
attractive colors — Green, Blue and Tile Red. a ae es 
Flashing nails or screws to house — heavy steel BOLI Er ocean 

ornamental brackets screw to canopy and house 
—a rigid permanent installation that can be 
made in a matter of minutes. Drip drain chan- 
nel at front roof edge. Projects 30” — 6” deep, 
48” and 54” widths. Packed in individual 


shipping containers, complete with brackets, etc. 
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Clothes 
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= A - Package 
Ceiling Receivers 
Ventilators. a 
_—— —T 
"al “nh 
—« ¥ Roof |e mmm 
aia: entiiopors Aristocrat ‘ 
H » Grille Mail Boxes 
A “Guards : 
Attic ' ‘ 
vena” Br ic ke ° barbie R 
Ventilators : i 


Foundation . Ventilators 





Write today for the LEIGH catalog and your nearest 1 LEIGH Building: Products. “source: 





BUILDING 
ena! AIR CONTROL PRODUCTS, INC. 


COOPERSVILLE AGE STREET MICHIGAN. 
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No. 44 20¢ Retail 
Compact 11,” ribbed steel case. 
Strong lever security. Cadmium 
rustproofed. Nickel-plated 
keys. 10 key changes. ° 


! 


eeeveeeeeeeeeseeeeeeeeeeeeeese 
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No. 55 


k Company, Milwaukee. Wis. e Wo: 


LITTLE GIANTS 





No. 44 AND 66 


Built of hard wrought steel... Here are 


values your competition can’t touch! 


The finest padlocks in the low priced field! 
Compare the hard wrought steel case construction, 
smooth-working multi-spring lever mechanism 
and husky shackles. @ Add the NEW features — 
heavy ribbed case, solid brass key guide, powerful 
riveting. Pure cadmium plating, too, with a good 
range of key changes and snappy packaging 
throughout. @ Together, the 44 and 66 complete 
Master's sensational Little Giant line. High quality, 
fast-selling padlocks — each with hundreds of 
uses, priced in line with thriftier times. 


Check your stock. Order from your jobber. 





No. 66 |  30¢ Retail 
Sturdy 134” padlock. Ribbed, 
——— riveted case of 
jard-wrought steel. Modern 
lever security. Cadmium rust- 
proofed. 12 key changes. 


25¢ Retail 
Strong 11.” steel pad- 
lock. Ribbed, reinforced 
case. Perfected lever se- 
curity. Cadmium rust- 
proofed. 12 key changes. 


Pin-tumbler security. 





No. 77 69¢ Retail 


bross cylinder and locking 
lever. Heavy 1 54,” hard-wrought 
steel case. Cadmium rust- 
proofed. 750 key changes. 





lds Leading Padlock TManufacturert 
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A LINE 


OF PORTABLE ELECTRIC SAW BLADES THAT GIVES YOU 


FULL PROFIT 


by MILITOW ... 


the Best Selling Name in Saws 


NOW Disston offers you a line of specially fitted 
Disston De Luxe circular blades for all popular 
makes of portable electric saws ... Black & Decker 
—Mall—Porter Cable—Skilsaw—Thor. 


NOW you can simply and conveniently order your 
whole stock of blades for all these popular saws from 
one source well-known to you— Your Disston Hard- 
ware Wholesaler. 


NOW in Disston Portable electric saw blades—just 
as in the entire noted line of Disston Circular Saws 
for other uses— you'll be able to feature Disston Steel, 
Skill and Service. That means portable electric saw 
blades of Disston precision, design and balance, plus 
the ability of all Disston saws to hold a lasting edge! 


NOW your customers can have Disston quality in 
blades sure to fit any well-known portable electric 
saw they own. They’ll get full working capacity 
from the blade. They’ll get all the help good blades 
can give to good workmanship. 


NOW make still more friends. Maintain your store’s 
reputation as Headquarters for the Best in Saws. And 


make more money by stocking this new Disston line ' 


with its FULL PROFIT MARGIN FOR YOU! 


NOW get full information from Your 
Disston Hardware Wholesaler or mail 
in the coupon to us... RIGHT NOW 


COMBINATION SAW 
HENRY DISSTON 6 SONS tC. 
PHILADELPHIA USA 


PORTER CABLE SAW @ 


THOR 


SKILSAW ry 


BLACK & DECKER @® 


MALL * 


> 





Henry Disston & Sons, Inc. 


SIGN & SEND 


Pe oe oe oe Se ee ee 2 9 ee 9 es 9 es 9 es ee ee 


a 


Henry Disston & Sons, Inc. 
254 Tacony, Philadelphia 35, Pa. 


I’d like to have the details at once, on your new line of 
circular blades for portable electric saws. 


None... - 
Firm 


Street, City, State 
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254 Tacony, Philadelphia 35, Pa., U.S.A. 
Canadian Factory: Toronto 3, Ont. 


WHEN YOU SELL 
A DISSTON PRODUCT YOU 
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have been 
42 years. | 
them—be 
special ste 
tested des 


turnover : 
addition, 

by more 
sales aids 
Remembe 
PROTO 

tools. It: 
than ever 


HARDWARE 


PROTO tools—formerly Plomb tools— 
have been mechanics’ favorites for 

42 years. More of your customers demand 
them—because of completeness of line, 


special steels, higher quality and user- PLOMB TOO L tOM PANY 


teste i . ; ; 
sted designs. ‘That means faster 2227L Santa Fe Avenue, Los Angeles 54, California 
turnover and more profits for you. In 


addition, the PROTO line is backed 
by more advertising and dealer 


sales aids than any other. 
Remember the new name— hi ¢ LS 
PROTO tools—formerly Plomb 1% 


tools. It means more profits REG US MADE 
than ever for you. apie LOS al iceves lined 


Write for catalog to 
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NO DRAINERS IN STOCK.) | 
WILL ORDER ONE 
FROM THE FACTORY... 


Sp a WEEKS... 































. : 4 > 

would YOU wait for a cellar drainer? | = 
Your customers won't, either. Check your inventory now and lay in ee 

your stock for the wet-cellar season ahead. And plan for a bigger-than- a oe 

ever Cellar Drainer volume, with the new Bue 


GOULDS Horizontal CELLAR DRAINER oe 


Nothing in Sump but Suction Pipe and Weights 
Sump and Strainer Easy to Clean 

Motor Not Over Sump 

Unit May be Set Away from Sump ' 


Standard Motor. . . Positive Self-priming ... 
Grease Lubricated Seal... 
Bronze Fitted Construction 


See your Goulds distributor— 
or write us, now. 





GOULDS PUMPS INC. SENECA FALLS, N.Y. }~— 








WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 
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4. NW 
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Here's the sturdy new FEATHER- 
LITE SINGLE COIL fibreboard 
Counter Display. Does a BIG 
selling job for the little room 
it takes! 
























GARDEN HOSE 
"/TS THE FINEST HOSE YOU CAN BUY ANY ERES™ 


LOUK 1 Feather hile /OR- 


UTSTANDING leader in the Plastic Garden Hose profit parade for 1950 is Sandee 
FEATHER-LITE! It comes in FIRST on every count! Among others, here’s SIX FEATHER- 
LITE FIRSTS . . six sound, selfish reasons why YOU'LL come in first, too, if you'll push 
FEATHER-LITE above all others during 1950. 
1. PRICED to bring you bigger profits on your investment. 


2. PACKAGED to bring you bigger sales . . a small, easy-to-carry coil with informative 
and Guarantee Tag. 

3. DESIGNED with attractive, structurally strong rib finish in 2 gleaming colors—red or 
green. 25 ft. and 50 ft. lengths. 


4. MADE OF 100% PURE VINYL Compound by Sandee, a pioneer in plastic extrusion 
. . FEATHER-LITE gives finest uniform quality, spectacular light weight with extreme 
toughness and long life. Here’s real customer satisfaction for you! 

5. ADVERTISED nationally, in SEVEN BIG national magazines, and in leading trade 
Papers. 

6. MERCHANDISED in lavish fashion . . everything you need to get by far the big share 
of the Garden Hose business in your community. 


Order Sandee FEATHER-LITE from your jobber today! Or write us for complete information. 









Here's the new metal counter display. Features 3 — 50 ft. coils 
of SANDEE FEATHER-LITE Garden Hose. This is only one unit 
of a complete Merchandising Kit. Choose from 4 DIFFERENT 
KITS the sales helps best suited to your particular needs! 







WORLD'S LARGEST CUSTOM EXTRUDERS OF PLASTICS FOR ALL INDUSTRIES 


HARDWARE AGE, FEBRUARY 9, 1950 9 








POPULAR STEEL POSTS 


SELF-FASTENER ANGLE POST 


This familiar style of line post has lots 
The flanged “U” section of tough | 


of sales appeal for farmers, poultry- 


steel provides plenty of strength and raisers, and others who want an eco- 


stiffness... yet this rugged post sells nomical post. The sturdy angle section 


at a popular price. It features the of tough steel has the popular, self- 


convenient self-fastening lugs for fastening lugs for easy fence attach- 


quick attachment of all types of ment. Painted bright red. Seven 
fencing. Painted bright red. Seven standard lengths from 5 to 8 ft. 


standard lengths from 5 to 8 ft. 








STUDDED T POST 


Sturdy design and extra steel thick- 








HUSKY ANCHOR PLATES | 














ness make the Studded “T” a post of 
unusual strength. It's a top-quality line 
post in every detail. Fence line wires 
are supported by studs 2 in. apart, 
i tt 
hit fatto pete hove rolled into the post from top to bottom 
for added stiffness. Easy-to-apply fe 
wide, solidly-attached ‘ : rar Gi 
wire clips lock fence wires in place. gar 
anchor plates to hold Painted bright red. Seven standard D 
them steady and upright lengths from 5 to 8 ft. gare 
ing 
year after year. 
Ws 
Fir: 
—il 
| Farners Want Sethlehem Steel Posts! : 
eee Here are some reasons why: “Bs 
EASY TO DRIVE... it takes just 3 minutes to drive one of mel 
these sturdy posts in average soil. mel 
BETHLEHEM STEEL COMPANY SAVE TIME... they're ready to install. No sawing, digging, a T 
BETHLEHEM, PA. or other back-breaking labor. t Be 
OIr 
On the Pacific Coast Bethlehem products are sold by LAST A LIFETIME ... they're strong and durable enough to F 
Bethlehem Pacific Coast Steel Corporation far outlast the average fence. so} 
Export Distributor: Bethlehem Steel Export Corporation EASY TO HANDLE... lightweight and compact, they are ye 
easy to lift, transport, and store. r 
STAY FIRM... they hold fence tight and steady throughout aga 
HLEH acs a dei au and save = 
» * dis} 
TEE the time and expense of frequent repair. A 
5 L EASY TO REMOVE .... these posts are removed in a jiffy of ¢ 
when fence lines are relocated. C 
hin 
DIV 
Mil 


Huh youn jobder foo BETHLEHEM FENCE POSTS 
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ON THIS SIDE OF THE FENCE 4 


Seo ny 


“Green spots” a-plenty in the “GREEN SPOT” 
garden. 

Next season you can make more money out of 
garden hose equipment by handling and promot- 
ing the Scovill GREEN SPOT line. 


First, because the GREEN SPOT line is complete 
—it has the right items for every customer. 

Second, because you have your choice of 3 
‘Basic Sales Starters’’— three different groups of 
merchandise to suit a variety of retail require- 
ments. Also open stock. 

Third, because the GREEN SPOT line includes 
“‘Bonus Items’’—profitable numbers more cus- 
tomers would buy if they knew about them. 

Fourth, because the GREEN SPOT line sells on 
sight—‘“‘silent salesmen”’ displays and product tags 
create demand on the spot. 

Fifth, because don herold goes back on the job 
again—with the sales-making booklet ““How To 
Water Your Lawn Right” and traffic-stopping 
display cards. 

All inall—a program that promises steady growth 
of garden hose equipment profits next season. 

Get in touch with your jobber right away—ask 
him about GREEN SPOT profits. MERCHANDISE 
DIVISION, SCOVILL MANUFACTURING COMPANY, 36 
Mill Street, Waterbury 20, Connecticut. 
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GARDEN HOSE EQUIPMENT 
A PRODUCT OF SCOVILL 
KEEPS THAT SPOT GREEN 


SPRINKLERS - FAN SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
COUPLINGS + HOSE MENDERS + CLAMPS + NIPPLES - GOOSENECKS 
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Backed by a guarantee that builds 


the WENZEL Bes es 
GUARANTEE wins cmpign bing former Yo you sas 


Eye-catching counter and window dis- 


Customer Confidence 2 egy carer 


— Packaged in standard sizes — a com- 
Yes, and that isn’t all. The WENZEL GUARANTEE plete line with minimum inventory. 


helps the dealer, too, for it relieves the dealer com- 
pletely from all claims for defective merchandise. 
EAGLE Tarps must make good on the job or we will 
—and we make good by replacement direct to your 
customer without involving you in any manner. The 
customer gets anew EAGLE Tarpaulin and you retain 
his good will. No arguments. No bookkeeping. No fuss 
or bother. No work or worry. It’s just “the Wenzel way” 
of making clean sales for you every time. No manu- 
facturer who had any doubt of the quality of his 
product would dare to make such a guarantee. And no 























Priced right, to give you more soles 
and more profits. 





riE 


manufacturer of tarps except Wenzel does make such — 
a guarantee. Dealers say that this type of co-operation anon 
is worth more to them than all other types of “sales teenies tel 
aids” combined—and they’re right. Be sure to put f 
EAGLE FARM TARPS on your “want” list today. a. 
Your favorite hardware jobber can supply you. i oi 

hardwa 





H. WENZEL TENT & DUCK 
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TIE IN WITH Sagle ADVERTISING 
... that reaches 8,651,493 farmers 


Eagle is the only nationally advertised tarp—the only tarp line that 
carries an unconditional guarantee—the only tarp line that brings 
customers into your store to buy and keeps them satisfied after they 
have bought, by performance on the job. EAGLE tarps are the kind 
your farmer customers know and want. They’re easy to stock and 
easy to sell. Cash in on the year ‘round demand for EAGLE Tarps 


by placing an order with your favorite 


co. 


hardware jobber today. 


ST. LOUIS 4, MISSOURI 
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More sales and more profits! 
These are the fundamental advantages you gain 
when you tie in with the big national sales and 
advertising program on EAGLE Tarps with which 
Wenzel backs up its dealers. 

Two out of every three farmers who enter your 
store use farm tarps, and most of them know about 
the quality of EAGLE Tarps because of extensive 
advertising. That’s why you make more sales and 
more profits when you stock and push EAGLE—the 
preferred farm tarpaulin. 


Eagle 


Eagle has their confidence through 
National Advertising. 


Heavy waterproofed duck construction for 
maximum resistance to rain and mildew. 


Double sewed throughout to provide that 
extra strength that means much longer life. 
Rope re-inforcement bound in hem all 
around for resistance to exceptional strain 
and stresses. 


Rust-proof grommets anchored against 
binding rope all the way around the tarp. 
Grommets won't pull out. 


A guarantee that really means something. 
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They MUST be uniform!!! 





X Railroad tracks and CASTOMATIC Solder 

bars are alike in the fact that they are always 
uniform. The tracks are the same distance "“K 
apart; the CASTOMATIC Solder bars are iden- 

tical in composition, weight and appearance. 
And uniform bars mean quicker, easier, smoother soldering for your Yes— 
customers .. . more sales for YOU! you 1 
CASTOMATIC is the most notable development in the bar solder menc 
field since tin met lead. Exclusive with Federated, it is a process by fittinc 
which patented machines automatically cast bars with a precision | 
that hand casting cannot equal. From melting pot to mold, the molten Wid 
metal is carried under pressure in a closed system, thereby completely ~ 
excluding harmful oxides. chair 
There are no voids in CASTOMATIC bars . . . no segregation to — 
slow down the job. Every portion of every bar melts at the same tem- hand 
perature, because the electronically controlled machines guarantee today 
identical composition throughout. CASTOMATIC sur- asin 

faces shine all over and tell the customer of uniform : 

indus 


quality beneath. 


Available in standard 114 lb. bars; all commercial 


compositions. Stock CASTOMATIC Solders now! 


SoM Mae werrs DIVISION 


AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5, N. Y. 
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McKAY CHAIN CHATS 





Sling Chain | H 














: 
i 
Know | 


“Know-How” Sells Sling Chains! 


Yes—knowing the standard sling chain types helps 
you make more sales because then you can recom- 
mend the one standard sling chain, complete with 
fittings, which is best for the specific job. 


Wide selection of standard iron, steel and alloy 
chains . . . designed for any job for which chains 
are used . . . is only one of the many advantages of 
handling the McKay “Engineered” line. Call McKay 
today; we'll show you al/ the profit advantages of 
selling al] types of McKay ‘‘Engineered’’ Chain for 
industrial, commercial and agricultural uses. 


440 McKAY BUILDING, PITTSBURGH 22, PA 


THE Cc COMPANY 
PITTSBURGH 22, PA 


WELOINC ELECTRODES . COMMERCIAL CHAINS .. . TIRE CHAINS 
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DO YOU WANT TO SELL MORE SLING CHAIN? 
Then You'll Want the New McKay Sling Chain Kit 


it gives the specifications for various types of alloy 
sling chains and outlines the procedure for selecting the 
proper chain. Included is a chart for keeping records 
of the sling chains your customers use. 


CLIP AND MAIL THIS COUPON 


Send me the McKay Sling Chain Kit 

Name_ 

Company_ 

Street__ = = 

City Zone__— State _ 


Send to THE McKAY COMPANY 
440 McKAY BUILDING, PITTSBURGH 22, PA. 


— eee ae ee 
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¢ 
: GIVES YOU ALL 
THESE ADVANTAGES In 


1) You Buy Direct From The Manufacturer. 


\ 2) Attractive Discounts — Bigger Profits. 
\ New Low Prices. 


Most Complete Line—10 Mower Models—Plus 
Lawn Edger, Power Scythe, Special Attachments. 
Jacobsen — A Known Name, A Wanted 


Mower — Backed by nearly 30 years’ ex- 20-in 
perience in the field. $1 59 















\ 


\\ 


Jacobsen 2-cycle engines 
built in as integral parts 
of Jacobsen Power Mowers 
are designed specifically 
for lawn mower use, With 
only three moving parts, 
Jacobsen engines have — 
for nearly 30 years—been 
known far and wide for 
their dependability. 





pacolsen rawn QUEEN Fe 


22-inch Cutting Width © 2 > $137/50 | WO 
TRI 





Plus Freight 








Power Mowers $99.50 and up — Get the full story on the es 

complete Jacobsen line. Write for details. The 20-A 

This mode 

permit clc 

in close q 

acolsen MANUFACTURING COMPANY, Racine, Wisconsin Stituted fc 
Subsidiaries: WORTHINGTON MOWER COMPANY, STROUDSBURG, PA. 20-R. As 
JOHNSTON LAWN MOWER CORPORATION, OTTUMWA, IOWA purpose. ] 

disc whee 

of the 20-1 
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WIDE UTILITY- 
BIG MARKET 











A Durability, low mainte- 
nance cost and ability to 
cut all types of grass and 
weeds gives the 20-R a big 
market range—residential 
lawns, golf courses, cem- 
eteries, tourist camps, 
landscape nurseries, farms. 


1) “f r 
babar) 


The New Worthington 20-R fits the needs of residential and commercial users 
alike. This mower is compact and easy handling — yet it wades into tough 
weeds and heavy growths with all the drive and power of a big mower. 
Wide rear drive wheels provide plenty of traction for hillside cutting. Spring- 
mounted handle cushions bumps—makes operation easier on rough ground. 


Briggs & Stratton 2 hp. engine furnishes dependable, low-cost power. 


= This ruggedly built, new Worthington 20-R is an ideal multi-purpose 
; & purp 
mower — excellent for weed clearing as well as for regular lawn main- 
TRIMMING MOWER 8 8 


20-inch Cutting Width $159.50 (Plus Freight) ‘enance. Get the full story on this new rotary disc mower. Write for 


The 20-A is specially adapted for trimming work. further information. Six additional rotary disc models with cutting 
This model has aluminum disc front wheels which 

permit close-in cutting and extra maneuverability 
in close quarters. These disc wheels can be sub- : . 
Stituted for the rubber-tired front wheels on the © die 

20-R. A special changeover kit is available for this WORTHINGTON MOWER COMPANY 
Purpose, Likewise a kit is available for changing the 
disc wheels of the 20-A to the rubber-tired wheels 
of the 20-R, 


widths from 18 to 62 inches, 
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Sprays Soluble Ing 


lightweight s 
1% gallon capacity with e 
spray saturates leaf surfac 
spray. Flip it — turns on; 
turns off. A touch of thé, 
the work. 


-N-GUN 


ticides or Fungicides 


tr, ideal for small gardens. 
filling of the 1. pint jar. Fine 


A compact, 



















uickly. Touchomatic Control of 4 
it again— § 2 45 y 
mb does all = 
Retail Price nd 
Complete a 
with /2 pint jar. 
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GRO-GU 
Sprays Soluble Fertil 


Feeds lawns or gardens while wa 
with each filling of pint jar furnish 









irs or Weed Killers 


ng them. Sprays 15 GALS. 
id, or 30 GALS. when using 

hole t@@pray properly proportioned 
fertilizer or weed kitten ; 


No mist, no side spray, to drift. $ 4 5 
Dual Cap fits narrow neck bottles and wide 
mouth jars... attach fertilizer or weed 
killer bottles direct¥ to the Gro-Gun. 


quart jar. Cover a sm¢ 


Retail Price 
Complete 
with pint jar. 


ds 
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‘/_ prays Soluble Inse 


Fungicides 


estates. NEW Interchangeable Jets — off 
plants and shrubs, ome for spraying 
trees. Pistol grip and trigger control 
of water. Fine sproy saturates leaf — 
surfaces quickly. One: filling of pint jar hn ee 

en eT ifferchangeable jets. 


Sn tana 






95 











sprays 3 gallons. 


18 
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EASIER, FASTER 
SALES FOR YOU! 





“this 5 


Bradson Sprayers attach to the garden 
hose and spray insecticides, fungicides and weed killers 
the easy efficient way. No tank to carry. No pump- 
ing required. 

1. Always a soft, fan-shaped spray that won't 
whip or damage plants. 


2. Proportions exactly the right amount of 
solution in every drop of spray. 


3. Large spray holes won't clog. 


4. Functions properly at any water pressure or 
flow. 


5. Cleans in only 30 seconds. 

6. Broken jars replaced from the kitchen. 
7. Guaranteed. 

8 


. Safety-Air-Gap complies with all 
health laws. 


Plus EXTRA Features in each 
individual sprayer 


BIG ADVERTISING CAMPAIGN 
starts March 1950. 


BE READY to fill the demand for these easy-to- 


use . . . easy-to-sell garden sprayers. 


PLACE ORDERS NOW vhile it's on your 


mind. 


ORDER from your jobber or write direct to us. 
IT WILL PAY YOU to act promptly. 


public 


DSON. ‘COMPANY 


be Bie é 
. Monufacturers and Dii : 
INSECT-O- Gum . GARO-N- GUN) « GRO Ms GARD-N-TYS 


12076 Guerin sae North n Helly wood, Calif. 


he « spice 








Form No. 315 
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1 A good stout screen can be made only of good strong 
. 
wire. ANACONDA Bronze Screen Wire is uniform, 
of high strength. 


2 A bronze screen stays strong because it can’t rust. 
ANACONDA Bronze Screen Wire won't rust—ever. 


3 Bronze screens admit maximum light and air—and 
"continue to do so. They will never be clogged with 

rust or paint, because screens made of ANACONDA 
Bronze Screen Wire can’t rust and need no paint. 





For complete information about 
ANACONDA Bronze Screen Wire just 
address The American Brass Com- 
pany, Waterbury 20, Connecticut. 
In Canada: Anaconda American 
Brass Ltd., New Toronto, Ontario. 





* The American Brass Company does not weave 
bronze insect screening, but from the earliest 
use of metal for screens has furnished uniform, 
high-strength bronze wire to the nation’s 


leading manufacturers. 47 


To make satisfied customers .. . sell ANACON DA 


BRONZE SCREEN WIRE 
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84°70 of all FARMERS os 
are prospects for 


KEYSTONE poultry netting! 


Tae ag That's a fact— and a profit-making one. U. S. Depart- | 
pep ment of Agriculture figures show that 84% of all farm- | 
ers raise poultry. Every one is a potential buyer of 
Keystone Poultry Netting. Many of them will buy 
this Spring. 
So, put Keystone Poultry Netting out in front— 
starting now. It’s a business-getting traffic item. 
And, Keystone Poultry Netting offers extra sales 
advantages that make it easy for you to sell once 
your customers see it. 






































These Advantages Help You Sell 
Keystone Poultry Netting Fast 


EASY TO HANDLE—Keystone Poultry Netting 
unrolls flat, stays flat. Easy to put up, cuts easily 
and without waste. 


LONGER LASTING—Tight-woven mesh made 
of strong steel Keystone wire. Stretches up tight 
and stays that way. 


BETTER PROTECTI( )N —Strength, longer life 
and mesh design mean sturdier protection for 
poultry flocks. 


ECONOMICAL TO USI — Keystone Poultry 
Netting’s longer life and easy-handling make 
it the most economical poultry fence of all. 


STRONG SALES APPEAI — Keystone Poultry 
Netting is nationally advertised—establishing 
farmer preference. And, the bright, trim roll 
makes Keystone Netting an attention-getting 
package. 








For profitable extra business and greater cus- 
tomer satisfaction—display and sell Key- 
stone Poultry Netting. 








MAI 


Albany 
Atlant: 


August 
Baltim 
Carter 


Chicag 


Keystone Steel & Wire Company PEORIA 7, ILLINOIS Cincin 


MAKERS of RED BRAND Fence # RED TOP Steel Posts * Non-Climbable Fence * Gates * Bale Ties * Nails 
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Albany, Ga. 


Atlanta, Ga. 
Augusta, Ga. 
Baltimore, Md. 
Carteret, N. J. 


Chicago Heights, III. 


Cincinnati, Ohio 
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Throughout the nation, Vertagreen has 
repeatedly set new plant food sales rec- 
ords. It’s America’s fastest growing plant 
food! This year, Vertagreen will attract 
more customers for you and make more 
plant food profits. The greatest advertis- 
ing campaign in Vertagreen history 
breaks soon, a huge springtime volume of 
ads in national gardening magazines and 





SHU Growing 


and Sure 
7o Grow More! 


Vertagreen’s Greatest 
Ad Campaign Will Zoom 
Your Plant Food Profits 


the garden pages of Sunday newspapers. 
Attractive displays, instructional folders, 
tie-in mats and postal cards are available 
without cost. Take advantage of Ar- 
mour’s continued national and localized 
advertising. Place an order for Verta- 
green now. Or send the coupon for fur- 
ther information on how to increase your 
plant food profits. Act now! 


_—_— 3 








FEEOS 


cS Ways 


@ ~ 


=Ve 


‘ VEGETABLES 


‘RAARARRAARSBBRRRARRRERRSBRRRREREEERESE ESE EEE EE EEE EST 


ARMOUR FERTILIZER WORKS 












P. O. Box 1685, Atlanta 1, Ga. 


Please send me further information about Vertagreen. 


distributor 





(check one—no obligation) 


retailer. 











State 





‘ 
MANUFACTURING PLANTS LOCATED AT: ‘ 

: Vertagreen Dept. HA 
Columbia, S. C. Montgomery, Ala. : 
Columbus, Ga. Nashville, Tenn. 4 Iam a 
Dallas, Tex. New Orleans, La. : 
East St. Louis, If. Norfolk, Va. g Name 
Greensboro, N. C. Searsport, Maine : fares 
Houston, Tex. Sandusky, Ohio : 
Jacksonville, Fla. Wilmington,N.C. § Address 
Jeffersonville, Ind. Winona, Minn. : City 

‘ 
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READERS 
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SELL PENNSYLVANIA 
UL MLL ULL Tio 


@ Magazines with a Total of More than 11,000,000 Readers 
tell and re-tell the story of PENNSYLVANIA’S new, 
improved power mowers. This colorful, power-packed 
advertising campaign—the greatest in Pennsylvania 
lawn mower history—is telling prospective buyers 
what the Hardware Trade has known 
for 3 generations—that there is no better 
lawn mower buy than a Pennsylvania. 





















Powered with Briggs & Stratton Engines 


Model R-9—18 inch cut— 
1 HP Engine 


Model T-9—21 inch cut— 
1% HP Engine 


















a Pat. 


/ A. Pending 


A 





QUALITY LAWN MOWERS SINCE 1877 ACCO 


)\ PENNSYLVANIA LAWN MOWER DIVISION me 


AMERICAN CHAIN & CABLE <¢ 
KZ 





Ke 
‘ LV Bridgeport, Conn. « Camden, N. J. 


Hand Mowers: Great American — Pennsylvania Jr.— Meteor and Penna-lawn. Also Trimmer and Edger 
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announces the largest, most powerful 
sales-building campaign ever put behind 
garden hose—starts this Spring to your customers 






















IG full-color ads in Life, Saturday Evening Post, Better 
Homes and Gardens — 35,000,000 hard-hitting sales im- 
pressions, tens of thousands of them right in your neighborhood! 
To make it easy for you to make this advertising advertise you, 
B. F. Goodrich supplies a complete merchandising tie-in plan. 


And only B. F. Goodrich offers you this complete hose line: 


Koroseal—the fastest-selling hose in America. 


Thousands of people know about Koroseal. If, however, they 
want a rubber hose, they prefer one made by the same manufac- 
turer. They’ll like B. F. Goodrich Garden Club. It’s lighter than 
most rubber hose, yet strong and long-lived. Attractive sage 
green. Full-flow coupling. 


For heavy duty, there’s BFG Maxecon—for golf clubs, parks, 
estates. 


For your price market, offer Signal—a hose that’s still 
well made, excellent value. 






And there’s the hose that has zoomed to 
national prominence and leadership— 
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@ LEADS THE FIELD 
@ BUILDS STORE TRAFFIC 
@ WINS LASTING CUSTOMERS 


17 OROSEAL is the most popular, fastest-selling hose ever Fair trade price is $9.35 


made. Dealers everywhere say a Koroseal hose display in for 50 feet $13 20 for 75 feet 
the window brings in scores of people who buy the hose and . 


many other profitable items. Koroseal builds business. Here’s the hose line for faster sales, 
Koroseal is Ys to Y2 lighter than other hose, it can be left out in bigger profits! 

the sun, it doesn’t need to be drained, it isn’t cut even if a car " i 

runs over it. So, you see, Koroseal makes gardening easier—a Tell your B. F. Goodrich distributor 
powerful sales argument to men and women. you, too, want these 


It’s colorful—bright red or brilliant green, in new multiple- extra hose profits 


sided shape, with polished chrome-finish couplings. ; 2 eee ee 
Or write The B. F. Goodrich Company, Industrial 


Couplings are reattachable so if hose is accidentally damaged, and General Products Division, Akron, Ohio. 










anyone can cut out the damaged section, and reattach the 






. » | iQ 
coupling. f 4 bu 
/ Fy, 4 V ° 
Koroseal is packaged for your convenience and that tO 4 
of your customers—all ready to carry out, no wrap- BY 


ping, no delay. 







Koroseat—~Trade Mark, Reg. U.S. Pat. Off. B.E ‘ oo ric 
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Your 2 Top Cards 


for Winning New Sales in Wood Screws 


Profit-wise hardware dealers are ordering and re-ordering these 
compact, 4-color displays that sell Phillips and slotted wood 
screws as they’ve never been sold before over the counter. 


No doubt about it... this is the hottest deal in wood-screw 
merchandising today ... with over 5,000 racks shipped out in 
a few short months, and more going out every day. But the 
final payoff is the way refill orders are coming in! 


Move in on this deal now. It’s no trouble at all... comes all 
packed ready to put up wherever you want it...and it’s only 
11” wide, 2534” high. 

Write today for Catalog Sheet giving full details and 
prices on both displays. 





- Ce eee eee ee 


‘AMERICAN SCREW COMPANY, Main Office, Providence 1, R.1. 


_ Warehouses at: Chicago, Ill., 589 Illinols St. otrolt 2: 502 St 
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OW 
DRILL SETS 


No. 14—Wood Boring Drill Set— 
packaged in protective wood tray. 


Especially Designed for Rugged Service in Electric Hand Drills 


Sturdy Drill Sets—of High Speed Steel—especially built 
to withstand the shock and strain of Electric Hand Drill 
use. Adequate length for normal portable tool use—attrac- 
tively priced. Utility packaged in protective heavy canvas 
case that may be rolled or folded and carried in the pocket. 
Set #S-13—13 High Speed Drills, 4%" to %” by 64ths; Set 
#S-11—11 High Speed Drills, 4%" to %” by 32nds; Set 
#S-8—8 High Speed Drills, 4%” to %” by 16ths. 

Wood Boring Drill Set, No. 14— Built to deliver maxi- 


mum efficiency in %-inch Electric Hand Drills. New, im- 
proved design—these drills produce unusually smooth 
holes—cooler running—faster chip disposal—diminish 
stalling on “break thru”, tempered to prevent damage on 
contact with metal. Attractively priced. Set consists of 5 
drills—%”" to %"” by 16ths—all with 4%-inch round shanks. 
These sets of Shield Brand Tools are first quality, 100% 
inspected. They provide new convenience and new value 
for drill users. 


TANDARD [OOL (10. 


CLEVELAND 4, OHIO 
New York + Detroit - Chicago 
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The finest line of precision screws, bolts, nuts and other 
popular fasteners—the Central line—is presented here 
distinctively packaged for greater shelf appeal. 


PACKAGED TO ell/ 


Everyone who views the new Central line of 
packaged fasteners instinctively judges Central 
products to be better. Handsomely designed, these 
streamlined telescope-type packages are strong, 
sturdy and colorfully labeled. The entire package 
ensemble has class—animation—REAL SALES 
APPEAL! 


CLEARLY LABELED FOR EASY IDENTIFICATION 


Central’s color-coded labels quickly identify both product and 
material. Simple. Easy to remember. Stock men say it saves 
a = time, conserves energy, promotes increased fastener sales. More- 
ONE A GROSS ie 

: over —Central precision-made fasteners generate steady, repeat 

)- FLATHEAD basing 
STEEL Packages are contained in re-usable cases, “papered” for quick 
“ae inventory and easy handling. Have clean, fresh, fast-selling shelf 


ine Leeda SCREWS stock at all times. 
oo 3 Complete Factory Stocks Your Assurance of Availability. 


SLOTTED 












Without cost or any obligation—let us send our ingenious AUTOMATIC FREIGHT ALLOWANCE GUIDE. 
Compute weights of each individual item on small quantity orders in a few moments to accumulate 
the 200 Ib. minimum required to earn the 65c per C.W.T. freight allowance. It’s yours. Write. 


LOS ANGELES, CALIF. CHICAGO, ILL. KEENE, N.H. § 


vu Can Depend on Central’ 


CENTRAL SCREW COMPANY 


3501 SHIELDS AVE., CHICAGO 9 ILLINOIS 
3028 —. ELEVENTH ST... LOS ANGELES, 23 CALIF. © 149 EMERALD ST., KEENE, N.H 
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TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 


Those midgets haven't lost a game 


since | showed ‘em how... 


~2— Evosithing Hinges On Hager 


© 1949 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
FOUNDED 1849—EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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Sivipe quay 


PAYS YOU A PREMIUM 


in Bigger, Faster Profits 


Your customers, from master painters down to 
homeowners, know Pittsburgh Gold Stripe 
brushes do the jobright . . .and they’re cheaper 
to use in the long run. 

Your repeat sales will be adequate testimony 
to the fact that Pittsburgh brushes give smoother, 
neater paint jobs with less effort in less time. 

And you don’t have to invest heavily in 
stock either! Thanks to Pittsburgh’s unique 
branch warehousing system, you can carry mini- 
mum supplies and still be assured of the stock 
you want when you need it quickly. 
















Goi 


“Lightning 
Line” staple- 
set Brushes 
When it comes \ 
to sweeps, dusters 
and scrubs, the 
Pittsburgh ‘'Lightn- 
ing Line’’ pays off 
in greater profits. 
Same warehousing sys- 
tem assures adequate 
stocking ai minimum in- 
vestment. Order now. 


No other paint brush offers more to your customers 
than Pittsburgh’s Gold Stripe Line. 


(1) Top-grade, straightened, pure bristle, selected to give 
maximum carrying capacity. 

(2) Constant bristle formula developed by master craftsman 
with painstaking care to insure longer wear, greater efficiency 
and true economy. 

(3) Proper taper for smoother application and cleaner trim. 
(4) Riveted steel ferrules (originated by Pittsburgh) combine 
fine hardwood handle and the right bristle into a long-life 
team. 

(5) Especially designed handle to give the perfect balance 
that means easy handling; saves wrist and arm strain. 

(6) Life Saver Jacket of new, improved fiber keeps brush 
lively, straight and clean. 

(7) The Gold Stripe is your customer’s guarantee of better, 
‘faster paint jobs every time, because all brushes are designed 
as a unit under job-tested conditions by master painters. 


Stock Pittsburgh Brushes for faster turnover 
More sales—bigger profits. Call the Pittsburgh Branch 
near you, or write PITTSBURGH PLATE GLASS COMPANY, 
Brush Division, Dept. D-2, 3221 Frederick Avenue, 
Baltimore 29, Maryland. 


BRUSHES * PAINT © GLASS * CHEMICALS © PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 





Si te 





—— 












SCRUBS 






(5) 







DUSTERS 











Other Profitable Lines 


Pittsburgh brushes also avail- 
able in the exclusive Bristle- 
Neoceta family and the 100% 
Neoceta family for one-half 
and two-thirds of the price of 
pure bristle brushes. 
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Any way you 
look at it > 
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the Biggest 
News in Spackling Compounds 












t 7 TO USE! Schalk’s Patch Poste is reody 













ne 





the moment you are... ready to 
fill cracks, breaks, gouges, joints in 
plaster or wood. 

P Highly water-resistant. Seols cracks areure 
bath tubs, sinks, windows. The perfect 
spackling compound for leveling of wal 
and ceiling surfaces. 

PNo mixing. No sizing. No sealing. No tine 
lost. Speeds job. Saves labor. Saves money 
> Paint over immediately. Safe under al 
water-mix paints, deep tone flats, gloss on: 
enamel paints. 


NET CONTENTS. HALF PINT 





SCHALK CHEMICAL COMPANY + FACTORIES: LOS ANGELES AND CHICAGO 
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SCHALK PRESENTS 
ANOTHER WINNER! 


It’s the new word for spackling 
Compound: Schalk’s Patch Paste 


Half pint cans: Packed 48 


(four 1 doz. containers) to the case. 


List price per can, 50c 
List price per case, $24.00 


Quart cans: Packed 12 to the case. 


List price per can, $1.50 
List price per case, $18.00 


Larger sizes available. Prices on request. 


Order from your jobber! 
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ALL FLOOR- MERCHANDISER SECTIONS 
FURNISHED IN 6’ LENGTHS 

EXCEPT NOS. 7-B, 91-B and 

201, WHICH ARE SUPPLIED 

IN 5’ LENGTHS ONLY 


5’ LENGTHS OF 
SECTION 201 HAVE 
ONE END FINISHED 













~ Packed in 
te ») protective ' 
| Fiber Tubes | 


201 COVE STRIP 
3/4” WIDE 


AS SHOWN 
Na f 

VERTICAL 

INSIDE fae 


CORNER | 


810 
WALL PANEL 170 


NOSING 


a 


bt 25/32 


10 NOSING 





141-XB DOOR EDGING 
OR CAP TRIM 


Po 


t— 3/4 —H 
33 SEAM BINDER 
OR PANEL TRIM 


-— 3/4 —H 


32 EDGE BINDING OR CAP EDGE 











1700 
SAFETY STAIR 


b+—— 1/16" - —t— 
| 
NOSING 


1-5/32 


‘\ Le 


"\ CORNER 
BEAD 


7-B OUTSIDE CORNER EDGING 


FOR ENAMELED SURFACE COV. 


81-B CAP TRIM 
FOR ENAMELED 
SURFACE COV. 


91-B 
INSIDE CORNER 


FOR ENAMELED 
SURFACE COV. 


32 


Ss 


34 4 DOOR THRESHOLD 
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OR SADDLE 


364 
OUTSIDE 
CORNER 


yw 
365 
INSIDE 
CORNER 









CHROMEDGE 


T. M. Reg. U. S. Pat. Off. 


Metal Trims 
OF STURDY 
EXTRUDED ALUMINUM 


Your nearest CHROMEDGE distributor can 
quickly supply you with these popular Chrom- 


edge sections, specially packaged for your 


“carry-out” sales. These lustrous, easy-to-apply 


mouldings win quick approval from mechanics. 
They bring speedier sales and more profit. 
Your floor merchandiser does a bigger job for 
you when it displays and sells these sturdy, ex- 


truded Chromedge Metal Trims. You get a 


wider choice of popular shapes—120 feet of 


each per tube. 


Call your CHROMEDGE as/rdufor 


If you are not already get- 
ting extra profits by letting 
a handy floor dispenser sell 
popular “‘sticks” of sturdy, 
extruded metal moulding di- 
rect to homemakers and 
handy men, ask your Chrom- 
edge distributor about B & 
T’s colorful, all-metal per- 
manent floor merchandiser. 
This compact ‘Twin-Four” 
display is furnished without 
cost with your choice of 
eight tubes or more of “‘star- 
ter” stock! 


















- B & T cane 
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A BETTER SELLER THAN EVER BECAUSE.... 


The trend today 
15 to soray! 


aa Yes, your customers know 
that sprayifig. is the easier, better 
























ene 


Tat | 


way to paint! And they're demanding 
good sprayers that do an all-around job 





... Sprayers with a name they know and 


FOR THE HOME 
Dozens of uses—inside and 
outside the home. 


trust. That’s why the demand for Speedy 
Sprayer keeps right on growing—a good 
indication of Speedy Sprayer’s outstand- 
ing superiority, and ever increasing 
popularity with the consumer! 


SPEEDY SPRAYER 890 





Famous diaphragm principle eliminates oily 
pistons—delivers 2 cu. ft. of clean, oil-free air at 
30-40 Ibs. pressure. Sprays anything from a 
toy to a house. Operated with any % 

h.p. motor. Never needs oiling. Out- 

fit with gun, less motor, 


FOR HOBBYISTS 
Gives handiwork a factory- 
finish everyone admires. 





FOR GARDENERS 
Sproys insecticides, DDT, 
weed killers. 





FOR FARMS 


Many paaint jobs. Also 
sprays disinfectants; in- 
flates tires. 






be P 4 
— wi te a 
P’ in 
° ae this year | st on : SPEEDY SPRAYER 444 
: doy & ~ nation? Doubles the spraying speed and work- 
other le o ing area. No job too big! Delivers 4 
magazines: Ey cu. ft. of clean, oil-free air at 40 Ibs. 


pressure. Operated by '/2 h.p. motor or 
engine. Outfit with gun, less motor, 


$5450 
Send for Catalog Showing Complete Line of Portable Sprayers! 34 





Specialists in Portable Sprayers Cc OR od ce] 4 A TI ° | 


LAL than 20 years 
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WEEK AFTER WEEK, 
te i REACHING MILLIONS 









GET YOUR FREE DEALER TIE-IN MATERIALS! PUT THEM TOR 


Acme White Lead & Color Works, Detroit « W. W. Lawrence & Co., Pittsburgh ¢ Lowe Brothers Co., Dayten ¢ John Lucas & Gv 











R ALES and PROFITS 
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Minneapolis ‘Sunday Tribune m Be 
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HSE... AND GET YOUR SHARE OF THIS PROFITABLE BUSINESS 


© The Martin-Seneur Ce., Chicago « Rogers Paint Products Co., Detroit « The Sherwin-Williams Co., Cleveland 









9 out of /O buy 


Bruce Floor Cleaner 
again and again! 


|//y 






__ Continuing Nationwide Surveys 
” Prove this Bruce Leader 
Builds Steady Repeat Sales! 


Of course, no regular Bruce 
dealer needs to be told that Bruce Floor Cleaner cus- 
tomers repeat again and again. Yet it would be almost 
impossible for him to tell us exactly how many repeat. 

So continuing surveys are made among the custom- 
ers themselves. Homemakers are interviewed all over 
the country, and they all tell the same story. 

Better than nine out of ten original purchasers, regard- — 
less of the length of time since that purchase, are still buy- 
ing and using Bruce Floor Cleaner regularly today ! 

That means that every time you introduce ten new 
customers to Bruce, nine will continue to repurchase 
year-in and year-out. \ 

Right now, powerfal Bruce national advertising is_ 
reaching over 93,000,000 readersof This Week, Woman’s — 
Home Companion, McCall’s, Good Housekeeping, and 
many local newspapers to help you sell those new users. 

It’s a profit opportunity you can’t afford to miss. 
You'll find that Bruce Floor Cleaner’s outstanding /# 
customer satisfaction helps sell more Bruce Doozits, | 
Bruce Waxes, and all the other profitable Bruce Floor 
Products too! Feature Bruce Products now. 


Floor § 
Cleaner ' 





<qitt OF) Wilvap o> 

F Guarenieed by > "WAXES 4s Ta 
Good Housekeeping Fury FANS Woop 
c TURE, UNoLEum 


C3 
Swvreatond 5, 
cD 






by Road 4 Sas soveanseo wes 
ay, 


All Bruce Floor Products are fair-traded. 
Bruce Floor Cleaner retails at 68c a 
quart, $2. 10 a gallon. The long-handled 
Bruce Doozit, made especially for ap- 
plying and polishing Bruce Floor Cleaner, 
is $1.89 complete. Extra pads, 19c 
each. Write direct for complete price 
lists on all Bruce Floor Products. 











(Liquid, Paste 
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® This Fabulous Pinker . . . selling faster, in greater quantity 
NOW than when first introduced. 


@ Still the FINEST PINKER AT THIS PRICE . . . FULLY GUARANTEED 
. .. GIFT WRAPPED ... A TRUE TRAFFIC STOPPER. 


WRITE FOR FREE MATS AND COUNTER CARDS 


lowest cost...fastest selling 


SCISSOIS and Shears 
assortment 79/ 


with FREE display cabinet 


Retail Value of This Assortment... $63 






@ Sales-compelling display of hot forged steel 
scissors, UNCONDITIONALLY GUARANTEED . . . with 
SLOW SELLERS EXCHANGED FOR FAST ONES. . . ANY TIME. 


© Compact, all wood display, with maple finish . . . pad under glass .. . 
ample space in rear for surplus stock. 


@ NO INVENTORY PROBLEMS . . . Scissors numbered on pad with surplus stock 
in boxes correspondingly numbered. 


Galfer CUTLERY CORP. “Quality Cutlery Ever Since 1888” 151 West 19th Street, N. Y. 11 


HARDWARE AGE, FEBRUARY 9, 1950 37 





A SURE WINNER! 








FEDERALS 
“Il BEST SELLERS’ | 


A winning combination together with Federal's 
re-designed Window/Counter Display Piece. \ 
Each item’s sales potential increases when 
Federal’s Window and Display Collar promo- 
* MY KITCHEN IS IMPROVED tional pieces are put to work for you. Here's C 
what Federal’s 11 combination display does— 


ae 















Ct > HOW ABOUT YOURS?” 


(Vie>, STIMULATES SELF SERVICE 
ate MEAL preparation more Ale 


BUYING. 









} 


| Pre, SAVES TIME OF SALES 
\U sC~PERSONNEL. 


oN 





| (Pre, CREATES RELATED SALES 


6 
} 
fF 
a 
$s 
Y 
3 | 
- DESIRE. | 
R | | 
! | ie, NO-MISSED SALES BECAUSE | | 
«| ~\U OF HIDDEN PRICE LABELS. id 
| ~ _ 
| w| (Pie, EMPLOYS THE IDEA OF eo 
| | | “QW MATCHING SETS. \ = 
j & . 
te tip oy a r 













These fast-moving Houseware products will 
play a part in Federal’s 1950 point-of-sale 
merchandising campaign. 



















ama mame ZTEQn & MOBS wEa mE 





13 oz. No-Drip Server * 32 
oz. No-Drip Server * 48 oz. 
No-Drip Server * Onion Chop- 
per ® Deluxe Onion Chopper 
© Mist-Maker ® Jelly Jar * 
\ 3 Way Salt & Pepper Set * 
3 Way Salt & Pepper Shakers 
© Nut Meat Chopper ® Deluxe 
Nut Meat Chopper ® Sugar 
Server © Sugar Meter * Mix Stir * Ke 

Chopper * Cocktail Shaker 





A COMPLETE SET OF THESE PRACTICAL ACCESSORIES 
WILL PLEASE EVERY HOME MAKER 








928 Assortment—14% dozen including free 
Window Display, total retail value $52.38. 
Shipping weight 115 Ibs. Display meas- 
ures 3842” x 55” x 10” deep. 









FEDERAL 
Practical FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 





HOUSEWARES 
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Polish . 
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adjustable } SS steel rack with 
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Fair lrade r agers. Rack y f ‘ed 


. : N 7 
elail price $2.00, Oo. 1720~ 
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$2.50. 
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with these 3 Winners! 


You'll have increased sales when you feature these Revere prolit- 
makers! Here’s why: 


1 These polished, stainless steel racks are already in great demand with 
women whe ewn Revere Ware and want to show off their “Kitchen Jewels". 


So don’t miss out! Get behind these winners and watch those sales 
“rack up”! Remember, too, Revere is backing you up with the 
largest color advertising campaign in its history reach- 
ing over 686,000,000 readers in 1950. 





REVERE 


COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division, Rome, N. Y. 
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THE COLDER IT GETS THE FASTER IT SELLS! 


v A FORCED AIR BLOWER FOR OIL HEATERS Y FITS UNDER MOST OIL HEATERS 
V PAYS FOR ITSELF—SAVES UP TO 25% ON FUEL BILLS ENABLES OIL HEATER 
USER TO ENJOY ALL THE BENEFITS AND ECONOMY OF FORCED AIR HEAT 
V INCREASES WARM AIR CIRCULATION 5 TIMES VY FORCES WARM AIR 
THROUGHOUT ENTIRE HOUSE V THE PERFECT PORTABLE FORCED AIR SYSTEM 
FOR WARM AIR FURNACES—CAN BE PLACED IN COLD AIR REGISTER 


THE HOTTER IT GETS THE FASTER IT SELLS! 


| BLOWS AIR (at High ts 2000 FEET PER MINUTE 


i Bee aoe 








































SELLS ALL YEAR ROUND IN MONEY-MAKING VOLUME ! 


Gounnres IN ANY POSITION — USED on DOZENS OF WAYS 


America’s Most Versatile Air Circulator! 
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NO DANGEROUS 
FAN BLADES! 


@ An air circulator that is 
truly safe. No fan blades 
to nip fingers or tear 
clothing. 

@ SUPERFAN is so quiet 
you hardly hear it. 

@ No other air circulator 
on the market can com- 
pare with the SUPERFAN 
Blower. 


BIG WINTER 
PROMOTION 
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To: QUEEN STOVE WORKS, INC., Dept. HA02 
Albert Lea, Minnesota 

Rush at once full details about the big money-making Winter 

sales promotion on SUPERFAN and the “ 

SUPERFAN OFFER. 


We are a dealer 


Biullder Every Season of the fla! 






POUZEMg Th 








ummer Special”’ 


a distributor 


New ARISTO- MAT Pp ll ii/// ’ 


Display Merchandiser ; sea | 


WILL TRIPLE | 
YOUR PROFITS 


Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in““EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- Se shen tas cette ta 
faces from heat, scratches, spilled foods, “ 
knicks, chips and stains. ARISTO- 

















MATS are available in a wide selection 
of patterns and sizes, in.a price range 
to fit every pocketbook., 


FREE TRIPLE PROFIT 
MERCHANDISER 3S5 DEAL 


With 1 dozen fast selling assorted Aristo-Mats, 
which contains the 17 inch by 19 inch size only. 


Pre-sold through NATIONAL ADVERTISING 





























on a full 12 month schedule in... YOuR FAIR TRADE YOUR 
cost RETAIL PRICE PROFIT 
@ Better Homes & Gardens 
e House & Garden Ys Doz. 401 FLORAL QUEEN $4.66 $7.16 $2.50 
@ louse Besstifel Ys Doz. 1010 CANDY STRIPE 2.67 4.00 1.33 
@ American Home 
@ Good Housekeeping Ys Doz. 1200 Chrome Master 5.12 7.92 2.80 
@ Ladies’ Home Journal $12.45 $19.08 $6.63 








@ Woman's Home Companion 


McCall's © Parents’ Fair trade prices, Chrome Master $1.98 


Floral Queen $1.79, Candy Stripe $1.00 
Slightly higher in states west of the Rockies. 












“” > 
nteed by» 

Good Housekeeping 
<P ; “* 





1 Pac iat 


r) > 











AGATINGE 


PHOENIX TABLE MAT COMPANY 


1315 West Congress Street ¢ Chicago 7, Illinois 
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s this Food Chopper “buy”! 


SWING-A-PART 


with all the exclusive features 


smart housewives won't pas 


ose UNIVERSAL 


LARGE HOPPER 


Grinds three pounds of 
food each minute 











women ask for 


< EASY TO CLEAN 


Just flick the latch and it 
swings open 


3 


5 
, 


EASY TO OPERATE 


i , \ ; an 
Long handle and special- : } i, 
ly designed feed screw . ; : ss ( | : 


STAYS SHARP 


Hardened and tempered 
knives always stay sharp 





WILL NOT LEAK 
Exclusive Universal 
seepage trough diverts 
juices into container 


mi 


~} 
} 


SWINGS OPEN - EASY TO CLEAN 





MR. DEALER: When Mrs. Housewife 
wants a food chopper she wants a Uni- 
versal Swing-A-Part. And no wonder! 
She’s seen it in kitchens... heard friends 
talk about it and will read about it in 
Nancy Sasser’s Saturday Evening Post 
“Buy-Lines” column. She knows that 
here’s a chopper that has.everything! 

4 cutters that always stay sharp...exclu- 











sive seepage trough...large hopper...and 
the amazing Swing-A-Part feature to 
make cleaning a snap. 





| 


Make more sales... build bigger profits 
by featuring the Universal Swing-A-Part. 
Available in 3 sizes—order from your 
Universal distributor today! 








UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 

















ie 


Lualdyand Cale Sine Wg? 
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—No Extra Charge 
——— 


This beautiful, life-size, traffic- 
stopping, hard-selling window and 
floor display does a real sales job. A 
It is sent to you absolutely free with 
your order of 12 or more Coleman 
Folding Camp Stoves PLUS 3 or more 
No. 10 high stands. 

Let this colorful, life-like display add 
excitement and interest to your windows 





and sales floor... sell more Coleman Folding CAMP STOVE 
Camp Stoves during the big Spring out- toed end sadersed by Famese Spertsnen 
doors season. Order from your jobber 
today. | Ges Cooking, anywhere you gs 
2 
FASTEST SELLING CAMP STOVE MADE pe sgl 
It was a sell-out in ’49. With its new 4 Instant Heat Regulation 
improvements, new design and the 5 Clean Odoriess Heat 
backing of strong national advertis- 6 Removable Fuel Tank 
ing, it’ll sell even faster this year! The ? Contes Uke 
new Golden Anniversary model stove . « Small Switzane 
has smooth, rounded corners, im- ee n- - 





proved tray-type lid, handy towel 
rack, and steel strap slide-away legs... 
all strong selling features. It lights in- 
stantly, cooks like a city gas range... 
Carries like a suitcase... Bakes, boils, 
roasts, fries, broils, toasts. A proved 
profit-producer. 


Everywhere! 








Order from Your Jobber Now—Be Ready When Sales Start! 





The Coleman Line is Your PROFIT LINE Because More 
People Buy Coleman Than All Other Similar Lines Combined 


Timely Products to Push for Profit Now— Order from Your Jobber 





% Floodlight Handy 





Lantern 


“WV! Fastest sell- 
| ing farm and 


sport light— 
3 models. 





Gas Plant 
Quick heat 
for farm, dai- 
ry or truck- 
ing business. 





Speedmaster Stove 
Good eats fast— 
at home or away. 








| 


1. 
ey 





i} 


____THE COLEMAN COMPANY, Inc., Wichita, Kansas 


Pocket Stove 


For outdoors 
men whotrav 


el light. 


a 


ed 
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QUALITY AS THE 
BIKE | SOLD 
YOUR BIG BROTHER! 


i 

















ys’, 
Stand chaj 
irls’ . 
and kick Stand” Chain Qua d 
ir 





Here’s a strictly front-of-the-show-window bike, comparable 
in quality construction with the finest full-size bicycles by Columbia 
... and available fully equipped with horn, light, chain 
guard, kick stand and chrome truss rods. Compare these Columbia 
juveniles and see why they deserve the tribute of 
“America’s First Bicycle”. 


THE WESTFIELD MANUFACTURING COMPANY, WESTFIELD, MASSACHUSETTS 


COLUMBIA AND COLUMBIA-BUILT BICYCLES + SINCE 1877... AMERICA’S FIRST 
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=) = announces amazing new Model 1-30 
...now offers you its great MT 
in almost any size motor! 





(TO BE CERTIFIED) 


11 2 men $Q AQ 


gas tank..- 














Here’s more of everything your customers want in 
a big-power outboard! More maneuverability, with 
the Scott-Atwater Shift. More performance—actually 
1 to 30 m.p.h. More power per cubic inch of piston 
displacement. More ball-and-roller bearings than 
any outboard its size—14 sets. Unique automobile- 
type fuel pump and separate 5-gallon “stowaway” 
gas tank (hose and tank not under pressure). Only 
outboard with steering-handle control of both throttle 
and spark! Here indeed is the most 
advanced outboard ever built— 
the new Scott-Atwater 1-30 
Shift twin! 


















More 
SHFT Models 
to sell! 





Scott-Atwater alone 
offers the outboard 
prospect four Shift 
models to choose from 
—4h.p.toover15h.p., 
$149.50 to $349.50.t 
All four have complete 
Shift—neutral, for- 
ward and full control 
reverse. 














| * 
| A great performer E 
ooo great value »! *OBC CERTIFIED @ 4200 RPM 
. **oBC CERTIFIED @ 4000 RPM 
{WEST COAST PRICE SLIGHTLY HIGHER 
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; JUST A YEAR AGO the greatest out- 

Ss ‘ board improvement in history was in- 

ustanl—ihe Scott-Atwater Shift. Since then, tens of 

thousands of outboard skippers have Shifted to Scott- 
| Atwater. Typical comments of owners and dealers. . 


%.' 


e 


2 
Wy 


A great selling 
ur motors sentence! All 
Scott-Atwater 














BEST ON THE WATER 
**The Scott-Atwater has them 
all beat when you get it out 
on the water.’”’— Spokane. 


“T am very much sold on 
your motor and your, com- 
pany. People I have sold are 
very pleased with the motors, 
and have been a great help 
in sending their friends in.” 
—Milwaukee. 


SALES UP! 
“Our sales of Scott-Atwater 








WATER TAXI 

*‘Now I use Neutral and Re- 
verse like a city taxi driver. 

My Scott-Atwater Shift 
motor is a honey! Ticks away 
on the first touch. Lotsa 
power. I don’t see how it 
could be improved.’’— Joe 
Alexander, Madison 5, Wis. 





i ¥ 
° t 
it in i ¥ even turn al Shift models motors were much improved 
with I * ==~¥ their own gas! with conven- over last year. The addition 
all i * x = tionalgas tank of the Shift was the answer.” 
y Good question to ask your customers—if (1-14, 1-16, 1-20) have automatic — Minneapolis. 
ston | ® you're selling Scott-Atwater. Forthe manwho 4 gas line and air vent control. 
nem % pilots a Scott-Atwater Shift motor doesn't x When you move the speed control ALREADY SOLD 
need to row way out from shore before “ ” ae & 
i i x ulling the starter cord. He starts and warms lever o Ge “Gare poctiien, Be Most customers were al- 
pile- i happy < * gas is turned on, the vent opened. ready sold on Scott-Atwater 
°° up in Neutral, while still tied up to the dock. . 
ay % Then he Shifts to Reverse and backs aw % When you stop the motor, gas when they walked into our 
— wee and vent are closed automatically. shop.’’— Milwaukee. 
+ like a tugboat skipper. The Shift is just as P 
nly # slick for pont lianas ie fool- sonar Gafere Gave eutioasty Sams 
ttle i s proof, adds little to motor weight. ‘ x so simple to run. = Owners Say: 
ok KO eR OK OR SI 


New SINGLE KNOB Control 


Three controls in one . . . and what a sales-clincher! 
It’s a carburetor adjustment, a choke, a carburetor 
drain. Turn it to adjust the carburetor, push it to 
choke the motor... close and push it to drain the 
carburetor—instantly! Another wonderful Scott-Atwater contribution to 
easier outboard operation ...and it comes on all four new Shift models. 









DIDN’T BELIEVE iT! 

“I didn’t believe the Scott- 
Atwater Shift would work so 
well and come in so handy. 
Have had other motors, but 
none with the qualities this 
has. Especially like that 
automatic gas ‘shut- off and 
automatic air vent.”—John 
A. Rice, Butler, Pa. 


BIGGEST IMPROVEMENT 
“Sure think the Shift is the 
biggest improvement since 
the outboard was invented. I 
own a 1-16.”’— Louis Vander- 





BIGGEST Scott-Atwater Ad Campaign! 


Scott-Atwater has a lot to tell America about its exciting new outboards—and is 
using a lot of hard-hitting national advertising to do it. Inthese 14 leading magazines, 
WIN totaling over 14,000,000 circulation, we're urging outboard skippers to... vest, Green Bay, Wis. 
950 ~--2 iene: a oSParS-- ~ 





to $cott- Atwater 2- 


For detailed information and the name of your distributor, write to Dept. 28 
Scott-Atwater Manufacturing Co., Inc., Minneapolis 13, Minn. 
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Feature the 


(uns of the Month 





STEVENS MODE}. 


87 


Tubular Magazine 
-22 Cal. Automatic Rifle 


STEVENS MODEL 


85 


Clip Magazine 
-22 Cal. Automatic Rifle 





ANY MONTH 


... you'll find it pays to fea- 
ture Savage, Stevens and Fox 
rifles and shotguns. Look for 
this “Guns of the Month” 
program on these pages 
every month—and tie in, for 
a profitable, satisfying arms 
volume. 


SAVAGE ARMS CORPORATION 
Firearms Division 
CHICOPEE FALLS, MASS. 


~ 


FEBRUARY 


For ‘“‘zinging away” at small running game... for 
rapid fire work with moving targets, these auto- 
loading .22 rifles are ideal. Savage lets yeu offer a 
choice of tubular or clip magazine models. Both are 


fast handling, lightweight — and priced to move! 


SELLING SLANTS~ 


Show prospects that they’re buying 3 rifles in 1 — 
show them how these models are instantly adjustable 
as autoloaders, bolt action repeaters or single shots. 
As autoloaders, they shoot .22 long rifle cartridges; 
as bolt actions or single shots, .22 long rifle, .22 long 


or .22 short cartridges. 


Point out the man’s size, walnut finish wood stocks 


and forearms. 





Demonstrate the simplest, most trouble-free action of any 
“22” autoloader. It’s easily, quickly disassembled for clean- 
ing without tools. 


SAVAGE > STEVENS + FOX Rifles and Shotguns 





er SAVAGE * WORCESTER Power and Hand Lawn Mowers 
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HomeE-UTILITY 


6" ELECTRIC 
SAW 


(CUTS TO FULL 2” DEPTH) 
Reduced to 


$54.50 


(LIST PRICE) 





w/ 






all these great 
saw features 


ata PEL, VOID PPICE SOHBIO 


HUNDREDS OF USES The Home-Utility 6” Elec- 
GIVE YOU BIG MARKET! tric Saw is ten times faster 
than hand sawing for hundreds of jobs—in general carpen- 
try, home construction and alteration, farm building and 
maintenance! You can sell it for such jobs as sawing stair 
stringers, sawing lumber to construction length, trimming 
stock size millwork to fit, cutting transite with abrasive 
discs, fitting interior trim and moulding, etc.! 


EASY HANDLING Perfectly balanced, compact, the 
APPEALS TO USERS! Home-Utility 6” Saw weighs only 
914 Ibs., is easy to use without fatigue. Comfortable handle 
is close to blade for easy one-hand control. Cutting guide is 
always visible. Sawdust is blown clear of cutting action. 
Operates from any standard power line (A.C. or D.C.) or 
portable generator—115-220 volts. 


1 ORDER NOW FROM Pncrnt HOME-UTILITY DISTRIBUTOR r oe ase 


ME- cE-UTILIT Ys 
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\ nae Product of The BLACK & DECKER Mfg. Co: te a 
Dept. H-653, Towson 4, Maryland —— af 
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SAFETY IS A BIG 

SELLING POINT! The Home-Utility 6” Saw’s tele- 
scoping lower blade guard slides open to expose the blade 
as the saw-cut is started. As the Saw leaves the work, this 
guard springs closed automatically for complete safety. 
Two-pole trigger switch turns Saw “‘off’’ instantly when 
trigger is released. Ground wire prevents shock if tool shorts 
—attaches to a “‘ground contact”’. 


UNMATCHED QUALITY Driven by a powerful Home- 
FOR LONG SERVICE! Utility universal motor, built 
by Black & Decker specifically for power sawing. Full-size 
ball bearings throughout except for needle bearing at end 
of blade spindle. Sturdy aluminum housings. Tough gears 
for years of service. Just what you’d expect of Black & 
Decker’s 39 years of outstanding electric tool building. 
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“Weget money-making ge 
Information trom our “=== 
modern National Sales Register! 


66 E USE a National Sales Register System to 
WY cute every transaction. Cash sales, 

charge sales, money received on account, or 

money paid out—everything goes through the 

register. At closing, the totals are printed on the 


OE TE EO MEE 


——eertceeetaaaan 
pp 
é 
Cond 


wi | 


f 





audit strip, and from this our ‘Daily Statement of 
Business’ is prepared. This register is the 
foundation of our bookkeeping system. 

‘‘We also use sales slips. The register prints the 
details on the copies of the sales slips. This makes 
the record authentic and auditable—like having a 
check certified. Otherwise, it would be impossible 


to check back on all transactions.”’ 

















terials, Beuchel, Kentucky. 


So writes Mr. J. E. Johnson regarding the 
modern National Sales Register System in 
use in his establishment. If you want to 
increase sales through better service to 
customers, if you want to get better cash- 
control and simplify your record-keeping... 
talk over your problems with the man who 
can help you—your local National 
representative. He has the backing of his 
company’s 65 years’ experience in building 
better business systems. Ask him to survey 


your present methods and recommend a 


system exactly suited to your store’s needs. 





CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO - ; S| 
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What’s so important about YELLOW? 


‘Yolow, when it’s the ‘yellow pages’ in the Classified 
section of the telephone directory, means just one thing 
to the people in your community... ‘‘Here’s where 


I can find who sells it.’’ 


The ‘yellow pages’ are at the elbow of practically 
everyone in town, all day... and every day. Surveys 
show that 9 out of 10 shoppers reach for them when they’re 
ready to buy. With your business and your sales message 
appearing under all important classifications, the 
‘yellow pages’ can be an important builder of 


new business. 


FOR FURTHER INFORMATION, CALL YOUR 
LOCAL TELEPHONE BUSINESS OFFICE. 
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If you’re a Hyde Dealer, you'll recognize these fast moving, 


profit making items — all introduced within the past few | 


months! If you’re not carrying Hyde Products, now’s the time 
to add Hyde to your line—to cash in on these progressive new 
items plus the complete line of Hyde painters’ and paper- 
hangers’ equipment. Take a moment to write us today — to find 


out how you can enjoy greater profits through Hyde Products. 









BLabE 
. EXTENDS 
SIDEWAYS 


<— Speepy 
BLabDE 
\ RELEASE 





\ae i. | 
VV a1 
A) | 

| 













4 


] Hyde Professional Putty 
Knives and Scrapers: Forged 

Brass Bolster - Super HYDEX 

Steel Blade - Full Tang Plastic 

Handle 

2 Hyde Speedster Scrapers: 
Four Sizes - Double Edge 

Steel Blade - Patented Blade 


Release 





Hyde Counter Display: One 
of Several Eye-Catching 
Units 
4, Hyde 800 Straightedge: 
Lighter and Stronger than 
Aluminum - Double Tracks 
Hyde Glass Cutters in New 
Display Boxes: Precision 
Built - Attractively Finished 


MANUFACTURING COMPANY 


SOUTHBRIDGE, MASS., U. S. A. 


«AY 
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PARKER 
’ SANDING BLOC 















* LARGE—STU nov 
* GROOVED, 

* LONGES anc 
* BIG SA 





Featured for 


NATIONAL HARDWARE WEEK 
APRIL 28 through MAY 6 


The big, sturdy, and easy- 
to-grip Parker Sanding 
Block is a bright star in the 
famous Parker Line of 
Quality Small Hand Tools. 
Contour of the block 
assures a better sanding 
job in less time with a min- 
imum of wear on the abra- 
sive. Parker Sanding Block 


Cg: 
‘ae Rik PURPOSE 


a HAND “tine ® 





Refills are packed a dozen io \ 4 

to a box in three different \ eens S 

grades. Ask your jobber a 

for complete details of this Packed 2 dozen in colorful 


featured Parker Tool. display boxes. 


Fy te! Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 





HARDWARE AGE, FEBRUARY 9, 1950 











yr Fs 





HARDW: 





orful 


J 


0. 


IN 


ades 


950 

















“FOR A BETTER FINISH.. 
GET A SMOOTHER START 


ERFER 


_—¢ SPACHTLING 
ke agin jas OM POUND 
: ieee ramen sonnet FOR PERMANENTLY SMOOTHING FU 


> meee ——— seen e WMG OR BUNLDING UP SUE RST 
\ GLUE BASE BEFORE PAINTING OR RE 
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FOR PATCHING BREAKS IN PUB 
_———— a 





A NEW TYPE OF PATCHING 
PLASTER _. EASIER 10 
WORK Dust FREE 
Stow setting SNOW 
WHITE SETS HARDER 
tl 
just apo ware AND * 


SHRIN 
= K PROOF 






, ae 


Nee 
\ a 





PLASTERPATCH has a glue base which gives it | CERFEX—newly re-formulated—is by competitive 


radically improved working qualities. Saves tests America's best-working, best-performing 
painters’ time ... does a better job. Home-owners Spachtling Compound. Nationally known and 
get professional results easily. accepted for its superior qualities. 


CERFEX and PLASTERPATCH are available in U-G-L's famous Mixtop Pail, as 
well as in regular package sizes. This 2% gallon pail has a deep-drawn lid for 


use as a mixing receptacle. It's a winner with every dealer who sells to painters. 


You can always count on U-G-L's 34 products for ‘trouble-free performance” 
... the result of 18 years of constant research, quality improvement and man- 


ufacturing control. For further information, write to— 


UNITED GILSONITE LABORATORIES 


SCRANTON: PENNSYLVANIA 
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YOUR CUSTOMERS WILL 
BE ASKING FOR NEW 
NYLON PAINT BRUSHES 





tor HOUSEHOLOERS 
Geese 


K NYLON PAINT BRUSHES are smoothest paint 


ing, easy to clean, ideal for nearly all paints and other 
finishes, have durable bristles that won’t break off... 


flow of advertisements all through the spring in seven 


| K NYLON PAINT BRUSHES will be backed by a 


leading national magazines... 





«K NYLON PAINT BRUSHES bring you a free mer- 


chandising kit to help you tie in with this advertising 
and boost sales of paint brushes (and many other related 
| items too). 


REG. us. paT.OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Advertising for new NYLON 
PAINT BRUSHES designed 
to reach 3 out of 5 families* 


Men and women in your community—your cus- 
tomers—will see and hear this advertising. All 
through the spring, hard-selling ads in color will 
appear in LIFE, AMERICAN HoME, BETTER HOMES 
& GARDENS, COUNTRY GENTLEMAN, POPULAR 
MECHANICS, POPULAR SCIENCE AND MECHANIX 
ILLUSTRATED. In addition, the story of new nylon 
paint brushes for householders will be told in sales- 
provoking commercials on Du Pont’s famous 
“Cavalcade of America” radio program (Tuesday 


evenings—NBC—coast to coast). 


program, 





stock AND pispLay WEW 


NYLON PAINT BRUSHES 
NOW-—FOR BIGGER PROFITS 
—_— 

THROUGH — 


1, Increased sales of paint h 4 Faster deliveries, fewer 
brushes. lost sales. 


7 Higher unit value of 6. Lower inventories, less 
) sale, working capital needed. 


3, Dependable merchan- ) Uniform quality, fewer 
dise, no mark-downs. returns. 


4, Stable prices, no losses &. No spoilage from in- 
on inventory. ' sects, fungi or vermin. 











*Figures from an analysis of the audiences of the above 
magazines and the Du Pont ‘Cavalcade of America’’ radio 
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FREE 


Sales Builders! 


A display and merchandising kit 
containing ELEVEN useful pieces: 
2 window streamers; acountercard; 
2 “Advertised in LIFE”’ stickers; 
acopy of the informative booklet 
**How to Choose and Use a Nylon 
Paint Brush’’ (quantities available 
upon request); publicity releases; 
spot radio commercials; a mat sheet 
for local advertising; display idea 
suggestions designed to build re- 
Jated sales for you; an airmail post 
card for ordering additional quan- 
tities of special items offered. This 
kit is available through your brush 
supplier. Be sure to ask for it when 
you order your nylon paint brushes. 
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PROFITS! 


Iucveased 


VOLUME! 
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Guarantee 


**As onc of the originators and manufacturers 
of the modern roller painter for 9 years, 
I assure you the KING is the finest on the 
market. You and your customers are pro- 
tected against any loss, due to the poor per- 
formance of the KING roller on any type of 
surface, by our LIBERAL GUARANTEE. 
Satisfaction .. . or YOUR MONEY BACK. 


No questions asked.” 


Stomddiy. Coughban. President 


KING PAINT ROLLER, INC. 


KOO OOSO TOSS OOS OO OOOO OOO OOO 








RETAIL PRICES 


PAINTER STIPPLER PAINTER COVER 
with wit or ONLY 
Lamb's Wool Special Carpet STIPPLER (Either 
Size Cover Cover Complete Kind) 
9”....No. 49LWP.. .No. 39CR... .$2.59....$1.30 
7”....No. 47LWP.. .No. 37CR.... 1.98.... 1.00 
3”... .No. 43LWP.. .No. 33CR.... 1.39.... .65 
11” x 15”....No. 109 Pan... .$1.59 
9” x 14”....No. 107 Pan.... 1.00 








Prices Slightly Higher West of Rocky Mountains 
Order from Your Jobber 


12281 TURNER 
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b for the Dealer! 


1. RING UP MORE PAINT 
ROLLER SALES WITH KING 





Master painters and amateurs alike, choose KING 
Paint Rollers above all others! Why? KING Paint 
Rollers apply any type of paint on any surface 
SMOOTHER, BETTER . . . FASTER! Enables everyone 
to do a better painting job than with a brush, in 
HALF the time. 


2. RING UP MORE PAINT 
SALES WITH KING 


KING Paint Rollers attract customers like a magnet 
because KING, in superiority of design and built-in 
precision construction, leads the field. Every KING 
customer also needs paint. Here’s where the dealer 
wraps up a double sale if he carries KING Paint 
Rollers. 


Feature for feature -America’s Finest! 


@ ALL LAMB’S WOOL COVER of guaranteed uniformity with spe- 


cially treated core that prevents deterioration. Revolves on 





bronze bearings. Precision-trimmed, splash-proof ends. Covers 
easily replaced. Vacuum cleaned before shipping. 

@ CARPET COVER FOR STIPPLING —specially designed woven 
cover... lint-proof for a clean, clear stipple. 


@ COMFORT-GRIP HANDLE on a nickel-plated, stain-proof steel 


rod. Perfect balance. 


@ PAINT PAN OF IMPROVED DESIGN with corrugated bottom that 


keeps roller from slipping. With permanently attached folding 
legs for simple attachment to ladder. 


@ FREE CLEANING TOOL included with every complete outfit. 





If You Cannot Secure from Jobber, 
Write Us for Nearest Supplier. 


m KING PAINT ROLLER, INC. 


. DETROIT 4, MICHIGAN 
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THATS EASY... ITS 


= 
Sheftield Super-krome 
: J 


I'M LOOKING FOR 
A GOOD ALUMINUM 
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NO-MAM — Shettield 
Super-krome COVERS 
WOOD, BRICK OR 
METAL, INSIDE 
{ AND OUTSIDE 


BUT | WANT A Sheffield Syper-krame || | THOUGHT YOU 
PAINT THAT WILL. |} IS THE ONE ALUMINUM | | NEEDED 2, 3,08 MORE 
COVER EVERYTHING |j| PAINT THAT DOES THE || DIFFERENT TYPES 
ENTIRE JOB IN ONE COAT | 
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HOW ABOUT USING IT PERFECT! Sheffield Super-hrome 
AS AN UNDERCOAT2 HAS AN ADDED OIL LENGTH — NO 





OIL NEED BE ADDED FOR 


{\' 2 Faw 4/ PRIMING OR UNDERCOATING 





























3949000 


Pires 














YES SIREE —|'M PROUD OF Sheffietet 
Super-krome —\TS MY BIGGEST 
= SELLER—AND | DONT HAVE TO 
SJOCK 3-4 ORSTYPES. Sheffiel 
uper-krome N\EANS LESS 
INVENTORY AND...MORE PROFIT 

















og 
The Sheffield Bronze Paint Corporation 


CLEVELAND 19, OHIO 








N ONE OF THE WORLD'S LARGEST MANUFACTURERS OF ALUMINUM PAINTS AND PAINT SPECIALTIES 
eee \\ 
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Want woodworkers to beat a path 
to your door? Whether they work for 
pleasure or for pay, everybody knows, 
needs, and wants Weldwood Glue. 


It mixes quickly and easily with cold 
tap water...spreads smoothly... sets 

fast... gives you a permanent bond... 
and is stain-free on all woods, highly water-resistant. 


Stock this modern plastic bonding agent, and tie in with 
national Weldwood Glue advertising. It will help customers 
make your store headquarters for all their hardware needs. 


Sell Weldwood Glue in 15¢, 35¢,65¢,95¢ and larger size cans. 
Write us for dealer plan and name of nearest wholesaler. 








FIRZITE fills an important need. 
Used as a sealer or undercoat before 
Staining or painting it closes wood 
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grain and virtually eliminating 
annoying checking and grain raise. 
Available in white or clear. 








fa easy-to-use material that brings out 
& and preserves the rich, natural 
; beauty of wood... plywood or solid. 


SATINLAG,; Profit, too with this inexpensive, 


w= SATINLAC is a clear coating that || 


brushes on without marking. It helps 
assure a lasting, fine finish that will 
not darken or yellow with age. 





Write for more details on FIRZITE and SATINLAC 


UNITED STATES PLYWOOD CORPORATION 
industrial Adhesives Division, Dept. 547 
55 West 44th Street, New York 18, N. Y. 


WELDWOOD puasticresin Gut 
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pores tightly... taming the wild}; - 











Seventy-four years of know-how ad 
go into the making of these quality 


knives and scrapers. Professional 





men say they are | 
| 


"BEST by TEST” | 


CALL YOUR JOBBER 
and order today. 





GOODELL COMPANY 


ANTRIM * NEW HAMPSHIRE 
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NOW MARTIN-SENOUR BRINGS YOU 





4 totally’ 
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New Low Cost, Minimum Inventory 

System Puts Any Paint Dealer in Line for 

Bigger Profits With Martin-Senour 
NU-HUE COLORS 


» Minimum Stock / 

big Range of Colors / 

No Dealer Mixing Required / 
OMY ML 


Lxclusive Color Harmony Service f 





eseeeeeeeeeaeseeeeeeenee 
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| ALAR IDA IES 


Amazing New 


“COLOR HARMONY SELECTOR’”’ 


shows large painted samples of beautiful 


NU-HUE COLORS. Automatically shows 3 additional 


colors that harmonize with whatever color your 






Complete Ujo-ro-LDate Merchandising Program / 


Here’s another sensational development by Martin- 
Senour, the nation’s leading producer of quality col- 
ors in quality paint—for volume sales and customer 
satisfaction. Here, for the first time, paint dealers 
can get in on the big profits offered by a full range 
of colors in top quality paint—with a minimum stock 
and without investing in paint-mixing equipment. 


""NU-HUE COLORS" consist of the finest synthetic tint- 
ing colors ever developed—plus Neu-Tone flat white, 
Glos-Tone semi-gloss white or Kolor-Brite full gloss 
white. These top-quality, coordinated whites can be 
used alone or as the tinting base for any Nu-Hue 
Color selected. Whatever color your customer selects, 
you simply sell the proper "NU-HUE COLORS” in tubes 
with a quart or gallon of white in the desired finish. 





Martin-Senour Company 


CHICAGO + NEW YORK «+ LOS ANGELES 


Originators of 
NU-HUE CUSTOM COLORS 
MARTIN-SENOUR COLOR COORDINATOR 
NU-HUE COLORS IN PAINT 


Met ttaay, 
D 
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t Start Cashing in on More and Better Colors This Easy, Low-Cost Way! Mail Coupon Now! 





customer selects. Handiest, easiest 
selling tool ever designed for 
point-of-sale color 


service. 


It’s quick, easy and accurate. No guesswork or 
confusing proportions. And you can duplicate any 
Nu-Hue Color at a later date. Actually painted chips 
show your customer every beautiful color, and tell 
you the exact ingredients to provide. 


Paint Sales Soar because you sell 2, 3 and 4 colors 
at once. "NU-HUE COLORS" are designed to “go to- 
gether.’’ Based on nation-wide surveys of actual color 
sales, "NU-HUE COLORS” give the harmonies and con- 
trasts America wants to bpy! 





MartTin-SENouR Company, Dept. HA-20 
2520 Quarry St., Chicago 8, Illinois 


Please send me complete, free information on the profit- 
able new “Nu-Hue Colors” line of top-quality paint. 


Name 
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CALK-O 
























SEAL RITE PRECISION 


CAULKING GUNS 


ALSO 


GREATLY 
REDUCED 



















No. 10 Gun — $4.50 List (Was $5.00) 
No. 12 Gun — $5.25 List (Was $6.00) 
No. 14 Gun — $6.00 List (Was $7.00) 
Calk-O-Pack—$5.50 List (Was $6.25) 
Calk-O-Pack, Jr. — $3.25 List 
Prices slightly higher on West Coast and in Western Canada 


Seal Rite materials mean big volume for you. Strategically located factories to 
serve you quickly and efficiently. 


Manufacturers for the Jobbing and Distributing Trade Only 
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A Saving 
of 20% to 30% 


Over Most | 
Competitive Products 
Still Packed 
1% lbs. Each 
Same price—white or gray 
J 


Just drop into barrel of 
gun and you're ready to 
calk. Yet gun can be used 
for bulk too. 


1,260,000 
Sold In 


1949 
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Cin Extra Koom in Every Home 
iF the Basement Room A 


~ THOROSEALED 










WATERPLUG 


For any type water prob- 
lem below ground; seal- 
ing holes in wood, steel 
and cast iron. 


















THOROSEAL 

For sealing and filling 
cracks, voids and other 
defects in masonry sur- 
faces. 


erose 


Eth 
& Pamman tenonry wes oonet 






b Keep Water Out 
Yous Masonry Well 





















QUICKSEAL 

: ; For beautiful finish 

j uicks } coats. In 16 beautiful 
For mana shades. Send for Color 


Chart No. 32-A. 






Wee Became a 











b Gelb Moles alot a-34-B i loley he) ae) 0} (-Saat-) 


corrected with THOROLOK 
(1) THOROLOK seals and fills the 


surface 

(2) Dusty concrete surfaces filled, 
ETT. U-To M-b oe ib esto (IN -1-1-) A COME-ios a0 0 oe) 
sweep 

(6) 8 2 (@) (ORO) Slore) <meta tte) 

(4) Prepared in eight distinctive colors 


and LIGHT and HEAVY base Trans 





The THORO System products 
are reasonable in cost, do a sub- 
stantial job and the dealer is not 
worried with complaints. They 
make for him many new friends 
and customers. 
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Over 65,000 contractors use 
these products as standard ma- 
terials for sealing and protection 
of masonry. We invite you to 
join our vast family of dealers 
who serve these contractors and 
many thousands of home- 
owners. 






[ Get our new 20-page 

| brocure, with designer's 

I guide. Pictorially de- 

| scribed, in detail ‘‘How to 
do it’’. 


be an ce ae on an an wen eo ewes ad 


7 ; c : ; ~J i < Lb U m 
parent 
(5) Has everything worth while to ulti- 


mate user. Ask for Color Chart No 
32-A 
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Farm Journal 
Hoard’s Dairyman 









Splicing 


















Cattleman Wire 
Western Live Stock 
F 5 li because it's the world's & The Westerner vm! 
aster e ing fastest, easiest to use. Kansas Farmer 
Western Farm Life cneniins 
Here's the greatest fence tool of them all! Once tried, farmers and Ohio Farmer Wire 
= ° Nebraska Farmer 
ranchers will use no other. Far more than a stretcher! Does all kinds of sep rocene 


difficult fence work Easier, Better—In Half The Time! It's powerful, easy to 
operate. Mechanical "dogs" on strong hooks grip any kind of wire securely 
—never slip. Ideal for drawing both wire-ends tight for splicing. See other 
uses illustrated. Built of finest materials. Main bar is 1!/," wide. full 1/4" thick. 
Ratchet action is full 24". Retails at only $5.95. 


Order through your jobber. 


DUTTON-LAINSON COMPANY 


DEPT. “ HASTINGS, NEBR. 


ove 


IN MANY MODELS 
FOR MANY USES 


Wallace’s Farmer 
Prairie Farmer 


Stretching 
Dakota Farmer Around Post 


Drawing 
Wire 
Down 





Raising 
Wire 




























CONTRACTORS BARROW 


& 





9e6. y.5. 0°" 


Designed and built to meet your cust- 
omers’ needs, JACKSON offers a wide 
selection of many models. All are noted 
for long use, satisfactory performance 
— and easy selling. 

Select from square trays or round trays. 
Select from wooden or tubular handles. 
Seléct from pneumatic, semi-pneumatic, 


HOME BARROW 


solid rubber tires, with plain or roller 


Superior bearings, or steel wheels. 

















Products 
Since 1876 





JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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N OW is the time to set up your Spring Gardening De- 
partment. Make up a combination display of seeds, 
fertilizers, garden tools and Cyclone “Red Tag” Flower Bed 
Border. me 

There’s a surprisingly big, active demand for this profit- 
able product. Simply suggest to home owners how lawns, 
terraces and flower beds need its protection. Cyclone Flower 
Bed Border not only helps to keep children and dogs away 
from growing plants, but gives the entire lawn or garden a 
neater, well-kept appearance. 

Point out to your customers how Cyclone Flower Bed 
Border conforms to the shape of any flower bed—how easy 
it is to install with small steel or wood posts or simply by 
pushing the pickets into the ground. 

Cyclone Flower Bed Border is fully galvanized — made 
to last. Pickets are uniform and closely spaced for greater 
strength. 


Don’t overlook the sales appeal of the familiar Cyclone 
“Red Tag” trademark. Call attention to it when customers 
hesitate. For more than 50 years this trademark has been 
recognized as a symbol of quality in fence and other hard- 
ware products. 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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FOLLOW UP WITH FENCE 


Sales of Cyclone Flower Bed 
Border often lead to sales of 
Cyclone Lawn Fence. The 
reason? Home owners want to give their entire property the same 
kind of protection and beauty that Cyclone Flower Bed Border 
gives to their gardens. So keep Cyclone Lawn Fence and Gates 
in front of your customers. And don’t overlook the sales pos- 
sibilities of Cyclone Trellises. 


CYCLONE “ed Jag’ HARDWARE PRODUCTS 


LAWN FENCE - GATES - HARDWARE CLOTH - INSECT WIRE SCREENING - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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(DIAMOND 


METAL CUTTING SNIPS 





Drop forged of special analysis tool steel, heat 
treated and tempered to extreme toughness. 
Cutting edges hardened by electronic process, 
making them exceptionally hard and long wear- 


ing. 


PLIER DISPLAY BOARD 











Well-balanced assortments on sturdy, attractive 
enameled boards for displays. Stocked by lead- 
ing distributors everywhere. 


DIAMOND CALK 
HORSESHOE COMPANY 


4622 Grand Ave. e Duluth, Minnesota 
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NO MORE BROKEN 
FINGER NAILS! 


PIN WILL NOT PRESS 





THRU HEAD! 


“-MOW (TS A SMASH HIT 


PLAS-T-CAP 


THUMB TACKS 
WiTtH A 


TACK LIFTER 
IN EVERY PACKAGE 


Shelton has everything to attract buyers 
. . - 20 new decorator colors, colorful 
new plastic Tack Lifter, attractive new 
packaging, and consumer magazine ad- 
vertising. Ask your jobber now for 
your supply or write us for samples. 
Established 1836 


SHELTO 


WATERBURY TACK DIV. 


New York 
Representative 
H. G. Salzman Inc. 


SHELTON, CONN. 1150 Broadway 
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YOUR 
ARBOR 
SALES 


This self-selling display is a real profit maker. 
Eight different kinds of arbors are displayed 
—work arbors, wheel arbors, large and small 
chuck arbors, threaded taper-hole arbors, 
long threaded taper-hole arbors, threaded 
taper-chuck arbors, head-chuck arbors and 
lathe arbors. In all the practical sizes, there 
are 38 arbors. 


Cash in now on this profitable business. 
Write for catalogue and special display deal. 





ARBORS ARE OUR 
SPECIALTY. 


PATTON 
folo) mee)" \-7-\) bf 
76 Merrick Street 
West Springfield, Mass 


TOOLS FOR THE CRAFTSMAN 
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BIGGEST POWER MOWER VALUES 


\ 27” “IMPERIA 


Exclusive Patented Height 
utting Adjustment 


Simple, Positive, Self-lock- 
ing Clutch 


Sealed Timken Bearings 
Completely Enclosed Drive 


Convenient Lever Controls 
for Throttle and Clutch 


3 Section Wood Roller for 
Easy Turning 


BRIGGS & STRATTON 
4CYCLE MOTORS 


Full 18” and 20” Cutting 
Reel Widths 


D) 

: 4 Powered with 3.1 HP Briggs & Stratton 
Motors, new positive reel adjustment, new 
all steel welded deck - heavily reinforced. 
Cooper roller type mowers are ideally 
adapted for service in parks, large estates, 
cemeteries, golf clubs, public institutions 

and industrial plants. 


“KLIPPER™ 


POWER MOWERS ag 
18” and 20” i 


Cutting et yi 
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LIST PRICES 
“Klipper” Mowers 


18” Model $109.50 
20” Model $119.50 


Prices FOB factory. Slightly 
higher in Pacific coast areas 


NATIONALLY ADVERTISED 


to more than 8,000,000 of 
your best prospects in 


SATURDAY EVENING POST 
BETTER HOMES and GARDENS 
AMERICAN CEMETERY 
AMERICAN CITY MAGAZINE 
FLOWER GROWER 


+ 7 * 


TESTED AND APPROVED BY 
Tens of Thousands of Satisfied 
Owners Representing Every State 
in the Union and Many Foreign 

Countries 


wi | 


— 


ie —| a 


Write or wire for LIBERAL TERMS, DISCOUNTS and Literature 


BUILT FOR THOSE WHO WANT THE BEST 








Again in 1949 
Ist among FARM Magazines 
12th among ALL Magazines 


in Advertising Revenue 


Again business recognizes Country Again business recognizes Country 
Gentleman as the most effective selling Gentleman as one of America’s most 
force in Rural America—by investing more powerful movers of merchandise—by an 
advertising dollars in its pages than in investment that placed it 12th among all 
any other farm magazine .. . magazines in advertising revenue. 






2,300,000 circulation concen- 
trated among the “top-half” 
farm families who receive 
90% of thenation’s entire 
farm income. 


YOUR BEST RURAL CUSTOMERS 
READ COUNTRY GENTLEMAN © 
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FOR EXTRA 
SALES... 
~ PUSH vour 


TARPAULINS 
now! 


Tarpaulins are your sales-nat- 
ural for the rainy season just ahead. —_ 
You can’t beat strong, sturdy tarps 
for quick, efficient, low cost weather 
protection. _ 

Every farmer knows that he is 





sure to need one or more tarpaulins 


when wet weather 


sets in — and now is — " 
the time for you to m<\ — 
cinch sales by adver- 


tising, talking and y JZ 


featuring your best W 
tarp offer. / 
Take advantage of J | 
seasonal timeliness. 
Push tarpaulins for 
increased sales and val 
profits. 





NATIONAL COTTON COUNCIL © esos sr 
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© iat OMMAGOM thr Wa hing 
Big hit with every prospect for a water system! 


The Deming FIG. 562 “WORM DRIVE” system 
for deep wells is so QUIET you can't hear if run! 
Add that to its many features and moderate 
price and you have quick sales! 


The COMPLETE Deming line is chock-full of 
sales-makers! Better get on the Deming band 
wagon NOW for 1950 PROFITS! 












Send for illustrated folder on 
the Deming Fig. 562 “WORM 
DRIVE.” 


THE DEMING COMPANY 
517 BROADWAY ® SALEM, OHIO 
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TUBULAR 


Without question! 
The Safe Line of 
Screen or Storm 
Door Latches and 
their complete 
Builders Hardware 
selection is the most 
profitable line for 





you to sell. Unsur- 
passed in quality, 
design and work- 
manship. 


























Write for Catalog No. 
19. Contains complete 
listings of Safe’s 
Builders Hardware. 








OVER 700 BUILDERS 
HARDWARE ITEMS 


SAFE PADLOCK we HARDWARE 


oe se 
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2500 CHOREMaster DEALER 
CAN'T BE WRONG! 


Det. PAR 


* 
v © 
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DON'T BELIEVE US... 
OUR DEALERS TELL YOU 
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le the Poputer 
“We have been successful selling Choremaster for the Sildung Qtatevet ea aCPAPEA Saccap os 
past two years for a number of reasons. Customer ac- onan? rears “avian 
ceptance of the one wheel feature which permits culti- nes 
vation at any time during the growing season. Ease of 
operation and quick change of attachments for numerous 
jobs. Sufficient traction for doing a wide variety of 
chores. The dependable and precision built worm gear 
drive. We told the public about the product by adver- 
tising adequately, took every opportunity to demon- 
strate, stocked replacement parts and furnished repair 
service for our customers. 























We started our business in 1948 concentrating on the 
sale of Choremaster and equipment and sold 97 tractors 
during the first season. Since Choremaster sales have 
been a major factor in the starting of our Farm, Garden 
and Lawn equipment business you can readily understand 
why we believe it is the popular garden tractor to sell.” 
(Signed) Ray R. Dietz, Dietz Farm Service, York, Pa. 















CAN I SELL IT? Our hard-working alert dis- 
tributor salesmen pitch in and help you make sales. 
You'll find CHOREMASTER is easiest to sell of 
ALL garden tractors. Choremaster is priced right 
.-. as low as $132.00. 


WILL | MAKE MONEY? Certainly! You 


can’t avoid making money. There is a big, un- 
worked market for the Choremaster Garden Trac- 
tor in practically every community. 


WILL I GET ADVERTISING SUPPORT? 
Absolutely! CHOREMASTER advertises more 
than any other garden tractor sold through dis- 
tributors and dealers. By actual records, CHORE- 
MASTER advertises 199% more than any other 
walking tractor manufacturer. 





Illustrated are 
only a few of 
many dealer let- 
ters testifying to 
their success with 
Choremaster. 
Copies on re- 
quest. 








This outstanding program and other 
aggressive selling aids have made Choremaster a leader in the industry. 
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1,2 & 3 H.P. Models 
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pp feney 1 CHOREMASTER DIVISION, The Lodge & Shipley Co. ! 
: 828-2 Evans Street, Cincinnati 4, Ohio 1 
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19 : NAME : 
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Myers makes a complete line of 
high-quality Hand Pumps—rugged, 
durable types for shallow or deep 
wells. Pump leathers are finest, 
longest-lasting made—formed by 
a secret process. Famous non- 
corrosive glass valve seat. Large 
air chamber. Many other un- 
usual sales features described 

in your Myers Hand Pump 
catalog. Order now. 


THE F. E. MYERS & BRO. CO, 
Dept. S-48, Ashland, Ohio 
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— emphasizes the 
Super-Refined Cleanness of 


WHITNEY '’S excesior BRAND 
LAWN SEED 


The germination is sealed in! WHITNEY 1950 
national advertising — just ahead — will reach your 
local lawn makers through their home magazines and 
Sunday newspapers. Tie in to get a BIGGER Share of 
the profitable seed business. Write today for prices 
and full information on FREE Dealer Helps. 


WHITNEY SEED CO., INC., Buffalo 5, N. Y. 











WINDOW 
, MATERIALS 


$ol-0-Lite Glaz-Screen Glaz-Screen 
(10x10 Mesh) (14x14 Mesh) (6x8 Mesh) 


A TYPE FOR EVERY CUSTOMER NEED 
BEST KNOWN FOR BUYER CONFIDENCE 


SOL-O-LITE—Extra Heavy Wax Cloth—Retail Price 4l¢ 
per sq. yd. 

GLAZ-FABRIK—Wax Cloth—High Grade—Retail Price 
35¢ per sq. yd. 

NU-V-GLASS — Transparent — Laminated — Retail Price 
56¢ per sq. yd. 

GLAZ-SCREEN — 10 Mesh — Bright Galvanized Wire — 
Plastic Coated—Retail Price 13¢ per sq. ft. 

GLAZ-SCREEN — 14 Mesh— Galvanized Wire — Plastic 
Coated—Retail Price 15¢ per sq. ft. 

GLAZ-SCREEN — Large Mesh — Bright Galvanized Wire 
Mesh—Plastic Coated—Retail Price 96¢ per sq. yd. 


Advertising Mats on Request 


ote fe MANUFACTURING CO. 
SOLO | TE 4301 W. North Avenue 
at Chicago 39, Illinois 


Pioneers of 24 Years Producing Window Material 























GOSSE 
HANGE 


For Full-Length Window Screens 


KEE 


No. 20-J (Japan) No. 20-C (Cadmium) 4 
—TWO EXCLUSIVE FEATURES make these hangers 
the most convenient to use. The upper parts or hooks 
are made in rights and lefts with flanges which guide 
the eyes into place. 
The lower parts or eyes are curved and have large 
openings which engage the hooks easily. It's a sim- 
ple matter to put up screens or storm sash with Kees 
hangers—either from inside or outside the house— 
without a ladder or tools. They will not rattle or 
blow off. Yet may be swung out at the bottom for 
window washing or ventilation when storm sash is 
used. 
For Full or Half-Length Window 
Screens and Storm Sash 
Nos. 214 and 218-G 
For brick, veneer and stucco buildings where there 
is no space at the top of the casing no part of the 
hanger extends above the screen or storm sash. 
Hooks are mortised into the sides of the casings. 
(In the upper corners for full length casings and 
about half way down for half-length screens.) 


A Sturdy 
Practical Hanger 


No. 215 

The “eyes” are attached to the upper cor- 
ners of the screen or sash. One screw hole is 
oblong so that position of this part can be ad- 
justed exactly before the second screw is set. 

14-gauge steel, heavy and durable. Packed 
with flat head wood screws for the hooks and 
round head screws for the eyes. 
SINCE 1874 

Order from your jobber 


¢ Write Dept. HA-3 for free catalog 


. D. KEES MFG. CO. 


BEATRICE NEBRASKA 
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3 : AT Las T! The Best of Everything 


In One Great Easy-to-Sell Mower! 
The New 1950 


SHEAR 
Wouiset MASTER Mode! 200) 


BRIGGS & STRATTON 
4-cycle 
12 h.p. Engine 
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Lists at Only 


$19950 


f. 0. b. factory 


More Quality for Less Money Than Ever Before! 
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- SHINYLAND 


MILLED STUDS 





Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are £ imply . 4 pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYL Aw DS 


shiny, bright, mirror-finish. 


; with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 


attractively labeled packages and in bulk: sizes, 
%4” dia. and under. 


How's your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD © * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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Heres The ©“ AMPBELL CHAIN 


il V4 
CM” 
for 
PROOF COIL CHAIN and BBB COIL CHAIN 


in REGULAR and HOT GALVANIZED Finishes 


Campbell Chain now comes to you packed in tough, new fibre-board containers 
—made to withstand the roughest handling. 


Easier Jo Stock...Selt...Display! 


No wood to splinter. Takes less storage room. No nails to snag hands or cloth- 
ing. Type and Working Load Limit printed on label for fast identification. 








a> 6 BB COM CHAIN | 
woterm. Cac yemit [1700 | POUNDS 


CAMPBELL CHAIN a? 


PENNA 


CAMPBELL CHAIN “ony i 


YORK 


AVAILABLE IN 


These Sizes This Quantity 
3/16” 250 ft. 
1/4’ 150 ft. 
5/16” 100 ff. 
3/8” 75 ft. 


CAMPBELL CHAIN ii YORK, PENNA. 


(International Chain & Mfg. Co.) 
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Duro’s@) SUT It 
sure way to get BIGGEST TOOL PROFITS 


In tools, top profit is not a matter of proves that ‘a tool well displayed 
store location. It’s what you have to is nine-tenths sold.” 

enti aes otstrermsctiate od a Those two steps—(1) full line, (2) 
Duro Dealers make peak profits by attractive displays—are the Duro 
featuring the FULL Duro-Chrome “One-Two Plan” that earns top 
Line. They make EVERY sale, and profit for leading Duro-Chrome Tool 
build VOLUME that way. Another Dealers, and can do the same for 
thing—they put thehandsome Duro you. Better talk it over with your 
Display Boards to work; experience Duro Distributor today! 















DURO METAL PRODUCTS COMPANY 
2649 North Kildare Ave., Chicago 39, Illinois 


Wve Pauses 
PEP 
UDP yy 
ae 3 


The “One-Two Plan” Sells Sets, 
as well as Single Tools 


Duro always aims for planned sales, 
matched wrenches and complete tool sets. 
Shown is the Duro-Chrome 16-piece Socket 
Set. (Others 6-piece to 115-piece.) All Duro- 
Chrome Sockets are ‘‘HOT-BROACHED”, 
for accurate size, and for 25 per cent 
extra strength. 











HARDWARE OF PRESTIGE 


PRESENTS A DELUXE 


COAT AND HAT HOOK 
NO. 50 


MODERN, PRACTICAL, LOW PRICED 


—Made of heavy 14” thick cold rolled steel or brass. This extra 
4 thickness gives added strength in use and added richness in 
appearance. 





—Patented design permits use of several garment hangers. 


—This truly fine Coat and Hat Hook is priced 20% lower than 
similar die cast Coat and Hat Hooks. 














ACTUAL SIZE 
Projection — 334" Available in all finishes 
Height — 2%, Write for catalog or samples and the name of 
Width — Vo your nearest jobber or building supply house. 











EP Bor~wmaDrE 
AJAX HARDWARE MANUFACTURING CORP. 


4351 VALLEY BLVD. * LOS ANGELES 32, CALIF. 
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A 3027 
10” BAND SAW 











K 3021 
12” BAND SAW 






D 3022 
15” BAND SAW 


THE DURO LINE IS COMPLETE! 
All Duro dealers can feature top 
tool values in every price brackét. 


Loy 


LATHES in 3 sizes, to retail JOINTERS in 3 sizes, to re- 
from $15.95 to $73.50 tail from $43.95 to $112.50 


<< 


SANDERS in 3 sizes, to re- TABLE SAWS ond TILTING 

tail from $12.95 to $59.50 ARBOR SAWS in 3 sizes in 
either floor or bench models, 
to retail from $32.45 to 
$229.50 


.»-@ Size for every power tool prospect 


Three more great new Duro sales hits for you. . . top 
band saw values for home, farm, school or industrial use. 
There is a compact 10” model, a rugged 12” size and a 
heavy-duty 15” model ... each one designed and priced 
to fit an important part of your power tool market. Like 
all Duro Power tools, these new improved band saws are 
precision-built for years of trouble-free service. Get started 
today to promote 1950's hottest line of power tools! Sales 
are faster, business is better, profits surer when you feature 
the complete new line of Duro Power Tools. 


30 YEARS of building precision tools have given Duro the priceless 
design and production experience that brings you ‘‘today’s great- 
est power tool values!”’ 


JIG SAWS in 2 sizes, to re- DRILL PRESSES in 2 , 
WRITE FOR DETAILS about Duro’s new, low cost 


tail from $15.65 to $24.95 sizes, to retail from 





$44.65 to $93.50 “Power Tool Package.” See how you can be in | Anny 
h tel S , 
In addition, the new Duro line includes SHAPERS, ROUTER- peed geo gta 9 ~ —— for as little = ” il .. 
SHAPER CARVERS and a complete group of ACCESSORIES. 9 it in and mail the coupon now. —T 
3 °s 
Makers of Nationally Advertised Duro-Chrome Hand Tools Ponaxll > 
\ Nationally Advertise 
” SPOSSCOOSSOSOSHOOOHHOOOSSSEHEESEEEE Ss aa 





DURO METAL PRODUCTS CO 

2666 N. KILDARE AVE., CHICAGO 39, ILLINOIS ba 

Gentlemen: Please rush me the information | have checked below: Vand 

(CD Details about the Duro ‘‘Power Tool Package’’ which starts me in business for 
only $150.92. 

(CO Details on the complete new DURO line of Power Tools. 

(0 New Duro Merchandising Helps. (For present Duro dealers only, please.) 





DURO NATIONAL ADVERTISING IS WORKING FOR YOU! 











Nome — 
Hard-selling Duro national ads are reaching an active, 
interested audience of 19,303,215 . . . a tremendous group Address wae a 
of top-notch prospects for the complete new Duro Power 
Tool line, City. Zone. State. 


~] 


a 
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IN GARAGE DOOR 
REMODELING— 
SALES ARE SWINGING TO 


#500 SWING-OVER 
HARDWARE SET More and more home owners are 


discovering how easily and economically 














_ troublesome swinging garage doors can be 
remodeled into smooth operating overhead doors. 

And dealers are enjoying fast, profitable sales on the 

Coburn #500 Overhead Garage Door Hardware Set. Adaptable 
to practically all types of garages, the Coburn #500 Set 
requires little headroom; does not interfere with passageway 
or floor space. For FREE CATALOG and name of your —— 


nearest Manufacturer’s Agent, write to New York Sales Office. 


Other Coburn Products include fire door hardware, overhead trolleys and conveying systems for carrying loads up to 3,000 Ibs. 


COBURN PRODUCTS DEPARTMENT 


WICKWIRE SPENCER STEEL DIVISION - THE COLORADO FUEL AND IRON CORP. 


EXECUTIVE OFFICE—500 FIFTH AVENUE, NEW YORK 18, N.Y. * SALES ENGINEERING—56 STERLING STREET, CLINTON, MASS. 
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SIMPLICITY wher Kechaet’Lpchoel 
one of PSmeviews outstanding lubulea locks / 





KWIKSET COMBINES STRIKING BEAUTY, HIGH QUALITY AND EASE OF INSTALLATION WITH LOW COST! 


DISTRIBUTORS 


_— atko 


INDUSTRIES, INC. 

1107 East Eighth Street 
LOCKS INC. Los Angeles 21, California 
ANAHEIM CALIF. 
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.. remember §) | 
the round ¢ *¥ 
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squared 
design is 
modern 

design 





Round home appliances and housewares 
have passed out of the picture. Why? Be- 
cause product designers know that the new 
squared design is more modern . . . has 
more functional utility . . . holds more, 
conserves space, fits snugly into corners. 





STEP-ON DISPOSAL CONTAINER 


MAGIKAN is streamlined for sales. Stock just four 
models, and you have a complete line, less inventory, 
faster stock turnover . . . greater profits. Build store 
traffic, greater sales, and more customer confidence 
by replacing the old with the newest and finest step-on 
container on the market . . . and, it’s priced right, too! 


If your jobber cannot supply you. 
write direct to: 


Metalcraft Manufacturing 


CORPORATION 


Successors to Binswanger-Henkin Industries 


MEMPHIS, TENNESSEE 
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Display them and you sell them! Check 
your listings and order your stock today! 


MODGLIN COMPANY, INC., Los Angeles 65, California 
New York I6, N.Y.» Chicago 9, Ill. » New Orleans 13, La. 
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Eeny, Meeny, Miney, Mo... 
to which hardware store shall | go? 





IS not just by chance that customers patronize a par- 
ticular hardware store. People will go out of their 
way to trade at a modern, attractive establishment. A 
neat sparkling store front of Pittsburgh Glass and Pittco 
Store Front Metal is a real customer-winner .. . an ag- 
gressive sales-booster. It proclaims an up-to-date busi- 
ness where the customer can get the finest supplies and 
services. 
Up and down the country merchants have improved 
their businesses by modernizing with Pittsburgh Prod- 


_ ™ 
Store fronts 


and Interiors 
by Pittsburgh 
NS » 














PAINTS + GLASS - 


PITTSBURGH 
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“LET'S SHOP AT WAGNER’S.” 


It's easy to see why people might go 
out of their way to shop at this hard- 
ware store in Houston, Texas. It is a 
neat, attractive building that fairly 
beckons to passers-by to come in. 
The “open-vision” construction, utiliz 
ing Solex Heat-Absorbing Plate Glass 
and Herculite Doors, permits unob 
structed vision from the sireet . . . 
the green tinted Solex cuts down 
glare and helps to make the interior 
cooler, more comfortable. More 
people will shop at your hardware 
store, too, when you modernize with 
Pittsburgh Products. Architect: Bailey 
Swensen, Houston, Texas. 


ucts. And what Pittsburgh Glass and Pittco Store Front 
Metal have done for others . . . they can do for you! 

But remember this: when you remodel don’t skimp. 
It’s the complete modernization job — inside and out — 
that pays the biggest dividends in better business. If 
you desire terms, they can be arranged through the Pitts- 
burgh Time Payment Plan. And you can count on our 
fullest cooperation in helping you and your architect 
select a well-planned and economical store front design. 

In the meantime, why not send for one of our descrip- 
tive booklets on store remodeling, “Modern Ways for 
Modern Days”? It’s yours for the asking. Just return 
the coupon below. 


a a ee ee ee a ee eg ee 7 
| Pittsburgh Plate Glass Company | 
| 2029-0 Grant Building, Pittsburgh 19, Pa. 
| Without obligation on my part, please send me a FREE copy of | 
| your book on store modernization, ‘“‘“Modern Ways for Modern 

| Days.” | 
| Name | 
| | 
Address | 
City State 
L ad 


CHEMICALS - BRUSHES - PLASTICS 


ee COMPANY 





79 











litda DISPLAY 
Wy 


“MIGHTY MITE” 
DISPLAY RACK 


Attractive and colorful. Oc- 
cupies very little counter 
space, yet holds one dozen 
large size pads. Pads are dis- 
played in upright position 
where they will be seen and 
sold, They’ll move fast! 





DISPLAY CARTON 


For compact, effective dis- 
play of 7-inch Pads. Ready- 
assembled and stocked with 
assorted PRO-TEX Pads. 
Just place this “silent sales- 
man” on your counter... 
and watch ’em sell! 


You get these FREE with the new 


PRO-TEX 
STOVE PAD 
ASSORTMENT No. 1147 


We are 
Co-operating 


What a deal! All fresh, fast-selling 
Pads . . . in popular sizes only. 
Assortment No. 1147 gives you a 
well-rounded stock of PRO-TEX 
Pads, as follows: 24 of the popu- 
lar new 1l-color Cherry design, 






f in 4 assorted sizes — 18 Plain 

Brite, in 3 assorted sizes — 6 of 
the super de luxe full-color Har- 
vest design, in the fast-selling large 

sizes — 12 Burner Pads, made of 


solid asbestos with sheet steel edges and bottom. 


A small investment brings you plenty of quick 
“sales action”, with the plus value of TWO FREE 
DISPLAYS. 


Ask your jobber for full details and prices, 
or write for illustrated catalog sheet 


VISIT US AT BOOTHS No. 254-255 NEW ENGLAND HOUSEWARES SHOW 


6 METAL PRODUCTS CO. 


1820 East 37th Street . Cleveland 14, Ohio 
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Good Housekeeping 
“” at 


wo? 45 apvinrisi0 VR 


THE DAZEY DELUXE CAN OPENER 
IN DAZEY KITCHEN -TESTED COLORS 


© Profits—profits, and more profits 
when you sell Dazey Kitchen Helps. 
Famous Dazey products are con- 
sumer accepted... quality tested... 
nationally advertised...Dazey 
No. 160 Dazey Kitchen Helps are available in Dazey 
Triple Ice Crusher kitchen-tested colors, either individ- 
vally packaged or in gift package 
assortments. Ask your regular jobber 
or write today for literature and 





No. 900 Dazey Sharpit 
Knife and Scissors Be ewe 
Sharpener 
Form a Dazey ¥K CHAIN of kitchen prod- 
ucts...CAN OPENERe KNIFE SHARPENER 
JUICER © ICE CRUSHER « BLEND-R-MIX 
NUT CRACKERe FAMOUS DAZEY CHURNS 


NY 


lo, 

~~ 
2 serene PTED--: 
KNOWN, MOST POPULAR ee KITCHEN HELPS 










No. 810 Dazey 
Blend-R-Mix 


‘sor 

i t_F 

No. 150 Dazey Crackit 
Nut Cracker 


] 4 
pos chs 
No. 400 
Dazey Opn-Seal 
Opens and seals 
jars, bottles, etc. 


eA 
rr 
U 
No. 120 Dazey 
Super Juicer 


prices. DAZEY CORPORATION + ST. LOUIS 7, MO. 


DAZEY 
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Tose LIST 


The Marking Pencil That Writes on 






ROM pans to paint cans, from 

wrenches to wheelbarrows, 
from pottery to pumps LISTO 
WRITES ON EVERYTHING 
a hardware store has to sell! 
Plainly marked prices help in 3 
selling, save salespeople’s time! q 
LISTO writes on wood, metal, 
glass, rubber, canvas, cardboard, 
cellophane, enamel, porcelain, 
oilcloth, linoleum. 


a ~——An EXTRA 
2, sleeve in every 
bo 


Ask your jobber, stationer or 
paper supplier for LISTO! 


EXTRA HEAV 
LEADS 
THAT DON'T BREAK 


in 6 colors 





a 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
IN CANADA: LISTO PRODUCTS, LTD., VANCOUVER, B. C. 


I 
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-THAT'S READY TO USE 


Hide glue has always been the choice of 
fine craftsmen. But FRANKLIN is the only 
genuine hide glue packaged for household 
use, ready-to-use. No waste, no souring 
or spoiling. Actually makes joints stronger 
than the wood itself. Tests show 100% 
wood failure, proved more than 3000- 
pounds-per-square-inch pressure required 
to break. 


NO MIXING 
NO HEATING 


2 
eviriaot 














WO HEATING 
> 40 MIXING 
, WO WASTE 


SCHOOLS 


IN EVERY STATE 
USE IT: 
Thousands of schools prefer Franklin 
because it saves time, eliminates 
chilled joints, assures quality work. 
Kidproof, foolproof. 


6 SIZES: 


TUBES, Y%-PINTS, 
Y,-PINTS, PINTS, 
QUARTS AND 


BEST FURNITURE 


FACTORIES 


USE IT: 


There's no better recommendation. Leading fur- 
niture and woodworking factories use Franklin 
as a production glue. It assures dependable 
results. 


HOME CRAFTSMEN 


PREFER IT: 


Perfect glue for the homecraftsman who wants the best. 


GALLONS 


EXTRA-LARGE TUBE 
RETAILS FOR 


i 7 " 
TEST IT FREE 4 


Write on your business letterhead for @ 
free sample. 


Pleasant and easy to use, with no danger of chilled joints. THE FRANKLIN GLUE CO., Columbus 15, Ohio 
81 
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$34.95 (incl. Fed. Exc. Tax). Price subject to change without notice 
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lectric Triple-Whip Mixer? 
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LOOK AT THE SALES FEATURES THIS BEAUTY OFFERS.. 





3 BEATERS SO EASY TO CLEAN 
For faster, more thorough mixing, your cus- 
tomers get three beaters. They're easy to 


clean... rounded corners ...no center shaft. 






NEW AUTOMATIC JUICER! 


Squeezes, and automatically strains a dozen 
or more oranges with no clogging. Four- 
quart and two-quart bowls accompany mix- 


er, of course! 


LIGHT WEIGHT—MORE POWER! 


Weighs only 31% lbs when used as a port- 
able, yet assures housewives constant power 
and lots of it—even at low speeds, even 
when mixing the heaviest batters. 








merece tar ' ~F 
BUILT-IN LIG 
Shines directly down into bowl. Housewives 


love it. And it makes as effective a point-of- 


: : : 
saledemonstration as you llever come across! 





NEW SPEED SELECTOR! 
Newly designed Speed Selector located out 
front where you can read it. Result: Your 
customers are always sure of the just-right 


speed, whatever they're mixing! 





LOW STORAGE! 


Easy-to-demonstrate “flip over” feature lets 


mixer be stored under low shelves. Appliance 
& Merchandise Dept.. General Electric Com- 


pany, Bridgeport 2, Connecticut. 


You can put your confidence in— 


GENERAL 2 ELECTRIC 


HARDWARE AGE, FEBRUARY 9, 1950 


83 














Bait Your 
HOUSTON TACKLE 


MADE TO REPEAT — PRICED TO COMPETE 
PACKAGED T0 SElL 






















HOUSTON FLOATS 


® Cork, Natural and 
Painted 


©@ Shapes and sizes 
for every area, 
every taste, | 
every pocketbook. 


HOUSTON 
FURNISHED LINES 


@ Perch Lines 

® Crappie Lines 

® Crab Lines 

® Everything but the pole 


© Priced to sell-on-sight 
from 15c up. 









HOUSTON 
LEAD 
SINKERS 


All styles and 
weights from most 
common to most rare. 


Houston tackle is distributed through 
recognized jobbers and wholesalers 
of sporting goods and hardware. 
Write today for free catalog and 
price list. 


0B 
Nate alg 





HOUSTON FISHING TACKLE COMPANY 


Post Office Box 1046 * Houston 1, Texas | 
84 





JERSEY 
SHOE LASTS AND STANDS 


The lasts are the latest 
style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 
strong and practical. 
14" and 20" Stands. 





THE POPULAR “STAR HEEL PLATES” 
ALWAYS IN DEMAND AND PROFITABLE 
FOR YOU TO HANDLE. MADE IN SIZES 
000 TO 6. ORDER YOUR SUPPLY TODAY. 


" 
% 


4 

“% 
of, 
Me - 





STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 











Soll he best/“GHICAG: 


_ROLLER SKATE 





No. 101 TRIPLE TREAD STEEL WHEELS 
cHlICAGo > 


Skates 





A We. 173 SOLID STEEL WHEELS 


No. 181 SUCCESSFUL RUBBER TIRES 





a a SERVING THE PUBLIC OVER FORTY YEARS 
= "“CHICAGOS" pioneered the field of roller skating, bring- 
“2 ing real fun and healthy exercise to millions of youngsters 
. and grown-ups. The famous "CHICAGO" a Scout Side- 
a walk Skates have built good-will and profits for thousands 
= of dealers. "CHICAGO" Quality Shoe Skates are popular 
we a, throughout the world. Over 90% of the Rinks use and recom- 
Vem. mend "'CHICAGOS''—because their quality is best 
2 7. —their upkeep lowest. Both rink and Sidewalk 
* = lines are now available to aggressive dealers. 


\ TIE - IN WITH LIFE ADS 

Both Rink and Sidewalk Skates are appearing in 
LIFE and SEVENTEEN. Beautiful counter displays, 
LIFE Counter Cards with Ads, Mats, Electros and 
Skate Booklets available. Write for details. Sell 
the Best—Sell "CHICAGOS". 


SEE LIFE AD APPEARING FEB. 13th 














No. 287 DANCE SKATE 
WITH 224W SHOE 


CHICAGO ROLLER SKATE CO. 


Mfrs. of Rink & Sidewalk Roller Skates, 
Industrial Fuses—-Screw Machine Products 


4456 W. LAKE STREET CHICAGO 24, ILLINOIS 
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YARDLEY “TRU-SIZE” 


PLASTIC (Jarden HOSE 


Za LESS WEIGHT 

jin Tru-Size is one third lighter thag old-fash- 

yas a ioned hose. Even a child can,foil it and 

*. carry from front yard to back: yard, from 
garage to garden. fi 


: EASIER HANDLING / 

Kinkproof and crackproof,/Tru-Size is made 
of virgin vinyl with asmooth, semi-gloss 
finish that won't soil of mark other surfaces. 








LONGER LIFE 7 
Tru-Size is bg¢ked by a 5-year guarantee 
4 a in material and workman- 
ship. Will withstand normal water pres- 


o - 








progf’ metal designed specifically for plastic 
ase. Tru-Size is backed by three years of 
‘Successful selling. 


Made in 25 and 50 ft. lengths. Priced com- 
petitively. Regular trade, quantity and cash 
discounts to accredited distributors. 


Write nearest representative or direct. 


J. ero - 


ee PLASTICS Co. 
\ , 7) , ae" ae 
.\ 5 4 


tee fev 142 Parsons Ave. ° ADams 9315 
r "e “ ae Columbus 15, Ohio 
. » FOAL A 








q?@ 
1 ie 








REPRESENTATIVES 
Roy A. Smith Robert S. Stephens James Hl. Sovage Associates J. E. Barron & Associates 
218 Lexington Building 7720 WN. Sheridan Rd. : 20 Vesey Street 1205 Harrison Avenve 
2970 West Grand Bivd. Chicago, Hlinois New York, New York Cincinnati, Ohio 
Detroit, Michigan Tel: Ambassador 2-1725 : Tel: Barclay 7-7264 Tel: Main 4093 — Main 9075 


Tel: Madison 5721 
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BEAT COMPETITION ... 
BUILD NEW BUSINESS 


= = 





Solid Fibre Glass Rods 


Two New Lines of solid libre Glass 
rods—by H-I, manufacturer of the 
largest line of fishing tackle in the 
world! They’re the most complete, 
. most competitively priced lines of- 

fered by any nationally known rod 
manufacturer. And we guarantee de- 


livery! 


‘Chil i tsa tan =a 


Hundreds of lhousands of tiny strands of 
glass fibre are carefully bonded with plastic, 
molded and ground to an exclusive H-I 
< pattern. The rods are practically inde- 


structible and have unsurpassed action. 


Defiance Line 
No. 2657—(illustrated) 


HiGlass Line 
No. 2501 HiGlass (illustrated) 


Length 51/2’. Suggest re- ' 

i ae POSS $11.50 
No. 2502—5' ....... $17.00 No. 2651—5'....... $10.50 
No. 2503—5'/2" ..... $14.00 No. 2645—4'/2'..... $10.00 
No. 2504—5' ....... $14.00 No. 2639—4'....... $ 9.00 
No. 2800—39"' tip... $14.00 No. 2633—3'2"..... $ 9.00 
No. 2510—39"' tip... $13.00 No. 2627—3'....... $ 9.00 


See your H-I man, or mail your 
order direct. And write for your 
new H-I catalog. 


HORROCKS IBBOTSON CO. 
UTICA, N. Y. 


Manufacturers of the Largest Line 
of Fishing Tackle in the World 
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EVERY 
FISHERMAN 
A PROSPECT 








THE CIRCULATING TUBE 
DOES THE JOB 






MO-MEES 


MINNO- 
MASON 


CATCH MORE FISH WITH FRESH MiINNOWS 
CATCH MORE PROFITS WITH MINNO-MASONS 
IN 1950 





Millions of fishermen have seen our adver- 
tisements in leading sports and outdoor mag- 
azines. Méillions more will see them due to 
an increased advertising 
Minno-Mason is an entirely new kind of trap 
. . . designed to catch fresh minnows in only 
a few minutes. Made of durable Polystyrene 
plastic and metal — will fit all mason jars. 
Are you going to get your 
share of this business? 
Write us for a free sample 
today. 


program. The 


FAIR TRADE 
LIST $f 00 ANTICIPATED 





CHAMP-ITEMS, INC. 


6191 Maple Ave. St. Louis 14, Mo. 
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MOST SENSATIONAL DEVELOPMENT 
IN S#OTGUNS IN YEARS! 












NEW MOSSBERG SHOTGUN 
with “C-LECT-CHOKE” 


Any choke desired, instantly, 
with a twist of the fingers 
Available now... 
setae etna 9 f° 
able ““C-LECT-CHOKE”. 


$27.80 West of Rockies 


Settings at Full, Modified, Improved 
Cylinder (or any chokes in between) are 
positive and visual, like a micrometer. The 
C-LECT-CHOKE is NOT a separate device 
to be mounted on the gun. Choke and gun 
are a unit—precision engineered and per- 
fectly coordinated. 


OTHER OUTSTANDING FEATURES: 


@ Ventilated barrel to reduce recoil and muzzle 
jump 


Coming. = 


Available second 
quarter of 1950. 
Model 190—same 
as Model 185K 
except— 16 gauge. 


$9995 


$29.95 West 
of Rockies 


@ Custom-type Monte Carlo stock of genuine 
walnut 


@ Removable 2-shot clip 
@ Thumb-operated safety 


"SPORTER” AUTOMATIC 


“open SIGHTS 


Thousands of shooters have been asking for this 
one! Just the rifle for quick, off-hand shooting at 
vermin, small game—and plinking. 








Model 151K—22 cal. 


15-shot automatic 


$9995 


$29.95 West of Rockies 


OTHER OUTSTANDING FEATURES: 
Complete ‘ 


@ Straight line feed through stock catalog oF 

@ Monte Carlo custom-ty pe “Sporter”’ stock 
of genuine walnut, with cheek piece 

@ Receiver grooved for Mossberg scope 
Model 4M4 

@ Uses .22 cal. Long Rifle cartridges, lubri- 

cated or dry 





















@ Your Mossberg distributor can now supply 








you with these “‘hits’’ of the 1950 season. 
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Spring Fever Starts Epidemic 





ur Prescription 
a More Profits 


AT NO RISK 


' t. You 
— No jnvestmen ell 

@ Sale or Rever super Packets you § 
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% Mark- 
7 We Packet. You cle W | 
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fit on 
p— oF OP §15.00 on every 
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_ “Burpee 
dvertised Brome chold buy- 


xs As ¥ 





any Ra ce space, 
ke so little coun 
They ta veral locations. ‘ 
Today! 
Don't Lose TWo0-Packet R "1 
Your ns Money—We ShiP 
Sen 





of Seed Sales! 


Half America’s families will buy flower seeds this spring—here’s 
mass demand that means extra profit to stores displaying Burpee 
Super Packets—in compact display carton designed as self-service 
impulse items. Fast-sellers, uniformly priced at 10¢ for easy 
handling and no price errors—they sell themselves! 

You have several good spots to display them. 













Demand Zooms ——— , 
in March e 


} 
Order from your job- } Ss EE DS 


ber today. Orders 
filled direct where 
jobber distribution 
not yet arranged. 


Free Display— 
Takes only 
10 in. x 15 in. 
Counter Space. 





W. Atlee Burpee Co. 


Philadelphia 32, Pa.—Sanford, Fla.—Clinton, lowa—Riverside, Calif. 











EVERY MONTH Qa 
OF THE YEAR %& 


spray, dust, delouser, dip, drench and repellant. 
ome gardeners, farmers, poultrymen, orchardists, 


vegetable growers, flower growers, and stockmen use | 


this well-known product. 


' of publications. It sells every month of the year, 
_ reducing your inventory by replacing numerous 
_ seasonal, one-purpose items. It pays you to stock 
| Black Leaf 40. 
TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
RICHMOND, VA. + SAN FRANCISCO, CALIF. 


— 


% 
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| Black Leaf 40 is a safe, reliable, dependable insec- | 
_  ticide, backed by many years of successful use as a © 


Black Leaf 40 is nationally advertised in thousands | 


vad Since 1876 








‘Popular -Price”’ 












Model 87 
(Bottom Fill) 
Model 200 No finer blowtorch 
(Top Fill) has ever been made 


for all-around use. In 
economy, quality, and 
non-clogging character- 
istics, Bernz Models 87 
and 200 are outstanding. 

Long, tapered nozzle 
produces the long, large 
intense blue flame found 
most suitable for gen- 
eral service. Con: 
struction permits per- 
fect fuel vaporization. 
Heavy gauge car- 
tridge brasstank, Non- 
slip ‘‘keep-cool’’ 
bakelite burner valve wheel. 


é : 2 Ft A 

SS 
Never Leak patented pump 
with screw-down feature. 


@ TORCHES 


@ FIREPOTS 
@ MECHANICS TOOLS 


Otto Bernz Co., Inc.* 280 Lyell Ave.* Rochester 6, N.Y. 
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the full profit 
Lin —& 


BESS gy New models...new | 


specifications . . . send for 
complete information and 


ey name of the nearest 


jobber... 





DETROIT 1, MICH. 


4602 Woodward Ave. 
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177 Assortment ) 


aher Paint Brushes are Sold to You 


® 6 @ and then 


SOLD FOR YOU 


Every wise retailer knows — It’s easier to sell paint 
brushes when you’ve got a paint brush department 
your customers can see—with brushes by Baker, to 
serve any and all of their painting needs. 





This revolvo sales unit, standing 35” high and occupy- 
ing 27” of counter space establishes you in the paint 
brush business. It accommodates 24 different styles of 
brushes by Baker. The revolvo sales promoting unit 
is free as part of the Baker 177 Assortment offer. 


Introducing—A Baker first. 


The first all plastic handle paint brush called “Bak-O-Plast 
Smoothie” in the trade —called Honeys by everyone 
that uses them, 


Their appearance is a sales-sealer. Sleek, attractive— 
and imprinted with the magic words BAKER, so 

that your customers will immediately recognize 

the Quality and Value of this smooth painting tool. 


The merchandising display is made of 
aluminum and imprinted in three colors 
(black, white and orange). The 
compartments hold five sizes of 
*“Bak-O-Plast Smoothies” ranging from 

1 inch to 3 inches including half-sizes. 


more and more of your 
customers are learning that 


Better Painting Begins | 
with Baker Paint Brushes BAK-O-PLAST Assortment 
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~ Revolutionary new sponge 
brings you bigger profits! 


IVALON miracle SPONGE 


made of 


oO 
em +e 
a me gt 
“ * 


a. 








wonder-working 


vinyl 





Comes in 5 beautiful colors: ’ 







blue, pink, yellow, aqua, and tan 


Soft as silk . . holds oceans of water without dripping . . wrings out like a rag. . won't tear. . won't shred 
won't leave wall bubbles . . wipes clean like chamois . . extra tough— yet super smooth . . it floats! 


The sensational IVALON Miracle SPONGE has no equal for cleaning 
walls, windows, automobiles — is unsurpassed for use in kitchen, bath 
and throughout the home. This chemical triumph is better than the 
best natural sponge—at Jess than 1/3 the price! If your supplier doesn’t 
yet handle IVALON SPONGES order with coupon below—and watch 
the profits roll in! 


sari chen cpm ieee ticeemamiamaame rie 


IVANO INC., 2100 INDIANA AVE., CHICAGO 16, ILL. 


No. 1 Packs @ $5.04 
No. 5 Packs @ $10.80 


MAGIC SQUEEZE TEST SELLS! 


| 

IVALON SPONGES are ; 

individually wrapped | 

and sealed in wonderful =| 
polyethylene to keep : a chan Ni iciictieriedeemnnas - 

| 

| 

| 

H 

| 





Ship immediately_— No. 3 Packs @ $7.20 










them spotlessly clean 

















and to maintain a moist 
DIMEN. Retail 

softness. One look—one PACK SIZE CONTENTS (Moist) Assorted colors an ba Mend 
feel—and 9 out of 10 buy! 5% x3% | 3 ble, 3 pink, | 
No.1 C 1doz. |? x77, * | 3yellow, 2aqua, | $ 8.40 | $ 5.04 | $3.36 | 

1 tan 
| 

3 blue, 3 pink, 

No.3 B 1doz. | 04%." | 3yveltow, 2aque,} 12.00} 7.20] 4.80 ; 

1 tan 
I | 
1 No.5 A —_a | Tan only 18.00 | 10.80] 7.20 | 
icteinans Sm mmm ananeandwanenal 
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What Price Cabinet __ 
Are You 
Looking For? 


No matter what price cabinet you are 
interested in, you will find it in the 
"Ideal" line—and the chances are you'll 
like it better than anything you can pur- 
chase elsewhere for the same amount of 
money. 





Ideal Cabinets have all of the conve- bo al 
nience features demanded in bathroom | 
cabinets today for homes in all price 
classes—and are unsurpassed in beauty 
as well as in material and workmanship. 


nares 17 Models 
FOR @ Write for descriptive 
LITERATURE literature on our complete 
line of bathroom cabinets. 
| 
ie Ideal 
he . ° 
' Cabinet Corporation 
Ler: Division of Deslauriers 
oe Column Mould Co., Ine. 


7722 JOY ROAD 


DETROIT 4, MICH. 
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COMBINATION 
CAR WASHER & 
WINDOW WASHER 


TUNGSTEN 
CARBIDE 


NO MOVING Parts ark 


Registered 


Nothing like it on the market for 
performance. An entirely new knife 
sharpener in 5 smart decorator's colors. 
Portable, easy 3-stroke, practical safety 
grip. Popular priced, profit is generous. 
Attractive displays. Write for catalog 
sheet and prices. 


THE FILTER-KLEEN 
MANUFACTURING CO. a, 


314-322 CHELSEA STREET FILTER 





EVERETT 49 - MASSACHUSETTS 





See our Display aft 
Booth 310, National 
Hardware Show. 


OPENS ANY SIZE 
SCREW-.TOP JAR 


A ready seller for a 


tough opening job in the 


kitchen. An item that cus- 
tomers pick up, test and 
buy on their own. Free 


colorful counter display. 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


MPANY 
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FIVE OTHER MODELS 
8 to 10 cubic foot 
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Large "U" Type Freezer. . . stores 28 
pounds of Frozen Food plus 28 Ice Cubes. The 
flexible Aluminum Ice Cube Trays feature 
Polyethylene Plastic Grids. 


Roll-A-Grip Latch . . . a gentle pull on 
the handle opens the door. Fingertip pressure 
automatically closes door with the Roll-A-Grip 
silently pulling the door tightly shut. 


Full-Width Fruit Storage Bin. . . Keeps 
Fruits and Vegetables fresh and cold under 
full refrigeration. 


HOME FREEZERS REFRIGERATORS WATER COOLERS 
ELECTRIC And GAS HOT WATER HEATERS 
SELF-SERVE FREEZERS And BEVERAGE COOLERS 


the Newr 


UETTE 











44 


HERE IT IS... a Low Cost, Full Size (8/2 cu. ft.) Refrigerator 
of the Latest Design that, foot for foot, costs No More than Low- 
Priced, small-sized refrigerators on the market today! 


“Pancake” Type Tecumseh Compressor 

. . the most modern, efficient and QUIETEST 
Compressor ever developed. Small in size, a 
Giant in Performance. Internal spring mounted. 
Statically Cooled, Hermetically Sealed and 
Permanently Lubricated. 


Other Features . . . Glass Tray Meat Saver, 
Dependable 7 position Cold Control, Full 3- 
inch Fiberglas throughout, High-Baked DuPont 
Dulux exterior and extra-durable, newly de- 
veloped Dulux interior 


WRITE TODAY for details on the Com- 
plete Line of Quality Marquette Appli- 
ances. 


MARQUETTE APPLIANCES, Inc. 
Minneapolis 14, Minnesota 


93 





Win wit 


Uni Y EXCITING LIGHT BULB 


CONTEST FOR YOUR CUSTOMERS 


YOULL SELL MORE BULES! 
YOULL MAKE MORE MONEY! 
YOULL WIN MORE TRAFEIC/ 











Meet Miss’ Wink. Millions of Americans 

will see her picture when Westinghouse 
i launches its huge advertising program 
} April 15, Contestants buy 3 bulbs and 
complete a jingle. Writers of best 477 
jingles automatically win prizes and get 
chance to name Miss Wink for bonus 
prizes. 


ee AS LLL LLC At eC 
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— if you tie in with this 


CONTEST 
April 1 to May 31 


Again Westinghouse rings the bell with a new consumer 
contest that promises to give your Westinghouse light- 
bulb sales another big boost. 

It is called the “WHO IS MISS WINK?” contest, 
and it features one of America’s most popular celeb- 
rities! Yes, here’s a contest that again will cause people 
to look for and insist on the Westinghouse brand. Official 
Westinghouse records show that in the recent Westing- 
house contest, dealers from all parts of the country 
gained sales increases up to 100%. 

SO, ACT NOW! CUT YOURSELF IN! IF YOU’RE 
NOT NOW CARRYING THE WESTINGHOUSE 
LINE, MAIL COUPON TODAY! 


you CAN BE SURE...1F ITS 


Westi nghou se 
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hois Miss Wink? 











You Cc 


Westinghouse 
motion extra 
there’s a spe 
Here’s how 1 


1. Set up “Mi: 
in your store ¢ 
and entry blan 
such: as_ check 
means to publ 
newspaper ad: 
truck advertis 
people tell cus 
Make your di 
2. Write a sta 
paper in 100 w 
“How the M 
Our Store Sell 
Bulbs.” Be sp 
sales increase. 
promoted cor 
and the name 
entry to: West 
Contest, Box | 
Entries must b 
midnight, Jun 
3. Submit at 1 
ing the contes 


Ca 


but 
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HARDWARE 











CASH CONTEST FOR 
LIGHT BULB DEALERS 


$3500. CASH 


You Can Win As Much As $1000 
133 PRIZES—ALL CASH 


Get Studd Now! 


Westinghouse is going all-out again to make the “Miss Wink” contest pro- 
motion extra profitable for dealers. Besides the contest for your customers, 
there’s a special cash contest for you . . . for dealers only. It’s easy, too. 
Here’s how to enter. 


1. Set up “Miss Wink” 


in your store and windows. Place bulbs 


of 
VI 
Cl 





“sure to place your name and the name 
and address of your store on the back of 


display material 


and entry blanks in high-traffic locations. all photographs submitted. All photo- 





means to publicize the contest, such as 
newspaper ads, special exhibits, cards, 
truck advertising, etc. Have your sales- 
people tell customers about the contest. 
Make your displays clever and forceful. 


y such: as check-out counter. Use other graphs submitted become the property of SECOND 00 


the Westinghouse Electric Corporation. 
4. Prizes will be awarded on the basis of 
originality, interest, concreteness, and 
comprehensiveness. In case of ties, dupli- 


er cate prizes awarded. All entries become $ 
“a 2. Write a statement on a plain piece of _ the property of the Westinghouse Elec- NE 125 
paper in 100 words orless on the subject: tric Corporation and none can be re- XT $5 e 
“How the Miss Wink Contest Helped turned. Entries will be judged by a board NE PRIZES 
it, Our Store Sell More Westinghouse Light of impartial contest experts, THE XT ede aa $50 
b- Bulbs.” Be specific; give figures showing REUBEN H. DONNELLEY CORPO- NE PRIZEs 
le sales increase. Describe all the ways you RATION. Decision of the judges is final. XT Pp $25 
al a age — F saci "Mail 5. This contest is open to all Westing- IZEs 
z- ies to: Westinghouse Mise Wink Dealer house lamp dealers and their employes. ee $io 
“y Contest, Box 1080, New York 46, N. Y. 
ig Entries must be postmarked not later than 
E midnight, June 15, 1950, to be eligible. & a Be] a Be peso asi ie es fo ei a es Be Fi i a ee 
E 3. Submit at least one photograph show- 


9, 1950 





ing the contest display at your store. Be 


o 


“sae —— 


7 Poa 


LAMP DIVISION 
- WESTINGHOUSE ELECTRIC CORPORATION 
BLOOMFIELD, NEW JERSEY 


HARDWARE AGE, FEBRUARY 9, 1959 


| am not now handling Westinghouse light bulbs, but | would like to 
know all about how I can cash in on the WHO IS MISS WINK contest. 


eee eee eee eeee 
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WHEREVER 


FASTER TACKING 


IS AN ASSET 





STAPL-ON 


6 TIMES AS FAST! 
3 TIMES AS STRONG! 


AS OLD-FASHIONED 
HAMMER-AND-TACKS 


Sells faster — because it works faster — 





féeds and drives six staples in the time 


you'd drive one tack with a hammer. INSULATION 


Sells easier—because it works easier — 
one-hand operation leaves the other 
hand free. 


Sells better—because it works better— 
-and its Y%4‘ 


or %" staples spread when driven, 


leaves no hammer marks - 


holding tighter. 


For tacking insulation, building paper, 
roofing felt, canvas, under-decking, 
wire-cloth, light metals, glass substi- , E 
tutes, etc. — there’s no substitute for 
fast-loading, fast-tacking STAPL-ON. 





There’s a solid profit in your original 
sale—and a steady profit in STAPL-ON 
Staples. 


BUILDING PAPER 


Send for complete information and name and address 
of Distributor nearest you. 





a ee a ee ee ee ee | 

; The E. H. HOTCHKISS COMPANY ; 

Industrial and Office \ Norwalk, Conn. Dept. H.A. 1 
Stapling and Tacking 4 DOIN sis sce vcvivtusssvesecsecsonsvestesonececsoeonssoetee i 
Equipment IN cose cxevecoussdecivrniswserienlsiweenseetens « 
Norwalk, Connecticut - sd saledcseacentedionisvatietinsteidaten : 
Be AI saa naivenoveresseniersseevenvss i iccncioncicies 4 


bee ea eee ew wee es ee os 
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Place your order now. 


ALM 








Steel clamps 
are 


STURDIER! 


Always In Demand For 





FACTORIES 


#157B—Speed 
clamp. Self-adjust- 
ing jaw. Maximum 
opening of jaw 6”, 
bar 1” wide. 


@ Red enamel wrought steel frame and jaws. 


@ Bars and screws polished steel. 
@ Sustain 1200 Ibs. 


#156B—3" jaw, depth 1 1/4”. 
Also #151B—1” jaw, depth 15/16”. 
#152B—2" jaw, depth 7/8”. 


COMPANY, WALLINGFORD, CONN. 


87 Chambers Ht, New York 7, NY. 
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peed 
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aws. 


1 1/4”. 
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TS 


Those who know agree on one thing—vanish- 
ing doors must be noiseless and effortless to 
operate. And that is why more and more 
builders insist on R-W Silver Streak Vanish- 
ing Door Hangers and Track... it’s got ex- 
actly what they want. 

Specially designed for lightweight vanish- 
ing doors in thin-wall pockets built in stand- 
ard 2” x 4” studded partitions, Silver Streak 
is also for use on parallel residential wardrobe 
doors 34” or more in thickness. The hanger 


RICHARDS 
WILCOX 


eet-taeke 








~Glor NWhin-Wall Installations 


wheel, made of fine-weave cloth base bake- 
lite, and equipped with high-finish ball bear- 
ings, gives longer wear and quiet operation. 

The track is extra heavy section, hard com- 
position extruded aluminum. Screws are easily 
inserted. Only rounded surfaces of the floor 
guide come in contact with the door groove, 
preventing scraping and assuring smoother 
quieter performance. 

For maximum satisfaction and economy, the 
logical choice is R-W No. 1019 Silver Streak. 


ilcox Mfg. Co. 


W “A HANGER FOR ANY DOOR THAT SLIDE S* 


“URORE 
Mane 
Reg. U.S. Pat. Off. 


OVER 70 YEARS 
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HANGERS & TRACK « FIRE 


AURORA, ILLINOIS, U.S.A. Branches in all principal cities 


DOORS & FIXTURES * GARAGE DOORS & EQU 
ONVEYORS & CRA Se HOOL WARDROBES & PARTITIONS 
ELEVATOR DOOR OPERATING EQUIPMENT 































MECHANICS’ TOOLS and 
sliaviad _ HARDWARE SPECIALTIES 
MAKE STEADY PROFITS FOR YOU 


a a 

: 2 HAMMER FORGED 4 

ateliMated(eliate Maleliliitse comes 
No. 177 : No. 182 

_ > \ POINTING TROWEL 


an “he, | 














The Sales Maker is back 







Now available to dealers is a limited 


number of the famous Cheney Sales PHILA 
Maker counter displays that invite your aT Manen BRICK 


customers to try the Cheney Nail Hold- TROWEL 








ing Device. Attractively designed wood 
target with four color poster background - ap | Also furnished in ; 
catches the customer's eye. “Once they Ca : ; London and Boston Patterns roo 
try it—they’ll buy it.” 


Write us direct or through your jobber for your ” My & i Ee eon ‘ i 
Sales Moker and we will be glad to send Ny ‘ ae BRICK JOINTER - ie x i 


it to you without obligation. = 


PLASTERING TROWEL 


Sales Y ff fy Cinn. Pattern No. 192. Finest 


JOHN H. GRAHAM . . 
105 ea vel Spring Steel. Hand Blocked with 
New York 8, N. Y. No. 195 5 Rivets. Blade polished for fin- 

SANFORD BROTHERS VY Lif FAST SELLER... ishing work. Also mfg. standard 
Charts Tenn. SLY i Oe . | & INEXPENSIVE... No. 191 Plastering Trowel. 


AT YOUR JOBBER OR WRITE FOR CATALOG 
GUARANTEED @ SINCE 1830 


WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS — NEWARK 3, N. J. 























SPRING [ETY 

HINGES 

ARE THE | SHé 
| PUT 


Acme C 





homes 

wooden 
BUTTON TIPS good-p1 
STANDARD 7 


TYPE 
NO. 29. this tr: 


: See you 








| cartons 





Three ; 





NEW YORE 
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your sales efforts means extra profits versatile home 


Self-selling to save 2 Their fast turnover Acme Fasteners ... ' : 
repair need hey 
j ; 





HANDY AS NAILS... 
SHARP AS TACKS... 


PUT ’EM TO WORK 
FOR YOU! 


Acme Corrugated Fasteners are used in 
homes everywhere for repair of all 
wooden household items. Besides being 
good-profit items with fast turnover, 
they bring traffic into your store. And 





this traffic buys higher-priced items! 
See your jobber now for eye-catching 
cartons of 12 boxes, 50 fasteners each. 


Three sizes, % x 4, %x 5, % x 5. 





NEW YORK 17 ATLANTA LOS ANGELES 11 oe CHICAGO 8 


ACME STEEL CUMPANY 
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as evtse tor ow “BRUSHWISE 





























































CORPORATION eee! 
ADDRESS ALL INQUIRIES TO BRUSHWISE CORPORATION, WEST FOURTH AT MERCER ST., NEW YORK 12, N. Y. :s i 
‘ 
NOR-SURF ; 
ee an i AD 
BRAIDED NYLON 4, oe r y : 
es SURF or u 
TROLLING LINE 6p 3 sveesi it) 
ah tit 
PICTURE HANGERS ees ut 





























Take advantage of customer preference with 


NOR-SURF! Packaged 6 50-yard connected Meer -— 4 | 


spools... 24, 27, 36, 45, 34, 63, 72 lb. tests. PUSH-PINS 


Permanent sand color. This coreless, soft- 


braided Nylon Line has no objectionable stretch Vo fun “ff 


... long life! Also on tubes of 400, 500, and 
1000 yards... 


MORW/ICH. LINE COMPANY, INC. 
es The Line of Champions NORWICH, WN. Y. 


|\f DISTINCTIVE HARDWARE Rea =| | 


ALL FROM J SOURCE SCREWS AND BOLTS » SASH HARDWARE | 


Your customers deserve the best and they'l/ get it when you s¢ 
them Moore products. Nationally advertised to help you sell more 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST. PHILADELPHIA 44, PA 





same Tests and quality! 
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DRAWING POWER 
Yf 


The beauty of Heller Fixtures, the attractiveness 


THIS IS IT! ER FIXTURES 4 
vet 


they impart to your merchandise, draws trade to fs 
your store—Extra profits ere yours. 


QUALITY 


Years and years of satisfactory service are built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come te our factery aad 
see two model stores completely merchandised. 


VALUE 


NEW LOWER PRICES, makes it easy for yeu to 
buy. Send sketch i rr store for free store 
plan and estimate. for large catalog #47. 


W. C. HELLER & CO. 
1050 Bryant St. Montpelier, Ohio 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 















~___ ton Wire Cloth C€ 













PUTTY lone Fence Divisi 
KNIFE POINT DRIVER erican Steel & W 
There are no substitutes for quality— PI 1% Pre li 4 7 _— 
stock and sell genuine RED DEVIL tools. & Xe ; y yp 
Complete Catalog Available ha~ een ies 
woop RED DEVIL TOOLS. Irvi 11,N.5.,U.S.A GLAZIERS x 
SCRAPER  phabiagecemespbese: stone Wire Cloth 





POINTS 





AND ALUMINUM ORIGINATED 1896 AND Re ay 
MAYES GUARANTEES ACCURACY SERVICE SCREE 


ASK YOUR DEALER ANT olel-7 Neth a ae ome 


mavestoo.s MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Micu. s 
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yu sell 
more 


it's tough—long-lasting! 


(Made by the Alclad Process developed 
by Alcoa for aircraft, where top corrosion 
resistance must be combined with 
maximum strength) 


IT WON'T STAIN LIGHT-COLORED 
PAINT OR MASONRY... RETAINS 
ITS GOOD LOOKS! 


TK IN... . 
for your Sczccu Zane’ profits 


FREE! These window streamers, 


Made by these leading manufacturers: 5 Ne LS oes os cum on newspaper mats, and folders are 
Wire Fabrics Corp. New York Wire Cloth Company iy 4” ~~ available to help you promote 
Brass & Copper Co. Pacific Wire Products Co., Inc. “a — Aluminum Wire Screening locally. 
Wire Cloth Company iin, be, Fill in this coupon for your samples. 


Fence Division Spargo Wire Company, Inc. 
Steel & Wire Co.) Standard Wire Cloth & Screen 
Wire Cloth Company Company 
Bros. Company, Inc. Reynolds Wire Company . 
C. O. Jelliff Manufacturing Wickwire Brothers, Inc. ~ , 
; Woven Wire Fabrics Div., 
Wire Cloth Company (John A. Roebling’s Sons, Co.) 





Gentlemen: 
Please send me samples of your free promotional material: 


Name 





Address__ 





Pee e2eeeeee2ee2 


ADE FROM bid K 


Be Ready for Scum Te’ Order trom Your Supplier NOW! 
t 
INUM fe This tag identifies wire screening made of Alcoa Alclad Aluminum. 
Look for it on the screening you buy. Your customers will. 


Avuminum Company oF America, 1415B Gulf Bldg., Pittsburgh 19, Pa. 


Y 9, 1950 ALCLAD ALUM 
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“Ever? 








“FROZEN HEAT” 
Household Cutlery 












eX 4 


[ “UTILITY” Combination Guaranteed to need 


%& Can Opener A—First time in cutlery history that stainless blades 
*% Bottle Opener have been really sharp. The amazing Robeson proc- 
% Corkscrew ess keeps these razor-sharp for at least 3 years. 








saad B—Guarantee is printed on label attached to every 
m Connet ett Goer “Frozen Heat"’ blade. 
C—Pakkawood handles—acid-proof, stain-proof, 
even burn-proof—and the most handsome 
handles in the business. 





Housewives love the conven-_ easily, quickly and safely. 
ience ofthisfour-in-onekitchen Automatic spring adjustment 
aid. No need for separate prevents binding or slipping— 
openers — Vaughan’s “UTIL- holds can securely for pouring ‘*Frozen Heat'’ process outmodes every other brand 
ITY” Combinationopensthem preheated contents. Made of of cutlery on the market—yet prices are amazingly 
all! Safety Roll feature rolls heavy gauge steel, heavily low. Paring knife 780, illustrated, retails at only 


the edge smooth as it opens nickel plated. Individually $1.00. Also our famous black hard-rubber-handied 
square, round or oval cans_ carded. Retail price—39c line starting at 69c retail 
, a 
































Every Robeson product fully guaranteed to give satisfac- 
tion. Get a Robeson direct franchise—enjoy full mark-up. 





World’s Largest 
Manufacturer of 


Bottle Openers ROBESON CUTLERY CO., INC., PERRY, N. Y. 


and Can Openers 


VAUGHAN MFG., CO. 
3211 Carroll Ave. * Chicago 24, Ill. 
Half-Century of pare and Service 





. GREAT NECK SAW MERS., | INC. « Mineola, N.Y. 
ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices . Nationally Advertised Products 









© hack saws © hand saws fp © keybole saws © hack saw frames 
© panel saws © mitre saws - © coping saw frames © coping saws 
© pruning saws © wood chisels 0 © screw drivers © compass saws & nests 
e block planes © fore planes | : @ jack planes © smooth planes 
FOR ACTION SALES. BSS way SEE YOUR JOBBER IMMEDIATELY! 





—= 










— 


Housewives WANT The satisfactory service Brown & 
the GENUINE Sharpe Clippers give continues year 
No Stooning . after year—shows 
mo y clearly the high quality 
of their manufacture. 













#101 


They know it, have seen it ad BROWN & SHARPE MFG. CO. 
vertised nationally, and, most PROVIDENCE, R. I. U. 8. A. 
important, they have used 
Minute Mop and like it. Their 
preference has made the gen- 
uine Minute Mop and Drainer 
America's biggest and fastest 
selling cellulose sponge mop! 








Bad $] 95 complete 


BROWN & SHARPE 
MINUTE MOP ©0. es 23 r7i8" HAIR CLIPPERS 











= H 4 H 
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LET’S TALK SENSE 


HOUSEWARES! 


The Kilgore line of Shel-glo plastics offers 
you a broad selection of staples—PLUS 
the opportunity to boost interest with a 
constant parade of new items. Kilgore’s 
newest number is displayed below. 





















NO. 53 HEAVY MIXING BOWL SET 
(Individual Sizes Available in Open Stock) 
Here’s the first set of plastic mixing bowls 
designed for hard, practical kitchen use. Ex- 
ceptionally strong—but without the taxing 
weight of other materials. Walls are extra 
thick—will not flex. Very easy to handle and 
hold. True mixing bowl design is enhanced 
with wide, curved rim for positive gripping. 
Bowl diameters are 11”, 91/2” and 7”. 
Three beautiful, permanent colors per set— 
solid red, blue and yellow. Made of ‘“‘boil- 
proof’’ Polystyrene that can be dip-sterilized 
in boiling water. Sets in individual corru- 
gated cartons—'/,doz. to a shipping unit. 
Individual bowls packed 2 doz. to a case. 


aC 






















{ 





"ll Rs BER 
n organization guided not by what we want to sell but 
offering what YOY CAN SELLece AT A PROFITS 


MANUFACTURING CO. FACTORY OFFICES 


Room 116 Room 14-102 


WESTERVILLE, OHIO U.S.A. Breslin Hotel Mdse. Mart | 








New York Chicago 
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for profits fly DESIGNED TO INCREASE SALES 
HARDWARE 

in. 1950 | : a 
. GENERAL MERCHANDISE 
2 cpiesetiaeie DISPLAY 
\"\ ROYAD & ) 


No. 0604 Cash in on 
Ur yal * ; the idle wall space. 
‘ No. 888U 




















| the Original ; 
GLASS-TOP FUSE Bf} | jgeqi for: 
and LEADER £ Counter and wall space 





















. a to display wire goods, 

ever since! wrenches, tools, belts, 
levels, saws, etc. — 

|e @ f Fe eG he Um UG No. WP108 ° 
Kills 
com 
= Snr aaa meee No. 9898 for 
~ ROYAL W ; RE , Order several dozen of the Larson display hardware 
items from your jobber or write for the “Violet” FOR Il 
engineered for § literature. 


DEPENDABILITY 9B 


merchandised for ; 


' VOLUME SALES g 
Ask for details of the 4 
B No. 1 deal — 1250 feet 
a of ROYAL quality wire 
plus a steel counter 
: display rack. 


CHAS. O. LARSON CO. 
STERLING + ILLINOIS 




















FOR W 






I ROYAL : 
= CORD SETS , 
awa display-pack- §g 
aged for quick 4g 

’ 


turn-over and 
greater volume t 





More protection, comfort, and efficiency 
for every kneeling job... 
? 


Mmm ment, JUDSEN Sister KNEE PROTECTORS 


= & . 
No matter what the “down-on-the- 


knees” job is, JUDSEN KNEE 




























thru your wholesaler PROTECTORS let ve do it faster, easier and more 
comfortably. For aie ume sales with good profits... Th j 
ELECTRIC WIRES ++ ORDER FROM YOUR JOBBER TODAY!” e Bride 
CORD SETS © TROUBLE LITES pare for every 
FUSES * CHRISTMAS LIGHTING JUDSEN RUBBER WORKS, INC. means m 
ROYAL ELECTRIC CO., INC. * PAWTUCKET, R. I. Chicago 24, Illinois 
*If your jobber cannot supply you, write direct. 

HARDWARE 


104 HARDWARE AGE, FEBRUARY 9, 1950 











LES 
ARE 


DISE 


AY 


space. 


UL 


iware 
iolet” 





gee? On Fast, Sure-Selling 
Bridgeport AER-A-SOL Insecticides! 
Extra Profit Plan— 


Kills household insects—the 
complete line of insecticides 
Buy 17 get | no charge 
Limited time offer... Act Now!! 








for year-round protection 


FOR INSTANT ACTION 





‘s —_ at 7. ie 


pre 








9, 1950 








The Bridgeport line 







KILLS MORE INSECTS 
twice as easily as old-fash- 
ioned spray methods! Auto- 
matic Bridgeport Aerxaxsol* 
Insecticide kills flies, ants, 
Mosquitoes, moths, roaches, 
and many others—can reach 
even hidden insects. A big de- 
mand... big profit item. Stock 
it. Feature it. 


$1.89 Fair Trade price 


When sprayed on woolen fab- 
rics, BRIDGEPORT MOTH 
PROOFER leaves an invis- 
ible film which kills flying 
moths, moth eggs, and moth 
larvae on contact and protects 
woolens from moth damage 
during storage. Just one 
application gives 12 months 
protection. It’s a must prod- 
uct for you to feature for vol- 
ume and profit. 


$1.89 Fair Trade price 


Bridgeport Surface Coat In- 
secticide kills roaches, ants 
and other insects quickly... 
easily. A few seconds spray 
turns baseboards, porch and 
window screens, cracks and 
insect hiding places into 
death traps. One application 
lasts for weeks. An increas- 
ingly important profit item. 
Order it. Display it. 


$1.69 Fair Trade price 


for every household insecticide need— 


Don't let this offer pass! Make this big 38%% profit on any 
of these great Bridgeport Aer«assol* Insecticides. Buy 11 get 1 
no charge! Order a complete assortment from your whole- 
saler today! What an opportunity for immediate and future 


sales and profits! 


Your Selling Your Your 


Price Cost Profit 
perdozr. perdoz. per doz. 


Bridgeport Aerxaxsol’ Insecticide, 32 oz. Jr. $11.76 $7.33 $4.43 ) 


Bridgeport Aerxaxsol” Insecticide, 12 oz. 


Bridgeport Surface Coat, 12 oz. 
Bridgeport Moth Proofer, 12 oz. 


22.68 13.93 8.75 
20.28 12.47 7.81 


38'A% 
22.68 13.93 8.75 ) 


Bridgeport Continues Powerful National Advertising 
to Boost Your Sales Still Higher in 1950! 


Bridgeport Brass Company, world’s 
leading producer of Aer*a*sol* prod- 
ucts, offers you an advertising and 
merchandising program with abso- 
lutely “no bugs” in it—a program that 
is certain to further increase the tre- 
mendous acceptance and predomi- 
nance that Bridgeport Aers*axsol* 
Insecticides already hold with con- 
sumers everywhere! 

Bridgeport’s 1950 advertising, 
merchandising and point-of-sale 


plans will be announced shortly. But 
you can be assured right now that 
strong-selling Bridgeport advertising 
will appear before and during Pest 
Peaks — to bring you peak sales and 
profits! 

Bridgeport will back you up all the 
way! Sell and display Bridgeport’s 
quality Aer*a*sol* Insecticides!—The 
line to meet every need! Order from 
your wholesaler today—and be sure 
of getting that big 38'4% profit! 


* Trademark 


alt BRIDGEPORT BRASS COMPANY 
‘aay x Bridgeport 2, Conn. 


World’s Leading Producer of Aersaxsol* Products 











HARDWARE AGE, FEBRUARY 9, 1950 105 


























—~ eee = — 
— 
a 
ee. 
: Ww 
—s 








The Modern Complete Line 
of Wood Screws 


Thanks to an improved manufacturing proc- 
ess, Southern offers a full line of wood screws 
made to closer tolerances than ever before 
possible. 


The great perfection of these screws assures 
your manufacturing customers more accurate 
fit. Your retail customers, too, will know 
they can depend on the uniform quality of 
Southern Screws. This means more sales for 


you from completely satisfied customers. 


Southern manufactures a wide selection of 
screws in steel and brass with slotted and 
Phillips heads. Deliveries are prompt. Mod- 
ern packaging in bulk and gross quantities 
assures you of full measure, easier handling, 


stocking and shipping. 


Order Southern Today! 


Or write for full details on this modern, complete 
line of quality wood screws. 


FACTORY WAREHOUSES 


4100 Dell Avenue, 
North Bergen, N. J. 


325 West Ohio Street, 
Chicago 10, Illinois 


280 Decatur, S.E., 
Atlanta, Georgia 


1388 West King Avenue, 
Columbus 12, Ohio 


SOUTHERN 


SCREW COMPANY 


Statesville, North Carolina 
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HERE ARE CLOSE-UPS 
OF OUR “STARS” 


POPULAR GARAGE AND BARN DOOR HARDWARE 





“GLIDE” 
HANGER 


Applied to inside of door 
-.. out of the weather... 
takes any thickness of door. 
You can’t derail “Glide” 
Hangers. Have great 
strength because door is 
carried directly under cen- 
ter of Track. Smooth oper- 
ating because of large 
wheels, roller bearing- 
equipped. For doors weigh- 
ing up to 750 Ibs. 




























“GLIDE” 
TRACK 


Track and cover in one 
piece . . the original 
“water-shed” type. A pat- 
ented telescope joint gives 
smooth continuous tread. 
Lag screws at 1 ft. intervals, 
hold Track securely to the 
building, without brackets. 
Top of door protected. For 
use with ““Glide” No. 1 and 
No. 2 Hangers. 



















TROLLEY 
HANGER 


For doors weighing up to 
350 pounds and from 174” 
to 21” thick, Trolley Door 
Hanger No. 61 is tops. Set 
No. 62 includes pair of No. 
61 Trolley Hangers, three 
track brackets, two end caps, 
and necessary bolts. Hanger 
has vertical and lateral 
adjustments, flexible joint 
allowing door to swing out. 


TROLLEY 
TRACK 


Trolley Track No. 110 is 
used with Hangers No. 61 
and No. 62 Frantz Trol- 
ley Hangers. Any similar 
hanger may also be used 
with this track. For all 
average-weight barn and 
garage doors (doors weigh- 
ing up to 350 Ibs.). Made of 
16-guage steel, it comes in 
lengths of 6, 8, and 10 feet. 








Write today for details on the complete Frantz Line. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 





' FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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COMFORT MASTER 


"nae 


Automatic Control 
for Oil Burning 
Space Heaters 























Now your salesmen can develop NEW SALES TO OLD 
HEATER CUSTOMERS — and extra sales to new heater 
buyers — with the A-P COMFORT MASTER. Hundreds 
of oil heater users in your town will welcome this AUTO- 
MATIC TEMPERATURE CONTROL — extra comfort 
and economy at the mere touch of a thermostatic dial. Al- 
ready proved in homes throughout the country. 


COMFORT MASTER is easy to install on any heater 
made since 1939, using A-P Model 240-D, U, or Y series 
manual controls. Just mount the “Auto-Heat Top” on 
the present manual control, and connect to Thermostat 
and Transformer. 


AUTOMATIC PRODUCS COMPANY 


2442 North Thirty-Second Street, Milwaukee 10, Wisconsin 


WRITE TODAY for the whole story on A-P 
COMFORT MASTER Automatic Controls for 
Oil Heaters — and complete Sales Helps. 





A-P COMFORT MASTER Set includes: 
Heat Anticipating Thermostat, Auto-Heat Top, 
Plug-In Transformer,, and all fittings. Model 
240-ED for standard circulators, Model 240-ETS 
for fan-equipped heaters. 











FOR OIL...GAS...REFRIGERATION 
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Light | They'll Come to »» YOU 


BUILDERS Popular-Price 
HARDWARE for the | NEPTUNE 
Sump Pumps! 


NEW sales-winner for the hard- 
ware dealer! Now you can offer a 
Neptune Sump Pump built to perform— 
and priced to sell—in today's vast mar- 
ket seeking a dependable pump at a 
low price. 
Be ready with Neptune's 1950 profit- 
maker! 
This time-tested Neptune Sump Pump is 
distinguished for many superior qualifi- 4 











s\ 





cations: Durably constructed . . . geared 
to pump at the rate of over 3000 gallons 
per hour . . . equipped with a Cutler- 
Hammer Switch ... a G-E 1/3 hp. motor 


. . . @ long-life bronze bushing, water- 1 
lubricated. pre 


Move quickly to-ring. up big profits this 
season! Order a few for stock. 


Mfd. by Neptune Pump Mfg. Co., 
Philadelphia, Pa. 


by @aain SUPPLEE-BIDDLE CO. 


Fifth & Bristol Sts., Philadelphia 5, Pa. 
Distribeters te the Hardware Trade 


Aged 


£ JOBBING TRADE 





























For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 


builder's hardware... 





FOR TH 





; quality produced by 
i; 4 Griffin. 


a} 





Me very DOOR NEEDS THREE! 


—( sRIFFIN- 











anufacturing Company "Stanho” Taper Pins are milled from selected screw stock. 
ERIE «© PENNSYLVANIA Recently otted to the cea ine ore Centerless 
SALES OFFICES Ground Taper Pins—precision made with a total diam- 


163 Fares _. y a, a vee eter tolerance of .0005—these are the finest obtainable. 
9344 Avenue, Detroit, Michigan 


11S Breed Street, Boston, Massachusetts CHICAGO 








pa Market Street, San Franciseo 3, ee 


Pa 
. Dallas, Texas 
4524 East 60th Street, Seattle, Washington 4 St 
785 North President Street, a 6, Miseiss:po! Sc 
4638 Mill Creek, Kansas City, Missouri Pr 
2611 Garrison Bivd., Baltimore 16, we 
1620 Garfield Street, Denver 6, Colerad He 


1 watnd Arann, Tern, Otis sewn PLORSE NAIL ‘CORP s 


NEW BRIGHTON, PA 
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Your customers... 


CHICAGO “Safety Plas” PRODUCTS INCLUDE: 


Socket Head Cap Screws * Socket Set Screws 
Stripper Bolts * Square Head Dog Point Set Screws 
Socket Pipe Plugs ° Keys for ‘SAFETY PLUS” 
Products * Hexagon Head Cap Screws * Square 
Head Cup Point Set Screws * Headless Set Screws 
Fillister Head Cap Screws °* Taper Pins * Milled 
Studs *  Semi-Finished Hexagon Nuts * Semi- 
Finished Hexagon Castellated Nuts. 
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The same qualities that make CHICAGO ‘‘Safety Plus”’ 
Screws favorites for original assembly use in all fields of 
manufacture make them popular for your replacement 
sales as well. Precision manufacture, accurate thread 
engagement and greater tensile strength are as important to 
your “‘over the counter’ buyers as they are to 
industrial purchasers. 


CHICAGO ‘‘Safety Plus'’ hexagon head cap screws offer 
clean, absolutely uniform heads, true flat points, 
accurately sized bodies and exact tolerance, 
pressure-formed threads. 


With increased inventories of sturdily packaged, clearly 
labeled screws, you'll find greater profit in stocking and 
selling CHICAGO “Safety Plus”’ products. For service— 
for quality—for protection—-sell the line for replacement 
that is used in all fields of manufacture. 


% Ask for CHICAGO products when ordering from 
your hardware distributor. 


AGO 
Me CHIC 
SCREW COMPANY 


L. 
woood, iL 
WASHINGTON BLVD., BELt 

a Established 1872 











THE VUTINLT 4 Zecca Bona 


SOE AME ia la. SMa as 






WEATHER-TITE 


IWIES 


‘A Line you can be proud fo sell" 


Illustration shows a few of the 
many IVES Builders Hardware 
Specialties. 


e CAST BRASS full polished 
items—for those who desire 
the finest in quality. 

e CAST BRASS machine pol- 
ished items—top value for 
moderate priced homes. 


e CAST ALUMINUM, non-rust- 
ing items in all popular fin- 
ishes for the low cost home. 


Order from your Jobber 




















| 4 OKONITE 


YOUR GUARANTEE 


Panther | OF EXTRA VALUE 
| 











POWER MOWER 


Imagine all the worthwhile features of mow- } 
ers selling at twice the price, yet at no sacri- 
fice in quality. In fact, Mastercut has 


advanced features that are singular in the a | 
rotary field. Gives a carpet-smooth o | 

“city” cut. Yet at home in the highest } 

\ 


and wettest grass and weeds. Perfect 
balance. No service problems. Dem- 
onstration proves important points. 


Features: 


“The tape with the | SPECIFICATION 


e2% FT. ROLL #8 


@ Vertical four-cycle 12 - 2 HP |, sercr’ we 
motor. No V-Belts or sheaves. ” : 
w Heat-treated, one-piece safe- yellow core | cneanon farcnon rare 
ty Cutting Bar. J 
w Unique and effective slip Sold only through 
clutch protects engine and 
operator. Recognized 
gwAdjustable cutting height Wholesalers 


cuts full 20” swath. 
gwExclusive adjustable and 
floating plow-type handles. 


Made and warranted by the manufac- w Blade can be enclosed for 
turers of MASTERSICKLE, the world’s safety. 


lowest priced Quality Sickle Bar : a ¥ 
Mower. . . . Inquiries are invited. @ Trimmer syne front ond. Cuts hilf IP, 
O as within fraction of an inch. J anther and D )ragon 
AIRCAPITOL MANUFACTURERS, INC. || o teen ond 
1618-34 SOUTH MEAD WICHITA, KANSAS ) | [iR@all a 
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WAKE UP 


YOUR WATER SYSTEM 








SELL AMERICA’S 


Watch your water system sales “come to MENT ? 
we sy 3 






life’ when you start handling DEMPSTER Shallow and Deep Well Recip- 
Water Supply Equipment. rocating Pumps ® Shallow and 


Deep Well Ejector Type Pumps 
© Steel Tanks © Windmills ® 


ee 


j 







There is a huge rural and suburban de- 














mand for running water. By selling a com- igaton Gatemen ° Ole. 
plete line, and the kind of service that goes tributors of Pipe, Fittings, and 
with it, you can be the dealer that taps this Plumbing Supplies 

rich, ready made market. ——_ 

Get started right now. Team up with =S Deep Well Reciprocating Pump 
DEMPSTER, the name that has meant de- e & 
pendability to farmers for over 70 years. DNT-1-49 Z  &| Deep Well 

= #) Ejector Type 
3 =h Pump 
DEMPSTER MILL MFG.CO.|| | | . 
> ‘3 
a = eR 
se’ 

















BEATRICE NEBRASKA 








Behind This Price Tag Is... 


THE BIGGEST PAINT 
STORY OF THE YEAR’ 


No matter how long you’ve been in busi- 
ness, you're bound to gasp at the price tag 
attached to the new FRISCO Line of House 


PORCH & DECK 
ENAMEL 








FRISCH & CO., Inc. 


565 BARRY STREET, NEW YORK 59, WN. Y. 


Paint and Porch and Deck Enamel! Never - Sm 
before has such paint been offered at such ee 


an eye-s ing low fi ! 
Le er MAIL NOW FOR FULL FRISCO DETAILS 
No doubt about it, FRISCO—the lowest- 


Frisch & Co., Inc. 
565 Barry St., Dept. HA 
New York 59, N. Y. 


priced quality paint in all America—hits 
the market just when the demand is 
greatest. You know how it is in your 
community. People want paint, and people 


BY GIMBELS 
Please send me full details about low priced Frisco 





: TAMDARDS Paints. 
need paint, but they balk at the fancy re 
prices asked for most paints. Now, in I 
FRISCO ‘ ; been awarded the Gim- ED i bias 2s cat vite o64 Sade hee eee meN 
SCO, they get a quality paint at a bels Bureau of Stand- ee 
. rds oK fi b shi OSS H SOSH HT SHHOH SLE HTSCORLSCHO HOSS OVS OSC ECHOES 
pee ae eae te gag set ~ leveling, drying Ra ein 
a. OME eg se gn ne ee 
water, sulphide gas. NT ee eae le od a Sa ear BD 6ones bao 





HARDWARE AGE, FEBRUARY 9, 1950 111 













GOLDBLATT MASON TOOLS 


1 

QUICKER TURNOVER 
H MORE PROFITS 
REPEAT CUSTOMERS 
! 

i 

! 





Give YOU 


FINEST QUALITY 
GREATER VALUE 
LONGER WEAR 


Give Your Customers: 


meee! 








> ae 
é 


-? 
BRICKLAYERS’ AND PLASTERING 
STONE MASONS’ JOINTERS TROWEL 








BRICK 
TROWEL 


Send TODAY for 


ATTRACTIVE 
DEALER DISCOUNTS FREE 
eae, ILLUSTRATED 

i oe CATALOG 


to dealers, is there- 
Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


fore able to offer 
especially attractive 


dealer discounts. 






Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 













FIRST CHOICE OF THE TRADE FOR 65 YEARS ' 


A DEALER-DES/GNED DEAL 


=—\ —thati Cummins 
> PORTABLE TOOLS 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern quality construction, to the 
leading features of higher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 










Model 150— %-inch 
General Utility Drill—$20.95 













CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, Illinois 















Model 200 
Ya-inch Drill—$39.95 












Model 425 
Y%-inch Drill—$33.00 


ASK YOUR JOBBER! 


PARKER £3 


tdjustable Shelf 
Standanrde 
FLUSH or SURFACE MOUNTINGS 


per 
BOOK SHELVES * CUPBOARDS 
STOCKROOMS °* STORE FIXTURES 
LINEN CLOSETS * MEDICINE CHESTS 
CHINA CLOSETS, etc., ete... 


Can be mounted on the surface or 
flush with the woodwork. 


No. 67 PARKER ADJUSTABLE 
SHELF STANDARDS ——> 


For either flush or surface mounting. 
Brackets snap in and out easily and 
require no tools. Shelves can be 

raised or lowered instantly as re- 

quired. 


Model 607 BalanSaw—$62.50 
($68.00 with steel case) 








No. 68 
FOR SURFACE MOUNTING 


25 


z 


ADJUSTABLE FLANGES 
for 1 or 1-1/16" 
0.D. Hong Rods to 
fit either Standard 


Made of heavy gauge steel, 
electroplated rust resistant 
finish. 

LOW IN COST 
Immediate shipment from 
stock! Write for Catalogue 
and Samples on your busi- 
ness letterhead. 


S. PARKER HARDWARE MFG. CORP. 


SINCE 1900 


Builders’ * Showcase * Cabinet Hardware 
27 LUDLOW STREET * NEW YORK 2, N.Y. * Phone WAlker 5-6301 
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KEIL key duplicating machines have proven over the years to be 
one of the outstanding profit makers in any hardware store. 


4 LH 


z 
o 
™ 


The fact that you have installed a KEIL key duplicating machine 
will automatically bring new traffic to your store. For sixty-seven 
years KEIL has manufactured the most complete line of automatic 


key duplicating machines. 


DOA e Ta) 


Write today and let us show you how you too may increase your 
profits and traffic with a KEIL key duplicating machine. 


E S08 
KE YoupPLicaTiInG MACHINES 


KEIL LOCK CO.-—CHARLESTOWN,NEW HAMPSHIRE 


| 
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“A COMPLETE SELECTION 
MEANS EASIER PROFITS 


You always have what they want when 


you stock this most complete line of © 




















Eagle cabinet locks. Your customers can eae 


select from a wide variety of styles as Chestnut « 
Philadel 

well as types of security. - 
? Tel.: GRai 


The EAGLE LOCK Company 
Terryville, Connecticut 


JOS! 
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@ No. 39B—10" KEYHOLE SAW 


= 


al 





Uniformly tempered blade, taper 


A REAL VALUE AT $1.55- 


a 


Extra heavy blade. Quickly change- 
able because of slotted end. Ideal 


ground for minimum set. Filed and 
set, ready to use. 1 1 t for plumbers and electricians. 
» A REAL VALUE AT $1.95- 


- 


These “G24ser Sée¢" KEYHOLE and COMPASS SAWS 
with “PERFECT-GRIP” TENITE HANDLES 


@ No. 38B—12" COMPASS SAW 


a | 








09 





@ No. 37B—12" COMPASS SAW 


- price for 
o£ this week§ 
(= 


A REAL VALUE AT $1.75— 








FULL M ARK- UP SPECIAL INCLUDES eye-stopping display package ond 


window or counter display card. Each package contains: 
| 2 No. 39B 2No.38B 6No.37B 2 No. 36B 
Dealers Make Ful YOUR ATKINS JOBBER HAS THIS GREAT HARDWARE WEEK 


1 SPECIAL READY FOR YOU NOW... CONTACT HIM AT ONCE 
33 /3 To ...- MAKE SURE YOU HAVE YOUR SUPPLY OF THIS VOLUME- 








@ No. 36B—NEST OF SAWS 





Highly polished, uniformly tempered with slotted end for attachment to han- 
and hardened blade. Filed and set. “1 39 dle. Two alternate cutting angles. 
> A REAL VALUE AT $3.45— 





BUILDING SPECIAL FROM ATKINS DURING HARDWARE WEEK. 
e - 
(on Selling Price) 
E. C. ATKINS AND COMPANY 


Ai lis 9, Indi 





Home Office and Factory: 402 S. Ulinois Street, ! 
Branch Factory: Portiand, Oregon 








THE DEALER‘’S PARTNER FOR 9 3 


Branch Offices: Atlanta + Chicago « New Orleans + New York 


YEAR §S 









2.99 


- ATKINS: 
Wardware Week Syeciat 








116 HARDWARE AGE, FEBRUARY 9, 195° 





N his 1 
gress, 
step | 

but onl 
needed | 
toward | 
object | 
“First, t 
lowest le 
tional in 
age and 
sion wh 
revenue, 
ber of | 
which w 
ditional 
time imp 
system.” 
The t 
men, an 
is part a 
incentive 
That is 
we wish. 
instead 


A 
are 
will like 
those wh 
of busin 
tion actu 
those wl 
chandise 
advice p 
ing area 
may eve 


worst co 


HARDW 














‘Informal Editorial Comments 





There Are More Tax Loop Holes 
To Be Plugged, Mr. President 


N his recent tax message to Con- 
gress, President Truman took a 
step toward offering tax relief 

but only a step when what is 
needed is a long stride forward 
toward tax equality. No one can 
object to his stated policies— 
“First, to hold expenditures to the 
lowest level consistent with the na- 
tional interest; second, to encour- 
age and stimulate business expan- 
sion which will result in more 
revenue, and third, to make a num- 
ber of changes in the tax laws 
which will bring in some net ad- 
ditional revenue and at the same 
time improve the equity of our tax 
system.” 

The third point, all hardware 
men, and all business men, know. 
is part and parcel of providing the 
incentive for business expansion. 
That is a logical sequence. How 
we wish, then, that the President 
instead of passing out crumbs had 


Who 


SK any businessman, “Who 
are your competitors?” He 
will likely immediately mention 
those who are in his identical line 
of business. However his competi- 
tion actually may be found. among 
those who sell any type of mer- 
chandise, service or professional 
advice purveyed in his own trad- 
ing area. His own establishment 
may even provide some of his 
worst competition. 


asked for the repeal of all excise 
taxes: had pointed to the tax- 
privileged cooperatives by name 
and not by implication along with 
charitable and educational insti- 
tutions. Then there would have 
been more solid agreement, in and 
out of Congress, in support of a 
presidential tax program. 

Instead, the seemingly _ half- 
hearted recommendation of a cut- 
back on only seven excise taxes, 
gives the public an opportunity to 
sit back on their pocket books 
awaiting a decision while the fight 
between groups rages on. “Why 
buy now,” the consumer may well 
ask himself. 

Co-ops, too, can sit back and 
hope that “the few glaring abuses” 
cited in the recommendation to 
close the loopholes in “the exemp- 
tions accorded educational and 
charitable organizations,” will dis- 
tract Congressional attention from 


ood 
oo 


tax inequalities. But. of course. 
they won't just sit back. A now 
powerful group. they will continue 
to press for legislative put-off, 
postponement and further delay. 

This is not the time for the hard- 
ware industry to stand by and 
wait for the translation of the 
President's tax message into legis- 
lation. It is now more necessary 
than ever, more urgent than ever 
that hardware men exercise their 
mandate by letting their represen- 
tatives and senators know how tax 
payers feel about tax evaders. 

Remind them of the fact that 
co-op business activities total $17 
billion and realize nearly $2 bil- 
lion in profits. And that at their 
present rate of growth. spurred by 
tax privileges in five years, they 
can be expected to do about $25 
billions in business. That is a lot 
of competition for business men 
who pay taxes. 


Are Your Competitors ? 


Like the oft misquoted military 
genius who said, “Get there first, 
with the most,” it is the company 
first and most effectively attract- 
ing attention, to its wares or ser- 
vices. which gets first chance at 
every consumer dollar. Whenever 
a consumer spends even a fraction 
of a dollar, in any other store or 
office. in your community, that is 
just so much more money you 
cannot earn. 
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For the hardware dealer the 
answer to competition is to oper- 
ate the kind of a store people seek 
as the place to patronize for the 
myriad of merchandise and _ ser- 
vices offered by his establishment. 
He should analyze not only his 
own methods and approach, but 
also those of his employees and of 
those in stores in entirely unre- 
lated fields in his community. The 
hardware dealer should view the 
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methods used by other types of 
retail outlets, in his trading area. 
for the reasons they attract traffic 
and build volume. 

To meet competition, a_hard- 
ware store should have a_ well 
trained, well informed and courte- 
ous staff. It must have people. in- 
cluding the proprietor or mana- 
gers, who like to serve the public 
and who want to please customers 

at a profit. Without such a setup 
a store provides some of its own 
worst competition. 

The store. whose owner or man- 
ager, doesn’t study his trading 


area with an ever watchful eye as 
to changes in consumer buying 
habits, the movement of traffic and 
the interests of his trade is com- 
peting with his own organization. 
That store which is poorly ar- 
ranged, untidy, needs paint and is 
poorly lighted and arranged with- 
out thought to customer service 
also makes its own competition. 

Actually everything a hardware 
store does or neglects to do is a 
form of advertising—positive or 
negative. The hardware deale: 
who watches these problems is en- 
gaging in advertising. He should, 


however, supplement this form of 
advertising with a program in a 
newspaper, by mail, radio or hand- 
bill offerings—or a combination 
of all media designed to suit his 
store’s needs. 

When the hardware dealer eval 
uates and compares his own store, 
its methods and operation, with 
his numerous competitors and then 
analyzes advertising potentials, in 
line with his trading area, he is 
truly considering, just who his 
real competitors are. He then has 
the tools with which to combat 
competition. 


Times Change—Viewpoints Must Also Be Altered 


HE primary purpose of any 

business is to make a_ profit, 
through offering needed merchan- 
dise or services which the public 
wants and will buy. 

Some years back many _ hard- 
ware dealers talked at length about 
“buying right,” despite the fact 
that goods that are unsold produce 
no profit and never will. 

Now more than ever. despite 
strikes and _ threatened _ strikes 
which throw production lines and 
deliveries out of alignment, selling 
is the big trick. As expressed in 
Point 2 of “The Harpware AGE 
Platform.” we firmly believe that. 
“Retailers should focus their ef- 
fort and thinking more on selling 
than on buying. and should con- 
centrate buying with the fewest 
possible sources of supply. Sales 


For Current Needs 


opportunities should govern pur- 
chases.” 

As to sales opportunities, we 
think that hardware dealers offer- 
ing services and wares running 
into real volume, should start 
“ringing door bells” to obtain 
prospects for merchandise of high 
unit sales value. Many hardware 
dealers who kept wartime traffic 
coming into their stores for appli- 
ance and radio repair service—and 
still have their records of those 
days—would do well to check back 
with those who sought their re- 
pair service. Such follow-ups 
could well result in many replace- 
ment sales and often be the means 
of other sales of merchandise of 
high unit sales value. 

Today. as before the war. “The 
basic problems of retail hardware 





dealers are; to get more people 
into their stores; to provide a store 
in which service, variety of goods 
and values encourage patronage; 
to facilitate second or extra sales 
by grouping related merchandise 
together: to promote aggressively 
the sale of more higher price units 
to offset the narrow margins of 
many small sales which are in- 
separable from hardware retailing, 
and to develop outside selling 
notably on major items such as 
electrical appliances, stoves, etc., 
and where practical to give such 
high dollar sales merchandise spe- 
cial sales and sales promotion at- 
tention, including service as 
needed.”—from Point 5. “The 
Harpware Ace Platform.” 

Until sold. no merchandise pro: 
duces one cent of profit. 


No Time to Worry About the Consumer 


ITH the national income re- 

ceived by individuals — all 
individuals remaining near the 
$210 billion level, there’s certainly 
no need to worry about the con- 
sumer. He, and that includes the 
merchant, banker, and candlestick 
maker, dropped in total income 
less than 5 per cent below the peak 
year of 1948. Business has vari- 
ously been estimated as being off 
from 10 to 15 per cent. 
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No, don’t worry about the con- 
sumer. Rather start to think about 
how much of his disposable income 
you can get him to part with in 
your store. Here’s one way— 
imagination in selling. 

Imagination in selling has al- 
ways led to business expansion. 
Putting a little more of that imagi- 
nation behind current and future 
hardware store sales programs will 
go a long way to expanding the 


number of units sold. The more 
units sold, the better will mer- 
chants maintain a healthy volume 
even if prices continue to decline 
somewhat. 

Upward price trends since pre- 
war years do not account for all 
the gain in the national income 
level. A good part of that gain 
comes from the marked increase in 
the volume of goods sold after they 
are produced. 
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LOCKWOOD ADVERTISES 
to help Lockwood Dealers 


SELL... 


This 24-page catalog, inserted in Sweet's Builders’ File, will 
be distributed to a guaranteed list of 25,000 contractors and 
builders of residences And other light construction. Each 
of these contractors will build at least $50,000 worth of con- 
struction in 1950; each will buy builders’ hardware — each 
is a prospect for Lockwood Dealers. 

Lockwood's new Builders’ File in Sweet's is a condensed 
presentation of the many Lockwood items of interest to this 
vast market. It covers every builders’ hardware need, as 
shown at the right. Its illustrations and descriptions are 
simple and easy to follow. 


Send for a copy — you will find it an interesting illustration 
of Lockwood's continuing program of assistance 
to Lockwood Dealers. L-2 


lockwood 


HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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Butlders tile 


“Key 'n Knob” Locks 
““Bor-Loc” Sets 

“Cape Cod” Lock Sets 
Entrance Handle Sets 
Store Door Sets 

Pendant Design Lock Sets 
Sectional Lock Sets 

Push and Pull Bars 
Screen Door Hardware 
Door Closers 


Miscellaneous Shelf 
Hardware 
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RETAIL HARDWARECO. 











S. HERBERT UNTERBERGER 


O, January 25, 1950 


the rules governing which white- 
collar workers are exempt from the 
Wage and Hour Law changed sub- 
stantially. The new rules apply to 
every executive, administrative or 
professional employee, to every 

(Copyright 1950 by Labor Relations 
Information Bureau. 510 Standard Oil 
Bldg., Washington, D.C.) 
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New rules applying to retail salesmen, outside 

salesmen, and every executive or administrative 

employee have gone into effect. Violations can 
mean suits for back pay and damages! 


By S. HERBERT UNTERBERGER 
Director of Research 
Labor Relations Information 
Bureau, 
Washington, D. C. 


outside salesman, and to every per- 
son employea in a local retailing 
capacity. Practically every busi- 
ness in the United States employs 
one or more of these categories of 
workers and is therefore affected. 


Review Essential 


It is essential, therefore, for 
each employer to review the jobs 
of these categories of white-collar 
workers in the light of the new 
regulations in order to make sure 


that he is complying with the Wage 
and Hour Law. A violating em- 
ployer runs the risk of suits for 
back pay and damages, injunc- 
tions, and even criminal prosecu 
tions. 

Only after such a review of his 
white-collar jobs can the employer 
be fairly certain about which of 
them are exempt from the pro- 
visions of that law. Exemption, 
even from the new higher 75 cents 
per hour minimum wage, is not! 
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Regulations—How They 


Affect Your Employees 


very important with respect to 
many of these employees. Gen- 
erally executive, administrative, 
etc., employees earn more than 
that amount. 

What is of greater importance 
is that they are also exempt from 
the requirement that time and one- 
half be paid for hours worked in 
excess of 40 per week. Employees 
in these white-collar categories 
often work long, irregular hours. 
Frequently, they decide for them- 
selves whether to stay on after 
other workers leave or to come 
back evenings, holidays, or week- 
ends. The salary paid to such em- 
ployees is usually designed to 
cover those conditions. 

Ever since the Wage and Hour 
Law was first passed, these cate- 
xories of employees were exempted 
from its provisions. But, and this 
is the critical point, precisely which 
employees were to be included in 


each of the categories was left up 
to the Wage and Hour Adminis- 
trator. He issued regulations de- 
fining exempt executive, adminis- 
trative and professional employees, 
outside salesmen and employees 
engaged in a local retailing ca- 
pacity. It is these regulations 
which have just been changed. As 
a matter of convenience the new 
regulations were made effective on 
the same day as the recent amend- 
ments to the Wage and Hour Law, 
January 25, 1950. 

It would be a mistake for any 
employer to jump to the conclu- 
sion that the same white-collar em- 
ployees who used to be exempt 
continue to be exempt. 

Salary as a Partial Basis 

For Exemption 
Under the old regulations, the 


exemption did not apply to an 
“executive” receiving less than $30 
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a week, or to an “administrator” 
or a “professional” receiving less 
than $200 a month. The new regu- 
lations raiser each of these mini- 
mum salaries. To be considered 
an executive employee within the 
meaning of the exemption, an em- 
ployee will have to receive a salary 
of at least $55 a week. And to 
qualify for the administrative or 
professional exemption, an em- 
ployee will have to receive a salary 
of at least $75 a week. 

Salary is not the only criterion 
for judging whether or not an em- 
ployee qualifies for the executive. 
administrative, or professional ex- 
emptions. Certain additional tests 
have been set forth. as will be 
shown later. Where an employee 
receives a salary of at least $100 
a week there are fewer additional 
tests than if he receives less than 
that amount. 

The term “salary” as used by the 
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Wage and Hour Administrator in 
this connection is exclusive of 
board, lodging, or other facilities 
furnished to the employee. 


Job Title Not Decisive 


The employee’s title is not to be 
regarded as significant in deter- 
mining whether the white collar 
exemptions apply. If the employee 
does not meet the specified tests on 
the basis of actual work perform- 
ance and salary, a high sounding 
title will not help. And the Wage 
and Hour Administrator recently 
reminded employers that they have 
the burden of proof if they desire 
to apply the white collar exemp- 
tion to their employees. 


Local Retailing 

Every employee qualifying for 
exemption from the Wage and 
Hour Law on the basis of “being 
employed in a bona fide local re- 
tailing capacity” must meet the 
following tests: 

(1) He must customarily and 
regularly be engaged in making 
retail sales of goods or services 
of which more than 50 per cent 
of the dollar volume are made 
within the State where his place 
of employment is located or he 
must perform work immediately 
incidental thereto, such as the 
wrapping or delivery of pack- 
ages: and 

(2) His hours of work of the 
nature other than that described 
above must not exceed 20 per 
cent of the hours in the work- 
week by non-exempt employees 
of the employeer. 

The retailing exemption includes 
the performance of work immedi- 
ately incidental to the making of 
retail sales of goods or services. 
Weighing and wrapping the mer- 
chandise which is sold, delivering 
it to the customer, keeping books 
and sending bills are all regarded 
as exempt operations. However, 
in connection with the retail sale 
of service, the exemption does not 
extend to the employee actually 
performing the service (e.g., type- 
writer repairmen who do not en- 
gage in sales work, cooks and other 
kitchen employees, etc.). 


Outside Salesmen 


Every employee qualifying for 
exemption from the Wage and 
Hour Law on the basis of being 
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“employed in the capacity of out- 
side salesmen” must meet the fol- 
lowing tests: 

(1) He must be customarily 
and regularly engaged away 
from his employer’s place or 
places of business and must be 
engaged in making sales or in 
obtaining orders or contracts 
for service or for the use of 
facilities for which payment will 
be made by the client or cus- 
tomer and 

(2) His hours of work of a 








nature other than that described 
above must not exceed 20 per 
cent of the hours worked in the 
workweek by non-exempt em- 
ployees of the employer. Work 
performed incidental to and in 
conjunction with the employee's 
own outside sales or solicita- 
tions, including incidental de- 
liveries and collections, are not 
regarded as non-exempt work. 

The exemption extends to sales- 
men who also deliver, collect and 
perform other incidental services 
but not to employees who are 
basically truck drivers merely de- 
livering goods and making col- 
lections. 

In applying the rules set forth 
above, every employer should keep 
the following considerations in 
mind: 

(1) By setting forth more ex- 
plicit tests in some instances and 
shortened tests in other cases, 
the revised regulations will en- 
able an employer to be more cer- 
tain about the exemption of 
some of his employees. 

(2) While the net number of 
employees subject to exemption 
—roughly estimated as about 
21%4 million persons—may not 
change materially under the new 
regulations, it is believed that 
in many instances review will 


result in a shifting of individual 
jobs to and from the exempt 
categories. 

(3) It can be expected that 
with the simultaneous revisions 
of the minimum wage and the 
clarification of the exemption 
provisions, enforcement during 
the next few years will be more 
vigorous than ever before. The 
report of Harry Weiss, who con- 
ducted hearings for the Wage 
and Hour Division on the sub- 
ject of white-collar exemptions, 








indicated that in the past many 
employers mistakenly applied 
the white collar exemptions to 
non-exempt employees. With 
clearer rules to go by these em- 
ployers will have to mend their 
ways. 


Executive Employees 


Every employee qualifying for 
exemption from the Wage and 
Hour Law on the basis of being 
“employed in a bona fide executive 
capacity” must meet two tests: 

(1) His primary duty must 
consist of the management of 
the enterprise in which he is 
employed or of a customarily 
recognized department or sub- 
division thereof; and 

(2) He must customarily and 
regularly direct the work of two 
or more other employees therein. 
If the employee receives a salary 

of less than $100 per week, he must 
also meet the following additional 
tests: 

(3) He must have the au- 
thority to hire or fire other em- 
ployees or be in a position where 
particular weight is given to his 
suggestions and recommenda- 
tions as to the hiring or firing 
and as to the advancement and 
promotion or any other change 
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of status of other employees; 
and 

(4) He must customarily and 
regularly exercise discretionary 
powers; and 

(5) He must not devote more 
than 20 per cent of his hours 
worked in the workweek to ac- 
tivities which are not directly 
and closely related to the per- 
formance of the work described 
above except in the case of an 
employee who is in sole charge 
of an independent establish- 





ment or a physically separated 
branch establishment, or who 
owns at least a 20-per cent in- 
terest in the enterprise in which 
he is employed; and 
(6) He must receive a salary 
of at least $55 per week. 
Among the types of work which 
the Wage and Hour Administrator 
regards as managerial or super- 
visory are: Interviewing, selecting, 
and training of employees; setting 
and adjusting rates of pay and 
hours of work; directing em- 
ployees in their work; maintain- 
ing production records; apprais- 
ing productivity and efficiency; 
handling grievances and exercis- 
ing discipline; planning work and 
determining the techniques, mate- 
rials and machines to be used; ap- 
portioning work; controlling the 
flow and distribution of materials 
and supplies; providing for safety. 
The Administrator warns, how- 
ever, that the typical working fore- 
man or straw boss, or combina- 
tion foreman and set-up man, or 
chief bookkeeper, is not primarily 
performing managerial or super- 
visory functions. 


Administrative Employees 
Every employee qualifying for 
exemption from the Wage and 


Hour Law on the basis of being 
“employed in a bona fide adminis- 
trative capacity’ must meet the 
following two tests: 

(1) His primary duty must 
consist of the performance of 
office or non-manual field work 
directly related to management 
policies or general business op- 
erations of his employer or his 
employer's customers; and 

(2) He must customarily and 
regularly exercise discretion and 
independent judgment. 


If the employee receives a salary 
of less than $100 per week he must 
also meet the following additional 


tests: 

(3) He must regularly and 
directly assist a proprietor, or 
an employee employed in a bona 
fide executive or administrative 
capacity or he must perform un- 
der only general supervision 
specialized or technical work re- 
quiring special training, experi- 
ence or knowledge, or he must 
execute under only _ general 
supervision special assignments 
and tasks and 

(4) He must not devote more 
than 20 per cent of his hours 
worked in the workweek to ac- 
tivities which are not directly 
and closely related to the per- 
formance of the work described 
above and 


(5) He must receive a salary 
of at least $75 per week. 
Typical jobs cited by the Wage 

and Hour Administrator as ex- 
amples of administrative employees 
are executive assistants to company 
presidents, confidential assistants, 
executive secretaries, assistants to 
general managers, and administra- 
tive assistants. The Administrator 
has stated that such assistants are, 
generally speaking, found in large 
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establishments where the official 
has duties of such scope as to 
necessitate delegation of personal 
scrutiny, correspondence and _ in- 
terviews. Also regarded as ad- 
ministrative are advisory special- 
ists acting as staff employees, such 
as tax or insurance experts, sales 
research experts, wage rate ana- 
lysts, investment or foreign ex- 
change consultants, _ statisticians. 
Other examples are credit man- 
agers, purchasing agents, buyers, 
safety directors, personnel direc- 
tors, labor relations directors, 
traveling auditors, traveling in- 
ventory men. field representatives 
of utility companies, location man- 
agers of motion picture companies, 
district gaugers for oil companies, 
organization planners, account ex- 
ecutives in advertising firms and 
contact or promotion men of vari- 
ous types. Routine taking of time- 
study data is cited by the Adminis- 
trator as an example of work that 
does not qualify for the exemp- 
tion. 


Professional Employees 

Every employee qualifying for 
exemption from the Wage and 
Hour Law on the basis of being 
“employed in a bona fide profes- 
sional capacity” must meet either 
of the following tests: 

(1) His primary duty must 
consist of the performance of 
work requiring knowledge of an 
advanced type in a field of 
science or learning, which in- 
cludes work requiring the cus- 
tomary exercise of discretion 
and judgment or 

(2) His primary duty must 
consist of the performance of 
work requiring invention. imagi- 
nation or talent in a recognized 
field of artistic endeavor. 

If the employee receives a salary 
of less than $100 per week he must 
also meet the following additional 
tests: 

(3) His work must be pre- 
dominantly — intellectual and 
varied in character (as opposed 
to routine mental, manual, me- 
chanical. or physical work) and 
must be of such a character that 
the output produced or the re- 
sult accomplished cannot be 
standardized in relation to a 
given period of time: and 


(Continued on page 160) 


123 


Seeds are displayed in glass while the bulk stock is kept in wooden drawers. 





Display Does the Trick for 
Seeds and Garden Tools 


ia, fertilizers and 


garden tools are excellent volume 
and profit builders at the Hehnke- 
Lohmann Co., Grand Island, Neb.. 
each spring and the store manage- 
ment is ever alert to their display 
and sales possibilities. 

The growing season in Nebraska 
begins a little earlier than in some 
midwestern states, therefore, this 
store’s seed displays are put out in 
late February. Then the merchan- 
dise begins to move. 

There’s a separate display spot 
for seeds, with a large 4 by 6-ft. 
area devoted to a showing of fer- 
tilizer and lawn seeds. This latter 
display stand is a special step-up 
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Hehnke-Lohmann Co. gets them out in the open 
in late 'February and keeps them there. Home 
made display rack helps fertilizer business. 


which was built at the store for 
that purpose. It permits the dis- 


play of large bags of fertilizer just 
above the floor level on a neat 
platform base. 

This fixture affords prospective 
customers an excellent view of the 
merchandise on display and it also 
permits the easy stacking and load- 
ing of large bags of fertilizer 
without too much handling. The 
display is always kept stocked, 
with replacements brought in as 
soon as several bags are sold. A 
full display, the management 


(Continued on page 148) 





This home made rack has done much 
to promote sales of fertilizers. 
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Home and Garden Catalog 
Reaches 60,000 Families 


Designed to get ''the man of the house,'' Otto Herrmann, Inc.'s 
catalog goes by mail and house-to-house distribution over 


large portion of county. 


a hardware store of 


Otto Herrmann, Inc., at 6729 
Myrtle Ave., in the Glendale sec- 
tion of Brooklyn, N. Y., operates 
two divisions—a retail hardware 
unit and an_ industrial supply 
business. Established in 1920, this 
enterprising firm advertises that 
it is “Glendale’s Largest Store.” 


First Post-War Catalog 


From about 1932 until 1941 the 
store’s annual “Home and Garden 
Catalog” gained particular fame 
in the wide area it serves. includ- 
ing part of Brooklyn and a large 
section of adjoining Queens 
County—also a part of New York 
City. Last year Herrmann’s broke 
out with their first post-war cata- 
log with an attractive red, black. 
gray and white covering. featuring 
plumbing items, precision tools. 
paint, electrical items, major ap- 
pliances, lawn mowers, fencing 
and power tools as well as a tele- 
vision set, by way of decorative 
effect. The front cover also showed 
a sketch of the store, indicated its 
telephone number, location. store 
hours and emphasized the fact 
that it offers “prompt free de- 
livery.” 


Costs 15 Cents a Copy 


Including rotogravure pages. 
obtained through a wholesaler and 
photo offset sections, this 48-page 
catalog cost but 15 cents per copy. 
including distribution. It was 
a worthwhile expenditure, partic- 
ularly, when it is considered that 
the store is, in the words of the 
catalog, “convenient to main travel 


| PROMPT FREE DELIVERY 


1919 Home & Garden 


Catalog E 


Issued for first time since 1941. 





The cover is in red, white and black on a gray background. 


and transit arteries” which take 
people in all directions, including 
department store sections not too 
many miles distant.” Approxi- 


mately 60,000 families receive it. 
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Enthusiastic about the resump- 
tion of the use of the annual cata- 
log, Otto Herrmann, Jr., treasurer 
and sales manager, says. “It saves 
a lot of the salesmen’s time, in the 
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store. While it results in much 
telephone and mail order business. 
many people come to the store 
with the catalogs in their hands. 
The intent of the catalog is to 
reach the man of the house, par- 
ticularly those who own new 
homes, of which there are about 
15,000 in Queens County alone, 
and to get that man into our store. 
Our spring windows featuring 
seed—for lawn and garden—and 
other lawn and garden needs were 
geared, last year, particularly to 
attract the man with an average 
one family home, the kind on a 
40 by 100 ft. plot.” 

Pointing out that the catalog 
was unable to “show more than 
a sampling of our stock in this 
book,” it bore a letter signed by 
the founder and president of the 
firm which emphasized that the 
store carries “full lines of na- 
tionally advertised brands in hard- 
ware, power tools, gardening 
equipment, paint, plumbing and 
electrical supplies.” 

The first three paragraphs of the 
letter “To Our Customers” said, 
“This is the first catalog we have 
issued since 1941. Since that time, 
the changes in our trading area 


have been tremendous. and un- 
doubtedly many of you are seeing 
an Otto Herrmann catalog for the 
first time. 

“To our new patrons, we say 
welcome. Over a period of 28 
years we have made many friends, 
and during that time we have 
gained a reputation for friendly 
and cooperative interest in your 
home problems. We have advised 
many of you on how to do a thou- 
sand and one little things that 
make life easier and more pleasant 
in home and garden. Today we 
have 20,000 sq. ft. of display space, 
including 10,000 sq. ft. on our 
second floor devoted to the show- 
ing of major appliances in action. 
There, you will find everything 
from the latest television sets to 
washing machines. Your inspec- 
tion is invited. 


Conditions Different 


“Conditions are. different today 
than when our last catalog was 
issued in 1941. Prices and condi- 
tions are constantly changing. but 
as far as possible we will be 
stocked on all items shown here. 
If stocks are depleted. if we are 
obliged to make price changes, we 


will endeavor to inconvenience 
you as little as possible. We are a 
friendly store and our byword is 
service.” 

Designed to build traffic and sell 
merchandise, the 48-page catalog 
did just that, for as Otto Herr- 
mann, Jr., says, “We carry prac- 
tically anything the average home 
owner needs to repair or remodel 
his home and for lawn and garden 
use.” The friendly message, on 
the inside front cover, was a well- 
worded and friendly greeting to 
old customers and to new home- 
owners. 

In addition to the regular mail 
and house to house distribution of 
the 1949 catalog the store dis- 
tributed copies of it at the 1949 
“Long Island Home Show,” held 
in nearby Jamaica. 

Even a hurried glance, through 
Herrmann’s catalog, reveals em- 
phasis on well-known brands of 
merchandise for the home owner's 
lawn, garden, home workshop. 
garage, basement, kitchen, bath- 
room and, indeed, just about any 
room or floor in even the most 
modest home. Descriptions are 
brief and to the point. including 
clear illustrations, and plainly in- 
dicated prices. 




















(2) ROUND POSTS 
Complete with 2° O.D. 
acorn top. Used for 36 
- 42° - 42° wire as ends, 
or for gates. 


(1 CHAIN LINK FENCING 
Heavy gauge #9 wire. Hot 
dipped galvanized after woven. 


Height, 50 roll, Cut lengths, 








FENCE FITTINGS ('7) WOVEN WIRE FENCING 
(2) Acorn top, 2° 0.D 45 
(41 Eye top, 1% 0.D 45 wood posts or steel “U" posts. 


{3} Tension bars, 48 Galvanized wire. 


.50 
{6)Rail end clamp, 2 0.D. .SO Height 25 ft. 50 ft 100 ft Height 25 ft. 50 ft. 100 ft. 





inches’ _per roll os up to 22 feet. 1%" pi 
Rail co hi % Pp %” pipe size. 
3% = 18.008 ere yet paseo 75 a a a. ae 44 hess 
42 . 42 1% O.D. with eye top (®] Tension band, 2° 0.D. .22 42 4.95 9.25 16.95 2.93 5.25 9.50 
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= 38.00 - + 42° - 48° chain lirs 1%" 0.D. 45 “3 COPPER SCREEN TACKS 
60 26.00.54 ‘aon (1012 bolt hinge, 2° 0.0... 1.43 . Bi pga 1s0)"U" POSTS 
72 30,00 «66 2.65 cach (11) Barb wire arm,2°0.D... 1.75 (2) BRONZE SCREEN WIRE Peta : Heavy steel green 
oe ere oe Ee For lasting quality bronze wire is tops. SCREEN MOULDING painted pest for wee 
more than likely to have it in All widths from 24° to 48 Use new moulding when re- with woven wire. 
C21QHAIN LINK GATES NOTE peste dipsioe Sq. ft. by the full roll .V1 placing wire. @0" high... 79 
Prices INCLUDE fittings for ("9 BARBED WIRE Sq. ft. less than roll «12% 7 ft. lengths... 35 72° high 90 
Galvanized pipe frames, sturdily 2 D. iron Posts = 
i extra. 100 ft. coil we 
built. Complete with tron post - 
fittings to fit 2° O.D. posts. quan (23) POULTRY WIRE (24) DRIVE WELL POINT (261 TILEBOARD 
ett WIRE & FENCE STRETCHER Cain ainth dmudand Garam 
ng Makes the fence job easier to complete. Blocks, rope, clamp and after weaving, for longer wear dei gulets ite Ge 600 sic: esto: dae 
le Openi ; . 
36" 6... 11.95 ee 0.98 2° mesh brass wire gauze. 1% Backed with %* 
a 36° 1245 9) CEMENT Heignt 26 ft. 50 ft. 150 ft. pipe size. thick Mascnite. 
i a 75 1.35 0 «3.35 ‘ Simple installation. 
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LET OTTO HERRMANN ES(IMATE YOUR COMPLETE FENCE JOS, DONE BY COMPETENT EXPERTS 


ORDER BY PHONE .. 


This attractive wire can be attached to Use it around your choice Heavy cast iron, painted 





(8) FLOWER BED BORDER ('*) PITCHER PUMP 


shrubs and flowers. Keeps green. BRASS cylinder as- 
animals away 
sures clean water. Will lift 
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Two typical facing pages from the inside of the 
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Partners Einar Anderson and Gus F. Bostrom stand in front of their paint 
department which extends through three-quarters of one side of the store. 
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Quality and Service—Things 
That Hold Paint Customers 


Minis one very im- 


portant reason why painting con- 
tractors and homeowners like to 
come to Norway Hardware Co.. 
Norway, Mich., for paints and 
supplies. 

The reason is that this store. 
since its founding in 1911 by 
Einar Anderson and Gus Bostrom. 
its present owners, has always 
stocked plenty of paints and 
pushed them. The result is that 
people can get just about anything 
they want in the way of paints. 
sold by men who know the line. 
at this store. 

“Paint has always been an ex- 
cellent line with us,” says Mr. 
Anderson. “We devote nearly 
three-quarters of the left side wall 
of our store to paints and supplies. 


keep the department and_ stock 
clean and display our merchandise 
well. We have a reputation for 
handling quality paints and we 
intend to keep it.” 


Repeat Customers 


A paint customer, whether a 
contractor or a homeowner, is a 
repeat patron who, when treated 
right and given good merchandise. 
comes back time and again. “We 
have customers who have been 
buying paints from us for 10 to 
20 years.” says Mr. Anderson, 
“and that shows they are getting 


vood results with the paint they 
buy here. Unless the customer 
gets value in his merchandise he 
will not come back again.” 

Of course, an important part in 
this store’s merchandising _ pro- 
gram is to make certain that each 
customer buys the right paint for 
his particular job. In the case of 
contractors, the customers know 
pretty well in advance what they 
want, and it’s mostly a matter of 
handling them right. and seeing 
what they want is in stock. 

But in the case of the home- 


(Continued on page 144) 


Many customers have been buying paint from the 
Norway Hardware Co. for 20 years. Displays and 
newspaper advertising aid in increasing sales 
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A section of the 
tool department 
which is advan- 
tageously located 
near the front of 

the store. 


Oo O 





Celebrates Centenary By 


te oldest hardware 


store in Wisconsin—D. & F. Kusel 
Co. of Watertown, a city of 11,119 


—celebrated its 100th anniversary 
last June in modern style. and un- 
veiled its completely remodeled 
store interior to the public. A 


WATERTOWN. 


» PASS 1 ¢ 
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colorful “Sale of the Century,” 
sparkling with many interesting 
sales promotion ideas, was put on 
and attracted customers from near 
and far. 


The Fourth Generation 


The fourth generation of Kusels, 
Edwin H., president, and William 
L., treasurer, who with their sister 
Miss Louise M. and Mrs. Mar- 
garet Kusel, their mother, are 
officers of the firm, began the re- 
modeling program the previous 
fall and completed it a month be- 
fore the 100th anniversary cele- 
bration. 


This historical panel, shown near 

the front of the store, included 

pictures of the firm's founders, 

presents, the old time store and 
a number of other buildings. 
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The sports goods 
section is neat 
and compact and 
features every- 
thing from out- 
board motors to 
sinkers. 


Remodeling Store Interior 


Sales moved briskly through the 
anniversary period, and since that 
time, says Edwin Kusel, who with 
his brother, William, are enthu- 
siastic about the remodeled store 
and its greater display and service 
facilities. 


Key Advertising 


Key advertising promotion piece 
of the anniversary was an eight- 
page special section in the Water- 
town Daily Times, containing pic- 
tures of the store founders, the 
remodeled interior. and listing the 
numerous merchandise bargains 
offered for the big event. The sec- 


a 


Go o& G 
Members of the Kusel family — all 
officers of the company — left to 
right: Mrs. Margaret Kusel, vice 
president; Edwin H., president; Miss 
Louise M., secretary, and William L., 
treasurer. 


D. & F. Kusel Co. also went “all out’ in advertising 
and special promotions incident to celebration of 
its ''100 Years of Progress’ 


tion also carried some copy on “The most precious thing we 
the history of the firm. One in- own is not for sale. 
teresting block of copy said, “To the thousands of customers 
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Here is part of the range and stove section above which is a 
glass shelf featuring a display of smaller items for the home. 


who have visited our store down 
through the years. we express our 
deep appreciation for the patron- 
age that has made our growth 
possible. 

“Day after day, month after 
month, year after year, Kusel’s 
have built a precious reputation 
for quality merchandise. Water- 
town believes in Kusel’s, believes 
in Kusel’s quality and fair prices, 
believes in Kusel’s complete as- 
sortment of hardware, appliances 
and housewares. That belief is 
the most precious thing which we 


Kitchen cabinet, 
sinks and other 
items essential to 
the kitchen are 
shown here. A 
curtained win- 
dow adds a bit 
of atmosphere to 
the scene. 
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own, and we will do nothing to 
endanger that reputation 

The anniversary touch was 
further emphasized at the store 
during June by a large placard 
display just inside the front door, 
measuring about 6 by 12 ft. On 
this placard appeared pictures of 
the heads of the Kusel store down 
through the years, beginning with 
Daniel Kusel, who founded the 
store in 1849 and who came to 
Watertown from Germany in 1848 
with $3,000 capital. In Germany 
he had been a manufacturer of tin 








| MODERN KITCHEN 








and brass goods, knowledge which 
came in mighty handy when he 
opened his retail establishment in 
Watertown. 

At the time Mr. Kusel opened 
his store, Watertown was also the 
home of the great Carl Schurz. 
whose name is emblazoned on 
history’s pages. In 1854, national 
attention was focussed on Water- 
town, when the nation’s first kin- 
dergarten school was opened by 
a private teacher, a movement 
which has spread throughout na- 
tional educational circles. 

Watertown is predominantly 
populated by people of German 
extraction and so are its agricul- 
tural environs. These people are 
industrious, thrifty and they like 
good hardware merchandise, as 
the success of the D. & F. Kusel 
Co. testifies. 


Demonstrations Held 


Throughout the anniversary 
month, manufacturers who served 
the Kusel organization staged ap- 
pliance and other demonstrations 
for sizable crowds. Spaced during 
the month, these demonstrations 
helped to swell traffic on various 
days and helped to boost sales as 
well. “We feel that these demon- 
strations, keyed to many sections 
of the store, were a real contribu- 
tion to our anniversary sale,” says 
Edwin Kusel. “By being put on 
a few days apart, this gave us an 

(Continued on page 164) 
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What It Costs to Slash Prices: 


How seriously does price cutting affect a dealer's profit? 
This article demonstrates that with only a 5 per cent cut, 
25 per cent additional business must be obtained. 





a oo 


Does price cutting in- 
crease profit? This 
chart indicates the ad- 
ditional volume of busi- 
ness which must be ob- 
tained te achieve the 
same gross margin re- 
sults if the price of any 
commodity is decreased 
by 3, 5, 7%2, 10 per 
cent, etc. It shows the 
almost impossible task 
the price cutter sets 
for himself. Figures giv- 
en are predicated on an 
anticipated margin of 
25 per cent. 


gy 
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= ES who, by 
cutting the price, were once able 
to sell a million dollars worth of 
goods, think they must continue 
to do so, regardless of the ever- 
changing demands of a consuming 
market. 
Volume < Turnover « Small 
Margin — Disappointing Results. 
In their eagerness to secure a 
large volume of business, they for- 
get some of the fundamentals of 
merchandising. They will argue 
and satisfy themselves with theo- 
retical calculations based on the 
assumption that increased volume 


*(A booklet published by the Na- 
tional Association of Sheet Metal Dis- 
tributors, affiliate of the National 
Wholesale Hardware Association, 505 
Arch St., Philadelphia 6. Reprinted 


here by special permission.) 


will mean quicker merchandise 
turnovers and will enable them to 
operate on a smaller gross margin. 


Does Not Work in Practice 


While these theories appear rea- 
sonable, close observation proves 
conclusively that they do not work 
out in practice. Those who have 
used this mistaken theory, to their 
sorrow, did not go into their cal- 
culations deeply enough to under- 
stand fully how much increased 
business must be secured to offset 
the loss sustained by cutting the 
price. If cutting the price would 
create a new or additional field for 
a product, there might be some 
justification for the action. Un- 
fortunately this is seldom, if ever, 
true, and as a consequence, it is 
not only an unprofitable procedure 
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for the price cutter but usually is 
ruinous to the whole trade or in- 
dustry. Many otherwise shrewd 
business men forget their sixth 
grade arithmetic. Here are a few 
examples to prove that arithmetic 
is the same today. 

A merchant or manufacturer 
realizes that he must make, let’s 
say, 25 per cent gross margin on 
his sales. Therefore, he adds 
33 1/3 per cent to his cost in 
establishing his selling price. 


Selling price $100.00 
Cost of material 75.00 


$ 25.00 





Gross margin 


Under the pressure of a “buyer’s 
market,” he weakens, even though 
he knows that a 25 per cent gross 
margin is necessary to absorb his 
selling and administrative ex- 
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penses. He lulls his better judg- 
ment by thinking that the added 
volume and quicker turnover will 
surely compensate for a price cut 
of 5 per cent, and secures the or- 
der. The sale then appears as fol- 
lows: 





Selling price $95.00 
Cost of material 75.00 
Gross margin .. $20.00 


The cost of material remains the 
same and his cost of doing busi- 
ness has not been reduced, but 
$5.00 of gross margin has been 
sacrificed and the only way to re- 
cover this is through increasing 
the volume. 


What Happens When 
The Price Is Cut? 


To regain the $5.00 gross mar- 
gin sacrificed on the original sale, 
25 per cent additional business 
must be obtained, which in this 
particular case amounts to $23.75. 
How many executives realize that 
when they cut a price five per cent, 
it is necessary to obtain a 25 per 
cent increase in volume to offset 
that cut? 

Is it possible to obtain this 25 
per cent increase, in the average 
competitive business? In most 
cases, experience has indicated 
that this is impossible. Assuming, 
however, that there is a possibility, 
it means that 25 per cent more 
merchandise must be handled in 
and out of the store, or plant. Can 
this be done without affecting pres- 
ent costs? 

It also means a 25 per cent in- 
crease in accounts receivable, to- 
gether with the consequent risk of 
bad accounts and increased collec- 
tion costs. 


What Happens When 
Special Cuts Are Made? 


Suppose that when he endeavors 
to get added volume, he finds com- 
petition keener. The result then 
is that it is necessary to cut not 
5 per cent but 10 per cent from 
the original price in order to se- 
cure the business. The sale would 
then appear as follows: 


Sales price ..... . $90.00 
Cost of goods sold . 75.00 
Gross margin $15.00 


If the merchant who yields to a 
10 per cent cut desires to recoup 
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his gross margin on the basis of 
larger volume, it will then be 
necessary for him to obtain $60.00 
additional business or approxi- 
mately 66 2/3 per cent on this 
lower sales price. 


What Does a 15 Per Cent 
Cut Mean? 


The writer recently had a very 
heated discussion with a sales 
manager who proposed to take a 
15 per cent cut in order to secure 
a certain order on which, in- 
cidentally, he had nothing to gain 
except the gross margin on that 
particular sale. During this dis- 
cussion, it soon developed that 
this sales manager did not realize 
that to secure the same number of 
dollars of gross margin on a 15 
per cent reduction, it would be 
necessary for him to increase his 


sales 150 per cent. Needless to 
say, the proposed 15 per cent re- 
duction was not offered to the 
buyer. If it had been offered, the 
sale would have appeared as fol- 
lows: 

Sales price , .. $85.00 
Cost of goods sold 75.00 





Gross margin $10.00 

The following arithmetic was 
sufficient persuasion: 

$85.00 xX 2.5 — $212.50 or the new sales 


volume 
$75.00 < 2.5 = $187.50 cost of sales 





$25.00 Gross margin 


These figures clearly illustrate 
how much peril there is in the 
“big volume quick turnover idea,” 
and how much damage is done 
when price cutting is the vogue. 

Before the selling price is re- 
duced to stimulate business, it 

(Continued on page 170) 





Reminder Display Leads to Impulse Sales 


HEN the seed customer 
comes into the store at 
planting time for 10 to 20 packs 
or more of seeds, the chances are 
that he is in a hurry to get his 
garden planted. But he is not too 
busy to buy accessory gardening 
items which make work easier. 
That is the merchandising 
theory behind the seed displays at 
Grand Island Hardware. Grand 
Island, Neb. While a large assort- 
ment of bulk seeds is shown in 
properly labeled glass jars and 


metal trays, there are other items 
on display which sell when sales 
clerks make suggestions. 

Lawn seed, fertilizer, plant food, 
hedge clippers, plant covers and 
related goods are all items which 
make the gardener’s and home- 
owner’s work much easier and 
fruitful. And so these and other 
articles are all displayed handily 
at the store’s seed display. Con- 
siderable impulse buying of this 
merchandise is done during the 
planting season. 





This display served as a reminder to many a purchaser of seeds. 
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-Three-Pronged Program Sells 
$50,000 in Power Tools a Year 


Rentals, display and outside selling combine to turn over 
an inventory of from $15,000 to $18,000 three times each 
year for the Knox Hardware Co. of Santa Ana, Cal. 





F. E. Grotzinger, sales manager, at left, demonstrates a power tool. 


A THREE-PRONGED 


promotion of power tools makes 
this one of the important depart- 
ments at Knox Hardware Co., 420 
East Fourth St., Santa Ana, Cal. 

John Knox, Sr., president of the 
firm, and his two sons who are 
active in the business, John Knox, 
Jr., and Joe Knox, work on the 
premise that independent hard- 
ware stores can do an important 
power tool business. That’s why 
the firm stocks an average inven- 
tory of professional and hobby 
power tools running from $15,000 
to $18.000. 

Here’s what the firm does to 
turn this inventory about three 
times a year: 

Since professional power tools 
account for 75 per cent of this vol- 


ume, the firm does this to promote 
business: It rents larger power 
tools to contractors and industrial 
users. Rentals on these $500 to 
$1000 items, at 10 per cent of the 
sale price of the item per month, 
produce a sizable income. 


Sales Follow Rentals 


“But more important than rental 
income are the sales that result 
from these rentals,” says Joe Knox. 
“We allow customers to apply all 
of the first month’s rent toward 
the purchase of equipment. If he 
buys the second month, we allow 
90 per cent, and the third month, 
or longer, we allow 80 per cent 
of rental.” 

In most cases, renters of equip- 
ment find that it pays them to pur- 
chase it. 
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The second way the firm pro- 
motes sales of power tools is 
through display. This veteran 
hardware concern gives 20 by 40 
ft. of floor space to a display of 
industrial and hobby power tools. 
In addition, it displays many 
smaller power tools in strategic 
traffic spots near the front. 

The firm shows such items as 
radio arm saws in sizes ranging 
from 1 horsepower to 71% h.p. The 
display features a variety of items 
in different price ranges and ca- 
pacity of job performance. They 
show table saws, jointers, band 
saws, planers, shapers, jig saws 
and drill presses. 


Attracts All Classes 


“Our display is designed to at- 
tract the professional and the hob- 
byist, too,” says F. E. Grotzinger, 
sales manager. “And we discuss 
sales methods of power tools at 
staff sales meetings we hold every 
Thursday one hour before opening 
time.” 

In addition to promoting power 
tool sales through its rental plan 
and with a large floor display, 
Knox Hardware Co. also has an 
outside salesman who not only 
calls on industrial trade (with 
power tools and other hardware 
items) but also follows up hobby 
customers or prospects with home 
calls. 

“We back up our entire promo- 
tion of power tool sales with ad- 
vertisements,” Joe Knox explained. 
“We alternately run ads featuring 
power tools alone, with general ad- 
vertisements which include power 
tools.” 

That’s what sells more than 
$50,000 in power tools for Knox 
Hardware Co. in Santa Ana, a city 
of some 40.000 persons. 
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Looking toward the front, one is impressed by the wide aisles which aid traffic flow. 


Forced Removal 
Proved to Be 
A Good One 


Carl O. Pfau has experienced a one-third jump 

in sales since moving into a smaller store newly 

equipped with open display fixtures. Sales now 
top the $100,000 mark. 





Carl O. Pfau 
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= O. PFAU who 


has been a builders’ hardware con- 
sultant for 25 years and a store 
owner for the past 10 years says 
he’s learning more and more about 
hardware selling every year. 

One thing he learned a couple 
of years ago, when he was sudden- 
ly forced to vacate a comfortably 
large store, was that hardware 
merchandise sells much bette: 
when it is out on open displays 
where the customers can see and 
handle it. 


A Smaller Store 


Since July. 1947, when forced 
by a lease expiration to move a 
few doors away from his old loca- 
tion into a smaller store, at 982 
Farmington Ave... West Hartford. 
Conn., the Center Hardware & 
Paint Co. has increased its annual 
sales volume from 30 to 35 per 
cent. Last year the store grossed 
over $100,000. 

Mr. Pfau was most unhappy 
when his landlord informed him 
that he would have to move, for 
his corner store was a large one, 
and he felt rather confined when 
he had to take his present locatio1 
which has a frontage of only 20 
ft. However, after equipping the 
new store completely with modern 
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open display fixtures, he found 
that he had even more display 
space than he had had before. 

The L-shaped store is 125 ft. 
deep with an offset at the rear of 
25 by 20 ft. The one side of the 
store has 40 ft. of wallcases for 
the display of housewares. A 15- 
ft. tool wall case has the forward 
position on the opposite side of 
the store. Seven 10-ft. island fix- 
tures running through the center 
of the store form two aisles. 


Changes in Prospect 


Mr. Pfau recently decided that 
he can make better use of his 
space so he expects soon to re- 
place the present narrow side 
stairway to the basement with a 
larger one in the center of the 
store, about one-third of the way 
from the front. He will convert 
a large space in the basement into 
a permanent display room fo 
toys, games, and wheel goods, and 
seasonal merchandise. 

During the past Christmas sea- 
son he realized that each year his 
employees spend weeks shifting 
stock around and moving a lot ot 
it to the basement where it re- 
mains out of sight until after the 
holidays. when it again takes sev- 
eral weeks of evening work to 
restore it to the places where it 
normally is displayed during the 
remainder of the year. This, he 


CENTER HA 
ee 


The exterior of the new store has a frontage of only 20 ft. 


concluded, is foolishness. as long 
as he has a fine basement which 
can be converted into a large sales 
room. 

An experience that Mr. Pfau 
had with power tools during the 
recent Christmas selling season 
convinced him that opening the 
basement as a display room is the 


thing to do. 

Three power tools had been 
standing right up in the front part 
of the store, just inside the door. 
They had been there for several 


Here is the rear part of the store 
showing the wrapping table. Traffic 


flows easily from the front and the 
customer sees much on his way there. 
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weeks and they didn't seem to be 
getting the right kind of attention 
At least they weren t selling. 


Moved to the Basemen? 


When it was time to change the 
store around a bit in preparation 
for holiday selling. Mr. Pfau told 
his employees to move the power 
tools to the basement. and he was 
about to write to the manufacturer 
to inform him that he was return- 
ing them as they wouldn't sell. 

Just about then one of the sales- 











men reported that he had sold one 
of these power tools. It seems that 
one of his customers had followed 
him to the basement when he went 
to get some item that had also 
been moved to tempurary storage 
in the basement. It was while he 
waited that the customer noticed 
the power tools. He began to play 
with them and decided on the spot 
that he wanted one of them as his 
own Christmas present. 

In just a short while the iden- 
tical thing happened to the second 
one, and pretty soon the third one 
was sold. 


Mr. Pfau came to the conclu- 
sion that power tools would sell 
to his particular trade, which lives 
in a suburban residential area. 


Snow Shovels at All Times 


Center Hardware & Paint sells 
snow shovels every month of the 
year, according to the owner. Of 
course, this may be due to the 
fact that Mr. Pfau has been train- 
ing his employees to suggest 
shovels to customers for use in 
clean-up work. He claims every 
garage should have a snow shovel. 
A great many of them are sold to 


Mops, brooms, brushes 
aids are featured in this section 
and surplus stock is kept behind 
doors at the base of the display. 








Here's a close-up of the extensive paint department. 
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and cleaning 


the operators of dog kennels for 
clean-up work. 

This store also sells power lawn 
mowers in the winter time, and Mr. 
Pfau is convinced that much more 
seasonal merchandise of this na- 
ture can be sold all the time in 
the basement store that he plans 
to open. Bargains will also be 
featured in the basement store, as 
a means of getting people to walk 
downstairs. An attractive perma- 
nent set-up will be made for the 
year-round display of toys and 
wheel goods. 


Toys a Big Line 


Toys are now an important line 
and 30 ft. of wallcases and two 
island fixtures are devoted to their 
display during the Christmas holi- 
day season. 

There is a parking area at the 
rear of the row of stores in which 
the Pfau store is located so the 
owner had an attractive entrance 
made at the rear of the store. 
There are large display windows 
on either side of the rear door, 
which provide a lot of daylight 
illumination to that particular part 
of the store. 

For the convenience of the 
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Tools are in a 15-ft. section on the 
right side as one enters the store. 
Small items are in glass trays under 





the sidewall display. 


people who use this parking lot, a 
large concrete apron was poured, 
and this is shaded by awnings on 
sunny days. There are comfort- 
able porch and lawn chairs and 
settees on it for the use of people 
who are waiting for others to re- 
turn to their cars. Very often the 
people who stop to rest are re- 
minded of some hardware or 
household item they need so they 
go inside and buy. It has proved 
to be an excellent good will 
builder. 

Mr. Pfau believes that his was 
the second store in New England 
to be equipped with fixtures pro- 
vided by the New England Retail 


Hardware Association. 


Well Trained Employees 


This hardware merchant is 
proud of the training he has given 
to his employees. He feels that he 
can leave his store at any time 
with perfect assurance that his 
present staff of five full time em- 
ployees can carry on with their 
duties just as well as when he is 
present. 

Such a condition makes it easy 
for the store to operate at all 
times, for the employees can make 


decisions on their own responsi- 
bility without having to make cus- 
tomers wait. And quick service 
always turns casual customers into 
repeat patrons. 


Features His Name 


The business has been operated 
under the name of Center Hard- 
ware & Paint but Mr. Pfau uses 
his own name in larger block 
letters over the store name on the 
store front. 







“If you have a good reputa- 
tion for Heaven’s sake use your 
name on the front of your store, 
particularly if you have an un- 
usual one like mine. People will 
remember a certain store by asso- 
ciating it with the odd name of the 
owner. Customers like to know 
to whom they are talking and 
many conversations are opened by 
people in the store who ask the 
proper pronunciation of my 
name.” says this friendly Connec- 
ticut dealer. | 


xe 





Part of the 40-ft. housewares section, a paradise for the browsers. 
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Greater Profits 





OST hardware 
dealers, like most other smail 
businessmen, have come through 
the postwar years in pretty good 
condition. There is evidence, in 
fact. that the average hardware 
dealer is in better economic con- 
dition than some of his business 
neighbors in other retail lines. 

Still, the dealer does have his 
problems. Taxes have grown more 
complicated. Costs are still high, 
with the possibility of new ad- 
vances. Market trends are affected 
by shortages and strikes. Only by 
keeping close control over his 
business—involving an inventory 
of thousands of different items— 
can the dealer guard against the 
trends of changing times. 


Where Accounting Fits In 


The hardware dealer’s problems 
often are made more difficult by 
the fact that it is almost impos- 
sible for him to have at his finger- 
tips all the information he really 
wants and needs. Many of the 
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facts he would like to have are 
elusive, and can be found only 
through an analysis of his busi- 
ness from an accounting point of 
view. When this is the case, then 
the dealer finds it difficult to get 
a real overall view of his business 
to know just what shape it is in 
and which way it is headed. 

This is where the function of 
the independent certified public 
accountant comes in. For any- 
thing which helps the dealer get 
the missing facts and round out 
the total picture of his business 
will of course help him run that 
business more profitably. In this 
sense, accounting is one of the 
management tools which contrib- 
utes to efficiency. The CPA, com- 
bining professional skills with an 
objective point of view, is often 
able to show his client ways in 
which he can increase profits, trim 
costs and otherwise strengthen the 
financial end of his business. 

A good many hardware dealers 
retain CPAs to go over their 
books and financial records from 


time to time and make simple 
audits, but this work represents 
only part of the services the CPA 
is trained to provide. Small busi- 
nessmen in many retail lines are 
coming to realize more and more 
that the CPA also can be useful 
to them as a kind of “business 
doctor.” He knows how to recog- 
nize financial ills and prescribe 
appropriate remedies. If he is 
called in early enough, in fact. 
the professional accountant can 
often keep trouble from develop 
ing in the first place. He is trained 
in measuring and evaluating what 
has happened in the past and in 
so doing may be able to point out 
future probabilities. 


The Case of John Smith 


Take the case of John Smith, 2 
hardware dealer in a typical town. 
who knows that he is conducting 
his business energetically but still 
wonders why he is not making 
larger net profit. Assume that h 
is using the services of a CPA for 
the first time, and wants a good 
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Through Accounting 


Small businessmen are increasingly looking for professional 
help in the solving of their problems. This article tells how 
they may profit by the use of accounting services 


deal more than a simple audit of 
the books. What he wants, says 
Smith, is a picture, in financial 
terms, of just where his business 
stands, what his problems are, and 
how he could make more money. 

The CPA’s first step would be 
to survey Smith’s business as he 
found it—not by adding figures 
or auditing his books, but by a 
thorough examination of all the 
kinds of records maintained, the 
kinds of procedures used, and the 
way in which Smith’s methods 
and techniques compare with the 
methods and techniques used by 
successful businessmen who know 
the value of modern accounting. 


Internal Contro! | 
One of the CPA’s first jobs, for 


instance, would be to examine 
John Smith’s methods for internal 
control. The hardware dealer un- 
familiar with that term, internal 
control, has undoubtedly practiced 
it to some degree as a matter of 
common sense. Basically, internal 
control means a system of pro- 
cedures set up by a businessman 
to prevent loss and promote effi- 
ciency. A good everyday example 
is the use of a cash register! 
Methods of opening the mail, 
opening and closing the store, 


am & 


This timely article on the po- 
tential usefulness of the cer- 
tified public accountant to 
the hardware dealer has 
been supplied through the 
cooperation of the Ameri- 
can Institute of Accountants, 
the national professional as- 
sociation of CPAs, which has 
a special interest in the 
problem of small business. 


handling the transfer of merchan- 
dise from stock rooms to display 
units—these are all simple meth- 
ods of internal control. 

For instance, the likelihood of 
losses — through shoplifting by 
customers or pocketing of cash 
receipts by some employee—is a 
continuing threat in the hardware 
business. When such pilferage is 
suspected, the CPA can suggest 
controls to hold it to a minimum. 
One might be the maintenance of 
a perpetual inventory on types of 
merchandise most likely to be 
stolen. By this means, the dealer 
can soon determine where the 
losses are occurring. Then he can 
counter with appropriate means to 
prevent them. These might in- 
clude relocation of some types of 
merchandise, more careful screen- 
ing of employees, and closer con- 
trol over recording of sales and 
withdrawals of stock for de- 
liveries. 

Naturally, as a business in- 
creases in size, the internal con- 
trols required for efficiency and 
profits become more complex— 
and more important. A good sys- 
tem of internal control will flash 
a warning light when things are 
going wrong. and will give the 
businessman a chance to take 
remedial action before it is too 
late. 


Inventories 


One of the early problems of 
the CPA retained by John Smith 
would be to help his client arrive 
at a realistic appraisal of his in- 
ventories. In some. stores, of 
course, he might even find that 
no physical count of the stock 
had ever been made, except pos- 
sibly in the case of a few of the 
higher-priced items. Being a real- 
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ist, he would not suggest an item- 
by-item inventory of every last 
nut and bolt owned by Mr. Smith, 
but he would urge a_ thorough 
evaluation of the total stock on 
hand. And he might suggest that 
a perpetual inventory be kept of 
certain high-priced items. 


Insurance 

When a realistic value had been 
placed on Smith’s total inventory, 
the CPA would want to compare 
that with the insurance on this in- 
ventory. If the inventory valua- 
tion had not been adjusted since 
the war, he might find that the 
stock on hand was insured for 
considerably less than its replace- 
ment value. He would then urge 
immediate expansion of the insur- 
ance coverage. 

One CPA with several clients 
in the hardware business tells of 
his first visit to a merchant who 
had never before used an outside 
accountant, Looking over the 
premises, the CPA’s first reaction 
was that here was a firetrap if he 
had ever seen one. And his second 
reaction was that the stock on 
hand was worth considerably 
more than the $50.000 at which 
it was carried on the books. 

He mentioned this to the mer- 
chant. who answered that his book 
valuation “might be a little light.” 
So the CPA suggested that, next 
time he came. he bring along a 
hardware expert and ask him to 
make an offhand appraisal of the 
stock. The merchant was agree- 
able. and a cursory appraisal was 
made when the CPA returned with 
his friend a few days later. 

“This fellow turned absolutely 
white when he realized that the 
real value of his stocks in that 
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firetrap lay between $75,000 and 
$100,000,” the CPA recalls. “He 
told me to go ahead and have a 
complete inventory made. The ex- 
act value of that inventory turned 
out to be $87,000. And mean- 
while I had checked his insurance. 
I found that he was insured for 
only about half the value of his 
inventories. And he’d have been 
holding the bag for plenty if that 
stock had gone up in smoke.” 

In this case, the merchant’s dis- 
covery that he had been under- 
valuing his inventory led to an 
income tax problem. Since he had 
built up his inventory appreciably 
without knowing it, he had actu- 
ally been using business income 
to purchase the additional stock. 
This meant that some of his in- 
come, which should have been re- 
ported for tax purposes, had actu- 
ally gone unreported and had been 
unconsciously turned into goods 
on the shelf. 

Since accounting for tax pur- 
poses is one of the specialties of 
CPAs, the problem in this case 
was worked out to the satisfaction 
of all concerned. 

Once the CPA had helped Smith 
to arrive at a realistic evaluation 
of inventory. he would probably 
want to check this against the 
volume of sales. This relationship 
between inventory and sales is 
crucial in almost any retail busi- 
ness. The job of the CPA is not 
only to find a profitable ratio be- 
tween inventories and sales but to 
find the one best ratio for the 
particular case in hand. Once this 
job has been done, the dealer then 
has the information he needs to 
adjust the size of his inventory. 

If the investment is too low, 
the dealer is probably losing sales 
because his stock is not as exten- 
sive as it should be for the busi- 
ness he does. But if inventory is 
too high, especially in slow-mov- 
ing lines, chances are there may 
not be sufficient funds to invest in 
faster-moving and seasonally re- 
quired items. Finding out might 
require an item-by-item analysis 
—all depending on the particular 
circumstances in Smith’s case. 


Capital and Accounts 
Payable 
The CPA would also want to 


explore the relationship between 
Smith’s investment and the credit 
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load carried by the business. This 
is more important than many re- 
tailers realize. Neglecting to main- 
tain a safe relationship between 
these two factors is a common 
cause of small business failure. 
A great many small businesses 
which fall by the wayside do so 
because of insufficient capital in 
relation to credit load, even though 
they may have been showing con- 
sistent profits. 

What can the dealer do if this 
relationship seems unsound? Of 
the several solutions available for 
this problem, the most satisfactory 
one for any particular situation 
will depend on the circumstances. 
There is no one quick-and-easy 
answer, but one can usually be 
found when the problem is prop- 
erly analyzed and the solution is 
geared to the circumstances of the 
case. 

Fortunately, the CPA often is 
in position to keep the dealer from 
getting into this predicament in 
the first place. This is one reason 
why bankers and other credit 
grantors like to know that a pros- 
pective borrower has availed him- 


self of the services of a CPA. 


Customer Credit Problems 


The question of where to draw 
the line on charge accounts is an- 


other problem the CPA would in- 


vestigate. A certain degree of 
credit liberality is necessary, of 
course, to win and hold customer 
good will. If a customer spends 
$200 a year on garden equipment, 
it is often worth the dealer’s 
trouble to let him charge a quar- 
ter’s worth of nails if he doesn’t 
want to pay cash. 


Interesting Returns 


But analysis of a random sample 
of customer accounts — which is 
something a CPA might suggest 
—may yield interesting returns. 
Smith might find, for instance, 
that people who charge small pur- 
chases, month after month, will 
make major purchases elsewhere. 


Often the bookkeeping opera- 
tions involved in keeping charge 
account records are much more 
cumbersome than they need be. 
It is poor economy to cut down 
on essential records, of course, but 
a CPA can often suggest ways of 
recording all the necessary infor- 
mation at considerably less effort. 

Sometimes, when bookkeeping 
involved in handling hundreds of 
small charges tends to use up 
profits on these items, it is possible 
to find a practical and realistic 
solution. For example, some deal- 
ers make a conscious effort to 

(Continued on page 158) 





Lawn and Fertilizer Window Attracted Customers 








This effective lawn seed, fertilizer and garden tool window was used last 
spring by Elsbree Hardware, Yankton, S. D., and appealed to the firm's cus- 
tomers. A green grass imitation floor was used on which packages of lawn 
seed and fertilizer were placed. Garden tools, garden hose and other items 
needed by homeowners in tending to lawns and gardens, were placed behind 
them to round out a display which capitalized on many needs of homeowners. 
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TO STOP SHOPPERS display the new Peters Ammunition Chart in your window with 
guns and ammunition. It shows popular Peters cartridges in actual sizes and color, is 
striking to look at, interesting to read. Just write us requesting to be placed on the Peters 
monthly service list. And each month, you'll receive a big package of new Peters store 
promotional material right off the press. You'll get free ammunition ckarts, also folders 
for distribution to your customers, wall hangers, catalog of newspaper ad electros, 
counter cards and the new Peters ammunition catalog. Write today! 









PETERS 


Packs the 
Power 


>>, 


Explain new products carefully to the 
customer. Tell him, for instance, about 
the new Peters Flat Top Crimp now avail- 
able on Peters “High Velocity” shotgun 
shells. Explain how they eliminate blown 
patterns . . . how they work and what 
they will do for him. Watch sales result! 






PETERS packs t 


PETERS CARTRIDGE DIVISION—Remington Arms Company, Inc., Bridgeport 2, Conn., “High Velocity,"’ “'Rustless,”’ 
"Dewar Match” and “‘Target”’ are Reg. U.S. Pat. Off., "Police Match” is a trade mark of Peters Cartridge Division. 


HARDWARE AGE, FEBRUARY 9, 1950 


Tie to Peters national ads in Outdoor, 
Farm, and Boys’ magazines. Run news- 
paper mats on Peters “High Velocity” 
ammunition. Follow with folders, win- 
dow displays, radio spots. It pays to sell 
well-known products. Send in now for 
your Peters monthly promotion packages. 





FEATURE THE FAMOUS 
“HIGH VELOCITY 


LINE FOR HUNTING! 


PETERS 


Peters “High Velocity’ 
big game cartridges pack 
smashing power for hard-to- 
stop game. Uniform bullet ex- 
pansion, minimum disintegra- 
tion on impact, maximum kill- 
ing energy. “Rustless” non- 
corrosive priming + speed-in- 
tensity ignition 








Power-packed Peters “High 
Velocity’ shotgun shells bring 
down high, fast-flying game. 
“Rustless’’ non-corrosive prim- 
ing - speed-intensity ignition - 
“Water-Tite”’ bodies - progres- 
sive-burning smokeless pow 
der - uniform shot size and 
shot count 





Hard-hitting Peters “High 
Velocity” 22's are tops for 
small game and pests. “Micro 
* speed-in- 
newest 
* special 


Perfect” 
tensity 
smokeless powder 
lubrication to protect rifling - 
trajectory - ‘“Rustless” 
non-corrosive priming. 


‘flat’ 








There is no more powerful 
ammunition in the world 
than Peters “‘High Velocity” 


FEATURE THESE FAMOUS 


PETERS MATCH CARTRIDGES 


FOR TARGET SHOOTING 





There’s profit for you in 





pale 


he, power 





these famous products of 
Peters ballistic science 
“Target” 22's, 
“Dewar Match” 22’sand 
“Police Match” ammu- 
nition for target shoot- 
ing. Peters 
Match” 


—Peters 


Police 
ammunition is 
available in other popu- 
lar pistol and revolver 
calibers—32’s, 38's and 
45’s. Stock and display 
these popular lines to 
meet every 
request. 


customer 
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Suburban Dealers Foster 






The Roselawn Shopping Center. 


HERE isn’t much won- 
der why people from the northeast 
side of Cincinnati drive out to the 
Roselawn Shopping Center when 
they want to shop. Plentiful park- 
ing is one thing, but the friendly 
community spirit that prevails in 
Roselawn is probably a_ bigger 
factor. 


Community Spirit 
Roselawn is typical of so many 
other suburban communities which 
got their start or experienced their 
greatest expansion with the end 
of the war. However, there is a 
community spirit, or warmth, 





sides of the building are shown, 


shared by residents and business- 
men alike, that is unique for com- 
munities of new homes like this 
one. 

In Roselawn an effort has been 
made by the real estate developers, 
together with local businesses like 
the Roselawn Hardware, to get the 
new residents acquainted with each 
other through community proj- 
ects. 

During the past Christmas shop- 
ping season the 22 businesses 
which occupy the stores of the big 
U-shaped, Williamsburg colonial 
style shopping center. cooperated 
in a Christmas party which was 
held outdoors, This attracted a 


This rear door faces on a parking 





arrow indicates the hardware store. 


large crowd, and after the party 
the stores were jammed with shop- 
pers. A similar party is held 
prior to Easter. 

These are just a couple of the 
special promotions which have 
been a great force in cementing 
good relations between merchants 
and customers, and in getting resi- 
dents acquainted with each other. 


Special Trips 

On numerous occasions special 
buses, or railroad cars have been 
engaged to take Roselawn_busi- 
nessmen and residents to majo1 
sporting events. On one occasion 
about 600 made up a caravan that 
went into Cincinnati to watch the 
“Reds” play a game. Special 
trains have taken big community 
parties to championship boxing 
events in New York and Chicago: 
to the races at Churchill Downs. 
and to Ohio State football games. 
The hardware store manager and 
many others of the shopping center 
merchants participate in these ex- 
cursions whenever possible. 

The Roselawn Hardware has its 
own project to promote good will 
for itself. It sponsors two women’s 
bowling teams. It buys the uni- 
forms and equipment and pays the 
tournament entrance fees. at a to- 
tal cost of between $150 and $200. 








lot that will accommodate several 
hundred cars. Inset is a closeup of 
the hardware store window. 


One of the teams plavs in a church 
league and the other in a com 
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Community Promotions 


Excursions to games, fights, races by special buses and trains and 
community parties give store owners and employees a chance to 
get acquainted with residents of new community which is near 
Cincinnati. Roselawn Hardware sponsors two bowling teams 


munity league. This has been 
found to be a fine way to broad- 
cast the name of the store. 

When the Roselawn Hardware 
opened the doors of its new store 
in the shopping center on Sept. 11, 
1948, there were just two other 
stores in the Roselawn community 

a grocery and a drug store. Since 
then 41 other stores have opened 
in the section. A fine, large post 
office and a 1500-seat theater have 
just been opened. 


Stores Non-Competitive 


Roselawn Hardware, together 
with 21 other stores, none of which 
are competitive with any other, 
share the benefits of store space in 
the model shopping center which 
is the heart of the suburban com- 
munity which now has about 20.- 
000 residents. 

Herbert A. Middendorf, youth- 
ful manager of the hardware store, 
is most enthusiastic about doing 
business in a shopping center, and 
he has had sufficient experience in 
the trade to know whereof he 
speaks. Before becoming man- 
ager of the new store “Herb” spent 
10 years as an employee of Alvin 
H. Schlesinger. in his Pleasant 
Ridge. Ohio. hardware store. Mr. 
Schlesinger is president of the 
Roselawn Hardware. 

One of the biggest differences 
Mr. Middendorf has noted is in 
the matter of service and repairs. 
Many of the customers of the shop- 
ping center hardware store are 
apartment dwellers and others are 
home owners. most of whom don’t 
have the time. the inclination, or 
the ability to make minor repairs 


in their homes. Many of them 
have gotten into the habit of call- 
ing the hardware store whenever 
they want the most trifling repair 
to be made. The store uses the 
service of a free lance repairman. 















Right—Tools have 
a ready sale in 
Roselawn, a com- 
munity composed 
of new homes and 
apartments. Here 
is a section of 
the firm's tool 
department. 


a 
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on a part time basis, to handle all 
these repair and service jobs. 
Since most of the residents of the 
community have better than aver- 
age incomes the hardware store 
can make substantial charges for 


Oo 


Left—One of the 
nine island dis- 
plays. This one 
and the wall case 
behind it feature 
displays of pol- 
ishing and clean- 
ing items. 















e 
wey 


sy i 


such work and realize reasonable 
profit for the service. 

About 3,500 people attended the 
opening of the store in September, 
1948. and eight clerks were kept 
busy, in addition to a number of 
factory men who made demonstra- 
tions. 

This store spends most of its ad- 
vertising dollars in direct mail. Its 
most popular form of advertising 
is a small magazine, Popular 
Home, published by a manufac- 
turer of building materials, which 
it buys in quantities and distributes 
to all homes in its trading area. 

This magazine contains no mer- 
chandise so the store cannot expect 
any direct returns. However. the 


store management realizes from 
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Housewares and gifts take up half of the store's left side. 


Nitun » 





the favorable comments about it, 
that the home owners are pleased 
to receive the magazine. It con- 
tains many suggestions for home 
decorations and improvements. 
The store’s name is imprinted on 
the back cover. 

Merchandise catalogs are also 
distributed periodically through- 
out the year. These are distributed 
from door-to-door by a_ local 
agency. 

For a while the store paid half 
the cost of a television commercial, 
sharing the cost of the program 
with the manufacturer of the appli- 
ances that were featured. This was 
a homemakers’ program, featuring 
cooking demonstrations, which ran 
half an hour, twice a month. 


oe i 2 


Here is Herbert 
A. Middendorf, 
the youthful man- 
ager who has had 
11 years of hard- 
ware store expe- 
rience. 


QO O 





The hardware store has about 
120 ft. of wallcases and nine open 
display shopping islands which 
were bought from the Ohio Hard- 
ware Association. The store ar- 
rangement was made by Ralph 
DeNoon, director of service of the 
association. 

Several hundred cars can be ac- 
commodated on the parking lot in 
the rear of the shopping center 
stores. A small display window 
and a rear door faces the parking 
area. 

The store has the advantage of 
a full. heated basement, the same 
size as the store, 50 by 70 ft. A 
construction feature that is very 
advantageous for the stores in the 
center is a pair of ramps, one at 
each end of the U-shaped building. 
Merchandise is dropped from 
trucks at either end and is then 
taken down the ramps by hand- 
carts to the store basements. This 
makes freight handling very sim- 
ple and eliminates the need to 
bring stock through the main floor 
doors or down a flight of stairs. 


Quality and Service 
Hold Paint Customers 


(Continued from page 127) 


owner, says Mr. Anderson, the 
store owner and staff must often 
make certain that the customer 
gets the right instead of the wrong 
paint. A few questions about the 
painting job to be done will often 
aid the store owner to help the 
customer select the right paint 
and color, and can often lead to 
additional sales of varnish, brushes 
and other supplies. 

“Just about every paint cus- 
tomer is a little nervous about 
tackling a paint job,” Mr. Ander- 
son says. “He is anxious to do it 
right, and if we can give him some 
advice toward attaining his goal 
he usually appreciates it.” 

Both Mr. Anderson and Mr. 
Bostrom believe that a large, well- 
stocked paint department im 
presses store traffic with the neces 
sity of handling painting jobs 
around the home. 

The store features numerous 
paint window displays during the 
year. Public interest in paints is 
also whetted by newspaper adver 
tising stressing the many uses of 
paints. 
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HIS is the season when your 
farm customers are in the 
market for chain. 
They'll buy Electra Cow Ties or 
Electra Trace Chains because they 
know Electras are “tops” in quality 


Also, during the next few weeks 
they'll call on you for log chains, 
well chains, tie out chains, halter 
and dog chains, breast chains, anti- 
spreader chains, Jumbo Grip Farm 


Tractor Chains ...a host of other 





of your farm customers! 


Order a stock from your jobber. 
Place them on display. They'll 
bring you a lot of profitable sales 


... give your customers security and 


satisfaction in every link! 


A-2675 





and dependability. farm chains. 
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TIE OUT CHAINS 


ELECTRA 
COW TIES 
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Lhe Cleveland Chain & Mfe Co. 
Cleveland 5, Ohio 


Round Associate Chain Companies: The Bridge- 
port Chain & Mfg. Co., Bridgeport 1, Conn. 
@ The Cleveland Chain & Mfg. Co., Cleve- 
land 5, Ohio @ Round California Chain Co., 
So San Francisco and Los Angeles 54, Cal. 
Seattle Chain & Mfg. Co., Seattle 8, Wash., 
@ Woodhouse Chain Works, Trenton 7, N. J. 
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Right to left: Neal Holland, Eldon Holland and one of the 


firm's employees during the recent cooking demonstration. 


15 Bottled Gas Ranges Sold 
After One Demonstration 


Wiis two brothers, 


Neal and Eldon Holland, decided 
to go into the hardware business 
at Columbia City, Ind., they did 
so with the determination to do 
a lot of sales promotional work in 
a friendly way and to try and 
please customers. 

Not a revolutionary program, 
of course, but one which always 
works if carried through consis- 
tently. And in less than a year’s 
time these young men built up 
the B. & H. Hardware business so 
considerably that it produced 
twice the volume in the first year 
than the former owner did. And 
all in the same size store. 

Last spring, to bring customers 
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B. & H. Hardware makes its motto "We Invite You." 
One invitation to a cooking demonstration and 
lunch led to actual sales and many prospects. 








Painted panels on the wall above the department help sell paint. 
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PURE MANILA ROPE 
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AMERICAN MANUFACTURING COMPANY, BROOKLYN 22,N.Y. + ROPE - TWINE - OAKUM - PACKING 


Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Soles Offices: BOSTON * CHICAGO * HOUSTON * NEWORLEANS * PHILADELPHIA * SAN FRANCISO 
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Bassick 


MAKING MORE KINDS OF CASTERS } 


MAKING 
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You're in the 





and in the 
profits 


with | 


Bassick 
CASTERS 
& GLIDES 


People who read the SAT- 
URDAY EVENING POST are di- 
rected to their local hard- 
ware store for casters and 
glides. 

Thus Bassick helps build 
business and profits for you. 

Carry—and feature—na- 
tionally advertised Bassick 
products. 





Use this Bassick display to 
help you cash in on Bassick’s 
national advertising. 


THE BASSICK COMPANY, 


Bridgeport 2, Conn. DiVvI- 
SION OF STEWART-WARNER 
corp. In Canada: BASSICK 
DIVISION, Stewart-Warner- 
Alemite Corp., Ltd., Belle- 
ville, Ont. 


CASTERS DO MORE | 


into the store, the Holland brothers 
staged a cooking demonstration 
on bottled gas ranges and also 
served lunch to folks who came. 

Patrons were served hot coffee. 
hot ham sandwiches, and they 
loved it. An interesting feature 
was that the slices of bread used 
for the sandwiches were taken, 
frozen from the freezer, much to 
the amazement of the customers. 
By the time the hot ham was 
placed on the bread and the coffee 
poured, creamed and sugared, the 
bread had thawed out and was 
ready to eat. 

This feat evoked 
amazement from many visitors, 
and it gave the Hollands and their 
sales clerks an opportunity to 
describe the advantages of their 
freezers and other equipment. 

“This demonstration created a 
lot of good will for us and cer- 
tainly won many friends,” says 
Mr. Holland. “We have sold 15 
bottled gas ranges since that dem- 
onstration and we have some more 
excellent prospects. We have de- 
cided to hold more demonstrations 
throughout the year, as we are 
convinced this is a good way to 
promote the sale of appliances.” 


gasps of 


Store Remodeled 


The second step the brothers 
took was to remodel their store, 
inside and out. The slogan “The 
Store That Invites You” was in- 
corporated into the letterhead used 
by the firm and also into the news- 
paper advertising. 

Painted in red letters across the 
front door are the words “We 
Invite You” to impress people 
with the friendliness of the two 
young owners. 

Another thing which the Holland 
brothers have done to brighten 
their store is to place large painted 
panels measuring 4 by 4 ft. above 
their paint department, and deco- 
rating these panels with leaves. 
This helps to break the high ex- 
panse of wall from top ledge to 
ceiling. The panels are all painted 
different colors and give the paint 
prospect an idea of how his walls 
will look when painted in those 
colors. 

“These panels have helped us 
to sell a lot of paint,” says Mr. 
Holland, “because they are large 
enough to resemble a wall section. 


All we need do is point to the 
panels when the prospects say they 
want to see how a large section 
of wall would look with a certain 
color paint.” 


Advertises on Radio 


To help advertise his store and 
his community, Mr. Holland takes 
part in a weekly community radio 
program sponsored from station 
WKAM at nearby Warsaw, Ind. 
This is a half hour of news and 
music, the news pertaining to 
Columbia City and vicinity. Spot 
announcements for the merchants 
are interspersed with the news 
and music. 

Neal Holland was a salesman 
for an Illinois wholesale hardware 
concern for many years. He 
visited and sold merchandise to 
numerous hardware 
observed good sales and opera- 
tional ideas wherever he went. 
Someday, he thought, he would 
put the best of these to work when 
he got his own store. 

Eldon Holland was in the floor 
covering business and was doing 
a good job. But when Neal de- 
cided to buy out the Columbia 
City hardware store and asked 
Eldon to join him, both brothers 
joined forces. And that gave the 
B. & H. Hardware an additional 
service to offer its community, a 
floor covering department. 

Their father, Clyde J. Holland, 
and Frank Brewer, own a hard- 
ware store at Argos, Ind., and are 
also financially interested in the 
Columbia City store. The two 
stores buy merchandise together 
and take advantage of such pur- 
chasing arrangements. 


stores and 


Display Does the Trick 
For Seeds and 
Garden Tools 


(Continued from page 124) 


finds, helps to give greater sales 
appeal. 

Some of the seeds, especially 
peas, beans, sweet corn and other 
similar types are kept on display 
behind glass. Such an arrange- 
ment permits placing only a few 
dozen seeds of each type behind 
the glass, with the bulk stock in 
the wooden drawer directly be- 
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hind the glass area. Nevertheless, 
the seeds behind the glass have 
excellent display effect and instant- 
ly attract the attention of many 
varden-anxious customers. 

The fertilizer table is adjacent 
to the seed display so that salemen 
can suggest related sales at the 
time of purchase. Many fertilizer 
and lawn seed sales are made by 
this method. 

The store also has a large stock 
of steel goods from which seed and 
fertilizer customers can get any 
tool they need for garden and 
lawn work. 


Building Material 
Production Down 
5 Per Cent in October 
B' ILDING materials production 


declined 5 per cent in Octo- 
ber from September levels. accord- 
ing to the U. S. Department of 
Commerce. The drop in produc- 
tion resulted primarily from the re- 
cent industry-wide _ steel _ strike, 
which sharply curtailed output of 
nails, structural steel, concrete re- 
inforcing bars, mechanical stokers, 
and cast iron soil pipe, the De- 
partment’s Construction Division 
says. These losses, together with 
seasonal declines in the produc- 
tion of lumber, cement. and sewer 
pipe, brought the Department's 
Composite Index of Production for 
Selected Construction Materials 
down to 141.2 in October (1939 
monthly average = 100). The In- 
dex stood at 148.7 in September 
and at the all-time monthly peak 
of 160.8 in October. 1948. 


Looks Good for 1950 


According to. the Department's 


January Construction and Con- 
struction Materials Industry Re- 
port, the drop in building mate- 


rials production came at a time | 


when the construction industry 
was nearing the close of a record 
year, in terms of dollar value of | 
new construction put in place. Al- 
though large inventories of many 
construction materials had been 
accumulated during 1948, they 
were drawn upon during 1949 and 
the continuing heavy volume of 
construction indicates a good year | 
ahead for the materials producing | 
industries. 














CHROME 
PROTECTED 
FRESH 


ALREADY A COAST-TO-COAST HIT! 


Power Packed In 
Steel and Plastic 


CHROME PROTECTED TO 
CHECK POWER WASTE! 









DESignep FROM THE INSIDE gy, 


TO GIVE YOU MORE SALES AND NEW PROFITS! 





ONLY BURGESS GIVES ALL THESE FEATURES! 


\ itech CHROME PROTECTION! 

\\ i -Curbs out-of-use power 

\ _waste. This EXCLU- 

SIVE feature guarantees 

longer life and fresh- 

ness! Only BURGESS 

Flashlight Batteries are Chrome Pro- 

tected to check interior action when bat- 
tery is not in use. 


SEALED IN STEEL 
AND PLASTIC! 


Power loss in the NEW 
Burgess Flashlight Bat- 
tery is prevented by ma- 
chine-sealing the tough plastic outer 
casing and the steel cap directly into the 


battery top. 
tl MODERN, EYE-CATCHING 
: Fil STYLE! 
| (3). Only BURGESS Flash- 
] © light Batteries have such 
oz / i a sales-producing de- 
ee sign. The distinctive 
BURGESS stripes are recognized in- 
stantly by your customers—they are the 
mark of engineering skill and know- 
how that has made BURGESS first choice 
of scientists and explorers. 
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BURGESS BATTERIES 


at 
\ =—_ 


use of a big full size mix \\ \ 
core and big zinc can Ses ¢ 
Ne 


to give longer life! 


S- eS GUARANTEED! 
— 


The BURGESS reputa- 
d 


ENGINEERED DESIGN! 
New, improved con- 3 
struction permits theT an \ as 


tion for quality and de- 
pendability has made it 
the foremost name in 
radio batteries. Every 
BURGESS Flashlight Battery carries the 
guarantee of this reputable, long-estab- 
lished manufacturer. 


STOCK UP NOW! 


And Cash in on the Promotion of This 
Sensational, New Flashlight Battery! 


Big, two-color ads in Collier’s and an 
expanded \ist of other leading magazines 
feature the NEW Burgess Flashlight Bat- 
tery to millions of users. Be ready for 
increased BURGESS sales with a good 
stock of the new BURGESS Flashlight 
Batteries in the new display cartons. 
Order from your BURGESS distributor. 
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lowa Dealer Gives Fast Service 
In His Bulk Seed Section 


With easily accessible stocks — plainly identified. 
W hen customers show lists of needs, Darby Hardware 
store staff suggests additional merchandise, often 
reminding customer of momentarily forgotten items. 





Plainly marked bulk seeds in bins and glass jars are shown for easy customer selection 
and identification. There's everything in this section for prompt service of seed buyers. 


A N excellent seed 


display arrangement helps Ray 
Darby, owner of Darby Hard- 
ware, Albia, Iowa, do a good 
business in that department. He 
has all jars and containers so 
labeled and arranged that the cus- 
tomer can inspect them at close 
range and make selections. 


Display Rack 

One bulk seed display rack 
measuring 5 by 5 ft. stands against 
the wall. The lowest shelf, near 
platform level, is the widest. The 
higher shelves tilt back slightly, 
somewhat like a step-up table. 
Each display bin is about 10 in. 
wide, with the dividing pieces be- 
ing of light plywood. “We have 
all these bulk seeds plainly pla- 
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carded so that customers can see 
what they are, for it enables cus- 
tomers to make up their lists in 
advance of their being served by 
a sales clerk,” says Mr. Darby. 

Many other bulk seeds are put 
into glass jars to round out the 
line in this department. A_ neat 
wrapping table, with scales and 
seed envelopes handy, enables the 
store staff to take care of seed 
customers rapidly and efficiently. 

Mr. Darby says that he puts 
bulk seeds on display in March 
each year, and that this practice 
stimulates early garden planning 
and buying. He also asks most 
of his customers if they will need 
fertilizers, garden tools and other 
garden items. 

“It is surprising how many ad- 
ditional sales can be made to seed 


customers through simple sugges- 
tions,” says Mr. Darby. “The per- 
son who wants to plant a garden 
will sometimes forget some of the 
items needed. That’s why most of 
them appreciate our suggestions.” 


Advertising Aids Sales 

Newspaper advertising, together 
with some direct mail and window 
displays of seeds, also helps this 
store keep its seed volume at a 
high level. This is an excellent 
agricultural area of Iowa, with 
most town and farm gardens be- 
ing of large size and requiring 
many seeds. Mr. Darby profits 
from this situation by having 
plenty of good seeds on display 
and by his willingness to dispense 
garden information to customers 
when needed. 
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HELP YOURSELF TO MORE 
KAY-TITE PROFITS WITH 
THESE SALES AIDS... 


Distribution of KAY-TITE literature to your customers and in your store builds greater 
profits. These new promotional pieces are available to you FREE OF CHARGE. 
Fill in the coupon below and mail it today. 














DIRECTION SHEETS 


For the prospect who wants p 
to know how to apply Kay-Tite. 
Four page folder 6" x 7!/2". 


ASBESTO LITE. 


= re 














WINDOW 
POSTER 


Full color cut out of heavy 


cardboard. 














KAY-TITE 


SPECIFICATIONS 
FOR CONTRACTORS 


KAY - TITE Specifications 
enable contractors to fill 
out bids intelligently. Size 
One color, 


ey" x I". 
printed one side. 








Easel 
Stands 44"' high, 28"' wide. 














ASBESTO-LITE SHEETS 
<4Gives details of applying Asbes- 


to-Lite to asbestos shingles. 


Size 


8!/7," x 11". One color, one side. 


KAY-TITE 


CONTROLS WATER SEEPAGE 





IN POROUS MASONRY 


4 WINDOW STREAMERS 10” high 


x 26" long. Blue on white. Gummed on ends. 
Heavy paper. 


back. 


ACT N 


KAY-TITE CO., West Orange, N. J. 

















FMPPTITE gh station colo 
ea ENVELOPE STUFFERS COLOR CHARTS Cae 
<4 To mail out with bills or Printed in eight colors which p ees Oy 
marine statements. Size 3!/," x 5”. are now available in Kay-Tite. <— — 
on-wm | Four pages. Light-weight stock. Folds to 3!/, x 6!/4. Four pages. a 
aa Two colors. Pe te er 














PRIMER SHEETS 


about Kay-Tite Primer. 
11. Printed one side. 











HYDROXIN SHEETS 


Explains in detail how Hydroxin» 
accelerates hardening and densi- 
fies concrete. Size 8!/." x 11". 
Printed one side. 








< This sheet gives all the vital facts 


Size 8!/2 x 








| : 
SHY. 


NEWSPAPER MATS 


One column wide by 
4" or 2 columns wide 
by 5". State which 
size is wanted. 


SHEETS FOR 





OwW!...MAIL IN}... 


4 dressing 


CONSUMER INSTRUCTION 
MAILING 


Explains where to 
apply Kay - Tite 
and how easy it 
is to apply. Size 
8'/,"" long x Ii", 
four pages, folds 


=" | to 52" x 8/2". 
| Space for Imprint 


stamp and ad- 
when 
folded 


NE gc cian ene eeu eae 


Gentlemen: Please forward to us at the earliest moment, advertising material as 


listed below: 


QUANTITY | ITEM 





Envelope Stuffers 


Color Charts 
Direction Sheets 
Primer Sheets 


Asbesto-Lite Sheets 


Hydroxin Sheets 


oe Dealer's Name 





ITEM 





Window Posters 
Window Streamers 


Newspaper Mats 


Sheets for Mailing 


; Consumer Instruction 
} 


KAY-TITE Specifications 


for Contractors 





"Mailing Address 
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The store, 75 by 110 ft. in size, is located in a fast-growing residential section. 


Home Owners As 


W.:. Filer’s, Inc., 


hardware store in Miami, Fla., de- 
cided to locate its business in a 


rather sparsely populated, but fast- 
growing area on the city’s North- 





west fringe, the firm had a choice 
of two obvious policies: to create 
store traffic or to go out after busi- 
ness. Happily, the Filer manage- 
ment elected to do the latter. 
Since there was a sizable num- 


The interior showing housewares in the foreground, 
builders’ hardware and paint sections in the rear. 
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rospects, 


ber of available building sites in 
the immediate 
builders’ hardware and _ paints 
seemed to be the logical lines to 
push rather than those which 
would be more dependent on store 
traffic. 


neighborhood. 


Decision Made 


By the time the firm had its 
hardware displays completed in its 
store at 9498 N.W. 7th Ave. and 
had aicumulated a_ reasonably 
complete stock of builders’ hard- 
ware and paints, home construc- 
tion in the area had gotten pretty 
well into high gear. However, con- 
struction in the neighborhood was 
spread out to such a degree that 
pedestrian traffic was at a mini- 
mum, the residents shopping by 
auto rather than by foot. There- 
fore. the choice to go out after 
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business was, after all, the wisest 
one. 

Outside calls are handled by two 
outside salesmen in addition to 
0. O. Filer, vice-president and 
general manager. They call on 
contractors and home owners who 
handle their own buying and let- 
ting of sub-contracts. The homes 
in the area are largely built by the 
smaller independent contractors 
and by home-owners, themselves. 
Also, this particular section is out- 
side of the Miami city limits and 
therefore comes under county 
building regulations which are 
more elastic than the city code. 

In addition to those men, four 
outside salesmen concentrate on 
selling appliances though they 
may. from time to time, be as- 
signed to a home construction job. 


Incidentally, all outside men work 
on a straight commission basis. 

A commercial reporting service 
to which the firm subscribes pro- 
vides information about construc- 


tion in progress in the area from 
the time a building permit appli- 
cation is filed. Since the report 
gives the name of the architect 
who drew up the plans and speci- 
fications, by contacting him, the 
firm is able to learn just when, in 
the construction process, hard- 
ware and other items are to be 
bought. 


Note New Construction 

Thus the selling effort can be 
made at the time when it will do 
the most good. Besides getting 
tips from the commercial reports. 
salesmen, on routine calls in the 


neighborhood, observe and note 
new construction in process. In 
such cases, a little investigation 
will reveal who is doing the build- 
ing and who is buying the mate- 
rials. 

Filer’s carries a rather broad 
stock of building materials. Be- 
sides builders’ hardware lines and 
tools, the concern stocks roofing, 
piping from 1% to 2 in., medicine 
cabinets, ladders, metal fencing, 
electric conduit, poultry wire, 
hardware cloth and _ screening. 
The latter is neatly display in rolls 
in various widths, 18 to 48 in.. 
upon a screen rack, equipped with 
a metering device. This display is 
near the rear of the store. 

Paints are a major department 
at Filer’s and occupy a 60 ft. wall 
space department on the south side 


Filer's, Inc., Miami, Fla., has a crew of outside 
salesmen that brings in the business, a method 
that has also developed good store traffic 


So They Go Out for Sales 





Sixty linear feet of wall space is allocated to this paint department. 
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NEW HIGH » pally 


NEW Low $e PRICE 
VA. 







EDGEHILL 


CIRCULAR 
SAW BLADE’ 4 


INDUSTRIAL 


QUALITY 





“AT “HOME WORKSHOP” 
I prices 


‘ 
. 
. 
. 
. 


——T 


’ Now you can sell _ better 
quality saw blades for less 
| | . and make more profits. 
a is 
Edgehill is precision manufactured 
of highest quality chrome nickel 
saw steel, uniformly set and filed, 
balanced and tensioned. It holds 
a\|keen ‘edge much longer 
gives a Smoother and faster cut 
runs straight and free from 
vibration. 


. 





The attractive Edgehill pack- 
ag give extra sales push to 
this \low-priced blade. . . . our 
rapid delivery service permits 
a\ small \stock inventory and 
faster\turnover. 


~ oh 
o\* . . 


SEE bes JOBBER “OR WRITE DIRECT 


Furnished in sizes 
S 6, 7, 8 and 10 inch. 
Flat and Hollov: 
Ground. 







.* 





\  %4"-56" and 

. é / 56”-! Q” 
= Bushings Available 
FREE on request. 


THE BLADE MFG. CO. 
909 W. THIRD AVE. 
COLUMBUS 12, OHIO 
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of the store. Paint volume runs to 
approximately $20,000 per year 
and the firm has bought in quan- 
tities as large as $10,000 in a 
single order. 

The Filer location, about 10 
miles from Miami’s business cen- 
ter, is a logical site for the de- 
velopment of a neighborhood shop- 
ping center. Since business 
development usually adheres pretty 
closely to population concentra- 
tions, Filer’s is readying itself for 
a major place in the shopping 
center to be realized in the near 
future. 

The firm also carries a rather 
complete line of housewares, gar- 
den tools and other general hard- 
ware lines. By its method of 
soliciting orders for builders’- 
hardware and paints “on the job,” 
a very satisfactory volume has 
been built on all lines. However, 


the “word-of-mouth” publicity 
stemming from the solicitation 


program has also helped to a great 
degree in developing a growing 
store traffic. If the topography of 
the section discourages pedestrian 
traffic, there is nothing to discour- 
age auto-borne traffic for a gener- 
ous amount of parking space in 
front of and adjacent to the store 
is available. 


A "Skeleton Operation" 


H. H. Filer, who operates an in- 
brokerage business in 
Miami’s downtown business sec- 
tion, conducts a branch of his 
brokerage office in a space at the 
rear of the Filer store. This branch 
conducts what may be termed a 
“skeleton operation” for the con- 
venience of customers who wish to 
pay premiums or place orders for 
While the insur- 
ance branch is not a part of the 
operation of Filer’s, Inc., it does 
produce a certain amount of store 
traffic from which the store bene- 
fits. The insurance branch is at 
the rear of the gas appliance sec- 
tion from which a _ convenient 
doorway leads to the hardware 
department. 


surance 


new coverage. 


The Reason for It All 


In order to understand the 
“why,” as well as the “how” of 
the Filer operation, it is necessary 
to sketch, briefly, the firm’s his- 
tory. Even before the war—and 


the high housing demand, directly 


afterward—Miami was experienc- 


ing its own housing demand. 
The city could expand only 
north and northwest or south, be- 
cause of its physical limitations 
the Bay on one side and the Ever- 
glades on the other. Although the 
areas southward, and directly 
north, were rapidly being built up. 
there were available building sites, 
in quantity to the northwest, only. 
In that area, locally known as 
“Pineywood,” there was a wooded 
section and other unimproved land 
available for homes construction. 


A Logical Site 


Foresightedly, the Filer firm 
chose this area as the logical site 
for its proposed store. Since 
there, then, was nothing much in 
the way of business in that sec- 
tion—and since what residents 
were living there would have to 
eat—the Filers (H. H. and O. L.) 
decided in 1938, to establish the 
Filer grocery, 40 ft. by 75 ft. at 
the intersection of Northwest 95th 
St. and Seventh Ave. The latter is 
one of the city’s more important 
traffic arteries—one of two alter- 
nate routes to Jacksonville and all 
points north. 

The grocery operation was suf- 
ficiently successful to justify, two 
years later, the building of an 
addition, 20 by 75 ft. for the sale 
of ready-to-wear lines. While a 
growing demand for hardware had 
begun to develop—and the firm 
had decided to stock hardware 
lines—such lines had become in- 
creasingly harder to get than food 
and clothing. However, in 1946 
the firm put into execution its 
delayed plan for stocking hard- 
ware lines by building a second 


addition, 50 by 75 ft. 


Changes in Stock 


Homes construction having got- 
ten under way to an increasing de- 
gree, the hardware lines soon 
crowded the original lines out of 
the picture, and they were closed 
out. The former grocery store is 
now a very attractive electrical 
appliance display room, featuring 
the refrigerators, while the former 
ready-to-wear store is devoted to 
bottled gas appliances — ranges. 
mostly—since city gas mains do 
not extend out so far. 
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REA Doubles Power 
Billings in Two Years 
TREMENDOUS increase in 


the amount of electric power 
being used on U. S. farms is shown 
in the Rural Electrification Ad- 
ministration’s annual report, re- 
leased recently by the U. S. De- 
partment of Agriculture. 

The number of kilowatt-hours 
billed to users by REA borrowers, 
the report says, almost doubled in 
two years. In fiscal 1947 the num- 
ber of kilowatt-hours billed was 
2.900,000,000. This increased to 
4.000,000,000 kilowatt-hours in 
1948, and to 5,500,000,000 kilo- 
watt-hours in 1949, 


Upward Trend 


The sharp upward trend in farm 
power consumption has charac- 
terized the rural electrification pro- 
gram from its start, the report 
shows. “Early estimates of rural 
power consumption, once thought 
optimistic, have proved to be too 
conservative,” the report says. 
“Average kilowatt-hour consump- 
tion on farms jumped from 61 in 
December, 1941, to 131 in Decem- 
ber, 1948.” Those figures, it is 
pointed out, do not fully reflect 
the greater use by old members, 
which is diluted by the relatively 
smaller initial use by the new con- 
sumers now being added at the 
rate of half a million a year. 





Vacuum Cleaner Plant 
Sales Show 5.9% 
December Rise 
ACTORY sales of standard-size 


household vacuum cleaners in 
December totalled 268.517 units, 
an increase of 5. 9 per cent over 
253,516 in November, and within 
2 per cent of 273,890 units sold in 
December, 1948, according to in- 
dustry-wide figures announced by 
C. G. Frantz, secretary-treasurer of 
the Vacuum Cleaner Manufac- 
turers’ Association. 

Business for the year ap- 
proached a quarter-billion dollars 
at retail prices, aggregating $227,- 
149.000. The year’s sales in units 
totalled 2,889,518, down 14 per 
cent from 3,360,859 sold in 1948, 
when dollar volume, at retail, was 


$265,235,000. 
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...for absolute uniformity, 
dependability, and long life 


Now, with Induction Heat-treating, GREENLEE 
brings a new, high degree of uniformity to 
Solid-Center Auger Bits. Under this new, 
most modern method of heat treatment, 
GREENLEE 22 Solid-Center Auger Bits take 
and hold perfect cutting edges for fast, clean 
action, longer life, sure dependability. It’s 
a great, new tool-making advancement 
you'll surely want to take advantage 
of for greater sales and profits. 





SOLID-CENTER AUGER BITS 


REENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels ¢ Car Bits « Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers @ Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1802 Herbert Avenue, Rockford, Iilinols, U.S.A. 
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A Way to Give 
Store Pillars 
Display Value 


Haller's Hardware has designed special shelves 
for its pillars and so can accent its quality 
giftwares. Innovation helps increase volume. 


M ANY a hardware 


store owner finds himself plagued 
by those indispensable, but some- 
times view-obstructing center pil- 
lars and doesn’t know just what 
to do to make them harmonize 
with the general store layout. 
Kenneth Haller. owner of 
Haller’s Hardware. was faced with 
this problem in his store at De 
Kalb, Ill.. for several years. He 
tried masking the pillars with dis- 


plays of merchandise, but this 
didn’t seem too effective. 


Features Gifts 

Then he designed some special 
display shelves that fit artistically 
around the pillars and show qual- 
ity gifts and other merchandise. 
The shelves were made from ply- 
wood, stained to accent the grain 
of the wood. The result is that 
Mr. Haller makes use of the two 
large supporting pillars in his 





Between two pillars is a specially constructed floor display for 
aluminum ware. Wide aisles on the sides of unit aid traffic flow. 





This type of display treatment for 

the pillars puts what otherwise 

woald be wasted space to work in 
building over-all volume. 


store to create display spots that 
attract traffic. The pillars thus 
contribute to the store’s excellent 
sales volume. 

Mr. Haller also constructed a 
special display case for aluminum- 
ware to fit between the two pillars, 
with enough room at both ends 
for traffic to circulate unhampered 
to both sides of the store. 


Popular With Ladies 

“The pillar shelves are fine for 
displaying gift merchandise,” says 
Mrs. Haller. Quite a variety of 
articles will fit on them, and be 
shown off to good advantage. The 
ladies particularly like to congre- 
gate at this spot for they find so 
many items to look at. The alu- 
minum items have sold better too 
since they received special display 
treatment. The aisle on both sides 
of the display are wide, and this 
means traffic can move along with- 
out much congestion, even on 
busy days.” 

Flanking the center area gift 
and housewares display, on the 
right, is the general housewares 
section, containing a wide selec- 
tion of items they need. Then, as 
the women come out of the general 
housewares section toward the 
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center of the store again, they see 
the pillar displays for the second 
time. The darker colored wood of 
the pillar displays for the second 
contrast with the lighter color of 
the rest of the store, and this at- 
tracts more attention to the gift 
items. 


Attracts the Men 


“One reason why we wanted an 
attractive center aisle area,” says 
Mrs. Haller, “is because we 
wanted to encourage the men to 
come over into the housewares 
section to buy. We find that an 
increasingly large number of men 
will buy housewares items for 
their wives. If the men see that 
access to the housewares section 
is easy, they ll remember to buy 
certain items their wives desire.” 

Because the Haller store boasts 
a visual front, it is always bril- 
liantly lighted so that every part 
of the store is on full view from 
the sidewalk. It is also easy for 


Greater 


persuade customers to pay cash 
for items which cost less than a 
certain amount. Some dealers 
have been able to encourage cus- 
tomers to make large purchases 
in their stores as well as small 
ones. Handling such a matter is 
a problem for the store’s manage- 
ment of course, but it is the work 
of the CPA which often brings the 
problem to light so that it can be 


handled. 


Saving on Taxes 


The CPA is often able to save 
the small businessman more than 
the amount of his fee in tax sav- 
ings alone. 

One of the most obvious pos- 
sibilities in the retail hardware 
business is through the deduction 
of business expenses. Every mer- 
chant does his best to deduct all 
his legitimate expenses, but few 
succeed. The tax problem is a 
complicated one, and taking ad- 
vantage of all the opportunities 
for legitimate deductions requires 
a thorough knowledge of the in- 
come tax situation. Unless a tax 
return is prepared in consultation 
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vehicular traffic to spot the store 
by its modern appearance. Noth- 
ing is allowed to block the view 





(Continued from page 140) 


with someone who knows taxes 
thoroughly, the likelihood is that 
many opportunities for legitimate 
savings may be overlooked. And 
unless the return is based on 
proper records, many deductions 
may be disallowed for lack of 
sufficient proof. 

Certain losses due to deteriora- 
tion and obsolescense are deduc- 
tible if they can be substantiated. 
So are bad debts, if taken at the 
proper time, and the CPA will 
have exact records of these if he 
is given responsibility for super- 
vision of customer charge ac- 
counts. Obviously, depreciation of 
display fixtures and other equip- 
ment is also deductible. However. 
questions often arise as to the rate 
at which depreciation is charge- 
able, and this is where the CPA 
can be helpful. 

Timing is an important factor 
in tax savings. There is not much 
point in looking for additional 
deductions, for instance, in a year 
when the profits have been slim. 
But if the year has been an espe- 
cially good one, it will pay the 
hardware dealer to take advantage 


The modern store front is an eye stopper for street traffic. 





from the street for only small 
wares are displayed on the low 
window ledge. 


Profits Through Accounting 


of as many tax deductions as h« 
can. And there are occasions 
when expenses can be shifted 
legitimately from one year to an- 
other to effect substantial savings. 


Accounting as an Investment 


The “for instances” cited here 
—as examples of the kinds of 
services which a CPA might per- 
form for Smith—do not constitute 
a definitive list of services which 
the CPA is equipped to provide. 
They do however give some idea 
of the scope of his services, and 
they underscore the point that the 
accountant’s services as an auditor 
—though enormously important- 
are by no means the only services 
he is prepared to offer. As an 
auditor or tax expert the CPA i: 
often essential—for instance, when 
his client must make a tax return 
or seek credit from a bank or 
other credit grantor. But it is also 
increasingly apparent that small 
business today has need of broader 
accounting services. 

All this is one of the main rea- 
sons why small businessmen are 
increasingly looking for profes 
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ere’s another fast-moving 
WEST BEND promotion for early ’50 profits. 


It's easier to get off to a fast start for 1950 with the 
help of an idea to reach customers like West Bend’s 
“Party-Wise Favorites” campaign. It presents (and 
stimulates a buying urge for) such grand items as the 
fully automatic electric percolator (at $9.95) ... the 
Ovenette, 1949's top housewares newcomer . . . and 
many others. 


Fully 


Automatic 


Electric 


FLAVO-PERK 


only 





SERVING OVEN 


ORDER today for earliest delivery of your 
~. ASK ABOUT WEST BEND’S quantity of “Party-Wise Favorites” folders 
COFFEE MAKER PROMOTION, TOO! (size 344” x 6144"). Ask for WB 403. At 

’ , the same time request the attractive 3 col. 


x 11” tie-in newspaper mat No. 300 at right. 


W C S| its { va ee se 
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Another 


PROFIT-MAKER 


The Sensational, New 


CONCO 


PORTABLE 
ELECTRIC RADIATOR 





RETAILS 


Regularly at 


$22.95 


4500 BTU 





Provides quick, 
abundant heat where 
and when wanted! 


OUTSTANDING FEATURES 


SAFE Underwriters’ Approved. Uses 
no water, steam. Fully enclosed 

heating element. Even at full heat unit 

will not cause a serious burn if touched. 


FAST Begins heating as soon as plug- 
ged in. Consumes 1320 watts, 
A. C. or D. C., emitting 4500 BTU's per 
hour, the equivalent of 1834 sq. ft. of steam 
radiation. 
LIGHT Weighs only 28'/2 pounds. 
Easily portable, nicely bal- 
anced. Compact, size 23" x 7" x 19". 
Smartly styled. 


ECONOMICAL Costs 2pproxi- 


mately 2 cents 
per hour to operate (average rates). Saves 
on regular fuel in spring, fall, through win- 
ter. 


101 HOME USES 


@® IDEAL in nursery, 
bath, on porch, in base- 
ment, bedrooms, laun- 
dry, playroom, cottages, 
workshop. RIGHT: 
Convenient carrying 
handle folds over to 
double as handy drying 
rack, 








WRITE tor complete information on 
this outstanding new product. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Company 
Mendota, Illinois 





AFFILIATES: 
CONCO MATERIALS HANDLING DIVISION 
Cranes — Hoists 
CONCO BUILDING PRODUCTS, INC. 
Brick—Tile—Stone 
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sional ‘help in solving their prob- 
lems and why, in turn, the ac- 
counting profession increasingly 
regards small business as an area 
where its members can provide 
important services which contrib- 
ute to economic stability and 
progress. 

A question often asked is this: 
just how can an independent ac- 
countant, unfamiliar with a par- 
ticular store. come to grips effi- 
ciently with problems the dealer 
himself has been unable to handle? 
Part of the answer lies in the fact 
that a good many business prob- 
lems fall into patterns which the 
accountant can recognize and cope 
with just as a doctor can diagnose 
the ills of a patient. 

Another part of the answer lies 
in the fact that the client himself 
makes management decisions im- 
plied by accounting analysis. It is 
not a function of the CPA to tell 
anyone how to run his business. 
but he can help produce the evi- 
dence which the businessman must 
have if he is to make the most 


intelligent decisions possible—de- 
cisions which may mean the differ- 
ence between his success and 
failure. 

Every function the CPA per- 
forms for a businessman should 
produce a benefit that more than 
pays for his services. 

This benefit may take the form 
of increased profits, reduced costs. 
more stable financial condition, or 
the possibility of expanding the 
business without undue financial 
risk. These benefits are not al- 
ways immediately measurable in 
dollars and cents, but they are 
sufficiently concrete and immediate 
to compensate for the investment 
in the CPA’s services. 

Whatever the magnitude of the 
progam proposed by the reputabl: 
CPA, the businessman may rest 
assured that it will more than pay 
for itself. And he knows. too, that 
the cost of anv accourting servic: 
—large or small—is always geared 
directly to the particular job at 
hand and the work which is 
authorized. 


The New Wage-Hour Regulations 


(Continued from page 123) 


(4) He must not devote more 
than 20 per cent of his hours 
worked in the workweek to ac- 
tivities which are not an essen- 
tial part of and necessarily in- 
cident to the work described 
above; and 

(5) He must receive a salary 
of at least $75 per week. 
“Professional” is not restricted 

to the traditipnal professions such 
as law. medicine and theology but 
rather includes all professions 
which have a recognized status and 
are based on knowledge cus- 
tomarily acquired by a long course 
of specialized intellectual instruc- 
tion and study. Examples are ac- 
countancy, actuarial computation. 
engineering. architecture. physical 
and chemical science. biology. 
teaching. On the other hand. ex- 
emption does not extend to 
trainees. clerks. or to junior ac- 
countants performing routine 
work. 

In addition. the professional ex- 
emption is available to emplovees 
in the artistic professions such as 
actors. musicians. composers. con- 
ductors. soloists. painters. car- 


toonists (but not copyists, retouch- 
ers, or animators). essayists, novel- 
ists, scenario writers, copy writers 
for advertising agencies. In the 
Administrator's opinion, however. 
reporters generally do not qualify 
because in most cases their work 
does not “depend primarily on in- 
vention, imagination, or talent.” 
On the other hand, editorial writ- 
ers. columnists. critics, and “top- 
flight” analytical 
exempt. Radio announcers are not 
exempt if their work is routine but 
are exempt if their work is on a 
broader basis. (e.g.. acting, narra- 
tion, commenting. serving as mas- 
ter of ceremonies. covering special 


writers are 


events. etc.). 
Future Amendment 


There is one respect in which 
the new regulations seem destined 
to further revision if the present 
philosophy of the Wage and Hour 
Administrator continues in the 
future. So long as the level of 
salary is regarded as a material 
consideration in determining 
whether employees qualify for 
exemption as executive. adminis- 
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trative. or professional employees, 
the levels of the minimum qualify- 
ing salaries cannot be regarded as 
fixed for ali time but will instead 
be subject to occasional reexami- 
nation in the light of the then pre- 
vailing structure of salaries for 
white collar workers. 

In addition, the revised regula- 
tions provide for changes to be 
made by petition for amendment 
of the regulations: 

“Any person wishing a re- 
vision of any of the terms of the 
foregoing regulations may sub- 
mit in writing to the Adminis- 
trator a petition setting forth 
the changes desired and the rea- 
sons for proposing them. If, 
upon inspection of the petition, 
the Administrator believes that 
reasonable cause for amendment 
of the regulations is set forth, 
the Administrator will either 
schedule a hearing with due no- 
tice to interested parties, or will 
make other provision for afford- 
ing interested parties an oppor- 
tunity to present their views. 
either in support of or in op- 
position to the propose d 
changes. In determining such 
future regulations. separate 
treatment for different indus- 
tries and for different classes of 
employees may be given cgn- 
sideration.” 

The last sentence of the above 
quotation is of great interest. No 
doubt it will inspire trade associa- 
tions and other groups to petition 
for separate treatment in accord- 
ance with the practices and needs 
of their own industries and of 
their own types of employees. 


Dinners for Farm Women 
Help Local Merchants 
HROUGHOUT the © nation. 


chamber of commerce groups 
are always honoring and _ enter- 
taining farmers at annual ban- 
quets, while the farm women stay 
at home. Fremont. Neb.. however. 
does not forget the rural women. 
Merchants there each year put on 
a Rural Women’s Recognition 
Luncheon at which time 200 
women from 10 counties are enter- 
tained. The rural women appre- 
ciate the event, according to the 
merchants. And it builds plenty 
of good will for the merchants. 
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Display KLEENCUT Scissors and Shears 
FOR BIGGER PROFITS! 





Beautifully displayed, New, Attractive 


KLEENCUT Quality 


KLEENCUT new deluxe 
Shears. Superior workman- 
ship and finish to equa! 
Shears selling for twice the 
price. 


No. 1901 
Fully Nickel-Plated 7" 


Shears. Rich blue and 
maroon easel-back card with 
blue velour background. Re- 
tail at average 


$1.39 


No. 1904 

Same as above, Shears with 
black enamel handles, on red 
velour background. Retail 
ot average 


98¢ 











THEY STAY SHARP 


February 18-25 





No. 1903 


8 Star Assortment 


Best Sellers on red and yel- 
low easel-back card. Sug- 
gested retail prices 


‘15 ¢ » 98¢ 


All prices slightly 
higher Denver and West 


Feature KLEENCUT for 
SEW AND SAVE WEEK 


(Write for special promotion package for KLEENCUT 15¢ to 98¢ Scissors and Shkeors) 


See your Jobber or Write 


The ACME SHEAR C0O., Bridgeport 1, Conn. 


World's Largest Manufacturer of Scissors and Shears 
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Every Day, in Every 
Way in 1950 
There's Something 
to Promote 


A list of all ''special'' days, weeks, and months discloses 
an assortment of local, state and national observances 
that can be natural promotions for hardware stores. 


= sales and prof- 
its can be boosted by coordination 
of advertising and display promo- 
tions with the many national holi- 
days and special observances which 
will be on the calendar for 1950. 
So zealous have industry, civic, 
and other groups been in obtain- 
ing recognition for their products 
or purposes, that promotional-wise, 
1950 will have 154 days, 124 
weeks, and 36 other celebrations, 
most of them scheduled to last a 
month. Remember when _ there 
used to be just 365 days, 52 weeks 
and 12 months in the year? 


In this compilation of obser- 
vances, there are many which fit 
naturally into hardware store pro- 
motions for sporting goods, gar- 
den supplies, painting and clean- 
ing equipment, and numerous gift 
giving opportunities. Many of 
the observances will attract much 
newspaper and radio publicity. 
The value of such publicity will 
only reflect itself on the sales of 
those hardware stores that can 
identify themselves with the ob- 
servance. If you don’t tell your 
customer he won't know. 


There’s St. Valentine’s Day, 
Father's Day. Mother’s Day and 
weeks for fishermen, tennis play- 
ers, and hunters. Even if the 
event doesn’t necessarily touch 
upon hardware store lines. many 
of them will serve the hardware 
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dealer if he identifies his store 
with an activity in which his com- 
munity is proudly interested. 
There follows a partial listing of 
the observances. A complete list- 
ing is available from field offices 
of the Department of Commerce or 
from the Superintendent of Docu- 
ments, Washington 25, D. C., for 
15 cents a copy. Ask for “Special 
Days. Weeks and Months in 1950.” 


Observances of Interest 
To Hardware Dealers 


February 
]2-22—-Americanism Week. 
14—St. Valentine’s Day. 
17—Arbor Day (Georgia). 
18-25—Nat. Sew and Save 
Week. 

19-25—Nat. Crime Prevention 
Week. 

19-26—Brotherhood Week. 


March 

3—Arbor Day (Tennessee). 

4-12—National 4-H Club Week. 

3-11—Nat. Table Tennis Week. 

7—Consv., Bird and Arbor Day 
(Calif.). 

10—Arbor Day (New Mex. and 
Virginia). 

13—Dairy Day (Wisconsin). 

17—Arbor Day (No. Carolina 
and Oklahoma). 

17—St. Patrick’s Day. 

19-25—Classified Brand Names 
Week. 


19-25—Nat. Wildlife Restora- 
tion Week. 

20—First Day of Spring. 

20-26—Nat. Boys’ Club Week. 


March, April, or May 


Clean-Up, Paint-Up, Fix-Up 
Community Development Pro- 
gram. 

March-May 


Spring Clean-Up Week (to be- 
gin with the first signs of spring 
in the different parts of the coun- 
try). 


April 

1-8—National Leave Us Alone 
Week (see HaRpwareE AGE, Aug. 
11, 1949). 

6—Army Day. 

7—Arbor Day (Missouri). 

9—Daughter’s Day. 

9—Faster. 

9-16—Honey for Breakfast 
Week. 

14—Arbor Day (New Jersey 
and Oregon, east of the Cascades). 

21—Arbor Day (Colorado, Dist. 
of Columbia, Indiana). 

22—Arbor Day (Nebraska). 

22-29—National Baseball Week. 

24-30—American Camp Week. 

28—Arbor Day (Massachusetts 
and Nevada). 

April 28-May 6—National Hard- 
ware Week. 

April 29-May 6—National Home 
Demonstration Week. 

April 30-May 6—National Baby 
Week. 





May 
1—Child Health Day. 
1—May Day. 


4—Arbor Day (Rhode Island). 

5—Arbor Day (No. Dakota). 

6-13—National Frozen Food 
Week. 

7-13—Be Kind To Animals 
Week. 

7-14—National Family Week. 

8-15—National Cutlery Week. 

9—Arbor Day (Montana). 

14—Mother’s Day. 

14—National 4-H Club Sunday. 

14—Rural Life Sunday. 

May 18-June 18—Father-Child 
Month. 

20—Armed Forces Day. 

20-27—National Fishermen’s 
Week. 


21—I Am an American Day. 
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How wuich dees a. faucet washer mean te a woman 2 


A housewife may not know a faucet washer 
when she sees one. But she does know a dripping 
faucet is a water waster—up to 30 gallons a day 
by actual test. The incessant drip, drip, drip is 
annoying, too . . . can make a woman furious. 
And she knows when her husband buys one that 
soon starts leaking again! That’s why it’s im- 
portant to sell your customers quality faucet 
washers. For if washers don’t do a good job, 
you and your store will be blamed. 


You won’t have to worry, though, when you 
sell faucet washers made of Du Pont neoprene. 
For tough, resilient neoprene washers withstand 
heat, cutting and abrasion. In a test, a faucet 
with a neoprene washer was opened and closed 


Fi REE / The Neoprene Merchandiser 


Unusual new products 

. product improve- 

ments . . . valuable in- 

formation that can help 

boost your sales of rub- 

ber goods. Write E. I. du Pont 

de Nemours & Co. (Inc.), Rub- 

ber Chemicals Division, Wil- 
mington 98, Delaware. 





over 480,000 times . . . using steaming hot water 
at 180°F. .. . without a leak. That’s equivalent 
to over 25 years’ service at an average of 50 clos- 
ings per day! Such outstanding advantages are 
typical of articles made of neoprene. And, you'll 
find that neoprene’s superiorities mean better, 
more salable products. 


So be sure to ask for “‘neoprene’”’ when you 
re-stock rubber goods. You’!] find “it in quality 
merchandise. Although Du Pont doesn’t make 
finished neoprene products, we’ll gladly help you 
find a source of supply. E. I. du Pont de Ne- 
mours & Co. (Inc.), Rubber Chemicals Division, 
Wilmington 98, Delaware. 


NEOPRENE 


The rubber made by Du Pont since 1932 











REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING... . THROUGH CHEMISTRY 








SouTH BEND CRoQueET 





MODELS FIT EVERY 
CUSTOMER NEED! 






Model 986 
Deluxe Six Ball Set 


+ MAGATING 


Popularly priced South Bend Croquet is 
offered in 4 and 6 ball standard and deluxe 
models to meet every customer requirement. 
Each set has the same gay, colorful styling as 
well as the same quality manufacture, such as 
rock maple balls and hardwood mallet heads 
with screw-in handles. 


Slow This Book, 


16 page, 2-color bbok— 
‘*How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 





SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.-Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 


SOUTH BEND 23, INDIANA 


AMERICA’S FAMILY GAME 
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21-30—Park and Recreation 
Week. 

30—Memorial Day. 

In May and June—Graduations. 


June 

1-30—Dairy Month. 

5-12—National Home Laundry 
Week. 

11—Children’s Day. 

12-17—National Luggage and 
Leather Goods Week. 

17—Expectant Father’s Day. 

18—Father’s Day. 

19-24—N ational 
Health Week. 

21—First Day of Summer. 

23-29—National Farm Safety 
Week. 

June 24-July 1—National Ten- 
nis Week. 

June 30-July 
Week. 


Swim for 


4— Independence 


July 


4—Independence Day. 


August 
6—Friendship Day. 


September 


In September School Opens. 
10-16—National Home Week 


(tentative dates). 





17—Air Force Day. 
23—First Day of Autumn. 
24-30—National Dog Week. 


October 
1-31—National Hunters’ Month. 
1-31—Red Feather Month. 
8—Grandmother’s Day. 
9-15—Better Parenthood Week. 
9-15—Fire Prevention Week. 
14-21—-Save the Horse Week. 
22-28—United Nations Week. 
24—United Nations Day. 
24-30—National Honey Week. 
27—Navy Day. 

October 29-November 4—Girl 
Scout Week. 

October 29-November 5—Na- 
tional Flower Week. 

31—Hallowe’en. 


November 
4-12—National 4-H 
ment Week. 
11—Armistice Day. 
18—National Kids’ Day. 
23—Thanksgiving Day. 


Achieve- 


December 
1—Arbor Day (So. Carolina). 
8—Arbor Day (Mississippi). 
25—Christmas Day. 


Celebrates Centenary by Remodeling 
Store Interior 


(Continued from page 130) 


opportunity to feature each dem- 
onstration with newspaper adver- 
tising, signs and other promotional 
material, Not only did we make 
some excellent sales of appliances 
during our anniversary month, 
but we also garnered an excellent 
prospect list which we are follow- 
ing up right now. Had we put on 
all these demonstrations in a short 
time we would have exhausted our 
attendance list perhaps, but hav- 
ing them separate really gave us 
chance to build attendance for 
each.” 


Proud of Brand Names 
The Kusel firm is rightfully 


proud of the many famous brand 
names which the store features. 
The special anniversary edition 
named most of the brands, along 
with a short article which said the 
firm was happy to have more than 
100 well known brands of mer- 


chandise in stock, tested for repu- 
table merchandise over the years. 


Front Page Space 

As an example of the news im- 
portance which the city’s leading 
newspaper placed on the Kusel 
anniversary, it should be men- 
tioned that a front page story and 
“continuation on inside pages’ de- 
tailed the firm’s history and mer- 
chandising organization. There 
were also many store pictures as 
well as photos of the present Kusel 
family members. Testimonial ads 
for the anniversary were also pub- 
lished by many Watertown firms. 

“We tried to use every promo- 
tional angle we could for this big 
anniversary celebration,” says [:d- 
win Kusel. “It was quite a job 
assembling all the data and ar- 
ranging demonstrations. But this, 
along with store color and decor- 
ations, plus the interior remodel- 
ing, really pulled in the crowds. 
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We have no accurate count of the 
people who came to the store 
during the month but, judging 
from sales, they numbered many 
thousands.” 


Two Divisions 


Insofar as the remodeling is 
concerned, about 80 per cent of 
the large store was affected. There 
are two divisions of the establish- 
ment, connected by two archways. 
One store section, the right, is 
20 by 80 ft., while the other is 45 
by 60 ft. In addition there is 
ample first floor office and ware- 
housing space. The basement and 
second floor are also used for 
stock storage. 


Appliance Department 


Most, though not all of the store 
interior was remodeled, prior to 
the anniversary sale, fixtures and 
layout being provided by the Wis- 
consin Retail Hardware Associa- 
tion. The large, new appliance de- 
partment, which, with the sports 
department, occupies all the space 
in the 20 by 80 ft. store division, 
is decidedly attractive. It contains 
center-of-the-floor and sidewall 
showings of appliances as well as 
an attractive model kitchen. The 
right side of the appliance di- 
vision has an overhang with indi- 
rect lighting on the appliances, 
but the wall also has basic shelf 
strips. Thus at Christmas, the ap- 
pliances can be moved out to an- 
other location, and shelves for toy 
displays put up on very short 
notice. 


Long Service With Firm 


It is noteworthy that most of the 
firm’s 12 employees have been with 
the firm many years. One em- 
ployee has a service record of 35 
years, another of 20 years. Sev- 
eral others have been with the 
store for 15 years or more. Em- 
ployees are paid a straight salary 
at this establishment, with a yearly 
bonus based on salary, position 
and years of service. Such an ar- 
rangement has served as an aid to 
greater employee efficiency, report 
the Kusels. 

The late Louis H. Kusel died in 
1947 at the age of 81, just two 
years short of the centennial an- 
niversary date. 
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MASTERPIECE 


Like every masterpiece, Model “Masterpieces in 
Miniature” have universal appeal. Parents are struck by the 
outstanding quality, the wholesome influence, the unmistakable 
value of Model Toys. Children are excited by Model Toys’ 
realistic action, their fascinating detail, their year ‘round fun. 
Toy dealers find satisfaction in the sure, steady volume, and 
the repeat and tie-in sales of this basic, quality line. That's why 


America’s best-built toys are America’s best-selling toys! 


Shown above, the Model ROAD GRADER. 
Length, 26"; weight, 10 Ibs., 2 oz. 





EAST SOUTH MIDWEST 
Mr. Joseph J. Barnett Mr. William A. Yarborough Mr. Hugh D. Kenney 
200 Fifth Avenue Atlanta Toy Mort 1443 Merchandise Mart 
Rooms 559 and 553 1022 Juniper Street, N. E Chicago, Illinois 
New York 10, N. Y. Atlanta, Georgia 


WEST SOUTHWEST 
Mr. Ken Roberts Hughes-Stocks 
Western Merchandise Mart Santa Fe Bidg 
1355 Market Street Room 1064, 2nd Unit 
San Francisco 3, California Dollas, Texas 


_ 
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ROSSMOYNE, OHIO 





Watch For the Sensational New Model Toy ...N. Y. Toy Fair! 
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THE CHARLES WM. DOEPKE MFG. CO., Inc. 


Major appliances stand out against a background of knotty pine walls. 








A Small Store—23 by 80 ft.— 
With a Big Volume—$200,000 


Geneva, Ill., store has no secret for building 
volume. Just sound merchandising with emphasis 
on display, demonstrations and advertising. 


A HARDWARE 


dealer's annual volume is_ not 
limited by the fact that he has a 
small store. Good merchandising 
can move a lot of merchandise at 
a comfortable profit. 

A case in point is the Ace store 
William Rosenfelder owns and op- 
erates in Geneva, Ill. His store is 
23 by 80 ft. in size, with a 22 by 
50 ft. basement. The annual vol- 
ume of business is considerably 
over $200,000 and has been on 
that high level for several years. 
In fact, other hardware dealers 
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who have heard about the fine 
merchandising job Mr. Rosen- 
felder is doing have made special 
trips to Geneva to study his 
methods. 

Mr. Rosenfelder and his staff, 
realizing that television would ex- 
pand its hold on the public, early 
in 1949, secured a quality line of 
television receivers. They dis- 
played them, advertised them ex- 
tensively with the result that tele- 


vision sets began to sell well. Close 


to 100 sets were sold last year, and 
expectations are for exceeding that 
figure this year. 

Four men in the store can in- 
stall and service television re- 
ceivers. Sometimes in rush pe- 
riods all four men are out deliver- 
ing and installing sets. For such 
an emergency, contact 1s main- 
tained with a source through which 

(Continued on page 200) 
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Look! Look! Look! Look at the 
new Thrift Set—seven of the most 
popular, most wanted pieces of 
famous Club Aluminum Hammer- 
craft Waterless Cookware, the ham- 
mered, cast aluminum cookware 
that millions prefer. Separately, 
the seven pieces would sell for 
$24.95. Now, for a limited time, 
as a set, it’s just $19.99. It’s a 
big opportunity for you to break 
sales records this spring! 
Millions of women will see this 
special set advertised—full pages 


Climb 
aboard this 
Spring-timed 

sal | 


in the March issues of Ladies’ 
Home Journal and Better Homes 
& Gardens—hear about it on 
“Club Time” over the ABC net- 
work. So order your Thrift Sets 
now— open stock, too, for add-on 
sales. Sets are unit-packed— 20- 
page cook booklet included — 
weight 15 lbs. Start your news- 
paper campaign early and tie in 
with these powerful ads in Ladies’ 
Home Journal and Better Homes 
& Gardens. Write your jobber— 
or direct—for newspaper mats. 


CLUB ALUMINUM PRODUCTS CO. 
1250 Fullerton Avenue, Chicago 14, Illinois 


Tune in “Club Time,” ABC Network, Tuesday afternoons, and hear favorite hymns of famous people 
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7 pieces with the utility of 9 
1-qt. Covered Saucepan 


1 Y2-qt. Covered Saucepan 
(Cover fits 6 44-inch Open Fry Pan 


64-inch Open Fry Pan 
2-qt. Covered Saucepan 
10-inch Open Fry Par 


4%-qt. Dutch Oven 
Cover fits 10-inch Open Fry Pan 


ePraresMalelaleli-t- Mm Creleleli- 





Full-page ads in the March 
Ladies’ Home Journal and 
Better Homes & Gardens— 
a combined circulation of 
almost 8,000,000—will carry 
Club’s Thrift Set announcement 


WME 
7 % 


Club 
Aluiniizam 


TRADE-MARK REGISTERED 


This trade-mark appears on bottom 
af every Club Aluminum utensil 
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Buying and Selling 
Gasoline Blow Torches 


An outline to help dealers answer basic questions about 
blow torches so that they may assist their customers in- 
taking care of them to give long and efficient service. 


Arno GH close to 


a total of a million blow torches, 
of all makes, are sold by hun- 
dreds of stores it is surprising how 
few people really know just what 
makes a blow torch “tick.” 

Basically, the blow torch is com- 
prised of a tank (brass or steel). 
burner, pump, handle and prim- 
ing cup. Prices of blow torches 
vary with their quality. 

Generally speaking, the tank, 
whether brass or steel, will usually 
outlast the user, providing it is 
given the proper care. 

The burner construction is one 
of the most important factors in 
the entire unit. Many different 
types of burners are used by vari- 
ous manufacturers, but some of 
the most popular types are as fol- 
lows: 


Popular Types 


Straight type bronze burner with 
34-in. opening—for general use. 

Cannon type bronze burner with 
*4-in. opening—for general use. 

Cannon type bronze burner with 
Yg-in. opening—mechanics’ grade. 

Two-piece bronze burner with 
either %4 or %-in. opening— 
mechanics’ grade. 

One- or two-piece bronze burn- 
ers with built-in tubing for re- 
generation—utilities’ and plumb- 
ers’ grade. 

One- or two-pieces steel burners 
with built-in tubing for regenera- 
tion — utilities’ and plumbers’ 
grade. 

The shut-off valve, which be- 
comes part of the burner, is 
equipped either with a needle 
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by M. A. SILVERMAN 


Vice President and 
Sales Manager 
P. Wall Mfg. Co., 
Grove City, Pa. 


cleanout, or a wire cleanout, or a 
taper on the end of the valve 
wheel shaft. 

When the priming cup is filled 
with gasoline, the heat from the 
flame in the priming cup preheats 
the entire burner and the fuel in 
the veins of the burner. When the 
burner is hot enough, the fuel is 
continuously forced up through 
the wicking and feed tube to the 
undervein or to the tubing inside 
the burner itself. After the fuel 
reaches that point, the heat vapor- 
izes the fuel which—when the 
valve is opened—is released into 














STRAINER 


Cutaway view of — ban 


a gasoline blow 
torch, showing 
component parts. 


fm i 






HEAVY BRONZE BURNER 


REINFORCED BOTTOM 


the burner itself. Then the vapor 
coming in contact with a direct 
flame (in what is called the com- 
bustion chamber of the burner) 
produces the blow torch flame. 
The power of the flame should be 
augmented by 10 to 15 strokes of 
the pump before priming takes 
place. Complete operating instruc- 
tions are given at the end of this 
article. 


Study the Illustration 


Examine the cutaway view on 
this page. Each important part is 
marked, and a 10-minute study of 
this illustration wil! give a dealer 
and his sales clerks enough in- 
formation to sell blow torches 
properly. Contrary to the belief of 
many users, neither the price nor 
the color of gasoline. to be used in 





COOL REINFORCED 
BAKELITE WHEEL 


NEEDLE PIN VALVE 


LONG, HEAVY 
PACKING NUT 


LONG UNDERVEIN WITH 
CLEANOUT PLUG 


HEAVY STEEL PRIMING CUP 


BLOW PROOF PUMP 
















‘ar PUMP PLUNGER 
| WASHER SPRING 






f— POSITIVE 
| CHECK VALVE 


POSITIVE 
FIBRE WASHER 
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Health-o-Meter Vez Sieled 


Here it is! A brand new Health-o-Meter 
Bathroom Scale that fits like a glove into your 
1950 merchandising plans. It’s the new Model 
161... all new from top to bottom, completely 
new in design and engineering! 

The Model 161 is lower and more compact, 
yet has ample foot room—it’s quieter and 
smoother in operation, too—and it has a 
full 260-lb. capacity dial with magnifying lens 
set in high polish chrome dial housing. One- 
piece seamless steel case houses the silent 
weighing mechanism, newly designed for greater 
compactness, lower profile and well-known 
Health-o-Meter accuracy. Model 161 is avail- 
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able in White, Green, Blue, Yellow or Black 
baked enamel case with attractive marble 
finish rubber mat. Fair trade retail price—$5.95, 
Denver and West—$6.65. Model 165, all-chrome 
—$8.95, Denver and West—$9.65. 





CONTINENTAL SCALE CORPORATION e 5701 S. Claremont Avenue e Chicago 25, lilinois 
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FREEZER 
VALUE 


The New 
ALASKA 
NORTH STAR 


A quality freezer! Designed and 
priced to meet 1950 competition. 


LOOK 
at these features: 


Streamlined beauty . . . Multiac- 
tion for fast, smooth freezing... 
Dasher and Can Cover are of grey 
iron, tin plated . . . Main gear 
frame, gears and tub hardware are 
of grey iron, cadmium plated for 
durability . . . Quality construc- 
tion throughout—for lasting ser- 


vice. 


DASHER WITH 
ADJUSTABLE SCRAPERS 
ij 


GEAR FRAME 
GEARS INCLOSED 


—=- © 






HARD 
SCRAPER 


STEEL CAN BOTTOM 


The ALASKA 


Freezer Co., Inc. 
WINCHENDON, MASS. 





Exceptional 





Household Sizes: 2 to 8 Qts. 


GEARLESS CAN TOP 
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a blow torch is important. It is, 
however, important that gasoline 
for use in a blow torch have little 
or no lead or tetraethyl in it. 

The average gasoline blow torch 
develops a hot bluish flame of ap- 
proximately 4 to 6 in. in length, 
having a heat intensity of from 
1800 degrees to 3000 degrees de- 
pending upon the construction of 
the burner. undervein, etc. 


Give Them Good Care 


Hardware dealers should urge 
their customers to take good care 
of their blow torches, oiling the 
pump leather frequently. Gaskets 
or washers should never be re- 
placed arbitrarily. Remind your 
customers that if there is any dif- 
ficulty, due to leakage, the blow 
torch should be returned to the 
factory. Remind them that if a 
blow torch leaks at any point it 
should be turned off immediately 
and not used again until the leak 
has been fixed by a competent 
repair man. 


Observe These Rules 


The following procedure is rec- 
ommended for the operation of a 
blow torch: 

1. Close the needle valve han- 
die by turning to the right. 

2. Fill the tank three-fourths 
full with clean gasoline. Some 
models are filled by removing the 
filler plug and others by removing 


the pump. The removed part 


should be firmly screwed into place 


after filling. 

3. Pump 10 to 15 strokes of air 
into the tank. 

4. Fill the drip cup nearly full 
of fuel by holding hand against 
the end of the burner and open 
the needle valve to the left. 

Caution: Be sure to wipe off any 
spilled gasoline. Then light fuel 
in drip cup with a match. Shield 
the torch from a draft during 
generation. 

5. When the drip cup is nearly 
burned out, apply a lighted match 
to the lower front of the burner or 
at air hole near the back of the 
burner and allow the flames to 
burn within the burner for about 
one minutes; open the valve wide 
(one full turn). Then regulate the 
flame to suit requirements. 

6. A larger flame can be de- 
veloped by pumping more air into 
the tank: or by partly closing the 
needle valve the size of the flame 
can be reduced as desired. 

7. If these simple rules have 
been followed. the flame should be 
blue or bluish red and the torch 
should be ready for use. A yellow 
flame indicates improper genera- 
tion. If it does not change to a 
blue flame after a short time, these 
rules should again be followed 
beginning with Rule No. 4. 

8. To extinguish the torch, 
close the needle valve gently. After 
the flame has been extinguished, 
ease back the valve a trifle. 





What It Costs 


To Slash Prices 


(Continued from page 132) 


should be determined how much 
the volume will have to be in- 
creased in order to make the same 
margin in Consider a 
33 1/3 mark-up on cost, or 25 per 
cent on sales, which was the basis 
used for this example. 


What It Means 


Five per cent cut means 25 per 
cent more volume is required. 

Ten per cent cut means 66 2/3 
per cent more volume is required. 

Twelve and one-half per cent 
cut means 100 per cent more vol- 
ume is required. 

Fifteen per cent cut means 150 


dollars. 


per cent more volume is required. 

This should be a lesson for those 
who are anxious to get volume via 
the price-cutting route. 


Operating Cost 


The question of operating cost 
has not been considered in this 
presentation because it must be 
obvious to everyone that any mate- 
rial increase in volume must have 
a consequent effect upon handling 
and delivering expenses, and while 
the so-called overhead may not be 
proportionately affected, neverthe- 
less, the selling and administrative 
expenses will increase materially 


HARDWARE AGE, FEBRUARY 9, 1950 








1950 
1,0C 


CCOR 
Ogd 
range sec 
Manufacti 
manager, 
point, Inc 
ers expect 
lion elec 
range bus 
ments, “v 
phere thal 
as did the 
There 
electric r 
ranges ar 
dicted, th 
of 1950 v 
of all wir 
It is € 
additiona 
electricity 
1950. A 
new hom 
Farm | 
receive a 
this year 
power § 
efforts 
petroleun 
It is ex 
see a er 
plete elec 
the elect 
velopmen 
tion are I 
manufact 
has the wv 
a model 


How F 
Vv 
HOPP 


ing | 
and luri 
wrestle wv 
parking : 
ware dea 
ness sect 
far a mo 
parked h 
ing spac 
bile Ass 
some $64 

A rece 
a motori 
8 blocks 
blocks i 
parking, 
cents or 


HARDW 








place 
f air 


full 
ainst 
open 


| any 
fuel 
hield 


ring 


-arly 
atch 
TF Or 

the 
s to 
bout 
wide 
> the 


de- 
into 
the 
ame 


lave 
d be 
rch 
llow 
era- 
io a 


hese 


rch, 
fter 
hed, 


red. 
lose 


via 


‘ost 
this 
be 


ave 
ing 
rile 

he 
he- 
ive 


lly. 


50 








1950 Seen As Another 
1,000,000 Electric 
Range Year 
CCORDING to William F. 


Ogden, chairman, electric 
range section, National Electrical 
Manufacturers’ Association and 
manager, product planning, Hot- 
point, Inc., Chicago, industry lead- 
ers expect 1950 to be another mil- 
lion electric range year. “The 
range business this year,” he com- 
ments, “will prosper in an atmos- 
phere that won’t fluctuate as much 
as did the 1949 business weather.” 

There is still a wide market for 
electric ranges. If 1,100,000 new 
ranges are sold this year, as pre- 
dicted, the saturation, by the end 
of 1950 will be about 20 per cent 
of all wired homes. 

It is estimated that 2,000,000 
additional residences will receive 
electricity for the first time in 
1950. A large proportion will be 
new homes and apartments. 

Farm and rural customers will 
receive additional sales attention 
this year as appliance dealers and 
power suppliers increase their 
efforts in areas where liquefied 
petroleum gas has been promoted. 

It is expected that 1950 also will 
see a growing demand for com- 
plete electric kitchens built around 
the electric range. Attractive de- 
velopments in styling and opera- 
tion are being announced by range 
manufacturers, so the range buyer 
has the widest latitude in selecting 
a model that fills his need. 


How Far Will a Motorist 
Walk to Shop? 


HOPPING centers are spring- 
ing up all over the country 
and luring motorists who won't 
wrestle with down-town traffic and 
parking situations. If then a hard- 
ware dealer, in a down-town busi- 
ness section, wants to know how 
far a motorist will walk, after he’s 
parked his car, if he’s found park- 
ing space, the American Automo- 
bile Association comes up with 
some $64 answers. 
A recent AAA study reveals that 
a motorist will be willing to walk: 
8 blocks if parking is free; two 
blocks if he pays 20 cents for 
parking, one block if he pays 50 
cents or more. 
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76-YEAR HISTORY 
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NEW PRICE REDUCTIONS ON \ 
VOLLRATH PORCELAIN ENAMELED WARE / 
\ 


—Announced at January Housewares Show— 


~\ MEAN VOLUME SALES FOR YOU! | 
Wi as ay J 


Better than Prewar in Quality — CC 
Now 16'/;% Below Prewar Price! 





@ Always famous for quality 


— Vollrath Ware is now the 


competitive leader with VOLLRATH WARE 1938+ tage 
dealers who know a sen- Doub - Poe sist 
sational value when they heme Boiler ne 138 i $215 § “ 
see it! At lowest prices Colander ve No. 1389 ' 2.35 216 
in 12 years, better-quality one Dish Paya m 2.5 
Vollrath Ware is a Pudding Pan No, mie 2.35 278 
natural for volume sales. Refrigerator stowed 4 2.50 
Cred S$ : ‘ 
@ To be sure of timely ied Sac Sts * £503 ia z30 
delivery, order from Lippeg i Pan No, 1549 = 65 
your Volirath jobber mae No. nie 1543 Ps in 
today. (Get free adver- Percolatoy me 1116 275 2m 
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Officers and some of the board members of Wisco. Front, left to right: J. H. Bennett, Madison, Wis., second 

vice president; Darwin Follett, Coloma, Wis., first vice president; Roy Beat, Mt. Horeb, Wis., chairman of 

the board; J. A. Fitschen, Madison, Wis., president and general manager; Henry Kozelka, Prairie du Chien, 

Wis., treasurer; Miss Adeline Benson, Madison, Wis., secretary; J. H. Pfeiffer, Madison, Wis., assistant 

treasurer. Second row: Carl Hill, Madison, Wis., legal counsel; Seward Lincoln, Dakota, Ill.; V. H. Lauf- 

fenberg, Evansville, Wis.; F. E. McKichan, Fennimore, Wis. and J. G. Schueth, New Hampton, lowa. Col. 
F. H. Himes, Crandon, Wis., a director, was not at the convention. 


Wisco's 25th Anniversary Merchandising 
School and Trade Show Attracts 950 


TOTAL registration of 950, 
including dealer - stockhold- 

ers, theiremplovyees and 183 
representatives of manufacturers 
attended the 25th anniversary 
Wisco Merchandising School and 
Sales Show, Jan. 17 to 19, inclu- 
sive, at the headquarters of the 
Wisco Hardware Co., 15 S. 
Brearly St., Madison, Wis. Fea- 
tured speakers on the program 
included sales executives and 
officials of companies supplying 
merchandise to the company and 
owners of several member stores. 
The entire three-day program of 
meetings, exhibits and entertain- 
ment was held in the company’s 
newest addition, completed last 
year. Luncheon was served each 
of the three days and dinner the 
first two evenings. A large per- 
centage of the dealer-stockholders 
of the Wisco organization, a 
dealer-owned wholesale house, 
were present for the Merchandis- 
ing School and Sales Show. The 
group at present has 640 hard- 
ware, lumber, plumbing and heat- 
ing or kindred concerns in_ its 
membership. Manufacturers’ dis- 
plays, occupying more than 30.000 
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sq. ft. of space, in the new addi- 
tion, included many new items. 


Officers Reelected 


At the stockholders’ meeting, 
Jan. 17, John A. Fitschen, Madi- 
son, Wis., was reelected president 
and general manager of the com- 
pany. Other officers reelected 
were: Roy Beat, Mt. Horeb, Wis., 
chairman of the board; Darwin 
Follett, Coloma, Wis., first vice- 
president; Henry Kozelka, Prairie 
du Chien, Wis., treasurer, and J. 
H. Pfeiffer, Madison Wis., as- 
sistant treasurer. Miss Adeline 
Benson, Madison, Wis., former as- 
sistant secretary of the company, 
was elected secretary. V. H. Lauf- 
Evansville, Wis., was 
elected to the board succeeding 
Robert Baker. Other directors 
are: Col. F. H. Himes, Crandon, 
Wis.; Seward Lincoln, Dakota, 
Ill.; F. E. McKichan, Fennimore, 
Wis., and J. G. Schueth, New 
Hampton, Iowa. Messrs. Beat and 
McKichan were reelected members 
of the board. All board members 
were present with the exception of 
Col. Himes. 


fenberg, 


George Nolte, sales manager, 
western division, John Lucas & 
Co., Philadelphia, Pa., paint 
manufacturer, speaking on “Per- 
formance That Will Perpetuate 
Profits,” said in part, “Literally 
speaking the paint business has 
grown up. In the past 10 years it 
has grown from a modest $300 
million volume to one of $1,270 
millions. The per capita paint 
purchase, 10 years ago was about 
$2.50. Today it is about $8.40. 
This points up very clearly the 
dealer’s own individual oppor- 
tunity. You need only multiply 
the number of people in your trad- 
ing area by the national average 
and you wont be far off, even 
though it may vary a little by 
area.” 

Further, he reminded his dealer 
listeners, “Even in the smallest 
communities paint now protects 
and beautifies almost everything, 
and moreover it is usually pur- 
chased locally . . . New colors 
have made it possible to not only 
paint but to really decorate. Even 
though the prices were at a much 
lower level 10 years ago it cost 


HARDWARE AGE, FEBRUARY 9, 1950 





OS SONS a 








Ov 


use 
By 
Biss 
the 
peo 
“Bi 
ratl 
T 
“Bi 
Ray 
sell 


** Bisco-mati 


HARDW 








How to ride Bissells new Rocket 





without falling on your face 
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0 Those of you who climbed aboard the ‘“‘Rocket” at the ume and your Markup with increased sales of the higher- 
70) National Housewares Show already know what a hot priced Bissell models. It’s effective trading-up. 
nt sweeper it is. Makes sense, doesn’t it? Makes dollars and profits, too! 
ut 4 This sharp-looking Bissell has wheels completely en- 
0. cased, and a performance that matches its looks. Comes 
he in 3 colors, too. Yet it’s priced in the Low-End range. 
r- You can tell it will sell. 
ly But the damp-eared boys who buy the ‘‘Rocket’’ 
4 merely to sell the “‘“Rocket”’ just aren’t bright. They'll get 
re a fast ride, but they won’t get off the ground. 
n You, being a dry-behind-the-ears type of operator, will 
vy use the ‘‘Rocket”’ to put real profits into your sales. How? 

By displaying the ‘Rocket’ with your regular line of 

- Bissell Sweepers, so that everyone who comes in to see 
st the “‘Rocket”’ sees the others, too. By having your sales- 
ie people talk the whole line of “‘Bissells’’ with emphasis on 
“ “Bisco-matic’’* Brush Action models. (Quality, that is, 
“4 rather than price.) 

= That way, it’s easy to get customers itching for the fine 
“ “‘Bisco-matic’”’ Bissell Sweepers, such as the “Grand 
Rapids,” the “Vanity,” and the ‘‘Flight.”’ You’ll not only 
h sell a lot of “‘“Rockets,”’ but you’ll boost your Dollar Vol- 
st 


*"Bisco-matic” Brush Action—Reg. U. 8. Pat. Off. 
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about $70 for a painter to decorate 
an average living room. Today 
that same room can be self deco- 
rated even more beautifully for a 
material cost of $10 or less. 
“Improvements in the quality 
and performance of paint plus the 
willingness of the consumer to do 
his own decorating plus better 
merchandising on the part of the 
manufacturer has increased the 
paint volume potential, and the 
average hardware store . . . sells 
from $2,000 to $30,000 of paint 
per year, depending upon the size 
of the trading area and the amount 
of selling effort put behind the 
paint department. It is noteworthy 
that the profit yield will be from 
$800 to $12,000 on that yield.” 


Trained Sales Personnel 


He emphasized the need for 
trained sales personnel for hard- 
ware stores, using materials pro- 
vided by manufacturers as a basis 
for that training. When a dealer 
is selling paint he is also selling 
protection, beauty and utility, and 
should properly display and price 
mark his paint department offer- 
ings. 

The need for good store layout. 
the importance of advertising one’s 
store in as many plaves as possible 
were among the points emphasized 
by Jack Parshall, editor, Building 
Supply News, Chicago, IIl. 

Hugo Weyrauch, vice president 
and sales manager, National Mfg. 
Co., Sterling, Ill, speaking on 
“Aggressive Selling in 1950.” said 
that dealers should use their ex- 


periences of the past as a guide for 
the future. It is not difficult to get 
into brsiness, but those who fail 
do so because of the human ele- 
ment. Telling a man what he is 


Members, guests and exhibitors, at the Wednesday morning session. 


getting for his money is imporiant. 
for then price isn’t a problem. Suc- 
cessful selling is retaining old cus- 
tomers and going after and getting 
new accounts. 

Commenting on the huge mar- 
ket for hardware he pointed out 
that 1,019,000 new homes had been 
built in 1949, with the biggest gan 
in the last half of the year. He 
urged use of a perpetual inven- 
tory system, featuring fast moving 
stocks, and reminded his listeners 
of the importance of “Three Butis 
to a Door,” as a means of greater 
sales and better customer satisfac- 
tion. With emphasis on the 
importance of concentration of 
purchases, he urged the need of 
having complete stocks of hard- 
ware for farm and home use. and 
declared that dealers should have 
the kind of stocks that get car- 
penters and other mechanics into 
the habit of constantly visiting 
their stores. 

Several dealer - stockholders 
urged greater use of the com- 
pany'’s services and concentration 
of purchases with it, in brief ad- 
dresses at the Wednesday morning 
session. H. Schenck, Schenck’s 
Hardware. Madison. Wis.. told of 


his use of the Wisco company’s 


Present plant of the Wisco Company. The two story building to the extreme 

right, constructed in 1948 and 1949, partially used in 1948 and completely 

put in operation last year. The one story building in the extreme left, the 

former Hankscraft property was first occupied by Wisco in July, 1949. In 

the inset is the building of the company elsewhere in Madison, which was 
used for its operations in 1925. 
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weekly leaders as a means of at- 
tracting trafic and trade. He de- 
clared that country people are bet- 
ter able to judge real values than 
people in the big cities. 

Of “Buying tor the Farm Mar- 
ket,” C. F. Pollard, Owen King 
Lumber Co., Spring Green, Wis., 
spoke of the importance of con- 
centrating on major lines. Ninety 
per cent of the business in rural 
areas is done with the farmer, he 
said, and today many of them have 
complete high school and college 
educations. They can read blue- 
prints and are good mechanics. 
Farm customers now shop once or 
twice a week and are accustomed 
to having open accounts, paying 
by the 10th of the following month. 

J. Wolfenden. Wolfenden’s, Mil- 
waukee, Wis.. and Dar Williams. 
Perkins Hardware Co., Waukesha. 
Wis., told of their experiences as 
Wisco members. Carl Hill, Madi- 
son, Wis., the company’s legal 
counsel, traced the company’s his- 
tory from its 1925 capitalization of 
$25,000 to its present capitaliza- 
tion of $1.317.500. 


Changing Trends 


R. D. Schneer. E. I. du Pont de 
Nemours & Co., spoke briefly of 
new merchandise for changing 
trends. Citing the example of 
paint brushes, he told how Nylon 
bristles for paint brushes have 
come to the fore in recent years. 
stating that competitively priced 
Nylon paint brushes would soon 
be available. Economic and politi- 
cal situations. such as in China and 
Russia, made and will continue to 
make necessary changes in mer- 
chandise to meet the changes of 
tomorrow. 

On Tuesday evening a variety 
program, mostly musical, was pre- 
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Everyone wants the best hardware in his 
home at the lowest cost. WESLOCK Cylindrical Locks offer 
economy without compromising quality and style to keep costs 
down. They have the durability, convenience features, and acceptance 
generally found only in lock sets costing up to 100% more! 
It’s easy to standardize on WESLOCKS because the line 
contains a proper unit for every door in the house—and they 
are sure to please your most exacting customers. 





Send today for the latest catalog. 


MANUFACTURING CO. wT. 
1420 So. Evergreen Avenue WESLOCKS 
Los Angeles 23, California 











CYLINDRICAL LOCKS 


Sierra design 


No. 230 Exterior Keylock 


, , ig ne a Another WESLOCK installation, 
oo file Triplex Apartments, Chicago, Illinois, 


‘& 
ee 
aes F.H.A. Insured 
| Architect: Max Alper, A.I.A. 
Builder: Keere Construction Co. 
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WALL 
soldering products 
are rated “tops” 


“World famous” is a phrase often 
used loosely—but it is a fact that 
P. Wall soldering equipment is 
known and respected in the far- 
thest corners of the earth. The 
P. Wall trade mark is recognized 
everywhere as a symbol of high 
quality and dependability by users 
of soldering products. Write today 
for your copy of Catalog No. 85 
which describes our complete line. 


TYPICAL P. WALL PRODUCTS 


“DREADNAUGHT” 
Torch No. 4] 


This gasoline blow torch 
features a drawn steel tank 
with all inlets brazed and 
bottom electrically seam 
welded to tank shell. Blow-proof pump, durable 
double coat brass gloss finish. Highly polished 
brass tank available. Attractively priced. 








| “DREADNAUGHT” No. 2 


Alcohol Blow Torch 


(2 
io The Dreadnaught self- 
| generating torch moves 
i fast and brings quick prof- 
: its. Triple chrome plated. 
Ideal for home workshops. Flame temperature 
1800°F ... just right for pre-heating work ...im- 
proving quality of soldering. Two sizes available. 





P. Wall Mfg. Co. 


202 ERIE STREET, GROVE CITY, PA. 
Your most complete line of soldering products 
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sented in the Wisco auditorium. 
The next evening a 25th Birthday 
Party and Anniversary Program 
was offered, including the unveil- 
ing of a huge birthday cake, which 
was later served with coffee and 
ice cream to all present. Enter- 
tainment included several choral 
numbers by the Zor Chanters, na- 
tionally famed Shriner singing so- 
ciety. 

Three of the four founders of 
the Wisco group were introduced, 
each receiving suitably engraved 





wrist watches. Roy Beat, Mt 
Horeb, Wis.; F. E. McKichan, Fen- 
nimore, Wis. and Phillip Bettinger, 
Plain, Wis., were the three honored 
men, who together with the late 
O. P. James, Richland Center, 
Wis., established the company in 
1925. Darwin Follett, Coloma, 
Wis., who has been active in the 
organization since a few weeks 
after its establishment was also 
honored with the receipt of a 
watch similar to that presented to 
the three surviving founders. 





The Cost of a Five-Cent Order—$5 
The Profit, Three-Quarters of a Cent 


AD but true—small orders run 

into big costs and serve to all 
but wipe out profits. Here is a 
real case history that traces the 
course of a small order, totaling 
5 cents for two dozen of a given 
size of screws, to the final estimate 
of the costs in handling that order, 
or $5.00. 

An industrial plant telephoned 
a dealer in hardware and indus- 
trial supplies asking if two dozen 
screws of the required size were in 
stock. Not satisfied with the deal- 
er’s assurance that a substantial 
stock of pratically all sizes of 
screws was on hand, the caller 
insisted upon knowing if there 
were two dozen of the needed item 
in stock. 

The telephone wire was held 
open while the dealer, on another 
wire, phoned the warehouse stock- 
man to inquire about the size of 
screw and received assurances that 
21 gross were in stock. The next 
question from the customer was 
about price. Two telephone wires 
were then held up while the pric- 
ing clerk was contacted and price 
information obtained — 67 cents 
per gross, less 50 and 10 per cent. 

Figuring readily showed this to 
be 30 cents per gross or 214 cents 
a dozen net. This was relayed to 
the plant man who was waiting 


on the other end of the wire. 

Later in the day, the dealer was 
called again and given the order 
with the requisition number, this 
by phone, and was advised that the 
order would be mailed later. De- 
livery was requested for the earli- 
est possible moment. 

Since this dealer does not break 
packages of these inexpensive 
items in its industrial supply stock, 
he sent to his retail store on the 
next street for the two dozen 
screws. The retail division then 
had to charge this back. This in- 
volved more paper work. 

Since the dealer’s telephone 
orders mean an original and one 
copy; the order itself means an 
original and two copies; the bill- 
ing, an original and three copies. 
a total of 10 or more copies had 
to be made. In addition, there was 
the necessary bookkeeping. 

All of the above, together with 
packaging, marking order num- 
bers, etc., the truck and truckman 
delivery costs, employees’ time, 
paper work, bookkeeping, etc., the 
dealer conservatively estimates 
that the entire cost in handling the 
order was not less than $5.00. The 
total charge to the customer was 
5 cents and the dealer’s profit, not 
over three-quarters of a cent on 
the entire transaction. 





It's the Same All Over 


| peer dealers who feel 
that their problems are pecul- 
iar to their own businesses and 
strange to anyone else may derive 
some consolation from the fact 
one’s problems are really univer- 


sal. A hardware publication, from 
the Emerald Isle—The Irish Hard- 
ware and Allied Trader, points 
this up in its December issue. 
Christine Kent in an article en- 
titled, “Housewife in the Hard- 
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ware Shop” accents the impor- 
tance of a hardware store and 
then writes, to quote in part: 

“Buying hardware is a. . . 
hazardous job. In the first place, 
in the average hardware shop, far 
too many assistants are just not 
there at all. It seems that hard- 
ware .. . looks after itself on the 
whole. In fact it doesn’t even have 
to be displayed to advantage. 

“So a woman must mooch 
around, bump into a wringer or 
large bath that is partly hidden in 
the gloom, apologize, back into 
something else, stumble over a 
packing case and flee to another 
corner of the shop. Here she may 
find some charming and useful 
gadgets and she may be tempted 
to buy if encouraged, which she is 
not: but there is no sign of what 
she wants.” 


Sales Attention 


We know, from evidence pub- 
lished in HRpware Ace, that for 
most hardware dealers in_ this 
country poor display is a thing 
of the past. But here are a few 
comments about the problem of 
sales attention or the lack of it, 
that may still exist in American 
stores as well as in Irish hard- 
ware stores. 

“... the assistants are too solici- 
tous and hover in a most threaten- 
ing manner about the prospective 
customers, the attitude being, ‘If 
you don’t intend to purchase, don’t 
dare to look.’ 

“The opposite extreme is the 
attitude in most hardware shops. 
The assistants seem to think that 
the customer has just come in out 
of the rain. 

“And why is there always the 
man with the sheaf of invoices, or 
whatever they are, who sprawls 
over the counter, solemnly sur- 
veying the lists, but doing noth- 
ing? Does the invoice prove ex- 
emption from the tedium of 
serving customers? It is even 
more interesting when the man 
with the invoices looks behind at 
the other two assistants, who are 
discussing a soccer match. Gen- 
erally (a woman) prays silently 
for a call from upstairs or to the 
telephone which may break up the 
two-some and allow one of them 
to come and ask the question ‘Did 
you want something, madam.’ ” 
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The Walworth Genuine Stillson is here — 
stronger, tougher than ever before ...a 
wrench that is known everywhere as the 
one with the “TEETH THAT KEEP 
THEIR BITE.” 

You can’t compromise with quality — 
quality sells ... and sells .. . and sells — 
and for 80 years Walworth Genuine Stillson 
wrenches have had the quality that sells 
easily ... stays sold ... builds profits and 
reputation for you .. . and now has the 
further advantage of a lower price. 

But, now, the Genuine Stillson is better 
than ever. It has been modernized through 
the use of the best obtainable steels, and 
a new heat-treating process ... plus a spe- 
cial electroplated zine coating that resists 
rust and corrosion. 

With the ever-growing demand, you can 
keep a good grip on sales by carrying an 
adequate stock of the popular sizes of the 
Genuine Stillson wrench. 

Genuine Stillsons are available in a com- 
plete range of sizes from 6” to 48”. Place 
your order through your recognized jobber. 


Standard 
of Quality 
Since 
1869 





WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS 


THROUGHOUT THE WORLD 





Pump Action Shotgun 
Remington Arms Co., Inc., Bridge- 

port, Conn., offers the pump action re- 

peating shotgun model 870, “Wing- 





master.” Maker says it is really three 
guns in one, in 12 gage. This is ac- 
complished through the variable weight 
feature. Three guns are: lightweight, 
about 6% Ibs., five shot gun with any 
plug, lightweight, about 64 Ibs., three- 
shot gun with wooden magazine plug; 
and medium weight about 7% lbs., three 
shot gun with steel magazine plug. 
“Vari-weight” plug comes with the gun 
at no extra cost. Its two action bars 
divide the operating power, giving a 
smooth-straight-line control, with no 
twisting, binding, or tilting of action, 
it is said. Bars are not exposed through 
the receiver. Model 870 barrel is made 
with a hardened extension into which 
the breech block securely locks close to 
head of the shell. Gun features easy 
take-down. Barrel is quickly detached 
from the receiver and magazine tube, 
permitting quick and easy changeability 
of barrels wthout disturbing fore-end 
and magazine tube mechanism. This 
permits the use of barrels of different 
length and choke best suited for spe- 
cific purpose. Trigger guard is full 
sized. Maker says the spring actuated 
ejector assures positive ejection, flinging 
shells clear of the gun. Model 870 has 
the fire control which means gun can- 
not be fired unless trigger is released 
between shots. This mechanism can be 
easily removed, cleaned and reassem- 
bled. Shells individually controlled by 
double shell latches. “Wingmaster” will 
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be made in a number of different 
grades, starting with model 870 AP, 
with plain stock and circular grooved 
fore-end; next is model 870 ADL, de- 
luxe model with reasonable price dif- 
ferential and model 870 ADL with 
checkered stock with decorated grip 
cap. checkered extension — beaver-tail 
style fore-end with finger grooves and 
matted barrel. Suggested to retail for 
$69.95. Five shot capacity, 12 gage steel 
magazine tube plug. Chambered for 2% 
in. shells, 20, 16 and 12 gage. 


Cabinet Hardware 
Assortment 


National Lock Co., Rockford, IUll., 
offers the 150 cabinet hardware assort- 
ment. Includes only the finest cabinet 
hardware from the company’s line. 
Four new items are featured, forged 
brass hardware, concealed hinge, con- 
cave knobs and a die cast handle. In 
addition, the assortment offers the com- 
plete Deluxe and Aristocrat matched 
sets. Finishes include: bright brass, 
dull brass, dull bronze, bright chro- 
mium and dull chromium. Any desired 
quantities of any item may be secured 
from open stock. 








Fibre Glass Casting Rod 


Southwester Co., 2130-40 South Ked- 
zie Ave., Chicago 23, Ill., is introducing 
a solid fibre glass casting rod, to retail 


for $5.95 in 3% ft. length, $6.95 in 
four ft. and $7.95 in 4% and five ft. 
length. Features stream-lined alumi- 
num die-cast off-set handle with 
chromed screw clamp, reel lock and 
plastic fore-grip. Cork palm shape 
grip. Keyed ferrule, friction blade lock. 
Stainless steel tip-top and varnished 
silk-wrapped stainless steel guides. 
Cloth carrying case. Available in No. 
95 with the palm fit pistol grip handle 
at same prices. 


Adjustable Wrenches 


The Billings & Spencer Co., Hart- 
ford, Conn., is offering two drop forged 
adjustable wrenches, series 77, made 
from Billings carbon steel. Outstand- 
ing feature of the wrenches is their 
light weight and the design of their 
construction which is said to withstand 
pressure without binding or distorting 
the wrench and its working parts. 
Movable jaw has a wide bearing sur- 
face which rests on the solid frame re- 
sulting in greater support in any op- 
erating position, especially when wrench 
is open to full capacity, it is reported. 
Jaws are thin, tapered and well matched 
when closed. Both series 77 and 78 
are made in 4, 6, 8, 10 and 12 in. sizes. 
Series 77 is finished in chrome plate 
with heads polished; 78 is finished in 
black with heads polished. Each packed 
in yellow metal edge boxes with sizes 
plainly marked. 
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1 Small spray head for applying weed- 
killer, watering potted plants, etc. 


9 Large spray head as a regular 
sprinkling can. 


3 Without either head for filling auto radiator, 
pipe openings, or as a general utility can. 


This ditterent, better sprinkling can leads the field 
in extra utility, extra value...extra sales appeal. 
The Tri-Way has two interchangeable spray heads 
... the usual large one, plus a new 134"’ head that 
directs a concentrated spray on weeds without 
sprinkling surrounding flowers, clover or grass. 


An extra screw base, welded to breast of can, 
holds the spray head that is not in use. A large, 
colorful label explains the uses of the can and 
serves as an eye-appealing display sign. Display 
the Tri-Way Sprinkling Can along with weed- 
killer as well as with your galvanized ware. 


Like all G.P.&F. 
Cream City Galvanized Ware, 


the Tri-Way is sturdily built 





Hot dipped galvanized... leak-proof-and rust- 
proof. Comfortable grips fit the hand... nothing 
to cut or hurt hands when full can is lifted. Rear 
handle reinforced with wire ...double-seamed 
bottom and breast. . . bottom and body reinforced 
with swedges... polished brass spray heads. 


Trade Capacity, 6, 8, 10 and 12 Quarts 





The Tri-Way is the LATEST ADDITION to the G.P.&F. GALVANIZED LINE... | 


that includes items such as Pails @ Washtubs @ Drain Tub Sets @ Garbage and Ash Cans 
Bushel Baskets @ Coal Hods @ Oil and Gas Cans, etc. 
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WHAT'S NEW 











Myers Tractor Sprayers pages show large illustrations, includ- 
ayn ing cut-away view of product with com- 

The F. E. Myers & Bro. Co., Ash- plete application and feature informa- 
| land, Ohio, is offering a tractor mount- tion. Opposite right hand page is a 
| ed low pressure sprayer. A “Du-All blue print showing all details of hinge 


or pivot. Book includes threshold detail 
drawings, illustrated parts and_ parts 
lists. 


‘Shelf-Kushions’ 


The Wooster Rubber Co., Wooster, 
Ohio, is offering easy-to-clean rubber 
shelf-cushioning known as “Shelf-Kush- 
ions” packed three to a Cellophane 
package. Designed for self display in 
minimum space, in red, blue, green, 





EMBURY 


model boom designed for rugged op- marbleized black, yellow and a choice 
AIR P| | erations has complete nozzle adjust- of sizes to fit standard kitchen wall 
T | ment for spacing all hose lines to cabinets. Said to be good for protect- 
nozzle; special wing safety hinges to ing shelf surfaces, reducing kitchen 
LANTERNS pr aeyenc ge 0 oo — clatter, eliminating damage to china 
‘ stments. ee different 900M : , lez 
Streamlined design, quality construction Seats as onlidlite and models poe ae Deere, okay Mies sen 
and over forty years of dependable light- - . 
ing service are strong selling features of made for front mounting as well as 
EMBURY lanterns. | rear mounting for tractors. 


For more AIR PILOT lantern facts, write ew 


Embury Manufacturing Co. Snow Remover 
280 Allen Street Warsaw, N. Y. Dakota Steel Products Co., Sioux 
Falls, S. D., offers the “Drift-Lifter,” 
——— eae a snow remover with right or left hand 
_ delivery. Pushed like a power lawn- 


mower, this unit picks up snow and 


| throws it to right or left, whichever 
| way the spout is adjusted. Powered a... . 
| by a 2'4-hp. gasoline engine. Has 16 , 
| cutting edges on revolving blades and - « 
| cuts a 20 in. swath. Tubular steel han- 
q | dle has rubber grips; roller bearing Available in 11% in. width and sets 
are available in 24, 30 and 36 in. 
. | § , lengths. Feature molded plate rails and 
Ba ; raised surface ribs. Said to be color- 
_ ' fast, odorless and resistant to heat. 
| | ' ep scalding water, grease, soap and kitchen 


acids. For left over odd lengths, label 











carries a picture series suggesting other 











uses for pieces. 


Slip Joint Combine Plier 
Utica Drop Forge & Tool Corp., 
Utica 4, N. Y., offers a pistol-grip slip 
joint combination plier, enabling user 
to reach hard-to-get-at jobs. Normal 


Order Wire Forms 


from SPECIALISTS 


Making wire forms accurately and 





economically, even  simple-looking | wheels have rubber tires. Operates with pull on handles tightens grip on work 
hooks, requires long experience and two V-belts and fly wheel action. Blades and gives more holding power for wire 
precision machinery. move in same direction when “Drift- twisting or pulling. The 55-8 in. is 
Lifter” is moved. drop forged of alloy steel. Available 

If you need special or standard _ to dealers in package of three tools 


and counter merchandising display. Re- 


Spring Hinge Catalog tails for $2.20. 
The Shelby Spring Hinge Co., Shel- 
by, Ohio, has released a catalog cover- 
| ing the complete line of checking floor 
M. S. Brooks & Sons, Inc., Chester, Conn. |= hinges and pivots. Theme of entire 
. | catalog is “choose the right hinge for 

Since 1848 your job.” Index has been designed to 

facilitate the selection of correct hinges 


BROGKS  HOGKS RR teenie unr 
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wire parts of any kind, your best bet 
is to order them from ‘‘Brooks’’— 
SPECIALISTS FOR OVER 100 YEARS! 
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Metal Cabinet TV Set | 


Noblitt-Sparks Industries, Inc., Co- 
lumbus, Ind., offers a metal cabinet, 
$4 in. screen Arvin television set to 





retail for $129.50. Features an electro- 
magnetic circuit. A “black” picture | 
tube, said to be glare-free, provides | 
greater picture contrast. Unit has two 
visible control knobs. Secondary con- 
trols are easily accessible from the rear | 
of the receiver, which is of the trans- 
former type. It is a 16 tube set, plus 
two rectifiers. Delayed automatic gain 
control provides maximum sensitivity to 
weak signals and automatic contrast 
control assures contrast control from 
channel to channel. Sound system is 





It’s the new thing in 
culinary practice. It’s 


inter-carrier in design and all 12 TV €* the last word in electric 
channels now in use or authorized can housewares. Women go } 
be received. Compact metal cabinet is ak for it. Thousands have 
styled in graceful lines and finished in aca bought it. You can sell 
a high-gloss lacquer with combination | it tofour out of five. It’s i 
figured and striped mahogany design. 4 the magnificent new 
Gold enameled frame encloses picture | 3999 Eveshet Beles 
tube weed matches control knob ap- | e4 Rites” Bessie 
pointments. | 
Jacobsen Expands Line | S 

Jacobsen Mig. Co., Racine, Wis., is 4 @ ROASTER... precision built and full 18 quart capacity with 
expanding its line for 1950. In the | @¥™% self-basting cover, curved oven glass observation window, self 
popular size group, the company now regulating steam escape, and handy adjustable ‘2 level” lift 
hs five power mower models: 18, 20 | vache eens ere ee, 
and 22 in., Bantam, 20 and 22 in. Lawn p+ not found in any other roaster at any price. 
Queen. In larger models, the Estate 24, @ CABINET - . . of welded steel construction, full width door, 
the 26 in. Lawn King and Park 30 “e% modern functional design. 
with optional trailmowers and_ riding . @ TIMER-CLOCK.. . . full electric, automatic, simplified ‘ton and 
sulky for added capacity. Additional | off”? setting, easily and quickly removed for use throughout 
units include power scythe, power lawn | iv ot the home. Beautiful plastic case. 


PYREX DISH SET... five pieces, guaranteed against heat 


edger, two hand mower models and a_ | 
breakage for one year. 


full range of power mower attachments. 
Available for dealers is a complete kit & @ BROILER-GRIDDLE . . . (and cookie sheet)—with high effici- 


of dealer newspaper ads, radio com- | ency reflector... hangs on the inside of the cabinet door when 


: ; ‘ not in use. 
mercials, window streamers, electric | 


signs and other promotional material. eRHo' Sell the COMPLETE Automatic Cooking: Unit 
THE SWARTZBAUGH MANUFACTURING CO., TOLEDO 6, O. 


Manufacturers of Cooking Equipment Since 1884 


% % cyt 
i \ LIST PRICES 
es \ ‘ - No. 950 Roaster-Oven (UT 365).... — = 
VA\ ERY No. 951 Cabinet : 5 
es Bes No. 927 Timer-Clock : io: Ost tPlus $2.19 Tax 
\ No. 946 Broiler-Griddle Set 7.95 
: Total shetipsh vidi :76.80 ; 
re ot ota $7 tT i d 


wt 
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‘staat your 


GARDEX Self - Seruice 
GARDEN TOOL DISPLAY 


Y nh 
e@ More Sales : 


@ Compact—space saving = 


@ Multiple Tool Sales \ 


Recent surveys prove that over 50% of retail sales are impulse sales, 





@ Quick Turnover 


Are you getting all of this business in your store? 

Let Gardex help you! Midget garden tools, selling in the 40c to 
60c price range are growing in popularity by leaps and bounds. Gardex 
brings them into the limelight and out from under the counters with 
a merchandising unit that sells two, three, four—even five and more 
tools—where only one was sold before, and just in time for the Big 
Spring Garden Season! 


Yours is waiting for you at your jobber or write us for full information. 


NOTE: You get 24 tools of 10 different kinds having a retail value of $13.60— 
PLUS a $4.00 metal display rack—all for $9.76. No other cost. Your regular dis- 


counts apply on refills or reserve stock. Order 
GARDEX SotFlow’ 


now, if you wish, or send for complete de- 
Americas Modern Garden 1 O @) LS 


tails giving us the name of your regular job- 
RDEX INC. micnican city, IND. 















‘Handyman’ Bench Grinder 


Stanley Electric Tools, New Britaia, 
Conn., adds the No. 56H bench grinder 
to the “Handyman” line. Said to be 
smooth running, %4 h.p. ball bearing 





grinder for sharpening tools, buffing, 
polishing and wirebrush work. Constant 
speed induction for continuous opera- 
tion on AC, it is reported. Wide wheel 
guards, adjustable tool rests, guards 
adjustable to permit grinding at any 
point on wheel circumference, toggle 
type enclosed switch. Operates on 110 
volts, 50-60 cycles; 3450 r.p.m. at 60 
cycles, 2850 r.p.m. and 50 cycles. Net 
weight 34 Ibs. 


Cory Dishwasher 
Cory Corp., 221 N. LaSalle St., Chi- 


cago 1, Ill, is introducing an electric 
dishwasher. “Cory Matic Maid” is 
portable, weighs 55 lbs. Operated on 
drainboard of any ordinary size kitchen 
sink. Completely electric it retails for 
$89.95 An electric motor is used to 
propel a centrifugal pump which sprays 
two constantly rotating streams of hot 
water at different angles across pre- 
positioned dishes, glasses and_ silver- 
ware. Dishes and glasses are attached 
in stainless steel wire racks, knives, 
forks and spoons in brackets so as to 
be individually exposed to complete 
washing operation. Dishes are auto- 
matically washed in less than five min- 
utes. Unit is easy to store—outside di- 
mensions being 16 by 16 by 14% in. 
plus motor housing of 314 in. height. 
Unit made of heavy gage metal finished 
inside and out in white enamel. Em- 
ploys a clear plastic visi-window, per 
mitting user to view operation. Said 
to wash full service for family of four 
people with one loading. No perma: 
nent connection made to hot water 
faucet. 


Six-In-One Utility Set 


Earl Products Co., 717 N. Sangamon 
St., Chicago 22, IIl., offers a six in one 
set including a claw hammer and four 
graduated sized screw drivers which 
telescope into the hammer handle. Tools 
are mounted on multi-colored display 
cards. This set is precision made and 
guaranteed rustproof. 
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Congoleum Nairn Line 


Congoleum-Nairn, Inc., Kearny, N. J., 
offers for 1950, color relationship be- 


tween smooth-surface floor coverings 
and other home-furnishing materials. 
Patterns include, 10 Congoleum rugs— 
four tile patterns, two Chinese damasks, 
two leaf patterns and two marbleized. 
Colors used include: red, light gray, 
tangerine, bright yellow, ruby, powder 
blue. Congoleum by the yard includes 
19 new patterns, new marbleized ef- 
fects; tile designs, open florals, rush 
matting design and further develop- 
ments of the cloud effect. Marbleized 
patterns are presented in a light red, 
gray and black combination and in tan, 
both two, three and four yds. wide. 
Cloud design is made in two yd. width 
only. Inset tile design with a secondary 
tile in the background appears and 
another tile pattern has a hidden plaid 
background and concentric swirls in 
tan with accents of gold, red, green 
and black. Same design is carried out 
in gray-pink and blue with bright blue, 
yellow and red. Included in the tile 
line is a connected inset tile design in 
gray, red and black and in green, yel- 
low and lacquer red, both on light back- 
grounds. Open floral patterns in gray, 
blue and red feature a simple rose de- 
sign on a leaf tracery ground. Rush 
mat design is available in tans, silver 
ind green. Two Silverlin rugs and two 
by the yard patterns in popular colors 
have been added. In Nairn linoleum 
six straight line patterns are highlighted 
by smaller scale designing suitable for 
use in small kitchens, baths, etc. Fine 
line and small tile inserts carry out the 
compact motifs in three-color combina- 
tions. Three other new straight line 
patterns are in a nine-in. tile design. 
Six marbleized patterns have been 
added to Nairn Veltone line and several 
standard gage Veltone patterns in \% in. 
and heavy weight. Congowall all-over 
cloud patterns for upper wall use are 
in blue, light tan and green Nairn 
asphalt tile. Illustrated is decorative 
scroll background with sculptured tile 
insets, patterns 747 and 748. Colors are 
beige-tan with Mexican red and black, 
747; blue and yellow with bright blue 
and yellow tiles. 





Savage Booklets 


Savage Arms Corp., Lawn Mower 
Division, Chicopee Falls, Mass., is of- 
fering two booklets to the trade, one 
printed in green, white, black and yel- 
low on the Worcester power and hand 
mower line; and the other, in yellow, 
ted, black, and white on the Savage 
power and hand mower line. 
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—to tie in with the current trend 
of “more color in the home’’—+this 
board displayed in your paint depart- 
ment is a sure sales stimulator! 


SPECIAL orver “0 aa 


| 
| MMEDIATE ee YOUR PROFIT- 602 ) 
| DELIVERY 


| VOU GE: 6E7 \, dozen of 18 different items of McKinney 
Genuine Forged Iron Cabinet Hardware— 





d <r OFF 
sme 





FOR FLUSH DOORS 
Throw Over Latch 


FOR %"' OFFSET DOORS 
Throw Over Latch 
Plate Latch 

H Hinge 

H and L Hinge 

Heart Strap Hinge 
Heart Strap Hinge 


| Small — 

Large knob Plate Latch 
| Drawer pull H Hinge 
| Heart Door Pull H and L Hinge 
Butterfly Hinge 6%” Heart Strap Hinge 6y," 
| Thumb Latch 8%,” Heart Strap Hinge ,8%" 
| 


(Regular price through Jobber of these items would be $54.50.) 


@ Also—a supply of consumer sales 
literature for counter or mail use. 

@ And—National Advertising to help 
build demand for McKinney Forged 
Iron Hardware. 


@ 12 additional items mounted (as 
shown above) on an attractive green 
Display Board. 

(This gives you an added bonus of 
$3.24 worth of merchandise). 


A timely, practical merchandising idea for quick, easy, profitable sales of the 
authentic McKinney Forged Iron Cabinet Hardware. 





Order from your Jobber—or send this coupon 


ni tL OR 







1400 Metropolitan St., Pittsburgh 12, Pa. = | ‘ 


1 
Please ship through jobber indicated below McKinney Hardware kit or kite ¢ as checked: 
#77 with Pastel Green Board at $51.00 #78 with Knotty Pine Board at $51.00 [) | 


Firm Name 4 


Address City State 


Higa 
| 


Name (individual) Title 





| 
| 
a 


L Jobbers —— —— —=(To assure prompt delivery, please list two jobbers.) — — — —— —— 
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Paint Spraying Plant 

The “Genwind” principle portable 
paint spraying plant is a low-pressure, 
high volume unit, and operates without 
pump, reciprocating parts or air storage 
pressure tank. Plant weighs 10% Ib. 
and may be carried by hand or sus- 
pended from the shoulder by belt. 
Equipped with *-hp. motor. Complete 
instructions provided with each unit. 
Most mediums can be sprayed with 
success, including: cellulose, flat oil 
paint, synthetic or spraying paints and 
enamels, lacquer, french polish, creo- 
sote, “Bostik” spraying adhesive, insec- 





ticides. To use, fill container, plug in 
and spray. Retails for $69.50. Suitable 
for AC or DC, 110 volts, double ball 
bearings, six yards of rubber cable; 
overall dimensions, power unit, 14 in. 
long by 10 in. deep by 8 in. wide. Fin- 
ished in green enamel. Completely rub- 
ber mounted and insulated. Silver tube 
and rubber fittings. Electric motor guar- 
anteed for 12 months against faulty 
workmanship and will be repaired with 
charge, except shipping costs. Gen- 
wind Co. of America, 701 Seneca St., 


Buffalo, N. Y. 


Revere Utensil Racks 


Revere Copper & Brass, Inc., Rome 
Mfg. Co., Division, P. O. Box 111, 
Rome, N. Y., is offering Revere utensil 
racks in three sizes. No. 1720 rack is 
22% in. long and is equipped with 
four adjustable hangers. This rack is 
sold alone or with the X-20 set which 
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consists of one 1 qt. sauce pan with 
cover, one 144 qt. sauce pan -with cover, 
one six in. covered French chef skillet 
and the No. 1720 utensil rack. Retails 
for $12.50. No. 1721 is 22 in. long and 
holds four utensils and covers in place. 
Several arrangements with larger uten- 
sils are possible with this rack. DeLuxe 
rack 1722 is 31% in. long and will hold 
up to 10 utensils and covers. 





Williams Expands 
Plier Line 


With the addition of 15 new plier 
patterns, J. H. Williams & Co., 400 
Vulcan St., Buffalo 7, N. Y., has round- 
ed out the plier line to cover the most 
popular sizes and styles used in indus- 
trial and automotive work, it is said. 
Styles include: end cutting nippers, 
long and short chain nose, long and 
bent needle-nose, duck bills, round nose, 
gas and burner, fence and staple puller 
and battery pliers. 


\ 


. 





ANAAA 


All jaw faces are brightly polished. 
Each pair of pliers is packed in its own 
box. 


Revision Pages for 
Retailers Tax Book 


Institute of Distribution, Inc., 25 W. 
13rd St., New York City 18, N. Y., has 
published revision pages which are to 
be substituted for the original pages 
in the “1949 Retailers Manual of Taxes 
and Regulations.” This book is a com- 
pendium in tabular form of data on 
various state and federal tax and regu- 
latory laws which affect retailers. Cost 
of complete manual of 203 pages is 
$7.50. The cost of the 1949 set of 183 
revision pages is $5. 


Combine Door Chime, 
Electric Clock 


The Rittenhouse Co., Inc., Honeoye 
Falls, N. Y., offers a combination door 
chime and self-starting electric clock 
in one compact unit. “Kitchen Beauty” 














is designed for “dream” kitchens and 
breakfast nooks in any type home or 
apartment. Combines a_ self-starting 
Sessions electric clock that operates on 
110 volts AC with a two-door, two- 
note Rittenhouse door chime that may 
be installed on standard 10 volt door- 
bell wiring and transformer. One piece 
easy to clean, plastic housing in white, 
red, green or yellow. Size 7% by 714 
in. Standard package will be four. 
Counter card display with actual op- 
erating model will be available for 
price of chime alone. Retails for $8.95 
plus 95 cents federal tax. 





Space-Saver Clothes Dryer 


Midwest Products, Inc., Chilton, Wis., 
is making the “Dry-More,” a down 
draft clothes dryer which retails for 
$3. Said to hold a 30 Ib. wetwash. 
Fifty-four springclip clothespins are at- 
tached. Maker says down draft is cre- 
ated by closely massed wet clothes 
drawing warm air downward from ceil- 
ing. Open for use, 30 in. by 18 in., 
about 4 sq. ft. of space. May be stored 
in small space. 
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Midway Auger Bits sell faster because they’re top quality 
in appearance and performance. 
Bore faster Precision made of special chrome alloy steel, they are 
accurately hammer forged by skilled craftsmen, many of 
whom have spent their entire working lives in the auger 
bit industry. 

Screws are accurately centered by precision machinery 
—no “measuring by eye” or guessing. Throats are clear and 
open to facilitate fast chip clearance. Each bit is subjected 


@ Precision made of spe- 
cial chrome alloy steel 


@ Accurately hammer 


forged to more than 50 individual manufacturing operations. Each 

is carefully tested before packaging and shipping. 
@ Clear, open throats for MIRBRITE FINISH. Hailed as one of the most important 
fast chip clearance auger bit developments in recent years. Truly mirror bright 


; . . resists rust. Its smooth surface speeds 

@ New “MIRBRITE”’ (mir- _— boring. Its attractive gleam sells cus- 
ror bright) finish tomers on sight. Just put Midways on 
display. Then watch them sell themselves. 

@ Available in 13 sizes oe 
( iit eee ain FRANK SPENCER 
mPen Wes _ eave has been making auger bits for over 25 years; 
Ao" to '%.” sizes) is now Midway Plant Superintendent 





Two Handy Sets Put these sets on display. They'll sell themselves! 


5 piece Home Work- 
shop Set includes one 
each of %6", “%e", 846”, 
1%" and 1346” sizes. Imi- 
tation leather roll. Ideal 
13 piece DeLuxe Set includes for home and farm use. 
one each of the available sizes of 
Midway Auger Bits. Attractively 
packed in high grade imitation 
leather roll. Compact unit for tool 
box when rolled and tied. 


In addition to its com- 
plete line of auger bits for 
hand drills, Midway also 
manufactures bits for elec- 
tric drills. Write for M-1001. 





¢ 





Sales Office: The Arcade, Cleveland, Ohio 
Factory: Melvin, Ohio 


THE MIDWAY TOOL*CO., 
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BOOST SALES 


with improved ALUMINUM 
Wire insect screening... 


ROEBLING-ALCLAD 





YOU'VE TWO winning arguments with 
Roebling - Alclad improved aluminum 
wire screening . . . it lasts longer and 
it’s non-staining! And because it’s tops 
tor service you'll find it tops for sales and 
profit. Order Roebling-Alclad from your 
jobber . . . it comes in 100 ft. rolls, in all 
standard widths. 

The Roebling line now enables you to 
sell quality Insect Wire Screening made 
of Aluminum, Bronze and Zintex, plus a 
full range of Galvanized Hardware Cloth 
in both standard and heavy grades. 

Mail coupon today for the complete 
story on Roebling-Alclad 


FOR INSECT SCREENING... 


Today Us Reeling! 


WOVEN WIRE 
FABRICS DIVISION 


ROEBLING, NEW JERSEY 





Woven Wire Fabrics Division 
John A. Roebling’s Sons Co., Roebling, N. J. 
Gentlemen: Please send me complete data on 
Roebling-Alclad Aluminum Wire Insect 
Screening and name of my nearest jobber. 





NMG. cccccvcvsrvces COD COC CCC OFC COO ORS 
COMPU 0.00 ccccesesevcee rere 
Address..... COCC ooo E ODES OOS OC OR OS 





mas 25 3 RA Re SS OE ee: 
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WHAT'S NEW 








Rotary Disc Lawn Mowers 


Worthington Mower Co., Strouds- 
burg, Pa., is offering two rotary disc 
mowers with 18 and 20 in. cutting 





widths. Former is priced at $89.50 plus 
freight. Said to cut weeds as well as 
grass, making the mower ideal for main- 
taining both town and summer cottage 
lawns. Weighs 59 lbs., it fits into a 
car trunk when the two-piece handle is 
disassembled. A 1.5 h.p. Jacobson two 
cycle engine operates cutting unit. The 
20 in. model is used either for larger 
areas or for close trimming work. Rub- 
ber tired front wheels are interchange- 
able with a set of aluminum discs 
which permit cutting within *% in. of 
fences, trees and buildings. A two h.p. 
four cycle engine drives both cutting 
unit and traction wheels. Also offered 
are five larger rotary disc power mow- 
ers with cutting widths from 25 to 62 
in. 


Sparky Lighter 

The Swan-Russ Corp., P. O. Box. 
2242 Cleveland 9, Ohio, is offering the 
“Sparky” lighter for gasoline lanterns 
and stoves. Maker says it lights in all 
kinds of weather. Uses standard size 





flints. Said to be heat proof, wind 
proof and rain proof. Retails for $1.25. 
Said to be ideal for fishermen, farmers, 
campers, cabins, and emergency power 
failure. Packed 24 to carton, individu- 
ally boxed. Shipping weight, 3 |b 


Farm Tractor Chains 

American Chain & Cable Co., Inc., 
Bridgeport, Conn., offers Weed highway 
type farm tractor chains. Designed for 
snow plowing, hauling produce to mar- 
ket, towing farm equipment and other 
general utility purposes. Not recom. 
mended for plowing, cultivating or soft 
going in the fields. Maker says they can 
be put on easily by one man. Provide 
even traction to prevent stalling and 
safeguard axles, gears, clutch and other 
working parts, it is reported. Uniform 
spacing of cross chains is designed to 
provide continuous gripping action with 
minimum vibration. No adjusters or 
chain tighteners needed. 


’ ‘ 
Sand-E-Wade 
American Metal Specialties Corp., 
Hatboro, Pa., offers a combination sand- 
box and playpool in three models. I- 





lustrated is the “Lido” which retails for 
$12.95. Finished in green trimmed in 
canary yellow. Complete with  steel- 
framed canopy of water-repellent striped 
drill. Measures 44 by 34 in. with six in. 
valance. It is adjustable to move up, 
down and tilt. Overall height, 46 in.: 
overall width, 45 in.; overall depth, 40 
in. Packed individually in 200 |b. test 
corrugated carton, steel strapped. Deep- 
drawn steel Unibody, one-piece con- 
struction, holds water. Amsco slipjoint 
and socket design. Legs are formed 
from 16 gage steel. Wide-arc feet pre- 
vent sinking into the lawn. Rolled one 
inch bead rim, no sharp edges. Fea- 
tures hard, baked-on  Lustra-namel 
finish. Other two models are: “Riviera” 
to retail for $15.95; and “Molibau,” for 
$9.95. Units have no nails or welding. 


HARDWARE AGE, FEBRUARY 9, 1950 











Norge | 

Illustrate 
four-way a 
introduced 
hi-lo unit : 
be controll 
tures. divi 
picture wil 
with “hi-l 
switch, s€ 
“tele”-swite 


Also equi 
matic con 


chrome hi 
retails for 
is apartm 
Has four s 
tele-switch 
model has 
oven at r 
otherwise 
vided top 
retailing f 
luxe divid 
no saftee 
lo cooker 
connected 
let. Norge 
surface w 
clock for 
and applia 
has 18 ii 
full size s 
Norge fe: 
non-autom 
or warmir 
drawer is 
Has ther: 
heat regu 
drawer an 
Warner C 


Thumb 


Shelton 
adding t 
Cap” thur 
lifter. In 
Cellophan 
changed. . 
colors and 
and roset 
will cont: 
with no 
consumer. 


HARDW 











a 


of, wind 
or $1.25. 
farmers, 
‘y power 
individu- 
> Ib 


0., Ine., 
highway 
zned for 
to mar- 
id other 
recom- 
r or soft 
they can 
Provide 
ing and 
nd other 
Uniform 
gned to 
ion with 
sters ar 


Corp., 
yn sand- 


dels. I]- 





ails for 
med in 

steel- 
striped 
six in. 


ve up, 
16 in.: 
pth, 40 
lb. test 
Deep- 

con- 
ipjoint 
formed 
at pre- 
ed one 

Fea- 
-namel 
iviera” 
1,” for 
>]ding. 


1950 








Norge Electric Ranges 
Illustrated is Model No. E-7 Norge 
four-way automatic range, one of six 
introduced for 1950. Oven, deep-well, 
hi-lo unit and appliance outlet can all 
be controlled automatically. Range fea- 
tures divided-top, center oven with 
picture window door, deep-well cooker 
with “hi-low” cooker unit, “Saftee” 
switch, selector switch, seven-speed 
“tele”’-switches and “charcoil” broiler. 








lamp and auto- 
bar-type 


Also equipped with 
matic control assembly and 
chrome hardware. This 38 in. range 
retails for $299.95. Lowest price model 
is apartment type, 20 in. top unit. 
Has four surface units with seven-speed 
tele-switch controls. A 38 in. deluxe 
model has surface units at left, with 
oven at right. No oven window, but 
otherwise this model is similar to di- 
vided top model. Divided top model, 
retailing for $259.95, is similar to de- 
luxe divided top range except there is 
no saftee nor selector switch, nor hi- 
lo cooker unit. Automatic controls are 
connected to oven and appliance out- 
let. Norge provides a 38 in. range. with 
surface units at left and an electric 
clock for automatic control of oven 
and appliance outlet for $229.95, Range 
has 18 in. incandescent lamp, three 
full size service drawers, and all other 
Norge features. Model E-3, $179.95, 
non-automatic, has no lamp assembly 
or warming drawer. One large service 
drawer is under switch panel at left. 
Has thermostatically controlled oven 
heat regulator and solid panels under 
drawer and oven. Norge Division, Borg- 
Warner Corp., Detroit, Mich. 








Thumb Tack Lifter 


Shelton Tack Co., Shelton, Conn., is 
adding to each package of “Plas-T- 
Cap” thumb tacks a plastic thumb tack 
lifter. In addition the design in the 
Cellophane wrapped package has been 
changed. A different group of decorator 
colors and styles to include round heads | 
and rosettes are included. Packaging 
will contain 48 tacks and the lifter 
with no additional cost to dealer or 
consumer, | 





PLENTY OF PROFIT WITH THESE 


EASY-TO-SELL 
























TITE-ROPE CLOTHESLINE 


A stranded wire line, testing over 
330 pounds in strength, protected 
by a gleaming white plastic cover 

. . cleans with a whisk of a damp 
cloth ...no stretch, no sag, no 
rust. Packed twelve 50-foot hanks 
in a colorful display carton, usually 
several connected. 


Samson LEADERS 


SPOT SASH CORD 


Has no equal for hanging windows 

. . is indispensable for general use 
around home, farm, camp, store 
and factory. Spot Cord is made of 
extra quality, fine cotton yarn... 
braided under even tension to pro- 
duce a firm yet flexible cord... 
smoothly glazed to increase dur- 
ability and reduce stretch. 


WHALE CLOTHESLINE 


A solid braided cotton line with 
glazed finish . . . excellent quality 

. made of good cotton yarn and 
50‘; stronger than ordinary lines. 
Twelve 50-foot hanks in a carton, 
individually wrapped, connected 
in pairs. 


SMALL LINES. Solid Braided Glazed Cotton Cord in sizes from 
Nos. 314 to 5. Ideal as a general purpose cord such as mason’s line, 
garden line, shade cord, indoor clothesline, etc. 


Samson 


SAMSON CORDAGE WORKS 


Boston, 
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SENSATION 


OF THE YEAR 
ARCO-SAW" 


MAKES EVERY 
ELECTRIC DRILL 
A PORTABLE 
SAW 






*Patent 
Pending 


FAIR TRADE 
RETAIL PRICE 


ONLY $ Complete with 
4"' "‘Hycarbon"’ 
® Blade. 


(Dealer's Net—$6.63) 
“ARCO-SAW" is a rugged precision wood- 
cutting tool with right angle gear drive. (No 
clumsy direct drive with drill sideways.) Works 
like high priced portable saw. EXCLUSIVE 
SAFETY YOKE connects drill and saw. ABSO- 
LUTELY SAFE TO USE. All Parts Guaranteed. 


CHECK THESE EXCLUSIVE FEATURES: 
wm Fits any '/4,"' Electric Drill. 
wm Cuts I'f"'", 2x4 by Turning Over. 
wm CAN BE OPERATED WITH ONE HAND. 
i Precision Gear Box with all Gears Grease 
Packed and Sealed Inside. 
i Strong Lightweight Aluminum Alloy Cast- 
ings. 


anotHer ARCO 


SALES HIT! 


“HYCARBON" 
CIRCULAR SAW BLADES 


Lowest Priced Top Quality Blades on the Market 
Made of finest TEMPERED STEEL, HAND- 
FILED. Excellent for Carpenters, Industry, 
Builders. Watch your sales jump with these 
famous ARCO Blades. 





Dealer's Net Price 
$1.07 


4” Crosscut .. CT Terre er 

6” Crosscut, Rip or Combination ...... 1.33 
7” Crosscut, Rip or Combination ...... 1.67 
8” Crosscut, Rip or Combination .. . 2.00 


See enees SUPPLIED WITH '2”, %”, %” 
(Bore for Mall, Skil, Thor Saws 20¢ more.) 
ALL ARCO TOOLS ARE BACKED 


by a national advertising campaign in: 
POPULAR MECHANICS MECHANICS ILLUSTRATED 
POPULAR SCIENCE POPULAR HOMECRAFT 
THE HOME CRAFTSMAN = SCIENCE & MECHANICS 
DEALERS! Contact your Jobber today for full in- 
formation on these and other ARCO Sales Hits, or 
write direct for our new catalog sheets. 





ARROW METAL PRODUCTS CO. 


DEPT.HA,140 WEST BROADWAY 
NEW YORK 13, NEW YORK 
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BWHAT’S NEW 








W oodmaster Self-Seller Unit 


The Woodmaster Corp., 135 Orange 
Ave., West Haven, Conn., is offering 
the dealers a promotional display for 
its products. Was designed for the com- 





bination wood-working machine, a com- 
bination of seven power tools in one 
unit. Unit comes with a 36 by 21 in. 
table and a backboard, designed so it 
shows the complete use of the seven 
units, thereby saving the dealer time 
and space needed in selling to the con- 
sumer. Finished in natural lacquer. 


Fridigaire 30 Ranges 
Frigidaire Div., General Motors Corp., 
Dayton 1, Ohio, offers two electric 
range models, porcelain finished inside 
and out 30 in. wide. The “giant” oven 
will bake six pies or 10 loaves of bread 
at one time. Thickly insulated on all 
six sides, the one-piece oven extends 
completely across the range and_ is 
equipped with sliding shelves adjust- 
able to five positions with automatic 
stops; counterbalanced shelf type door 
and a speedy waist-high broiler re- 
cessed in top. Models feature four 
standard size five speed Radiantube 
cooking units, three six inch and one 
eight inch in diameter. Units swing 
up and porcelain drip trays lift out 
for easy cleaning. One of the models, 
RM-35, features a Cook-Master oven 
clock control which combines in one 
unit, controls for automatic oven cook- 
ing, cooking top lamp and_ kitchen 
clock. Range is equipped with full 
width utensil drawer, below big oven. 
Said to pull out easily on triple Nylon 
rollers. Front of range is slanted and 
there is a high back panel to protect 
the kitchen wall. Flowing top is of 
one-piece design. White porcelain and 
chromium trim adds to appearance. 
Also available is a line of 40 in. elec- 
tric ranges. Two deluxe models in- 
clude one featuring two ovens, RM-75 
and the other RM-65, equipped with 
single oven and warming drawer. Both 


include ultra-modern styling, high back 
panels and include Thermizer Deep. 
Well cookers, Radiantube units, ful] 
width fluorescent lamps, “6-60” time 
signal and large ovens. Also two 40 in. 
economy models, RM-27 and RM-17 
plus two 24 in. ranges. 


Winchester Gun 
Salesman's Hand Book 


Winchester Repeating Arms Co.. di- 
vision of Olin Industries, Inc., East 
Alton, Il., is distributing “Winchester 
Gun Salesman’s Hand Book.” Book 
consists of 80 pages 8% by 11 in. in 
size. Contains section dealing in detail 
with working mechanisms of all bolt, 
lever, self-loading and _ slide-action 
Winchester firearms. Also hundreds of 
original illustrations and_ brief, con- 
cisely written works which give a de- 
tailed explanation of the uses of every 
type and caliber of gage of Winchester 
firearms and for what kinds of wild 
animals and game birds each is useful 
in taking. Also covers ammunition as 
well as sights and scopes. Book is di- 
vided into nine sections: wild fowl, 
guns and loads, big game, guns and 
loads; gun games, guns and _ loads, 
shotgun actions, shotgun data, rifle ac- 
tions and rifle data. A total of 15 dif- 
ferent artists, many specialists on 
human figures, or big game or game 
birds, contributed their skill to the 
book. Said to be highly readable as 
well as informative. 


Plastic Stair Treads 


Industrial Synthetics Corp., 225 N. 
Ave., Garwood, N. J., offers slip proof 
Supplex plastic stair treads in six shades 
of blue, brown, red, green, gun metal 
and black. Shallow ribs provide a slip 
proof surface even when wet, it is 
claimed. Said to retain the sleek finish 
even after repeated cleanings. Reported 
to be impervious to grease and water 





Few tacks hold them in place. Nosing 
fits edge to each step snugly so heels 
or toes will not catch in tread. Avail- 
ble in 18, 24, 36 and 72 in. lengths 
Retails for 50 cents per running !t 
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Gold Seal Floor Wax 
Gold Seal Co., Bismarck, N. D., is 


introducing nationally its self-polishing 
floor wax. Maker says this floor wax 
contains pure Carnauba wax from 





Brazil and has been tested for anti-slip 
qualities by the Underwriters’ Labora- 
tories. Packed in a red container, it is 
sold at 59 cents a pt., 98 cents per qt., 
$1.75 a half gal. and $2.95 a gal. fair 
traded. 


Hassock Type Floor Fan 


The Westinghouse Electric Corp., 300 
Fourth Ave., Box 1017, Pittsburgh 30. 
Pa., has introduced a 10 in. hassock- 
type floor fan which can circulate 1700 
cu. ft. of air per minute, without creat- 
ing a draft, says maker. Four curved 
rings, air-injector, which constitute the 
lower part of the fan, help form the 
high air delivery. Three deep-pitched 
Micarta plastic blades move air up 
through the fan to a deflecting cone 
which sends it out through a three inch 
grilled area around the top. Said to 
move air uniformly in all directions. 
without draft. Called “Debonaire,” it is 
finished in maroon and chrome. Stands 
13 in. high and weighs 15 lbs. Retails 
for $29.95. 


Silver Bow-Arrow Set 
Pla-Craft Co., Rochester, Minn., of- 
fers a silver bow-arrow set. Features 
round smooth swivel-nob ends on bow, 
rubber suction cups cemented on, 


arrows are said to be shatter-proof. 
Made of aluminum-alloy; bow comes 
in three parts, center grip, and two 





ends: three-feathered arrows, red with 
black band, 18 in. long. Has 44 in. 
heavy braided bew string; 18 in. square 
Kromkote red target. Package color, 
orange and black, weight 9 oz., shipped 
12 per carton, carton shipping weight, 
7% |b. Retails for $1.98. 


Washer Sales Board 


A heavy cardboard display, loaded 
with packages of washers in various 
sizes for household use, is the “Washer 
Sales Board, No. 60.” This unit tells 
the complete sales story, and in- 
vites consumers to purchase washers. 
Printed in two colors on yellow 
stock. Contains 40 transparent poly- 
ethelene envelopes, packed with wash- 
ers in 3/16 in., % in., 5/16 in., 4 
14 in., and 20 envelopes with washers 


Don't Forget WASHE 


“a the RAMDY-PACK!I 
Si7ES TO MEET MOST EVERY NEEO 


Ss In., 





of assorted sizes. Made for either stand- 
ing or hanging. Wrought Washer Mfg. 
Co., Milwaukee, Wis. 


‘Port-a-Fold' Seat Displays 


Scott Port-a-Fold Seat Co., Suite 307 
Scott Bldg.. Archbold, Ohio, is offering 
with each lot of six seats a display card 
that can be attached to any of the seats 





on display. In same cover with card is 
included a supply of descriptive litera- 
ture for handout or mailing. Consumers 
attention is directed to the hardwood 
frame, plated metal parts, Duran up- 
holstery, adaptability to seat boards of 
various thicknesses and convenience of 
compact folding for carrying or storage. 
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With 
f the Amazing 

|’ New Automatic 
_\ Clutch Control 


New! Outstanding! Building your 
pestis to new heights—for HOMKO ae 


as all those features your customers 
have been clamoring foe Automatic H ko 
operation—no gadget or lever to use! 
Walking speeds are easily regulated TRULY A 
by engine acceleration. Massive rub- QUALITY 
ber ured wheels with a choice of PRODUCT 
standard, or over-size tires for high 
cut of grass. Easy storage. Write 
today and learn how you can profit 


with HOMKO Lawn Equipment! CHOICE OF 
Built-in Recoil Starter available  gpiggs oR 
at slight additional cost. 
18” to retail under $90 CLINTON 
ENGINE 


20” to retail under $100 
24” to retail under $150 


WESTERN TOOL & STAMPING CO. 


2725 SECOND AVENUE, DES MOINES 13, IOWA 











For 


BUILDERS’ 
HARDWARE 


at its best 







LOOK FOR THESE 
SALES FEATURES 


* Smart, modern designs. 

* Wear-resistant basic materials. 

* Care and precision in manufacture. 
* Smooth, friction-free actions. 

* Attractive, protective finishes. 

* Efficient labeling and packaging. 


All these features create sales for 





ALOT UL 


NATIONAL MANUFACTURING 
COMPANY 


STERLING « ILLINOIS 
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A New, Fast Selling Item 


VLCHER 


PUNCHES AND 
CHISELS 


* Punches and chisels forged \ Be. 4 


from square bars of high car- © 
bon tool steel. Precision ground, 
edged, and heat-treated. 
Chrome plated. All 12 numbers 
corefully selected — should 
satisfy 90% of the demands — 
4 of each, a total of 48 pieces. 


The bright, red plastic display 
stand saves space—gets atten- 
tion and sells more. Price card 
is furnished which indicates the 
number, size and suggested re- 
tail price of each item. An ad- 
ditional card is supplied with 
prices omitted for the dealer 
who prefers to mark his own 
prices. 


These attractive punches and 
chisels, displayed in the hand- 
some colorful stand, sell on 
sight. One of our rnost popular 
items. Ask for descriptive liter- 
ature and prices. 


THE VLCHEK TOOL CO. 


3001 EAST 87th STREET 
CLEVELAND 4, OHIO 

















WHAT'S NEW 








Sheffield 'Quik-Spray' 


Sheffield Bronze Paint Corp., 17814 
Waterloo Rd., Cleveland, Ohio, offers 


a line of enamels in spray cans which 


2 . 
46! 
rey 





spray an even mist of enamel when can 
is held in any position beyond hori- 
zontal. Maker says the unit stands up- 
right on dealer’s shelves, will not de- 
teriorate in the can and requires no 
special handling. Rubber-like spray 
nozzle is easy to clean and cannot be- 
come clogged as user can remove red 
rubber end, knead it by rolling between 
fingers and replase it in its normal 
position. Said to be a high quality in- 
terior or exterior enamel in eight colors, 
including aluminum, that retails for 
$1.79 and white, royal blue, bright 
green, lemon yellow, chinese red, black 
and gold leaf which retail for $1.89. 
Packed 12 ozs. to can, 12 cans to car- 
ton. To introduce item, a package has 
been prepared of three cans of each 
color, 24 in all. ‘Aids include a three 
color counter card and window stream- 
ers as well as newspaper mats. 


‘Chief’ Pipe Threader 


The Quijada Tool Co., Inc., Warwick 
and Alhambra Aves., Los Angeles Cal., 
is offering the “Quijada Chief,” an im- 
proved % to 2 in. portable pipe and 
bolt threader. Features include four 
jaws, front, that automatically grip pipe 
and four jaws rear that automaticlly 








center the pipe to eliminate whipping 
even on smaller sizes. Chucks operated 
automatically when improved push-pull 
switch is actuated. Cutting oil trans- 
mitted from oil pump through tele- 
scoping oil lines, directly onto cutting 
surfaces. “Chief” utilizes a die head for 
each size of pipe. Improved reamer at- 
tached to each head and reams while 
threading. When proper length of 
thread is cut, bell rings. Tools is 
larger and sturdier than its predecessor 
model 3-A but weighs 160 lbs. 





Jacobus’ Paint Brushes 


A catalog has been printed by A. G. 
Jacobus’ Sons, Inc., Vernona, N. J., in 
four colors to show the color design 
of brushes for consumer appeal as 
well as showing natural hardwood 
brushes for professional painters. 

Maker claims all brushes tested in 
production for balance, wear and paint 
carrying ability. Includes new models 
added to line of master mechanic 
brushes. One section is devoted to 
nylon paint brushes. Catalog is file 
size. 


TV, Radio, Phono Combine 


Motorola, Inc., 4545 W. Augusta 
Blvd., Chicago, IIl., offers a television, 
radio, phonograph combination in ma- 


a 


hogany at $399.95 with 16 in. screen 
The rectangular tube has enabled de 
signers to make an extremely compact 
instrument devoid of bulkiness. Classic 
lines permit the set to fit suitably into 
a room of modern or traditional design 
Three speed record changer. Tone arm 
of changer, says maker, cannot be dam 
aged by being moved or held while in 
cycle. Two controls, built-in antenna 
and simple tuning make set easy to 
operate. Radio receives either FM or 
AM programs. Set is also available 
in limed oak at $419.95. 
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Self-Closing Drum Faucet 
Marquart Mfg. Co., Oakland, Cal., is 


making “Sette” self closing faucet for 
steel drums or barrels which hold oil, 





gasoline, kerosene, alcohol, lacquers, 
thinners, solvents of all kinds. Faucet 
has a metal to metal seat. Has *%4 in. 
iron pipe thread, retails for $1.30. 
Packed 12 per carton, shipping weight 
7% I|bs. Automatically self-closing; 
push lever control, will not tilt barrel 
even if empty, can be locked securely 
in open or closed position; not affected 
by heat or cold. 


Archer Contact Labels 


W. C. Heller Co., Montpelier, Ohio, 
is offering Archer contact labels which 
are available in many sizes. May be 
used for brand labeling, namel labeling, 
identification, diagrams, warnings, and 
instructions. They may be printed in 
one or more colors on plain or metallic 
papers. Special shapes are available, 
and a label dispenser which labels from 
a four inch wide roll of backing. Maker 
claims they will stick without moisten- 
ing, holds tightly and peels off without 
scraping. 


Baby Carriage Line 

The O. W. Siebert Co., Gardner, 
Mass., offers its 1950 line of baby car- 
riages, strollers and accessories. Illus- 
trated is the station wagon, model 9514 
which is available in dark blue and 
gray, military blue and gray, turquoise 
and gray, or two tones of gray, alumi- 
num painted gear and wheels. Seat size, 
14 by 16% in. Quilt stitch on body and 
dasher sides. Bound edges, padded seat. 
Curved padded wooden arms trimmed 
with piping. Dasher outside covered 
with rubber cloth. Reclining four posi- 





tion ratchet back with full depth wings. 
Full 36 in. sleeping position. Hood is 
four bow with vizor. It is large and 
wind-proof with roll-away feature, 
chrome hood joints, hook knobs and 
sliding hood fixtures. Full-loop springs, 
double braced. Large folding chrome 
pusher. Double action two wheel brakes. 
Wheels, 10 in., 24 spoke, wire wheels 
with one inch gray rubber tires. Packed 
one to carton, wheels attached, ship- 
ping weight 43 lbs. 





Glass, Steel Rods 


Orchard Industries, Inc., Detroit, 
Mich., has expanded both its glass and 
steel lines with two low-priced rods. 
“Actionglas” rod is to retail for $9.95, 
and features the GlasWeld tip construc- 
tion used in higher priced models. Rods 
have a tinted translucent blade and 
will be produced in overall lengths 
of 3 ft. 7 in., 4 ft. 7 in., 5 ft. 1 in., and 
5 ft. 7 in. Illustrated is the Actionrod 


series ARL. Models are available in 
lengths of 3 ft. 6 in., 4 ft., and 4 ft. 
6 in., with the Actionrod cork grip 
on an enameled metal handle. Priced 
at $5. 


Manufacturers’ 


New Products Guidebook 


Manufacturers looking for new prod- 
ucts to round out their lines and keep 
their employees and machinery work- 
ing full time will be helped in their 
search for likely ideas by a U. S. De- 
partment of Commerce publication, “De- 
veloping and Selling New Products.” 

Based on first-hand information sup- 
plied by 100 business firms which have 
successfully developed and sold many 
new products, the booklet describes 
methods of locating new product ideas; 
selection of a product and its prepa- 
tion for the market, including design- 
ing, naming and packaging; and the 
planning of marketing programs. 

The publication provides a checklist 
of major sources of new product ideas, 
suggestions for undertaking surveys, 
plans for organizing a company for the 
new product task, a list of design 
essentials, examples of how to test a 
product, a guide for naming a new 
product, and an outline of steps in a 
marketing program. 

The term “new product,” as used in 
the Commerce Department publication, 
covers: (1) products entirely new and 
not previously manufactured; (2) prod- 
ucts new to a manufacturer or an in- 
dustry; and (3) redesigned products. 
Both consumer and industrial products 
are discussed. 

Copies may be obtained for 25 cents 
each from the Superintendent of Docu- 
ments, U. S. Government Printing Of- 
fice, Washington 25, D. C., or from 
any field office of the Department of 
Commerce. 
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These attractive counter dis- 
plays, put to work in your store, 
will remind your customers 
that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 
are identical so you can use it 
on counter, shelf or island. It 
sells from any angle. 


Now Display Packed, at no 
extra charge, for More Sales! 
Get them from your jobber — 
there’s a display with High 
Speed Molybdenum Blades 
and one with Standard Tung- 
sten Blades. 


G. W. GRIFFIN CO. 


Franklin, New Hampshire 





General Sales Agent 
John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 











WHAT'S NEW 








Circular Saw Blades 
The Blade Mfg. Co., 909 W. Third 


Ave., Columbus, Ohio, is introducing a 
line of circular saw blades designed for 





all types of home workshop equipment. 
Line carries the brand name, “Edgehill.” 
Blade guarantees quality workmanship 
and material in the full line of 6, 7, 
8, and 10 in. chrome nickel steel, flat 
and hollow ground blades which are 
furnished in rip, cut-off and combina- 
tion style. Blades are said to be pre- 
cision ground and polished, uniformly 
set and filed, balanced and tensioned 
and heat treated. 


‘Klip-Jar' Bracket 

Ideas, Inc., 30 Minor Cross, Strat- 
ford, Conn., is offering a bracket that 
utilizes empty strained baby food jars 
as visible storage containers for the 
quick dispensing of commonly used 
parts. Said to eliminate sticking and 
cross threading of screw-cap jars now 
used for same purpose. Bracket can be 
removed or replaced in single motion, 
making it ideal for assembly purposes. 
Bracket locks jars in position, prevent- 
ing dislodgment from vibration or 
shock. Offered in plated steel in four 
and six jar size to retail for about 25 
cents, and chrome plated brass brackets 
for boats and high humidity areas, will 
retail for about 70 cents. 


Automatic Door Bottom 


“Nu-Gard” improved automatic door 
bottom is offered by the Macklanburg- 
Duncan Co., Oklahoma City 1, Okla. 
Formerly inner working parts were con- 
structed of hard woods, but not this 
unit; it is constructed of durable Ala- 





crome metal, said to be resistant to 
rust and tarnish. Maker says its action 
permits the felt bottom to make firm 
contact with the floor when door is 
closed and the felt bottom to raise over 
rugs, carpets, etc., when door is opened. 
Available in 32, 36, 42, and 48 in. 
lengths. Constructed so it may be used 
on right or left doors. If door is not 
standard size, it may be shortened two 
in. Installation is easy by following 
illustrated directions enclosed in car- 
ton. 


Revolving Display Rack 

Ideal Display Fixtures, Inc., 1330 
West Fort St., Detroit 26, Mich., offers 
a revolving display rack for showing 
felt base rugs. This all steel display 
rack permits dealers to merchandise the 
floor coverings quickly within a 42 in. 
diameter area. Rack is said to revolve 








easily aftd permits customer inspec- 
tion of a variety of patterns at a glance. 
Available in either an eight roll or 12 
roll model. 


Live Center for 
Centerless Shafts 


South Bend Lathe Works, South 
Bend 22, Ind., has designed a female 
live center for supporting centerless 
shafts. The 60 deg. cup receives the 
shaft end. Two sizes are available, one 
with No. 3 Morse taper shank and maxi- 
mum work capacity of one in., and the 
other with a No. 2 Morse taper shank 
and “4 in. work capacity. Both sizes 
will take work diameters down to 5/16 
in. Center shaft extends through the 
taper shank and is supported rigidly at 
both ends. Specially designed precision 
ballbearings carries both the radial and 
thrust loads of the work and a plain 
pilot bearing eliminates center shaft 
whip. 


Youngstown Wall Cabinet 


Youngstown Kitchen Division, Mul- 
lins Mfg. Corp., Warren, Ohio, is intro- 
ducing a wall cabinet, 42 in. wide and 
18 in. high. Matches other wall cabi- 
nets, is 13 in. deep and finished in 
baked white enamel. Unit is particu- 
larly designed for use over a range or 
refrigerator in place of a combination of 
two or more smaller cabinets. Sound 
deadened doors, 18 in. wide, separated 
by six in. mullion. Torpedo catches hold 





door firmly closed and rubber bumpers 
prevent metal from striking metal, 
Shelves extending full width are rigidly 
welded in place. Chrome door pull is 
attached. 


Lake City Adds Rods to Line 


Offer of a line of Tonkin bamboo 
and chrome-silicon steel reds for fresh 
and salt water fishing is made by 
Lake City Tackle Products Co., 10408 
Superior Ave., Cleveland, Ohio. Bam- 
boo rods feature one piece split con- 
struction. Finish is brown tone flame 
with multiple coats of marine varnish. 
Steel rods are oil tempered, chrome 
silicon with infra-red baked Duco fin- 
ish. A group of spinning and utility 
handles for glass, bamboo and _ steel 
rods has been added also. Chuck type 
rod lock and low price are features. 
Counter displays and catalog pages are 
available to dealers. 


Carton for 
Industrial Adhesive 


Miracle Adhesives Corp., 214 E. 53rd 
St., New York City, is marketing its 
“Black Magic” industrial adhesive in 
consumer units, a colorful carton pro 
duced by William W. Fitzhugh, Inc 
Front panel reproduces the tube, while 
other panels present the specialized 
uses of the product. 
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D.P. HARRIS HDW. & MFG. COMPANY. INc. 
Rollfast Building, 99 Chambers Street, New York 7, N. Y. 
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The 
MAGOR 


MASTER— 


for 

hardest use 
fastest 

sales 





Top-scorer in sales ability — the Magor 
MASTER Brand Shovel! It’s tough... 
balanced . normalized to prevent 
edge-splitting. Part of Magor’s SIM- 
PLIFIED, comprehensive line that takes 
the tangle out of inventories. Stock 
Magor brand shovels, scoops, and spades 
—they’re all best-sellers. Illustrated 
catalog list gives full information. 


MAGOR 
CAR CORPORATION 
FAST SHOVEL DIVISION 


SELLING 
MAGOR 50 CHURCH ST., NEW YORK 7,N.Y. 


BRANDS 











DIGWELL + ARROW 
elo] Gem e ie] ai 


MASTER + POWER 


BULL'S EYE 
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WHAT'S NEW 








Hacksaw Blade Counter, 
Island Displays 
The G. W. Griffin Co., Franklin, 


N. H., is introducing two hacksaw blade 
counter and island displays. Front and 
back are identical, making display us- 
able in any type of space. Displays 
are printed in orange and black for 
standard Tungsten steel blades. Dis- 
plays contain following assortments: 
No. 1, 50 high speed Molybdenum steel 
blades as follows: 15—10 in., 18T; 10 
—10 in., 24T; 15—12 in., 18T; 10—12 
in., 24T. No. 2 illustrated, 100 stand- 
ard Tungsten steel blades: 30—10 in., 


Sms 


STANDARD TUNGSTES 





18T; 10—10 in., 32T; 30—10 in., 24T; 
20—12 in., 18T; and 10—12 in., 24T. 
John H. Graham & Co., 105 Duane 
St., New York City 8, are exclusive 
sales agents. 


Hydro-Pneumatic Pressure 
System Equipment Selection 


Peerless Pump Division, Food Ma- 
chinery & Chemical Corp., 301 W. 
Avenue 26, Los Angeles 31, Cal., offers 
a 30-page bulletin which gives an ex- 
planation of how to select the proper 
equipment for hydro-pneumatic _pres- 
sure systems, a detailed and a _ thor- 
ough summary of the interrelationship 
required of the components for such 
systems. Text is divided into four 
main chapters. General description de- 
fines the purpose and sets forth the 
design considerations of shallow well 
and deep well systems as well as 
booster type, cushion tank type and 
combination type systems. Determina- 
tions chapter deals with determination 
of pump capacities, water require- 
ments, water consumption, pump pres- 
sures, tank working pressures and 


water levels and tank capacities and 
sizes. Third unit deals in detail with 
hydro-pneumatic system components, 
and is fully illustrated. Last section 
is devoted to pressure system auxiliary 
equipment. 


' ' 

Sandanser 

Flexible rubber sander and polisher, 
“Sandanser” will work wood, metal, 
plaster and other materials. Construc 





tion is such that heel rest, handle at 
back and finger pocket direct all energy 
to block and protect fingers against cuts 
and bruises, it is said. Flexible rubber 
block is thin enough to permit feel of 
work maker claims. “Sandanser”™ 
packed in kit with lambs wool bonnet 
for polishing, felt pads for use with 
pumice stone or rough polishing, small 
bag of pumice stone and six sheets of 
various gage abrasive paper. Said to 
use 1/3 of a standard size sheet of 
such paper. Roline Inc., 1128 East 
134th St., Cleveland 10, Ohio. 


Lock Nut Counter Cards 


Stover Lock Nut & Machinery Corp., 
Easton, Pa., is offering counter cards to 
sell self-locking nuts for home repair 
work. Cards, like one shown, are 5'2 
in. square and contain assorted sizes 
of self-locking nuts. Others containing 
packs of a single size nut, such as 4 
or ™% in. are available for use where 
local merchandising policy indicates 
uses of one nut size to card. Cards 
with self-locking nuts attached in plio- 
film bags are packed a gross to the case. 
Case can be made up of cards with 
single sizes of nuts, assorted sizes or 
combination of cards with single size 
nuts and assorted nuts. 


STOVER 
SELF-LOCKING NUTS 
"That Wout Shake Loocael™ 
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1950 Little Bear Tractor 


The Bettendorf Co., lowa, is offering 
the 1950 “Little Bear Tractor.” Built 
for heavier work, it is equipped 
with 2 h.p. unit with sufficient power 
for all garden attachmenis. Refine- 
ments in this model include according 
io maker two forward speeds with full 
throttle control for all ranges, 12 in. 
handle bar adjustment from 31 to 43 
in. ground to grips; 
for greater traction, no grease gun need- 
ed, solid mounted engine, heavy duty 
welded steel chassis, simple dependable 
front and reach hitch, easy pull back 
and maneuverability and adjustable 


designed weight 





wheels for between row or straddle 
crop operation. New features of °50 
exclusive include: six precision ball 
bearings for pinions, gears and axle, 
two-piece, 34 in. cast iron housing, 
four extra heavy duty machine cut 
gears, 80 to one gear reduction in 
housing, gears and bearings sealed in 
oil, three automotive type oil seals. 
\ttachments include: 30 in. sickle bar, 
24 in. power lawn mower, 7 in. plow 
and 10 in. coulter, dise and spike har- 
rows, front and rear cultivators, bull 
dezer, snow plow and packaged attach- 
ments, 


Marsh Felt-Point Pens 


Varsh Stencil Machine Co., Belle- 
ville, UL, is offering a line of felt- 
pointed pens and instant drying indel- 
ible inks. 


used to mark and draw on any surface, 


Maker says pens can be 


including cellophane, wax, glass, and 
metal, 


Maker says the pens and ink 





combine all the features of crayons, 
chalk, paint sticks, china pencils, pen- 
cils and marking pens. 





Salt, Fresh Water Reel 


The Langley Cerp., 660 Second Ave., 
San Diego, Cal., has added the “White- 
cap” combo reel to the line of Langley 
reels with the Anti-Insertion spool said 
to eliminate casting drag and_ back 


lash. Star drag, level wind Combo reel 
features streamlined tear-drop de- 
sign with anodized aluminum spool and 
s salt water corrosion resistant. Crank 


is non-reversing and can be thrown on 
or off by thumb lever on head cap. Re- 
tails for $13. 


Roast Holder 


Charles D. Briddell, Inc., Cristield. 
Md., has added a roast holder to the 
Carvel Hall line. This carving aid 
doubles as a serving fork and provides 
a firm anchor while carving roast or 
fowl. Die-cast in one piece from spe- 





stainless 


aluminum with 


cial alloy 
steel gripper studs inset. 


Dick Borden Film on Selling 


The Dartnell Corp., 4660 Ravenswood 
Ave., Chicago 40, IIL, is offering a 
series of films demonstrating the ag- 
gressive techniques of salesmanship 
needed today if the American salesman 
is going to sell effectively against in- 
creasing competition, featuring Dick 
Borden. Film one “How to close 
without tricks or trying to trap your 
prospect as amateurs do;” film two, 
“How to Make your sales points pene- 
trate into the prospect's mind so he 
will remember them;” film three, “How 
to overcome objections without getting 
the prospect mad or making him lose 
face;” film four, “How to outsell com- 
petition without cutting the price or 
knocking your competitor;” film five, 
“How to be a good public speaker, sit- 
ting down. Mumbling and poor pos- 
ture lose orders;” and film six, “How to 
make your customers like you, trust you 
and stick to you.” 
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Thread pipe 
BY POWER! 


You waste money when you waste time 
threading pipe by hand! You SAVE 
money when you thread pipe with the 
Oster No. 422 POWER VISE STAND. 


You can convert your hand die-stocks, 
cutters, and reamers to POWER with 
this portable machine. 

Standard range of the machine is '/" 
to 2" pipe. Extended range with special, 
universal drive shaft is 2!'/2" to 8" pipe. 
WHY WAIT? Use the form below to 
get your copy of FREE catalog. 


FILL OUT, CUT OUT, MAIL TODAY 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND, OHIO 






O. K. Oster! 1 want your catalog “LIST 
NO. 22-A"’ as soon as possible. | 
| CSR ER ee 
ices enicieicaiariesiniinmicesvecs scmvineeie | 
chaieshndiaoamaigitainiin | 

| 

pinikshtaaescriabaabeumeivomenduenolantontie | 
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Flashlight Bulb Merchandiser 


> General Electric, Nela Park, Cleve- 
land 12, Ohio, offers a flashlight bulb 
merchandiser, containing 100 bulbs of 


eight selected types. Known as “F-8-C,” 





the compact cardboard container is 





about 7 in. square and one inch and 
a half thick. Designed to serve as an 


‘ . ‘ ° os 9” » =e a i = P ? 
Kitch-N-Kamp Griddle ess 62” surface finish is said to allow isnt rchandising display piece 
cooked food to be removed easily. Wire : gi a rhipaisaiaeabeii " os 
» i a ee , on s dicalew"s —_ as a com- 
H& Ss Metal Polishing, Inc., Cleve- tandiads tec ctllee: os. Detachalile on the deale1 counter and as a com 
land, Ohio, is offering the “Kitch-N- fingertip handle. Griddle weighs 2% pact storage cabinet on his shelf. The 
Kamp” griddle for the home, camping SS a ae Ree 100 bulbs, mounted in 10 rows on an 
I I lbs. Each is individually carton-packed, : 
12 to one carton. Maker says one inner tray may be displayed openly by 
minute of preheating is sufficient to } 


make the griddle operate with maxi- 





mum efficiency. 


Lawn, House Numbers 








































Full-View, 1625 Ohio St., Quincy, IIl., , 
is making three dimensional cast alum- You’ 
, yu’ve g 
inum lawn and house numbers. Maker ae oa 
says they will not rust, automotive fin- or : 
ish. Placque model, dark green plac- Famous L 
que, seven by 16 in., white 3. in. —— 
by 5 in. third dimensional numbers. They will 
Available for three and four numbers gives ther 
only. May be attached to house. Said Famous 
to be clearly visible at distance. Stand- easy to S€ 
ard model, dark green standards, white the price 
3 in. by 5 in. numbers. Available for full i 
rr : ee ' : or full i 
and picnicking. Retails for $2.95 and in one. two. three and four numbers. pulling out the tray and standing the 
is constructed of solid cast aluminum. All parts cast aluminum, interchange- merchandiser up by means of its easel. 
Cooking area, which covers two burn- able and stocked items. Both the lawn Outer container is printed in blue and All stee 
ers is 10% by 16 in. Rib reinforced and the house numbers are easily as- yellow with the words “Flashlight rubber 
back, said to prevent warpage. ‘‘Proc- sembled. Bulbs” in black pe 
od seiec tec 
Chip-pr 
all steel 
top, ma 
€ POWER & HAND _ 
12” x 4§ 
LAWN MOWERS - 
Model 76A Power King is a thoroughly dependable 
ities atta product resulting from nearly 70 years of specialized Hou 
E lawn mower manufacturing experience. You can offer 
tS Se np i this quality power job to your customers with ab- Every ho 
- , sturdy and dur- | : 3 
able, Smooth running, prompt solute confidence. j ecm 
acting, easy to propel, An ex- Completely modern design, precision built. ‘ ii LAWN these saf 
clusive Buckeye feature, the Many desirable features:—Aluminum alloy ‘ A’ step sto¢ 
double pawl clutch, gives quick castings. Tubular steel handles. Attractive MOWERS Famous I 
pick-up to the reel, baked enamel finish. 5-blade ball bearing :, SINCE : 
reel with take-up for wear. 20” cut, ad- 5 - . . 1880 you three 
justable for height. Positive clutch. Highly 7 fast move: 
Teheter test handle, reliable power unit, Rugged tires. they’re 
stands vertical for easy j constructe 
storage. Rubber grips. LIGHT in price 
10” wheels, Tires ively fini 
semi-pneumatic, 5- STRONG ee ee 
blade ball bearing MODERN clear vart 
reel, 16” cut. ° 
Rubber roller. Am 
Weight 29 Ibs. a oe 
87 LBS. 7; 
Information | pe 
MODEL 76A POWER KING on request i yo 














MANUFACTURING COMPANY , GO! 
oad SPRINGFIELD, OHIO i De, 
aw 


Leaders i 


POWER & HAND LAWN MOWERS 
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and build a profitable 
volume for you / 


You’ve got the right line for consistent, 
profitable sales . . . when you've got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
ironing tables are lightweight, 
easy to set up, easy to put away. . . and 
the price makes them easy to sell. Write 
for full information on the Famous line. 


Famous 


THE HOOSIER 


All steel aluminum painted understructure, 
rubber tipped legs to prevent scratching, 
automatic lock, 15”x 54” top of clear 
selected lumber. 


THE GOSHEN 


Chip-proof red enameled hardwood legs 
all steel braced, balanced weight, full size 
top, make this a fast best seller. 


THE ACME 
Tops in a low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 


easy-to-operate stay-put lock. 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes . . . 
fast movers because 
they’re soundly 





constructed yet low 
Attrac- 
tively finished in brilliant red enamel and 
clear varnish. 24”, 27” and 36” heights. 


in price. 


Also manufacturers of ladders for every job! 







Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 


Dept. I Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 
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Display for Ventilator 


Safeguard Corp., Lansdale, Pa., is of- 
fering the “Air-In” ventilator which 
has scientifically designed baffles that 


dIR-IN WINDOW VENTILATOR 


LETS IM KEEPS OUT ron cee 














are said to admit clean fresh air, while 


keeping out drafts and snow and 
screens out year-round rain, insects and 
| dirt. Unit made of aluminum and Vim- 
lite, a Celanese plastic glazing, selected 
because it is said to be non-tarnishing, 
admits light and is easily cleaned. 
Illustrated mounted in a counter point 
of sale display which demonstrates how 


Available for 


the ventilator works. 
about $1.98 to $3.98. 


Portable Power Saw 


Harry Ferguson, Inc., Detroit, Mich., 
offers a portable power saw which is 
readily mounted or removed from trac- 
tor by three-point attachment. When 
saw is in raised position, belt slips 
over drive pulley and saw is ready for 
use when frame is lowered to ground. 
Has 30-in. blade said to cut toughest 
woods without sticking. 


‘Moth-King' 
Moth-King Corp., 
Detroit 23, Mich., 


electric moth destroyer, said to volatil- 
controlled 


14512 Rd., 


is introducing an 


Burt 


ize paradichlorobenzine at 
temperatures and puts a saturated at- 
mosphere of the vapor into a sealed 
closet, penetrating into floor cracks and 
into each part of the garments hung 
inside. Vapor is claimed to kill insects 
in every stage of their life cycles. Moth- 
King heats up slowly and shuts itself 
off automatically when the proper satu- 
ration has been developed and distrib- 
uted through the closet and its contents. 
Unit is about 4 in. high, 4 in. wide at 
Operates on 
Retails 


crystals. 


base and weighs 18 oz. 
110-115 volt AC-DC current. 
for $3.98 with two cakes of 
Carton of six cakes for refills, 79 cents. 


1% 
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Here’s why this 
low cost screening 
sells fast! 


SUA ALib LAD 




















KAISER ALUMINUM Shade Screening is a 
completely new type of shading device 
... with a new type of sales appeal! 


IT KEEPS hottest rooms as much as 15 
cooler —because thin louvers, set at 
an angle against the sun, block out hot 
rays without blocking the view! 


IT IS PRECISION MADE from tough, high 
grade aluminum—which means it 
can’t rust or stain, never needs paint. 


IT KEEPS OUT insects. 


IT’S LOW IN COST—easily installed by 
consumer. 


Kaiser Aluminum Shade Screening 
is now available, already framed (reg- 
ular or tension frames) from sash and 
screen manufacturers and in 50-foot 
rolls from jobbers. Priced to move fast 
and give you a big profit margin. 
(Jobbers: A few profitable jobber 
territories are still open. Contact us 
immediately.) 


Write today for free AIA file and 
name of nearest manufacturer or job- 
ber. Kaiser Aluminum Shade Screen- 
ing is produced by Kaiser Aluminum 
& Chemical Corp. 





SHADE SCREENING 


Sold by 


Kaiser Aluminum & Chemical Sales, Inc. 
Kaiser Building, Oakland 12, California 
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@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 






1a fe) 
STEPS TO 
SMOOTHER 
PROFITS! 





DISPLAYS 


A‘) WAYS TO. PROFITSIay 
& ALL-INCLUSIVE ‘Si 











Divergent corrugations, saw style, drive across 

or with grain. Available in tempered cold rolled 

steel, galvanized and solid brass. 

DEPTH: %”, %”. %”, %”, %”, %”, 

CORRUGATIONS: 2, 3, 4, S, 6, Fe etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car. 
tons of 500 or 1000. 


Most Popular Wood Joiner-- 














TRS 
es I 
— For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 
RAD 


v tr Df 
at gy 


Cc \ 





*REG. U. S. PAT. SFF. 











Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 
232 Third St., Brooklyn 15, N.Y. 
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The Public Gladly Pays 


By C. M. WHIPPLE 
Hardware Dealer, 
Merchantville, N. J. 


W. independents are 


in an enviable position—enviable 
because we work at first hand 
with our public. 

Take, for instance, the case of 
the railroads. They are big busi- 
ness but they. too, must look to 
the public to pay for improve- 
Perhaps their service is 
not keeping pace because of the 
aggressive policy of the airlines. 
Perhaps their prices appear too 
high in comparison with bus fares 
and improved bus design and fa- 
cilities. To counteract the loss of 


ments. 


business to airlines and buses they 
must improve their service and 
hold down their costs. This means 
new and more modern equipment. 
better road beds and many other 
costly improvements added to an 
already over-burdened budget. 
They must raise money for the 
purpose so they issue bonds and 
sell them to the public. So here 
we see that the public has fur- 
nished money for the improve- 
ments. However. the bonds bear 
interest which must be paid and. 
in time, the entire bond must be 


paid off. 
No Other Way 


The improvements, put into 
effect. accomplish their purpose 
because with them the railroads 
function more economically and 
efficiently. Services are better and 
fares have been held down, until 
recently. Consequently, patronage 
improves and, once again, through 
this patronage the public furnishes 
the money to pay the interest and 
eventually pay off the 
There is no other way. 
A fairly good sized manufac- 
turer finds his equipment is cost- 
ing him business because com- 


bonds. 


petition has modernized and is 
underselling with equal and even 
better quality 
must modernize his equipment or 


merchandise. He 





C. M. WHIPPLE 


go out of business. So our manu- 
facturer goes to his bank for the 
purpose of borrowing money to 
improve his equipment and put 
him back in the running. His 
problems and plans are presented 
to the board. The board agrees 
that the loan would be a sound 
investment and transfers the 
to his Whose 
money is it that he has borrowed? 
The bank’s? Oh. no! It is the 
public’s. 


money account. 


The public has put it in the 
bank so that it may be used for 
investment in improvements. The 
manufacturer pays the _ interest 
and must pay back the loan. He 
has made his improvements. his 
quality has improved and he ts 
no longer undersold. The public 
buys his merchandise through his 
many retail outlets and in_ this 
way the public. once again. fur- 
nishes the money to pay the in- 
terest and pay back the loan. 
There is no other way. 


Public Pays the Bill 

From these examples you cam 
see that no matter how it is done. 
the public furnishes the money 
and eventually pays the bill. We 
independents are to be envied be- 
cause, in most cases, we work 
directly with the public, and so 
we can make our improvements 
and have the public pay the bill 
without the expense of interest 


or the delay involved in other 


HARDWARE AGE, FEBRUARY 9, 195 








for 


Bani 
reac 


methods. 
pendent 
adjoinins 
borhood 
city’s sh 
losing bt 
wares de 
and ina 
poorly ( 
resource: 
of the m 
this con 
to appre 
resource. 
haps _ his 
could ne 
without 
Perhaps 
borrow. 
But th 
son why 
improve! 
the bill. 
store int 
tion like 
and mo 
make thé 
this sect 
clude on 
ally kno 
such as 
If so, | 
manufac 
would gl 
in payir 
the case 
many, 
to purch 
of its cé 
work fo 
in one | 
cost of t 
the quar 


Impre 
stocked 
in just 
start the 
the prod 
money ¢ 
public a 
would Pp 
If the p 
to take 


HARDW 








> manu- 
for the 


yney to 
nd_ put 
esented 
agrees 
sound 
rs the 
W hose 
rowed ? 


is the 


in the 
ed for 
s. The 
nterest 
in. He 
ts. his 
he is 
public 
gh his 
n_ this 
n. fur- 
he in- 
loan. 


| 

u can 
done. 
money 
ll. We 
ed be- 
work 
nd so 
ments 
e bill 
iterest 
other 


1950 








emer 





for Improvements 


Banks, finance companies and his own wholesalers are 
ready to help the dealer who is desirous of making 
improvements but he must take the initiative 


methods. For instance, an inde- 
pendent dealer in a small town 
adjoining a large city or a neigh- 
borhood dealer outside a large 
city’s shopping center finds he is 
losing business because his house- 
wares department is incompletely 
and inadequately stocked and 
poorly displayed. His financial 
resources do nc permit an outlay 
of the money necessary to correct 
this condition. But he has failed 
to appreciate the one unfailing 
resource, namely, his public. Per- 
haps his necessary improvements 
could not be made all at once 
without borrowing from a_ bank. 
Perhaps he does not want to 
borrow. 


But there is absolutely no rea- 
son why he could not make the 
improvements as the public pays 
the bill. He could break down his 
store into sections, choose the sec- 
tion likely to give the quickest 
and most lucrative return and 
make that his starting point. Now 
this section would probably _in- 
clude one or more of the nation- 
ally known houseware products, 
such as heat resistant glassware. 
If so, he would find that the 
manufacturer and the distributor 
would gladly join with the public 
in paying for improvements. In 
the case of this manufacturer, and 
many, many others, it is possible 
to purchase a display at a fraction 
of its cost. Here is the ground- 
work for improvement complete 
in one package. In addition, the 
cost of the product decreases with 
the quantity purchased. 


Improved display, an adequately 
stocked and complete department 
in just this one section, would 
start the public buying more of 
the product so that the additional 
money coming in from both the 
public and the increased margin 
would pay for the improvement. 
If the purchase were made so as 
to take advantage of the longest 


possible dating it is even possible 
inat public response would furnish 
the money before the bill fell due. 


Pays a Dividend 

Statistics show that store mod- 
ernization not only pays for itself 
but also pays a very fair dividend 
to boot. Perhaps you are con- 
vinced of these facts, but have not 
kept up with competition because 
of the lack of ready cash for 
necessary 
you have probably found that the 
longer you put it off the more 
business you lose and the slimmer 
the chances are of having the 
ready cash to do the job. Perhaps 
your competition has had no more 
ready cash than you but it may 
have had the foresight as well as 
the courage and 
public is paying for improvements 
at this time. 


If you have a chain store or a 


improvements. If so, 


perhaps the 


larger competitor who has mod- 
ernized and seems to be doing 
well there is no reason why you 
can't do better with proper fore- 
thought, planning and execution. 
The public stands ready to pay 
your bill for improvement just as 
it is paying your competitor’s, but 
you are the one who must take 
the initiative so as to steer the 
money into your store. Just as 
you stand ready to help your cus- 
tomer in the purchase of major 
appliances or any other large units 
of sale, there are others who stand 
ready to help you finance your 
improvements so that you may 
have the time and the means 
necessary to work the actual me- 
chanics of getting the public to 
foot the bill. Banks, finance com- 
panies and your wholesalers stand 
ready to help you. 

You might say it all sounds 
very simple but that you have 
been dealing with the public for 
many years and it is not going to 
hand out good money for you to 
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Economical 
Storage 


ROTABINS... 


FOR BOLTS AND PIPE FITTINGS 





Series RB-3400 


8 Sections... 65%''. .. $84.00 
7 Sections... 65%2"'... 75.00 
4 Sections...37'' .... 47.00 


REVOLVO ror nas 


25 B—5 sections, 25 
compartments, each 
holding a keg of nails 
$102.70. Scales: $19.00 
additional. 

500 A—5 sections, 50 
compartments, each 
holding a keg of nails 
$165.00. Scales: $20.00 


additional 





Other sizes to fit your particular needs. 
All prices f.0.b. Wellston, Ohio. 
Immediate delivery. 
For complete information, write 


THE FRICK-GALLAGHER MFG. CO. 
417 Shubert Bidg., Phila. 2, Pa. 


FRICK - 
GALLAGHER 


WELLSTON, OHIO 


SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS + TABLES 

















BETTER MEASURE 
WITH 


WITH THE SALES APPEAL 
OF THE LUFKIN 
CHROME-CLAD 
“LEADER**! 


EASY TO READ 
MARKINGS 
THAT ARE 
DURABLE 


. the sales- 


It’s exclusive with Lufkin . . 
making Chrome-Clad finish that banishes 


disturbing glare . . . assures accurate 
measuring under all light conditions . . . 
gives this famous tape sensational sales 
appeal! Black markings stand out razor- 
sharp against the chrome white back- 
ground ... it’s easy for your customers 
to See Right—Be Right! 


LUFKIN ‘‘LEADER’’ FEATURES: 


1—Special Lufkin Chrome Clad non- 
glare finish. 

2—Resists both rust and corrosion. 

3—Will not crack, chip, or peel. 

4—Steel tape line is kink and weat 
resistant. 

5—Durable black markings bonded to 
stecl. 

6—All markings sunk deeply below tape 
surface. 

7—Sturdy, strong steel case liner. 

8—Covered in handsome imitation 
leather. 


DIAGRAMMATIC CROSS-SECTION VIEW 


1. Hardened 
Steel Tape. 
2. Rust-resist- 
ant Coating. 
3. Multiple 
Coats of Elec- 
troplating. 4. 
Hord, Smooth, Non-Glare Chrome-Plating. 5. Black 
Markings Bonded to Steel, Sunk below Surface. 


Sell the Lufkin “‘Leader’’ Chrome-Clad 
Steel Tape to your customers and 
you'll assure complete satisfaction. 


Sett {UWF KIN 


TAPES + RULES + PRECISION TOOLS 


THE LUFKIN RULE CO. 
SAGINAW, MICH. » NEW YORK CITY + BARRIE, ONT. 
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spend. Don’t fool yourself, the 
public will hand out the money 
but there is a big if. Yes, you 
might say the public is “from 
Missouri” and that it will pay 
only if it is shown. You cannot 
say to the public, “I am going to 
do thus and so if you furnish the 
wherewithal.” That method never 
has worked and never will. On 
the other hand, well planned im- 
provements designed for greater 
efficiency, greater economy, better 
turnover and more complete ser- 
vices in every respect will find the 
public waiting with open purses. 

Yes, indeed, when you can say 
to your public, “Here it is, we 
have done it, come and see for 
yourself,” history proves it will 
come, and show its approval in 
terms of dollars spent in your 
store. With such plans, properly 
executed, your public will gladly 
pay the bill. 

The status of the independent 
hardware merchant can be im- 


proved at will. He need not wait 
for a so-called ship to come in nor 
should he wait for the “breaks.” 
He should realize that money 
which is his to keep and use and 
which does not have to be paid 
back in the form of money comes 
from one place only—the public. 
He should realize that there must 
be a return to the public but the 
return is in the form of service 
rendered. He should realize that 
every month that passes by with- 
out some form of improvement is 
costly to himself, his family and 
his employees. The public has the 
resources. We independents have 
the “know-how” and the fortitude. 
Many of us have the will and show 
some improvement every day of 
our lives. Those of us who do not 
should neither be self-satisfied nor 
depressed but should take stock 
of our resources, including our 
wonderful public, and immedi- 
ately take advantage of this means 
to a better living. 





A Small Store With a Big Volume 


(Continued from page 166) 


additional expert help in solving 
any television reception and op- 
eration troubles can be obtained. 
So, while television is in demand, 
the firm is pushing the line heavily. 

All sales personnel mention tele- 
vision to customers whenever they 
get the chance. Many people ap- 
preciate an opportunity to discuss 
television and many like a demon- 
stration. Television gets up-front 
display at the ‘store, where traffic 
can’t help seeing the line. This 
fact alone helps to start many tele- 
vision conversations. 

Other excellent turn-over lines 
are the power tool and hand tool 
lines. Some fine tool and acces- 
sory windows, built around these 
lines, aid in promoting more sales. 

Recently a woodworking tool 
demonstration was held at the 
store with 61 persons watching the 
expert handle the tools. One 
woodworking hobbyist was heard 
to remark, “I thought I knew 
something about wood turning, 
but this man certainly taught me a 
lot of things.” 

Expressions of interest like this 
have convinced Mr. Rosenfelder 
that frequent demonstrations show 


prospects and users how to get full 
value from power and hand tools. 
Mr. Rosenfelder has a basement 
homecraft shop of his own, to 
which he invites interested pros- 
pects. He is able to put his knowl- 
edge of tools to good use in sell- 
ing those lines at his store. 

“The night we had the wood 
turning demonstration we _ sold 
$465 worth of tools in one order 
and got many excellent prospects,” 
says Mr. Rosenfelder. “This is 
convincing proof to us that it pays 
to hold such demonstrations.” 

With the help of Ace Merchan- 
dising Service, the store was re- 
modeled two years ago. By this 
modernization, Mr. Rosenfelder 
was able to display almost twice 
as much merchandise as formerly. 
That, in turn has helped him and 
his staff do more selling. 

In a small store with a large 
stock of merchandise it is a diff- 
cult job to keep things in order. 
but everyone who comes into Mr. 
Rosenfelder’s store can see that the 
staff of six employees work hard 
to keep everything in tip-top shape. 
Center aisle merchandise is well 
placed, with aisles wide enough to 
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permit trafhc to flow the full length 
of the narrow store. 

in addition to participating in 
the Ace advertising program, 
which includes the mailing of ap- 
proximately 50,000 pieces of di- 
rect mail in the Geneva area an- 
nually, Mr. Rosenfelder also does 
a lot of other advertising. Be- 
sides newspaper advertising, he 
also places considerable copy in 
the Geneva Shopper, a monthly 
tabloid newspaper issued by the 
Geneva Chamber of Commerce. It 
circulates to 15,000 people in the 
Geneva area. The profits of the 
paper are used to maintain the ex- 
penses of the local chamber and its 
services to business men. 

“Advertising in this shopper is 
well received by people in Geneva 
and vicinity,” says Mr. Rosen- 
felder. “Most merchants get fine 
results from consistent use of this 
medium which reaches most homes 
in our section. I believe this is 
one of the few instances where 
merchants through their local 
chamber of commerce issue such 
a monthly shopping publication.” 


Participated in Survey 


Mr. Rosenfelder and other mer- 
chants of his city recently par- 
ticipated in an area consumers sur- 
vey conducted by the Business 
Management Service of the Uni- 
versity of Illinois. In addition to 


a report on the over-all advantages 
and disadvantages of Geneva as a 
trading center, the university ex- 





perts also gave each merchant an 
individual store report on how his 
establishment rated with custom- 
ers. This rating was based on in- 
terviews with customers and also 
on personal shopping visits. 

Mr. Rosenfelder’s report showed 
that his store was getting an un- 
usually large percentage of the 
total hardware item volume of the 
trading area. This fact is borne 
out by the sizable annual volume 
of business which the store does, 
information which the survey spe- 
cialists did not possess prior to the 
survey. 

After studying the survey re- 
sults, Geneva merchants are now 
going to institute a sales clerk 
training program for 1950, plus 
planning regular monthly promo- 
tions. so that Geneva’s excellent re- 
tail position can be fortified for the 
future. 

There is another interesting fact 
about Geneva which helps to bring 
fame and more business to this 
little community. It is known as 
the Antique Shop Town of the 
U.S. There are nine, well stocked 
quality antique shops in Geneva, 
which attract thousands of visi- 
tors and shoppers. 

“The more attractions a town 
has, the more shoppers will come 
to it.” says Mr. Rosenfelder. “We 
have other excellent towns our size 
only five to ten miles distant, but 
this town holds its trade through 
good service to customers, and we 
have been maintaining this record 
for years.” 





This power tool window with woodworking equipment display in the 
background attracted many homeworkshop fans in the Geneva area. 
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the NEW 


| MAGNA-TIP 
| SCREWDRIVER 


ippng it! 


-with 10 times 
the “pull” 


Your customers will pick 
Wid it up, ask about it—and BUY 
this new 4-in-one Magnetic 
Interchangeable-bit Screw- 
@ driver. 

One-hand operation holds, 
starts and completely drives 
screws in awkward or hard-to- 

ra) reach places. Interchangeable 
bits (stored in handle) for four 
types of slotted and recessed 
heads. 











Alnico magnetized shank 

charges bit with a “pull” ten 

® times more powerful than or- 

dinary “magnetic” screw- 
drivers. 


ES &> ES 


Handsome chromium- 
plated finish with jet black 
handle, attractively packaged 
in individual boxes. 











rat Se* ee 
Colorful 
profit-making counter display 
eontains 6 Magna-Tip Screw- 
drivers. 

WRITE FOR OUR ILLUS.- 
TRATED CIRCULAR show- 
ing the fullline of Magna Tools 
..-and for pricesand discounts. 





Jobber’s inquiries invited. 


Magna Tool Corporation 
Buffalo 3,N. Y. 


' 
| Paste Coupon on postcard or your | 
| letterhead . . . and mail TODAY | 
| Magna Tool Corporation | 
| Buffalo 3, N. Y. I 
| Send me your circular and price-discount | 
| information on the new Magna Tools. 

| 
| ! 
| Nome | 
| | 
| | 

Address 

| l 
| 
City Zone Stote | 
© que cee ee ee ee ee ee oe ee ee ee ee ee oe om coe ove 8 
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William A. Phair Made Editor 
of Hardware Age, February 6 


William A. Phair has been ap- 
of HARDWARE 
Ack, effective February 6. He 
was formerly managing editor of 
The Iron Age, a Chilton publica- 


pointed — editor 


tion affiliated with Harpware 
AGE. 

\ forceful writer and a dy- 
namic speaker, Mr. Phair will 


continue the presentation of the 
readable and practical informa- 
heretofore presented 
Harpware Acre. He brings with 
him a tremendous enthusiasm 
and a_ thorough of 
publishing, exten- 


tion in 


knowledge 
has traveled 
sively for many years and enjoys 
a wide acquaintance in all phases 
of industry. 

Mr. Phair joined The Iron Age 
an associate in 1937, 
prior to which he was connected 
with a foundry in New Jersey. 
In 1940 he became the metals 
editor of the New York Journal 
of Commerce, only to return to 
The Iron Age the following year. 


editor 


as 


For three years he was Chicago 
Regional News Editor, The Iron 
Age, served in the Seabees for 
three years and then returned to 
New York to become that publi- 


cation’s technical editor. 








WILLIAM A. PHAIR 


HarpwareE AGe’s new editor is 
a member of the Advisory Com- 
mittee on Information of the 
| Atomic Energy Commission. He 
has been a frequent speaker be- 
fore industrial marketing groups 


and business paper editors’ or- 
ganizations, and is well known 
for his ability to translate com- 
plex matiers into easy to read, 
understandable language. 











Form Round Associate Chain Company 
D. J. Gemmell Heads Executive Comm. 


Formation of a Round 
Associate Chain Company with 


new 


headquarters in Chicago was an- 
nounced receutly by James W. 
Dickey, vice president and treas- 
urer. 

The 


known 


concern will be 
The Round Chain & 
Mfg. Co., and it will be directly 
affliated with the five other 
Round Chain plants which pro- 
duce industrial, marine, railway, 
automotive, building, home and 
farm chain of every type. These 
affliated concerns are The 
Cleveland Chain & Mfg. Co., 
Cleveland, Ohio; The Bridgeport 


new 


as 





Round California Chain 
San Francisco and Los 
Angeles, Cal.; Seattle Chain & 
Mfg. Co., Seattle, Wash., and 
Woodhouse Chain Works, Tren,- 
ton, N. 5: 

General offices and warehouses 
of The Round Chain & Mfg. Co. 
will be at 646 West Lake St., 
Chicago. 


Conn.; 
Co., So. 


Organization of the new com- 
pany will facilitate faster hand- 
ling of customer orders, accord- 
ing to Mr. Dickey. 

Through arrangement with The 
Cleveland Chain & Mfg. 


Ce., 


Chain & Mfg.. Co., Bridgeport, | emergency needs of that com- 
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affiliated 








pany’s customers will be shipped 
from Chicago. 

John F. Ansink, former dis- 
trict manager of The Cleveland 
Chain & Mfg. Co., will be gen- 
eral manager of The Round 
Chain & Mfg. Co. He has been 
with the Round chain 
organization for the past 14 
years. 

The company president will be 
Raymond L. Round, who holds a 
similar position in all of the 
Round associate companies. He 
is a grandson of David Round 
who founded the Round chain 
companies in 1869 and a son of 
Louis D. Round, former presi- 
went, who died in 1938. 





JOHN F. ANSINK 


David J. Gemmell, vice presi- 
dent and director of sales of 
The Cleveland Chain & Mfg. Co.. 
will as chairman of the 
company’s executive committee. 


serve 


PARIS DIRECTS PAINT, 
VARNISH DIV. SALES 
ALUMINUM INDUSTRIES 


Aluminum Industries, Inc., 
Cincinnati, Ohio, has appointed 
Lyle B. Paris as sales manager 
of its paint and varnish division. 

Mr. Paris, who has served as 
West Coast district manager for 
the company during the past 
three years, succeeds M. M. Car- 
mody, resigned, as executive head 
of sales for Permite aluminum 
paints and varnishes. 


$<. 


INTERNAT’L HDWE. 
SHOW JULY 27-30 
NAVY PIER, CHICAGO 


Campbell-Fairbanks 
tions, Inc., 332 Park 
Bldg., Mass., 
nounced that it will sponsor the 
first Annual International Hard- 
ware Show to be held July 27 
to July 30, 1950, at Navy 
Chicago. 
clude a sporting goods section, 


Ex posi 
Square 
has 


Boston, an- 


Pier, 
The show plans to in- 


and to embrace all phases of the 
hardware and related industries. 


M. M. CARMODY NAMED 
VICE-PRES., SALES MGR. 
NO MOTOR CORP. 


Michael M. Carmody resigned 





recently as sales manager of the 
paint division of Aluminum In- 


dustries, Inc., Cincinnati, Ohio. 
to become vice-president and 
general manager of NoMotor 


Corp., of Cincinnati. 





Since 1923, he has been asso- 
ciated with the manufacturing 
and selling of industrial paints 
and varnishes. Prior to his ac- 
tivities with Aluminum I[ndus- 
tries, he was assistant manager 
of engineering service for the 


| 
| 
| 





M. M. CARMODY 





Thresher Varnish Co., a sub- 
sidiary of Pittsburgh Plate Glass 
Co., after having served that 
company as a paint sales engi- 
neer for a period of four years. 


HARDWARE AGE, FEBRUARY 9, 1950 


AGE 


Th 


FEBRUARY $ 








Western, 


Sa 


Western ar 
ing arms anc 
facturers, he 
ammunition 
fair trade p! 
where a Fait 
resale price 
in force. Bo 
sale prices 
panies’ com) 
shotgun shel 
ter fire car 
in the new 1 
agreements. 
fair trade | 
George M. 
ammunition 
Western- Wir 
Olin Indust 
Il. 

“By 
fair trade, 
“Western ¢ 
conforming 
large numbe 
dealers. E 
contracts wv 


inst 


and wholes: 
consuming 
the subject, 
of 3 


expressed é 


jority 


vantage of 
from Fair * 
prove resal 

Mr. Davi: 
trading wa 
Winchester 
of product 
“This has 
that constai 
lar policy 
brought abx 
he said, ; 
recent acti 
terest of 
Western-W; 

Under tl 
trade agree 
retailers at 
rectly 


or 
or selling 
ern or W 


below the 

The agr 
price redu 
as refund: 
allowances, 
fers, prem 


HARDW. 








ARE 


F 


AGE FOr 











WE. 
7-30 
CAGO 


Exposi- 
Square 
has an- 
the 


Hard- 


97 
ai 


onsor 
ial 

July 
avy Pier, 
ins to in- 

section, 
es of the 
idustries, 


AMED 
MGR. 
a. 


resigned 
or of the 
num In- 
i. Ohio. 
‘nt and 


No Motor 


en asso- 
acturing 
| paints 
his ae- 
Indus- 
manager 


for the 








AGE while it’s NEWS 





THE TRADE xs u05x+ 





—_—_ 


FEBRUARY 9, 1950 





_—_—_ 


Western, Winchester Ammunition Now 


Subject to Fair-Trade Price Regulation 


Western and Winchester, sport- 
ing arms and ammunition manu- 
facturers, have announced that 
ammunition will be subject to 
fair trade prices in those states 
where a Fair Trade Act or other 
resale price maintenance law is 
in force. Both retail and whole- 
sale prices for the two com- 
panies’ complete line of loaded 
shotgun shells, rim fire and cen- 
ter fire cartridges are included 
in the new minimum resale price 
agreements. Announcement of the 
fair trade policy was made by 


George M. Davis, firearms and 
ammunition sales manager of 


Western-Winchester, divisions of 
Olin Industries, Inc., East Alton 
Hil. 


“By instigating ammunition 
fair trade.’ Mr. Davis said, 
“Western and Winchester are 


conforming to the wishes of a 
large number of distributors and 


dealers. Entry into fair trade 
contracts will benefit retailers 
and wholesalers as well as the 


consuming public. In analyzing 
the subject, we found that a ma- 
jority of ammunition handlers 
expressed a desire to take ad- 
vantage of the benefits resulting 
from Fair Trade Acts which ap- 
prove resale price contracts.” 
Mr. Davis pointed out that fair 
trading was established for the 
Winchester shotgun and rifle line 
of products in January, 1941. 
“This has been successful 
that constant demand for a simi- 
lar policy in ammunition has 
brought about the new program,” 
he said, and added that the 
recent action is to the best in- 
terest of all distributors of 
Western-Winchester ammunition. 
the terms of the fair 
trade agreement, wholesalers and 
retailers are prohibited from di- 
rectly or indirectly advertising 
or selling any fair-traded West- 
ern or Winchester ammunition 
below the minimum resale price. 


so 


Under 


The agreement stipulates that 
price reductions by such means 
as refunds, rebates, discounts, 
allowances, concessions, free of- 
fers, premiums, trading stamps, 











cash or merchandising _ prizes, 
combination sales, or any other | 
indirect means of reducing mini- 
mum prices is prohibited. An 
exception to discount allowances 
made in the case 
sale sales only which permit dis- 
tributors to allow 
cent discount for cash payments. 


is of whole- 


up to two per 


Federal excise taxes are in- 
cluded in the minimum prices 
listed in the new Western-Win- 


chester price schedule. All local 
sales and use taxes are be 
added to these minimum prices. 
Other state taxes ap- 
plicable to the sale of any fair- 
traded Western-Winchester prod- 


to 


or local 


uct must also be included by 
wholesalers and retailers. 

To adopt fair trade, it is 
necessary for one retailer and 
one wholesaler in each state to 
sign the agreement. The terms 


automatically become binding on 
all other dealers and distributors 
in that state. Western-Winches- 
ter’s new ammunition fair trade 


agreement has now been signed 
by jobbers and dealers in all | 
45 states having fair trade laws. | 


G. H. HODAPP, PRES. 
HELLER BROS. CO. 
Arthur C. Heller, chairman of | 
the board of Heller Brothers Co.. 
with factories in Newcomers- | 
town, Ohio, and Newark, N. J., | 








GEORGE H. HODAPP 
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has announced that at a recent 
meeting of the directors, George 


H. Hodapp was elected president 


| of the company. James G. Henry, 
| Jr., was elected vice president 


and secretary, Anna W. Ibach, 
treasurer, and Eugene M. Steen- 
burgh, assistant secretary. 

Mr. Hodapp for several years 
was vice president of the Hunt- 
ington, West Virginia, division of 
Adel Precision Products Corp.. 
makers of hydraulic equipment. 
farm tractors and 
Before that he 
with the Standard Cap & Seal 
Corp., Chicago, IIL. as executive 
vice president, the 
production of the company’s line 
of machinery and 
tainer closures. He also served 
as vice president of the Smith- 
Oneida, N. Y.. 
food 


implements. 


was associated 


supervising 


special con- 


Inc.. 
hottle 


Lee Co., 


makers of caps and 


containers, 


J. W. WEIL HEADS 
FULLER TOOL SALES 
The Fuller Tool Co.. Inc.. New 

York, has appointed W. 
Weil as sales manager, it was an- 


John 





JOHN W. WEIL 
nounced recently by Bernard H. 
Fuller, president. Mr. Weil will 
direct all the sales activities of 
the company, manufacturer of 
amber handle tools. Mr. Weil is 
now on an extended road trip 
through the Southern territory 
where he is contacting local Ful- 
ler distributors. He makes his 
headquarters in New York. 


BRUCE BRIDGES NOW 
SOUTHERN REGION SALES 
MGR. FOR LOWE BROS. 
| The Lowe Bros. Co. of Dayton, 
Ohio, has announced the ap- 
| pointment of Bruce E. Bridges 





BRUCE BRIDGES 


as Southern district sales man 
| ager. 

Mr. Bridges has had an un 
usually wide experience in dif 


| ferent phases of the paint indus- 
try. Over a period of 22 years 

| he has been a contractor, retailer 
sales representative and sales su 

| pervisor. Mr. Bridges joined the 


| company as branch manager in 
| 1947. 

| *The office in Atlanta, Ga., 
| serves the company’s southeast 
ern states sales area. 


M. V. COFFEY MADE 
PHILIP CAREY MFG. 
| GENERAL SALES MGR. 
|} L. W. Clarke, vice-president 
| in charge of the Philip 
Carey Mfg. Co., Cincinnati, Ohio, 
that Martin V. 
sales managet 


sales, 


has announced 
Coffey, formerly 
of the company’s Miami-Cabinet 


Division, has been appointed 
general sales manager, a posi- 
tion held by Mr. Clarke before 


elevation to his present position. 
Mr. Coffey joined the Miami 
Division 


Cabinet in 1923 as a 
salesman in New York City. In 


1924 he was appointed Eastern 
district and in 
1926 sales manager with offices 
at Middletown, Ohio. He 
also appointed director of sales 
| training in 1949, 


sales manager 


was 
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Rivers Peterson Receives Merit Award 


From Philadelphia Merchants, Mfrs. Assn. | 











a brother of C. L. Hildreth, presi- 






















































































| dent, The Emery-Waterhouse 
Co., wholesale hardware firm of 
Portland, Maine. 
Dr. Hildreth in his address 
said, “For a generation now we 
have been hearing far too much 
of security. Was it security that Or 
brought the vigorous people from 
Europe to America? No, it was 
not security—it was freedom Ri 
from government oppression. The 
word that brought them to 
America and pushed them across | DR. HORACE HILDRETH featu 
the continent was opportunity. It 
was emphasis on opportunity and ee : 
— PE Sa It is high time for some of us 
turning their back on security : - 
who believe in these fundamental Anyone 
that made the people who set- es ae f : k 
é ideals assive de- 
tled this country successful, and f ‘i ~ ‘ae oe sales not a . 
it has been emphasis on oppor- oe to a little attacking our- surprise 
nevens porancen = 3. WEIERSTALL tunity that has made America | “'’°* ish can 
the greatest country in the world. ‘These people to whom I re- Paste 0: 

At the 64th annual banquet of | as A. Fernley, executive secre- “The dynamic, powerful ideals | fer, erroneously call themselves 
the Hardware Merchants’ and | tary, National Wholesale Hard- | °" which our country’s amazing | ‘liberals’ and hold up as their These 
Manufacturers’ Association of | ware Association. Directors for | development was based have ideal a regimented system of the tou; 
Philadelphia, held Jan. 26, at the | the coming year are: been under Sree | attacks, danaentvnd i See sludge | 
Benjamin Franklin Hotel, Phil- Paul A. Griffith, Shields & both open and indirect, by people security, a word that has been a scraper. 
adelphia, Rivers Peterson, man-| Bro., Philadelphia; J. C. Leiten- who want to substitute other | killer of progress and develop- 
aging director of the National| berger, E. J. McAleer & Co., ideals for Americans to follow. | ment since time began.” You | 
Retail Hardware Association, In-| Inc., Philadelphia; Charles B. removit 
dianapolis, Ind., received the! Leinbach, Supplee-Biddle-Steltz and ex 
sep . : 3 : : : 

Philadelphia group's 1950 Award | Co., Philadelphia; Harry D. wD m with a 

of Merit. This award is made| Moore, Metal Sponge Sales ARD OF @RIT 

each year to the outstanding in- | Corp., Philadelphia; R. O. Reck- h mwa crc Tl 

dividual of the year connected | nagel, Corbin Screw Division, a eM fants and} anufacturers’ 

with the hardware industry. Ap- | American Hardware Corp., and Association — LI 

proximately 500 members and} William H. Roberts, Jr., S. L. Cab bad March viel 

guests attended the banquet. Allen & Co., Inc., Philadelphia, wo Jisthedesire of the Mousbersof lhe Werdware Morchastinw The “4 
: . ‘ when lem 7 lnbule to ail ers an 

L - ich Ss eBid. | Pa. w dorrenguiye and pay lebate loan oultanding sda ‘ : 

I Bs Hoe flich, a upple . Bid a ; tuestoy whe by hisacliiosand wcccinplsbsments has reflected eredel upen Awvnian tases mains W 
dlee-Steltz Co.. retiring president, Nelson D. Perine, Pennsylva- Qe “27 Suvi rd softer mature doleh 1, harsdocrdad le prosent lee toatl ferllae yo enabling 
introduced the | new president, | nia Lawn Mower Works, Phil- i ivers Peterson. before s 
ag J. Weierstall, North | adelphia, as chairman of the aa MP i Eis: PD rear 

é : basteen associated wlle lhe WardurareIntustry durny hes bs 
Bros. Mfg. Co., Philadelphia, who | Jury of Award, made the presen- record of serciee lolthe Sputrestry und tellee Dablecandaberrbed hereune ll 
acted as toastmaster. Other offi-| tation to Mr. Peterson of the o> ghlltetaa ate depreatoe stay é 
° - “ 1 Was ving J 
cers and directors who will serve | Gold Medal and Scroll. The een rae lok 
with Mr. Weierstall are: vice- | award cites Mr. Peterson for his hh witincnee :glcenslhiaiaapladhlteale esand be A semi-] 
president, Edward K. Tryon, III, | services to the industry. sheipsce gee cine cas go bo all upris 
. TO # 1:1. ° th Wiaesle Yocrele Yh Cer Ub yoo fir . 
Edw. K. Tryon Co., Philadel- Mr. Peterson entered the hard- ervceuwcrhauds , 2} 7 Lingerw 
phia; secretary-treasurer, Thom-| ware business as a stock boy in eh until (V5 enamel, 
a wholesale hardware house and rr. en ie ate ee re Z results. 
progressed to salesman. He be- atonal Meecvery Mdounes ipo tet 
gan to contribute articles to trade re a sernt atta Rnsapig aenl . 4 
= : ship of lhe 4hsce ae ihen Z 4 
magazines and that resulted in pre iil icletiis yd “tn Ws F 
his joining HarpwareE AGE as its eh le War rchuctecn Beard Ufece of Price thn poor J 
western editor. Next, his con- pen rea ae ms Ge 
at “ith 4 prossoveal Ccruiucllend appoares gerwett, 
tacts with retail hardware stores 7" heitescinl Bilal Movhra Meiningt remover 
resulted in his becoming asso- ON Ma ent tverteung Senvee want to 
ciated with the Wisconsin Re- ee "oR ‘WY . . fast”. 
sca Anise Shesperaygrositrglhe co mpasgn oe bdhalf of lhe nsyprondeiGhamtwarelmde bed 
tail Hardware Association and su mtenalmagaynatirndeshncinns the IOUS Sable Golalt 
in 1919 he became editor of ae mane sc curleresbef Uachandurere Sutduestyy 
Hardware Retailer. In 1938 he ® slates eokomanaem ¢ Sigs Mest 2 Ord 
ad redfuecl ehdeein and acclaim le br Sele jou Ut lbeerofere 
was appointed N.R.H.A. man- yee bey the fury of dwerducing en belulf Me He ee aA Re 
aging director. faclurertMaseciatien of Wbalelplua thal tuvers Ble ceed 
is a peflecled yreat credel upon ee Harduncre hidustry asl sas o 
Following the presentation of tard of Me ee Manica F v 
the award, President Weierstall Vise Joory of henrd 4 , 
introduced the speaker of the hoster €panpitts eA Or MN bea To 
evening, Dr. Horace Hildreth, Yo munry tll (9R0 — 
president of Bucknell University, iq ; Hhielph icTinniylranea . 
7 Ba “i 
Lewisburg, Pa., and former gov- - ~ 
EDW. K. : ine i : 
DW. K. TRYON, II ernor of Maine. Dr. Hildreth Award of Merit scroll presented to Rivers Peterson ee cet 
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For Protitable 
REPEAT SALES 


feature Americas Leading Removers 


Anyone who has fussed with a remover that did 
not take off the finish properly will get a pleasant 
surprise at the ease with which the toughest fin- 
ish can be stripped with Lingerwett, Wonder- 
Paste or Imperial No-Wash Remover. 


These removers have what it takes to penetrate 
the toughest coats. They produce a soft, yielding 
sludge that comes off clean at every stroke of the 
scraper. 


You can recommend Lingerwett for all general 
removing; Wonder-Paste for upright surfaces 
and exteriors; Imperial No-Wash to dispense 
with a wash-up. 


LINGERWETT. 


The favorite liquid remover of paint- 
ers and home owners everywhere. Re- 
mains wet, as its name implies, thus 
enabling the user to cover a large area 
before stripping. 


WONDER-PASTE 


A semi-paste remover that is ideal for 
all upright surfaces and exteriors. Like 
Lingerwett, ic can be used on paint, 
enamel, shellac, lacquer, etc., with sure 
results. 


NO-WASH Remover 


Just as powerful and versatile as Lin- 
gerwett, but requires no wash-up. The 
remover to recommend for those who 
_ to “get through with the job 
ast”. 





Order from your jobber. 
Write us for information. 


WILSON-IMPERIAL COMPANY 
120 Chestnut St., Newark 5, N. J. 
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amazing low price 
opens door to greater 
dealer profits 


Here at last a perfected 
fibreglass rod that thousands 
of anglers have wanted... 
now at a price any of your 
customers can afford. A new 
technical process makes it 
{ possible to fuse thousands of 





glass fibres into one flexible, 
translucent, solid shaft to form one of the toughest 
substances known. Not wrapped, not cored, not 
hollow ... but solid— a rod material with qualities 
superior to any other. Take a look at Glasscaster! 


@ Cannot rot or rust under any conditions. 

@ Combines amazing brute strength with permanently 
live, sensitive tip action. 

@ Will not break under fishing conditions, which would 
snap bamboo or steel. 

@ Will not take a “‘set.”’ 

@ Precision tapered Glasscaster blade is solid fibreglass 
(not cored or tubular) ... has keyed ferrule for 
correct ‘“‘locked-in’’ guide alignment. 


——e, ys , 
. eno ss SECTION shows 
gE ‘ : thousands of Glasscaster’s 
y s pe, glass fibres as they are fused into 
+ vn ¥ solid, flexible shaft to form one 
NN of toughest substances known. 
~ Guides are mirror polished, stain- 
less steel. Windings genuine triple- 
twist silk heavily lacquered for 

r, lasting wear. 
\ WALTCO PISTOL GRIP... specially designed 
. and balanced for minimum casting fa- 
tigue and maximum casting accuracy. 
Made of handsome polished aluminum 

and tenite. 






NATIONALLY Glasscaster Rods come in 3'/,", 41/2", 5’ and 51/2’ 
ADVERTISED lengths . . . priced from $9.95 to $13.95. 

All rods have individual, heav uty, fabric 
hl le case am po an i tue 
OUTDOOR y 
MAGAZINES product 


2300 WEST 49th STREET 
CHICAGO 9, ILLINOIS 


JOBBERS WRITE FOR CATALOGUE SHEETS AND COMPLETE INFORMATION 
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E. D. Power Heads Lyon Metals Board 
Spackman, Pres.; Olesen, Gen. Sales Mgr. 


At the recent regular meetng 
of the board of directors of 
Lyon Metal Products, Inc., Earl 
D. Power was elected chairman 
of the board to succeed B. L. 
Waters, and H. B. Spackman 
was elected president to replace 
Mr. 

In his new capacity as chair- 
man of the board, Mr. Power 
will continue to be the active 
chief executive officer of the com- 
pany and chairman of the exec- 
utive He will also 
exercise direct functional control 
over several phases of company 


Power. 


committee. 


operation. 


In his new position as the 








president, Mr. Spackman will be | 


chairman of the executive 


He will directly su- 


vice 
committee. 
pervise the sales, production, de- 
velopment and and engineering 
divisions of the company and be 
responsible for the proper coordi- 


nation of the functions and oper- | 


ations of all departments. 


Mr. Power joined Lyon from 


the White Motor Co., Cleveland, 
Ohio, in 1928 as manager of the 
automotive division. A year later 
he was made assistant general 
sales manager and in 1933 was 
elected vice president in charge 
of sales and administration. He 
became vice president and gen- 
eral manager in 1934 and was 
elected a director of the company 
in 1935. Since 1940, at the time 
B. L. Waters was elected chair- 
man of the board, Mr. Power has 
served as president of the com- 
pany. 

Mr. Spackman joined Lyon in 


1937 from the United States 





Gypsum Co., of Chicago, as gen- 
eral sales He was 
elected a director and vice presi- 


manager. 


dent in charge of sales in 1939, 
and in 1946 Mr. Spackman was 


of Lyon. 


With these changes in top 
management, the company also 


announced the promotion o! J. 
M. Olesen to general sales man- 


ager. Jim Olesen became con- 
nected with Lyon in 1929 from 
Montgomery Ward & Co. He 
was later made manager of the 
store fixture department, and 
since 1916 has been; manager of 


the steel equipment department. 
As general sales manager he will 
be in charge of all sales and ad- 
of the 


vertising activities 


pany. 


SEPARATE BURGESS 
BATTERY, HANDICRAFT 
DIVISIONS 
The approval by 


stockholders of a plan of reor- 


company 


ganization was announced re- 
cently by officials of the Burgess 
Battery Co.. Chicago, Hl. 

The plan separates the com- 
battery and 


The 


ness of the company’s two  bat- 


pany’s 


divisions. assets and busi- 


tery divisions will be transferred 


to a new corporation having the | 


same name as the present com- 
pany. and the assets of the pres- 
ent handicraft division will be 
transferred to a new corporation 
to be known as Burgess Vibro- 
Inc., it been re- 


crafters, has 


ported, 


According to Burgess spokes- 


men, the Handicraft Division has | 
reached a stage of development | 


| beyond which its most successful 


| operation 





com | 


handicraft | 


can be accomplished 
as a separate division. The new 


Burgess Battery Company will 
continue the manufacture and | 


sale of the existing company’s 


Burgess Vibrocrafters, 


made the executive vice president line of dry batteries and related | 


| products. 
Inc.. 


will continue to manufacture and | 


sell a line of appliances and ma- 
terials used in handicraft, home 
or hobby work. These include 


principally. the Vibro-Tool and | 


Vibro-Graver, and the Vibro- 
Sprayer. 


H. E. MASBACK HEADS 
RED CROSS HDWE. DIV. 


Harold E. Masback, president 
of | Masback, hardware 
wholesalers. New York, has ac- 
cepted the chairmanship of the 
division of the 1950 

Fund campaign of 


York, it 


Inc., 


hardware 
Red 


Greater 


Cross 


New was an- 


| 
| 


| 


nounced recently by Major Gen- | 
eral William H. Draper, Jr.. New 


York chapter fund chairman. 
The Red Cross campaign will 

be launched throughout the city 

and the nation on March 1, 


DECATUR & HOPKINS 
SHOW FEB. 20-23 


Hopkins 


Boston, 


Decatur & Co., 93 
Berkeley Mass.. 
wholesalers, will have booths 96 
to 100 on the 
Hotel Statler at the coming New 
England Hardware Dealers Show. 
The holding 
spring open house, Feb. 20, 21, 
22, 23, at its 
Berkeley St. 


wt. 


Mezzanine of the 


company is also 


new salesroom, 93 











Three surviving members of the four founders of the Wisco Hardware Co., and one 
member who joined the group several months after its inception, about to cut birthday 
cakes which were served at the company’s 25th birthday party in Madison, Wis., Jan. 18. 
Left to right: Darwin Follett, Coloma, Wis., a director and first vice president, who 
became a member several months after the company's inception; and three charter 
members—Phillip Bettinger, Plain, Wis.; Roy Beat, Mt. Horeb, Wis., chairman of the 
board, and F. E. McKichan, Fennimore, Wis., director. 
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ALBERT P. DODSON 


whose recent appointment as 
general sales manager in charge 
of overall sales development, 
particularly in regard to the 
cutlery and toy lines as well as 
hardware, of Decatur & Hop- 
kins Co., 93 Berkeley St., Bos- 
ton 16, Mass., was announced 
in the Jan. 26 issue. 








ELECT B. C. GAMBLE 
PRES. GAMBLE-SKOGMO 


Bertin C. Gamble, board chair- 
man of Gamble-Skogmo, Inc.. 15 
N. Eighth St., Minneapolis 3, 
Minn., was elected president of 


the company at a_ directors’ 
meeting recently. He assumes 


the office made vacant by the re- 
cent death of Philip W. Skogmo, 
co-founder. As chairman and 
president, Mr. Gamble will head 
all and 
tional 


country’s 


merchandising opera- 
activities of the 


distributors of 


one ot 
larger 
consumers’ goods. 

He is also president and di- 
rector of Filbert Corp., president 
of Founders, Inc., and also holds 
directorship in several other cor- 
porations. 


VERNONTOWN BUYS 
METEX CORPORATION 
The Mfg. 

Inc., has recently purchased the 
business of the Metex Corp. 


Vernontown Co. 


Vernontown will add the Alle- 
gheny stainless steel] tools to its 
own lines of forged steel, mason 
and garden tools. During the 
past year, the Mt. Vernon, N. Y.., 
company has expanded its items 
of tools to include serrated 
trowels and kits for floor and 
wall covering, bakers tools, roof: 
ers tools and special tools for the 
chemical industry. 

S. M. Smith, sales 
said changes in the sales repre- 
sentation will be made very 
shortly and the company is 
interested in hearing from repre- 
sentatives who may be interested. 


manager, 
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You sell better service 


y sell longer - 


You sell the BEST! 


Yo 














Your customers know that Hoover Electric Motors per- 
form like champions and last for years. 

The reason is that Hoover Motors are built like motors 
costing far, far more. 

For example, laminated stator cores are electrical sili- 
con steel. Coils are dipped in high-grade varnish and 
baked under infrared lamps. Such processing is typical of 
Hoover workmanship. 

National advertising tells your customers about this 
workmanship—reminding them that Hoover Motors are 
built with the same care and skill that have made the 
Hoover Cleaner famous for forty 











years. 
You’ll be asked for 
Hoover Motors. If you 
don’t already stock 
them,write toustoday! 


Your customers 
are reading in Hoover’s 
national advertising about 


the following Hoover features: 


@ Capacitor-start, split- @ Ball or sleeve bearings 
phase and polyphase ® Rigid or resilient mounts 
types that meet NEMA specifi- 

@ Ratings from 14 to 114 cations 
H.P., some with double- @ Service and parts avail- 
end shafts able from authorized 

@ Single or dual voltage, agencies and dealers 
1725 or 3450 R.P.M. 


All the more reason for you 
to sell Hoovers! 







Product of Kingston-Conley Division 


THE HOOVER COMPANY 
North Canton, Ohio 
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Mower 
MURDER 


This Pincor testing machine can tear a power 
mower to pieces in 3 minutes—if it’s not built to stand 
the gaff. 








What “gaff” means: The mower being tested 
is run at speeds high above any it will hit in normal mow- 
ing service. Big hobs at the wheels set up terrific vibration 
—shaking the daylights out of the entire mower. Then— 
SOCK!—the machine throws the mower into reverse—so 
fast the eye can’t see it done! 

Such tremendous strains and stresses will 
never be met by a mower in normal use. But until a new 
Pincor model proves it can take hours and hours of this 
punishment, it can’t reach the Pincor production line. 

Good example: In the jaws of this ‘Murder 
Machine’’, ordinary cast-iron and bolted construction 
power mowers go to pieces in 3 or 4 minutes. 

With Pincor all-steel, all-welded construc- 
tion, its Austenized-hardened reel blades and bed knife and 
host of other long-life features, a Pincor power mower has 
withstood NINE HOURS of this concentrated abuse. This 
is equal to approximately nine years of normal use. 

No wonder—when you sell a Pincor, IT 
STAYS SOLD! 

If you don’t know about Pincor we'll be glad to send 
you a catalog. Just write and ask us. 


PINCOR 


PRODUCTS 


Manufactured by Pioneer Gen-E-Motor Corporation, 
5841 West Dickens Avenue, Chicago 39, Illinois 


Power Lawn Mowers * Hand Lawn Mowers * Electric Trimmers * Gasoline Engines 
Electric Generating Plants * Battery Chargers and Generators 
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FOR YOU 


SIMPLY PLACE A 
SMALL INITIAL 
ORDER FOR 
FAMOUS 


SALES 
AGREEMENT 

















We give you all the information and material 
you need to understand and promote this highly 





Retail from 


Q” 


g Tested and proven Sno-Breze units fully guaranteed. 


SNO-BREZE IS 
NOT JUST A FAN 
IT COOLS 
i ee eee 


pA Complete selling, installing and servicing details. 
2 Eye catching, interest arousing animated display. 
A Counter cards, string tags and direct mail material. 
aR Mat service and cooperative advertising program. 
A 100% company paid newspaper ads in leading markets. 
g Heard on several coast to coast radio networks. 


Seen in LIFE, TIME, BETTER HOMES & GARDENS 
and other leading national consumer magazines. 


Get ready NOW to Suow-ball 
your profits with Suo-hreze. 


3 39 MAIL COUPON TODAY FOR FULL DETAILS 


MANUFACTURING CORPORATION | 
PHOENIX, ARIZONA DEPT. H-1 i 


Branches in Los Angeles, Cal., Dallas & 
Lubbock, Texas 


Please rush details on Sno-Breze sales package 
We are dealers [] Distributors [] 
FIRM___ ciel Dei ots cic cag einen 


ee ee ane iacielieeeitiapihiris 
a dl | | 


41 YEARS AIR CONDITIONING LEADERSHIP 


| 
i eee Na 
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1200 Firms to Show Lines at Toy Fair 
Sales Expected to Top $300,000,000 


More than 1200 toy firms will 
show lines when the 47th 
annual trade show, sponsored by 
the Toy Manufacturers of the 
U. S. A., 200 Fifth Ave., New 
York City, opens March 6 with 
seven floors of exhibit space at 
the Hotel New Yorker and eight 
at the Hotel McAlpin, in addi- 
tion to permanent showrooms at 
200 Fifth Avenue, 1107 Broadway 
and other buildings. The Ameri- 
can Toy Fair will continue until 
March 17. 


“Bright prospects for booming 


new 


toy sales in 1950, with levels 
close to the record volume of 
the past three years—$300,000,- 


000 based on preliminary cen- 
sus figures of the Department of 
Commerce,” according to H. D. 
Clark, secretary of the Toy Man- 
ufacturers of the U. S. A.,, re- 
porting on estimates received 
from manufacturers and retailers. 

“Manufacturers 
to capitalize fully on the record 
demand for toys assured by the 
huge increase in the birthrate,” 
Mr. Clark said. “The new toy 
showings will offer consumers 
more for their money than ever 
before. Emphasis on research in 
many instances has borne fruit in 
increased play value, better dur- 
ability and streamlined manu- 
facturing methods which have 
created better toys for the 
money. 

“The amount of sales increase 
which individual toy departments 
obtain depends, of course, on 
having the merchandise the cus- 
tomers want at the time they 
want it and on giving helpful 
service in selection of the kind 
of toys children need at different 
age levels,’ Mr. Clark pointed 
out. 

“There is no question about 
children’s need for toys every 
day in the year. The desire for 
merchandise is there. 

“Another great potential for 
toy increases lies in the 
ability of store sales persons to 


sales 


suggest related toy items that 
will be interesting and educa- 


tional for children of the age 
level the customer is purchasing 
for.” 

Toys previewed at the Fair 
will tell the story of how 
America lives, manufacturers re- 
port. Emphasis will be placed 
on toys that help children deter- 
mine their capabilities and pre- 
pare for careers. To make it easy 
for toy department customers to 
choose the varied which 
children need for all around de- 
velopment at each age level, 
many manufacturers have given 
attention to informative 


toys 


careful 


are prepared | 





labels, tags and package direc- 
tions which indicate how each 
toy will be used and the ap. 
proximate age appeal of the toy, 

New designs emphasis 
on reproductions of America’s 
peaceful arts, industries and 
sciences. Top hero of the play- 
room the cowboy with 
nearly a million cowgirls shar- 
ing their brothers’ enthusiasm 
for Western regalia and 
gun_ holster Games 
hobbies catering to 
show substantial increases. Man- 
ufacturers pay tribute to the 
huge increase in the numbers 
of children under six by rede- 
signing many types of play fa- 
vorites to meet the interests and 
abilities of the pre-school child, 


place 


set is 


two- 
and 


teenagers 


sets. 





SALES, MERCHANDISING 
PERSONNEL REASSIGNED 
BY ARVIN DIVISION 


The reassignment of sales and 
merchandising personnel of the 
Arvin division of Noblitt-Sparks 
Industries, Inc., Columbus, Ind., 
has announced by Glenn 
W. Thompson, president. 


been 


Paul W. Tanner, who has been 
appliance sales manager, will de- 
vote his efforts to the Arvin ra- 
dio and television division where 
he will work with Harlan B. 
Foulke, vice-president, and Ray- 
mond P. Spellman, sales man- 
ager. Mr. Tanner’s new duties 
will identify merchan- 
dising manager radio and 
TV activities. 

Leo Burns and Walden Jo- 
hansen have been appointed as- 
sistant sales managers of the Ar- 
vin electrical housewares division 
where they will be associated 
with Gordon T. Ritter, director 
of sales. Mr. Burns was until a 
short time ago a buyer of ap- 
pliances for Sears, Roebuck & 
Co., Chicago, and Mr. Johansen 
was formerly with Chatfield Pa- 
per Corp., Cincinnati. 


him as 
for 


Three southeastern market 
areas have distributors for Arvin 
appliances and radios, Noblitt- 


Sparks Industries, Inc., Colum- 
bus, Ind., has announced. 

J. L. Perry Co., 813-21 Ninth 
Ave., N. W., Nashville, Tenn. 
takes over the Arvin distributor- 
ship in Nashville and the eastern 
Tennessee area while Moore- 
Handley Co., hardware whole- 
salers, 27 South Twentieth Street, 
Birmingham, Ala., has signed @ 
franchise for that city and ad- 
jacent sections. 


In Atlanta, the Arvin line will 
be distributed by Economy Auto 
Stores, 1130 Bankhead Avenue, 
N. W. 
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Flint & Walling Mfg. Co. Reorganized; 
Elect Welch, Pres., Van Hart, Vice-Pres. 


Flint & Walling Mfg. Co.,{ dent of the company. He pointed 
Inc. Kendallville, Ind., has re-| cut that full ownership of the 
cently been reorganized through| company has been brought to 
the sale of stock held by eastern} Kendallville by the stock pur- 
interests and subsequent resig-| chase. Benjamin F. Van Hart, 
nation of H. T. Park, president, | formerly a distributor for the 
and W. H. Macomber, secretary- | Glove Slicing Machine Co., in 
treasurer. Both had been with | Detroit, Mich., and San Diego, 
the company for nearly 25 years} Cal., was elected vice-president 
and had been active in the man-| Henry L. Ortstadt, secretary- 
agement of the company follow- | treasurer, is vice-president of the 
ing the death of H. H. Macomber Kendallville Foundry. 
in 1940 | The same quality and prod- 

Cecil R. Welch, who is presi-| ucts will continue to be manu 
dent of the Fort Wayne Securi-| factured and there will be no 
ties Co., has been elected presi- | major changes in policy. 














ORGILL BROS. LEASES | the same area as representative 

LITTLE ROCK WAREHOUSE | of the Shaver Division, Reming- 

t pane: Sia . wa : a: 

Orgill Brothers & Co., Mem-| ton-Rand, Inc. I rior to the w ar 

: |he was a distributor for RCA 

phis, has announced that it has} oa al tcectan tac Wleaaiien tine 
leased a warehouse at 103-105 | CCmca’ Products in 

Rector, Little Rock, to take care 

of the appliance sales in the state 


of Arkansas. 


20 years. 


PITTSBURGH WHOLESALE 





An office and sales room was | MERCHANTS ASS’N 
formerly at 103 W. Third St. but | TO MEET MARCH 6-8 
due to the increase of business,| The Pittsburgh Wholesale 


it was found necessary to enlarge 
the quarters. 


Merchants Association, a division 
of the Chamber of Commerce of 
Pittsburgh, Pittsburgh, Pa., will 


OSTER NAMES LORENZ | hold its 16th Merchandise Mart 
NEW YORK SALESMAN at the William Penn Hotel, 
Wayne Lorenz has been named | March 6-8, 1950. As in the past, 
sales representative in New York | “AAU” boxing and a wrestling 
and Northern New Jersey for the | show will be provided for the en- 


Jr., executive vice president. are expected to visit the show 
Mr. Lorenz previously serviced | from the Tri-State area. 














Hibbard, Spencer, Bartlett & Co., wholesalers, Evanston, 
» recently held a two-day sales convention which was at- 
tended by 100 salesmen from the near-by areas and 50 sales’ 
assistants from the office. Shown above, left to right, are 
torge Stice, Wisconsin; Bill Hogan, office; Bob Anderson, 
office; Jim Creagh, office; Joe Williams, Wisconsin; and K. 
Flannery, Ohio. The meeting was closed with a banquet at 


Allgauer's Nufer Restaurant, 6666 N. Ridge Ave. 
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John Oster Mfg. Co., Racine, | tertainment of the dealer and his | 
Wis., according to John Oster, | associates, about 3,000 of whom | 








PLYMOUTH 


FEATHERWEIGHT lay lid 
GARDEN HOSE 


SO GOOD IT’S GUARANTEED FOR 10 YEARS 


reaTaceweicny Dmyli * 
GARDEN HOSE 


Oil, Ex 
Strong Non-Rust 2-Way Permo-Grip Couplings 
© Withstonds § Times Average City et 





@ Tough, durable plastic — outlasts rubber. 

®@ Featherweight — a child can lift it. 

@ Resists extreme hot and cold temperatures. 

@ Resists scuffing, peeling, grease, oil, etc. 

® Strong non-rust 2-way Perma-grip couplings. 
@ Withstands 8 times city water pressure. 

@ In 25-ft. and 50-ft. lengths. 


The Plastic Garden Hose of Outstanding Quality 
Guarantees Greater Sales and Profits 
Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 
CANTON, MASS. 





Also Manufacturers of SLIPKNOT, the World's Largest Selling Friction Tape. 
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THE NEW DOYLE ROTO-TRIM 
MOWERS WILL MEAN BIGGER 
SALES FOR YOUR STORE 


Don’t miss the boat—look into this 
NOW! Doyle ROTO-TRIM mowers 
have all the quality features cus- 
tomers want, PLUS the new Edge- 
Trim on both sides; they cut ALL 
the grass right up to buildings, 
plantings, sidewalks. A. cinch to 
sell, because they give a neater job 
in less time and with less work. 


































U. S. statistics show sales of rotary 
power mowers zooming. People 
want them—and with ROTO-TRIM’s 
low retail prices, they can afford 
them. Plan NOW to stock these new 
mowers this spring . . . we'll back 
you up with good material ... and 
GET YOUR SHARE OF THESE BIG 
* PROFITS! 


i 
\\ 


Bi 





\ 


EDGE - TRIM 
ON BOTH SIDES \\ARAANORE 
TRIMS CLEAN TO _) Tain Ua AE 
THE EDGE My a Nh 41) 
LEROY Be 









BUILT IN TWO SIZES 


MODEL B 


retails at 


MODEL A 


retails at 


20-in. cutting blade; 
4-cycle Briggs & 
Stratton 1.6 h.p. en- 
gine with automatic 
starter. Wr., 66 Ibs. 


18-in. tempered steel 
cutting blade; 1.6 
h.p. 4-cycle Briggs 
& Stratton engine. 
Wr., 63 Ibs. 


dt Ae 


f.o.b. K.C., Mo. 


§9Q°° 


f.o.b. K.C., Mo. 





EOTH MODELS HAVE self-adjusting handle; front, 
side and rear safety guards; adjustable cutting 
height; oil bath type air filter; suction-type 
carburetor. Operate on regular gasoline. 


FIND OUT MORE! WRITE TODAY TO... 
J. G. DOYLE ENGINEERING CO. 


Dept. H2, 526 Cherry Street, Kansas City 6, Missouri 
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Claim 1950 Housewares Show 
Best From Buying Standpoint 


9,200 BUYERS VIEW EXHIBITS 


The 9.200 buyers who attended 
the 1950 National Housewares 
Manufacturers Association’s show 
held Jan. 19-26, at Navy Pier, in 
exhibitors many 
orders although buying was se- 
lective. According to A. W. 
Buddenberg, executive secretary 
of the National Housewares Man- 
ufacturers Association, 


Chicago, gave 


buying standpoint, this was most | 


successful of all the 12 annua! 
shows held to date. 





from a| 


displays and one observer sug. 
gested that the N.H.M.A. might 
offer an award to the exhibitor 
providing the best idea to meet 
retail requirements. 

Some of the 520 exhibitors re- 
ported that their business at the 
show has exceeded the market 
totals for any 


Manufacturers seem to be at the 


previous show 


point where they are discourag- 
ing fringe business and hedging 


* _ | on deliveries. 
Reflecting the general  opti- | 
mism, was the almost complete 
lack of breaks. A_ few 


yroducers of electric irons pared 
} 


but there was no| : 
| retailers move merchandise, espe 


The new products were not 
emphasized by all: instead, buy 
primarily about 


to aid 


price 
ers were told 
: new methods developed 
their prices, , } 

widespread move to trim prices. 


cially among the manufacturers 


Exhibitors indicated that high : 

steel and labor prices plus of electric housewares. 

freight rises, are proving pro-| Price alone does not sell a 
hibitive. The buyers seemed to | product. most buyers agreed 


concentrate on promotional | They want quality merchandise, 
items, established and improved 
products and new merchandising | want — for 


ideas while business in staples | prices mean lower dollar volume, 


even in the items under $5, they 
promotions. — Lower 
was moderate. There appeared | buyers learned from studies of 
to be a scarcity of good dealer | last years operations. 








CONNECTICUT'S NEW OFFICERS: At the recent annual 
convention of the Connecticut Hardware Association held in 
Hartford, the officers pictured above were elected. Front row, 
left to right, are: Fred Hall, Fuller Hdwe., Canaan, first vice- 
president; William B. Weldon, Simsbury, Conn., retiring pres 
ident, and Ned Russell, Harris Hdwe., Southport, secretary. 
Standing, left to right, are: Donald Dickinson, Lightbourne 


and Pond Co., New Haven, second vice-president; Samuel 
Mazo, Economy Hdwe., Hartford, president, and Carl Nygard, 
Collins and Freeman Co., Branford, treasurer. 

Directors elected are: one year, Lawrence Wyllie, Wyllie 
Hdwe., Niantic; Charles Schmidt, Schmidt's Hdwe., Water 
bury; Charles Bacon, Bacon Bros., Middletown; Charles 
Greenspan, Greenspan's, Hartford; for two years, Edward 
Walsh, E. M. Walsh Co., New Haven; William Bowers, Jordan 
Hdwe., Willimantic; Jerry Ginsberg, Conn. Paint and Hdwe., 
Danbury; Michael Allara, Frank M. West Co., Stamford; for 
three years, Francis Prichard, Star Hdwe., Rockville; George 
Reno, Apex Hdwe. Co., Hartford; Martin Daniels, Jackson 
Marvin Co., New Haven, and Everett Eaton, E. J. Smith Co., 
Collinsville. 
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Divide Youngstown Kitchens Field 
Sales Staff in Five Territorial Zones 


The division of the Youngs- 
town Kitchens field sales organi- 
zation into five territorial zones 
has been announced by Charles 
\, Morrow. vice-president in| 
charge of merchandising for | 
Mullins Mfg. Corp., Warren, | 
Ohio. 

Each of the five zones is head- 


ed by a manager with from two 
to five sales regions and regional 
sales managers under his juris- 
diction 

Mr. Morrow said establishment 
of the 
closer coordination between dis- 


zone system will provide 


and and 


tributor factory, give 
regional managers more time to 


help distributors deal with local 
sales problems. 

Appointed as 
five former 


zone managers 


are Youngstown re- 


gional sales managers. They are 


Harry F. Howell, eastern zone 
with headquarters in Philadel- 
phia: Jack Purvis, midwestern 
zone, Detroit: Morris D. Dur- 


ham, southern zone. Fort Worth, 
Texas; H. E. Counselman, north- 
western zone, Lake Elmo, Minn., 
and D. Parks. 

western zone, Los Angeles. 


Eugene south- 

Appointment of regional sales 
managers to replace those made 
zone managers will be announced 


when all posts are filled. 








BONAR HEADS TAPPAN 
LP GAS DIVISION 


Announcement of three 


notions at the Tappan Stove Co., 


was made recently by A. KB. 
Ritzenthaler, vice president in 
charge of sales. 

C. W. Bonar. formerly sales | 
training director, has been pro- 
moted to the newly-created post 
of manager. LP-(bottled) gas | 
division. He will be respon- 


sible for developing sales in the | 


LP-gas field and will supervise 
the present Tappan LP-gas ac- 
counts. 

W. J. Daugherty, formerly as- 


sistant to the promotion manager. 


has been promoted to sales 
training director. In his new 
position, he will be responsible 


for the formulation of training 
programs for both wholesale and 
retail salesmen and for the de- 
velopment of selling aids. 

G. S. Condos. director of pub- 
lie relations, has been assigned 
increased responsibility as as- 
sistant director of merchandising. 

Mr. Bonar will work with D. 


S. Sharp, sales manager, and 


Messrs. Daugherty and Condos | 


will work with P. I. Berno, direc- 
tor of merchandising. 


Mr. Bonar joined Tappan in 


1937 as sales correspondent and 
later was assigned as sales rep- 
resentative for the state of IIli- 
nois, 


Upon his return from service, 


he went to Chicago as sales 
representative and was named 


training director in 1948. 


Mr. Daugherty started in the | 


Tappan sales department in 1936 
and a months later was 
assigned as sales representative 
in New York West Vir- 


ginia. 


few 
and 


When he returned from service 
he worked in the sales depart- 
ment and was named assistan’ to 
the promotion manager in 1946. 


| tor in 


Mr. Condos was bureau 
the Akron 


before entering 


man- 
Beacon 
the 


eager for 
Journal 
rmy. 
He joined Tappan in 1944 in 
the engineering department and 
was named public relations direc- 


1945. 


E. C. BAILEY FORMS 


MANUFACTURERS’ 
AGENCY 
Edward C. (Ted) Bailey has 
announced the formation of the 


Bailey Tool & Supply Co., at 53 
Park Place, New York City. Mr. 
Bailey associated 
with the Tap & Die 
Corp., as district 
will 
ers of 


who was long 
Greenfield 

eastern man- 
manufactur- 
othe 


through 


ager, represent 
and 
sold 
hardware and mill supply distri- 
bution channels. 


cutting tools 


lines which = are 


This new concern is now rep- 


resenting the Vermont Tap & Die 


Corp., Lyndonville, Vt. — the 
Watervliet Tool Co., Albany, 
N. Y., and the Syracuse Twist 


Drill Co., Syracuse, N. Y. They 
an- 


lines to be 


will add other 


nounced later. 





E. C. BAILEY 
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Cif CHAIN 


INSWELL PROOF COIL 








INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised... known 


and preferred by chain users in every type of business. 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all standard 


welded chain types and sizes. 





AT A REGULAR PROFIT 





~~? — aK a = — = oy “s a 
>. bP BB BB BB BB 
LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, hooks 
and other accessory fittings make ours a “one-stop” 
chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


Affiliated with Chisholm-Moore Hoist C« 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: NEW YORK ¢ CHICAGO ¢ CLEVELAND © SAN FRANCISCO 


ther Factories at Angola, New York, St. Catharines ntor and Johannesburg, S.A 
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Marshall-Wells Dealers Congress 
To Be Held in Portland, Ore., Feb. 20-22 


E. Pearson, 
vertising and 
Marshall-Wells  Co., 
wholesalers, Portland 
has announced that the com- 
pany’s combined 1950 dealers’ 
congress will be put on jointly 
by Spokane, Seattle and Port- 


manager of ad- 

promotion, | 
hardware 
8, Ore., 


sales 





will be keyed to carry informa- 
tion to the dealers on how best 
to fight for business in 1950. The | 
Multnomah Hotel will be head- 
quarters with the merchandise 
shows held at the Mart of the 
Portland branch. Mr. Pearson 
says that dealers are expected 











land branches Feb. 20-22 in| to attend from Oregon, Washing- 

Portland. ton, northern Idaho, and the ex- 
The theme of the congress will | treme western section of Mon- 

be “Fight in Fifty” and all talks | tana. 

BIGELOW & DOWSE CO. This division has been insti- 


SPRING HDWE. SHOW 


Bigelow & Dowse Co., 160 A 
St., Boston, Mass., of 
National Hardware will 
hold its first meeting since the 
war at the National 
Hardware Stores Hotel 
Bradford, Feb. 20th. com- 
pany plans to have 33 
booths ranged about the Grand 
Ballroom of the hotel. The pro- 
gram_ will luncheon, 
served in the ballroom together 


sponsors 


Stores, 


Spring 


Show, 
The 


about 


include a 


with an evening dinner and en- 
tertainment. 


STEPHANY HEADS 
GEUDER CONSUMER 
PRODUCTS DIV. 


Henry J. Stephany has been 
appointed to head consumer 
products division of Geuder, 
Paeschke & Frey Co., Milwaukee, 
Wis. 








tuted to group under one sales 
division all the products that go 





HENRY STEPHANY 


through similar trade channels. | 
The division will consolidate the 


and dairy | 





former houseware 


| automotive 


utensil division and the ~*Met-L- 
Top” ironing table division under 
one unit headed by Mr. Stephany 
as sales manager. Mr. Stephany 
started in the housewares divi- 
sion of the firm in 1935 and has 
been sales manager of the “Met- 
L-Top” division of the company 


since 1946. 


CLEVELAND CHAIN NAMES 
FACTORY SALES AGENTS 
TIRE, TRACTOR CHAINS 


The appointment of Hirsig- 
Frazier Company, Inc., Dallas, 
as direct factory sales represen- 
tatives for chains, tractor 
chains and tow chains manufac- 
tured by The Cleveland Chain 
& Mfg. Co., Cleveland, Ohio, was 
announced recently by David J. 
Gemmell, vice president and di- 


tire 


rector of sales. 

Hirsig-Frazier’s territory will 
include the states of Texas, Okla- 
homa, Arkansas and Louisiana. 
Its sales staff, composed of six 
men with a collective selling ex- 
perience of 86 years, will present 
Cleveland products to recognized 
parts and accessory 
wholesalers. 

All Cleveland Chain is 
under the trade mark “Round.” 
The Round Chain Organization, 
established in 1869, is now under 


sold, 


the active management of Ray- | 


mond L. Round, a grandson of 
the founder. Mr. Round is presi- 
dent and chairman of the board 
of the Cleveland Chain & Mfg. 
Co., Cleveland, Ohio,, and the six 
affiliated Round Chain Com- 
panies. 











Eight Janney-Semple Hill & Co. salesmen enrolled in the course in hardware retailing 
at the City College of New York Midtown Business Center, 430 W. 50th St., New York 
City, 19. In front, left to right, are: Victor E. Musso, supervisor of the College's building 
industry training programs; Harold A. Baxter, one of the wholesale hardware firm's ex- 
perienced salesmen, who is taking the training to help expand the company’s efforts to 
aid retailer customers with merchandising programs, and Dr. Robert A. Love, director of 
the evening and extension division of the College’s school of business. In the second row 
are the seven new salesmen who are taking the training to complete an extended period 


of training conducted by the company. 


Left to right: Daniel E. Rupp, Edward Mace, 


Frank J. Brown, R. P. Dunnavan, Robert C. Anderson, William Soderholm and Jack A. 


Kendall. 
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J. A. SULLIVAN MADE 
MARKETING MGR. 
FOR GENERAL MILLS 


John A. Sullivan has been 
named marketing manager for 


General Mills, Inc., home appli- 
ances, Minneapolis. 





JOHN 


A. SULLIVAN 


He served Mills 


home appliances in 1945-46 when 


with General 
company was preparing its 
merchandising organization and 
and returns to Gen- 
from Jack & Heintz 


program, 
eral Mills 
Cleveland. 


HARDWARE SQUARE CLUB 
REINSTATES ANNUAL 
SHORE DINNER 


The Hardware Square Club of 
New York, Inc., through _ its 
president, Edward Brandt. Long 
Island Hardware Co.. an- 
nounced that the annual shore 
dinner and entertainment will 
again be held at the Astor Hotel, 
New York City, Thursday, May 
llth, 1950. 

This annual affair was discon- 
tinued last year despite the in- 
sistent demands of the trade, 
because the committees were 
unable to cope with the problems 
necessary to 


has 


promote a_ social 
get together of such vast propor: 
tions, 

The Shore 
headed — by 
Jungkind again 
responsibility for resuming. this 
affair, but has insisted that the 
attendance be cut cent 
under the previous 
which the Club agreed. 

Through the jurisdiction © 
Chairman George W. Warner 6! 
the Welfare Committee, part o 
the proceeds from this affair at 
annually donated toward a be¢ 
endowment and its maintenance 
at the Hospital for Special Sur 
gery, previously known as Crip 
pled Children’s Hospital, Ee 
42nd Street, New York City. 


Dinner Committee, 
Chairman — George 


has accepted 


25 per 


figures, to 
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LOWER PRICES , 
HIGHER QUALITY ,/4 
BETTER VALUES ¢/\ 


Inquire of Your abber oe Dealer 


Spring is right around the corner. 
Anticipate your requirements. Buy accordingly.| 
BUY THE FINEST e BUY PITEGOFF 
Don't get caught with your brush stocks down. 





Conkidentially ! 
ARE 
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ont 


Complete Lines of Brushes 


are now available . . . 


—- NYLON — 


70%, Bristle 
DUOTIUP with PITOLIN 
30% Horsehair 


100°) PURE BRISTLE with PITOLIN 


THESE BRUSHES MAY BE OB- 
TAINED IN ALL SIZES AND TYPES. 


= 


More lines of brushes are 


No. 270 HOUSEHOLD ASSORTMENT 
with FREE COUNTER DISPLAY 


PLASTIC HANDLE HOUSEHOLD ASSORT- 
MENT WITH FREE COUNTER DISPLAY 


Complete line of 
ARTIST BRUSHES 


FOR SMART MERCHANDISING .. . 
MORE SALES . . . MORE PROFITS .. . 
BUY PITEGOFF BRUSHES 


AINTERS 
REFER 
ITEGOFF 


PITEGOFF BROTHERS, INC. 


320 VAN BUREN STREET ° SROOKLYN 21, N. Y 
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Ask Businessmen to Give Ideas to Strengthen 
Federal Policies to Promote Competition 


Secretary of Commerce Charles The Secretary urged that re- 
Sawyer, as chairman of the|cipients of the questionnaire | 
President’s Committee on Busi- | “take advantage of this oppor- 
ness and Government Relations, | tunity of presenting constructive 


recently invited business men to | suggestions for strengthening our 


give the committee the benefit of | system of free competitive en- 
their ideas on strengthening Fed- | terprise. Any comments . . . will 
eral policies in order to pro-| be given thoughtful considera- 
mote competition and prevent tion, and in using them, the 
monopoly. source will not be disclosed.” 


\ questionnaire from the com- | He asked replies, if possible, be- 


mittee, Secretary Sawyer an-| fore March 1, 1950. 

nounced, is being sent to repre-| The questionnaire asks the 
sentative national organizations, | views of these groups on a list 
including trade associations, | of six questions covering such 


small business groups, labor | subjects as broadening voluntary 
unions, farm organizations and | compliance with anti-trust laws, 


promoting more effective enforce- 
ment, reviewing exemptions from 
the anti-trust and encour- 
| aging the growth of new and in- 
cies dealing with unfair compe- | dependent enterprise. 

tition, monopoly and Replies to the questionnaire. 
straints of trade. the Secretary said, will be studied 


consumer groups. It solicits their 


suggestions in developing a 


positive program to increase the laws, 


effectiveness of Government po* 


other re- 


In letters transmitting — the | by the committee in developing 
questionnaire, Secretary Sawyer | its program for the President. 
said the committee wished to ob-| The President's Committee on 
tain “from a cross section of the | Business and Government Re- 


of Secretary 
Sawyer chairman, Attorney 
General Howard McGrath as vice- 


men who conduct the nation’s | lations consists 


commerce,” “from representative 


as 


groups which have an interest in 


Federal activities in this field,” | chairman, Lowell B. Mason, act- 
and “from professional students | ing chairman of the Federal 
of these problems,” “the bene- | Trade Commission, and Leon H. 


fit of their experience and ideas | Keyserling, acting chairman of 


to help in framing a sound and | the Council of Economic Ad- 
practical program.” visers. 











NATIONAL SPORTING GOODS ASSOCIATION ELECTS 


1950 OFFICERS AND DIRECTORS. At the 19th annual 
convention and show, held at the Morrison Hotel, Chicago, 
Ill., the National Sporting Goods Association re-elected Shelby 
D. Himes, Bailey & Himes, Inc., Champaign, IIl., president; 
Ed R. Vandervoort, Vandervoort Hdwe. Co., Lansing, Mich., 
vice-president, and G. Marvin Shutt, secretary. C. L. Higgins, 
C. & S. Sporting Goods Co., Austin, Tex., is the newly elected 
treasurer. Two new members of the board of directors are 
John M. Elliott, R. S. Elliott Arms Co., Kansas City, Mo., 
and William W. Crymes, Faul & Crymes, Charlotte, N. C. 
The other re-elected members of the board of directors are 
Ed Brendamour, Ed Brendamour, Inc., Cincinnati, Ohio; 
Charles M. Evans, Evans Sporting Goods Co., Shreveport, 
La.; E. S. Hurd, Dakin Sporting Goods Co., Bangor, Me.; 
Clarence S. Shenk, Shenk & Tittle, Inc., Harrisburg, Pa.; 
Orien W. Todd, Jr., Stanley Andrews Co., San Diego, Cal.; 
Gene Walby, Athletic Supply Co., Seattle, Wash.; David S. 
Wilson, Gougar & Todd, Denver, Colo.; C. G. Wood, Peeler 
Hdwe. Co., Macon, Ga; and John F. Lawlor, Lawlor’s Sport- 
ing Goods, Lincoln, Nebr. Pictured above, left to right, 
seated, are: C. S. Shenk, C. M. Evans, E. S. Hurd, 5. D. 
Himes, E. R. Vandervoort and J. F. Lawlor. Standing are: 
G. M. Shutt, C. L. Higgins, J. M. Elliott, D. S. Wilson, E. 
Brendamour, G. Walby, O. W. Todd, Jr., W. W. Crymes and 
C. G. Wood. F 
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| Funk a vice-president, associated 


| on behalf of the officers, present- 
| ed Mr. Funk with a scroll signed 
| by all the officers, honoring him 


| dent 
| Wholesale Hardware Association 


SLAYMAKER NAMES 
MEDILL SALES AGENTS iN 
ROCKY MOUNTAIN AREA 


Slaymaker Lock Co., Lancas- 
ter, Pa., has announced th: 


7 
| pointment of the Medill Sales 
| Co., 2155 Blake Street, Denver, 
as its representatives on both 


its lines of padlocks and builders 
hardware in the Rocky Mountain 


region. Included in the area are 
the states of Utah, 
Montana, Wyoming and Idaho. 


This appointment was made by 


Colorado, 





W. Heyward Smith, general 
| sales manager of Slaymaker Lock 
| Co. 


EDWARD HAMMER 


now sales manager of Decatur 
& Hopkins Co., Boston, Mass., 
whose advancement was an- 
nounced in the Jan. 26 issue. 








NEW RETAILERS TRAINING | 
COURSE OPENS FEB. 15 | 


The City College Midtown | 
Business Center, 430 W. 50th St., 
New York City 19, has an- | 
nounced that a new evening ses- 
of the Retail Hardware | 
Training Course is scheduled to | 
begin on Feb. 15. 


sion 


This session | 





is designed fer hardware men | 
and women within commuting | 


distance of New York City, and | 
will meet from 6:30 to 10:10 | 
Monday and Wednesday even- | 


ings for 19 weeks. This N.R.H.A.- 


LEIGHTON MEDILL 


Members of the Medill Sales 


ponsored course ha sleek | Co., include Leighton and Mal- 
spons < as : ! 
oraduated 230 hardware men colm Medill, both of whom ar 
gradua 2 g 5 


a ee well known throughout the area, 


H. J. FUNK SERVES 
ALBANY HDWE. 50 YEARS 


The officers and employees ot 
the Albany Hardware & Iron Co.. | 
Albany, N. Y., wholesalers, re- | 
cently paid tribute to Henry J. | 
with the for 50 years. 
William C. Dearstyne, president. 


company 


for his many years of “faithful, | 
7 e . | 
diligent and efficient performance 
of all duties.” Mr. Funk was | 
given a television set with a plate 
bearing his name and the years 
5 ? | 

of service with the company. 





MALCOLM MEDILL 


Mr. Funk joined the company | 
as an office boy. He then en- | having engaged in several busi- 
tered the wholesale order depart- | ness enterprises in Denver and 
ment as a salesman and _ later | 
went into retail cutlery. In 1919, 
Mr. Funk was made 
buyer, and today still serves as | 
a general buyer. He was presi- 
of the New York State 


the vicinity. 





assistant 
WAGNER CELEBRATES 
50TH ANNIVERSARY 


The E. R. Wagner Mig. G. 
Milwaukee, Wis., as of Jan. 22 


completed 50 years in business 


and Eastern New York Purchas- 


ing Agent’s Association. 
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G. RIDER NEFF 


whose appointment as manu- 
facturers’ agent for Rockford 
Screw Products Co., was an- 


nounced in the Jan. 12th issue 
with a photograph of Don Oltz, 
merchandising manager, Duluth 


branch of Marshall-Wells Co. 








REALIGN COOLERATOR 
SALES ORGANIZATION 


The realignment of the Cooler- 


ator sales organization to pro- 
mote more specialty sales con- 
tact and to increase field pro- 


motion activities was announced 
W. C. Conley, Jr.. 
manager. 
C. Margolf is Coolerator district 
the Eastern 
board territory. Replacing George 


recently by 
Coolerator sales 


manager for sea- 
D. Morton, who resigned to be- 
come a Coolerator distributor 


in Knoxville, Tenn... Mr. Margolf. 


a veteran appliance representa- 


tive. was formerly general man- 
Washington, D. C. 
appliance  distributorship 
previously a national product 
sales manager for Hotpoint, Inc. 
He has more than 20 years’ ex- 
perience in the appliance field. 
William J. 
dent of 
Inc., 
Indianapolis, 


ager for a 


Helt, former presi- 


Appliance Distributors, 


Coolerator wholesaler in 


Indiana, has 


appointed national range sales 


manager. 
William A. 


Costello, former 


| Coolerator sales promotion man- 


ager. has gone into the field as 
the Coolerator district 
tative for the East Central terri- 


tory. He will supervise Coolerator 


range. refrigerator and freezer 
sales in Indiana, southern Ohio. 
Kentucky. West Virginia. He 
| will be headquartered in Cin- 


| City 7. 


Fred | 


cinnati. 


ELECT E. J. FREVERT 
PRES. UNITED HARDWARE 


The third annual shareholders’ 


meeting of the United Hardware | 


Co., 1225 
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Ave.. Kansas 


attended 


Union 
Mo.. 
about 75 dealers and their wives 


The 


was by 


recently. following officers 


were elected: E. J. Frevert, Lib- 
erty, Mo., president: Sam 
Zuercher. Wichita, Kan..  vice- 


president: Russell Cook, Kansas 
City, secretary-treasurer. Elected 


to the board of directors for 
three year terms were: A. G. 
Schiager, Colorado Springs, 
Colo.: Merrill Hamburg,  La- 


Crosse. Kan., and Russell Cook, 
Kansas City. Mo. About 50 man 


and | 


been | 


represen- | 


on its 


ufacturers and their representa- 
tives exhibited their new items 
in hardware and housewares at 


the warehouse during 


the meeting. 


company 


WILDLIFE RESTORATION 
WEEK, MARCH 19-25 


(America’s 13th annual Nation- 
al Wildlife Restoration Week. 
originally established by Pres- 


1938, 
will be observed this year during 
the week of March 19-25, undet 
the sponsorship of the National 
Wildlife Federation, according 
to the Wildlife Management In- 
stitute. 


Wildlife 


idential proclamation in 


Week aims to focus 


the attention of 150 million 
(Americans upon the importance 
of wildlife conservation to their 


every-day life and the debt which 
they owe coming generations to 
help perpetuate our national re- 
future 
State. 


local group meetings throughout 


sources for welfare and 


prosptrity. county and 


the nation will direct public dis- 
cussions of wildlife conservation 
through prudent management of 
natural in- 


\merica’s resources, 


cluding water, soil, trees and all 


other plant as well as animal 
| life. 
The distribution of Wildlife 


Conservation Stamps during the 
Week 


part of 


and at other times is 
the 


program. 


Federation’s educa- 


tion Proceeds from 


their sale are the organization’s 
carry 


source of income to 


wildlife 


main 


programs, 








‘ie 





WESTERN ASSOCIATION ELECTS: Front left is John C. Nitsch, Nitsch & Nitsch, Ober- 


lin, Kan., retiring president of the Western Retail Implement & Hardware Association 


with Leslie F. 
elected at 


Smith, Smith's 


the association's 


Cash Hdwe., 


recent convention 


Westmoreland, Kan., 
in Kansas City, 


president 
the 


the 
Mo. Standing 


new 
In 


rear, from left to right are other officers: Melvin Rice, Rice Truck & Tractor Co., 
Butler, Mo., first vice-president; Harry Wood, Fisher & Wood Hardware & Appliance 
Co., Kiowa, Kan., second vice-president; H. E. Owen, Owen Implement Co., St. Joseph, 


Mo., 


W. Glenn Muncy, Muncy Bros., Ind., Dodge City, Kan., Irwin R. Malott, 


Malott 


Hdwe., Ottawa, Kan., and Melvin Kraemer, Kraemer Hdwe., Marysville, Kan., all direc- 


tors. 
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William J. Shaw, Kansas City, is secretary-treasurer. 


; January 





HOWARD BROOKS 


ADVANCE TWO BOYLE- 
MIDWAY SALES 
EXECUTIVES 
ulvancement of two top 
Boyle-Mid- 
has been 
Warren 


lingdale, vice-president in charge 


Phe 
sales executives of 


New \ ork, 


announced — by 


way, Ine., 


recently 
advertising 


of sales and 





BRUCE CARDOZO 


* 
Howard Brooks has been 
named special products manage 
in charge of special items in the 


Boyle-Midway 


line. He will stim 


ulate sales of Old English waxes 
and polishes, Dri-Brite, electric 
floor polishers, and Silver Label 
Spray Deodorizer aerosol bombs 


Mr. Brooks is a veteran member 


of the Bovle-Midway sales ot 


ganization. 


Bruce Cardozo is now special 


products manager on mop sales 


100 ATTEND ASSOCIATED 
KETTLER’S LUNCHEON 


More than 100 members and 
geuests of the Associated Pot & 
Kettle Club of America, attended 
a luncheon, held at the Lake 
Shore Club, Chicago. Ill. on 

2ist. Fred C. Wood 


president of the club, presided 
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to $5.55; fine and weaving wire, from 
February 9, 1950 $7.70 to $8.45; rope wire, plow and 


mild plow wire, from $7.40 to $7.95, 

















and wire rods from $3.40 to $3.85 base. Giving yo 
~ oo mon S 
ADVANCES ‘ ; gra 
Steet Ls , set Ned b s Hid Steel wool—From the office separate s 
teel wool. Some nails. Hot rolled bars. Some wire. Hides. f . . , 
7 a leading jobber comes news that = 
Some door sets and other builders’ hardware. . ey ‘ products 
steel wool, in one pound rolls and in- Congoleur 
DECLINES dustrial pads, was advanced three cents 
Tin. Antimony. One car heater. Some auto batteries. Linseed oil. per pound Jan. 6. This was the first 
Some television receivers. change since Jan. 14, 1948. No ad- ——— 
vance notice of the price increase had 
been given to the trade. 
* * * 
P Res Ame rican ‘ teel & Wire —_ a“ from its list of extras, a Door sets—National Mfg. Co.. 
0, advanced net prices on a number charge of 1% cents per pound for Sterling, Ill., has announced an in- 
of nail items, from 10 cents to 45 cents stretcher leveled sheets, effecting here : 
: ; Se - crease of approximately 10 per cent on 
per 100 pounds, effective Jan. 11. Af- a reduction of $25 per net ton. : a a as >: 
f 1 hes gers ; most of the items in its line. Prices on 
sey ten nse aes or ns poy spain the No. 900 National Door Sets are be- 
_— roa ass _ s a “" ¥ Ms en Hot-rolled bars, some wire—- ing increased five per cent. The an- 
ee eee ee On Jan. 17 the Laclede Steel Co. an- nouncement pointed out until the com- 
rernceagale ¢ —— poor uc nounced price increases, ranging to 75 pany’s new price list is issued, prices 
ytunt ss i ee (Se ), p awl cents per 100 pounds, on certain of its will be adjusted through lesser dis- Full- 
board nails, egg-case nails, small size products, effective immediately. Prod- counts. Home 
nails, and poultry netting staples. ucts affected include: Hot-rolled bars, fp alleles Coun 
* + * increased from $3.35 to $3.45 a hun- Auto batteries—On Jan. 21, pores 
Stainless steel sheets —- A dred pounds; manufacturers’ wire, from an 8 per cent reduction in the average lions | 
leading producer of stainless sheets, re- $4.15 to $4.50; spring wire, from $5.20 price of automobile batteries was an featui 
prom: 
you i 
— ‘ - = headc 
you b 
. 
Wholesale Hardware Inventories ° 
By Geographic Divisions, for November, 1949 : 
| ' z= ; | No! 
End of Month Inventories (Cost)* Stock-Sales-Ratios b | 
eam tior 
| } | Weeks’ Supply 
} Percent Change | } | | of Inventory full 
GEOGRAPHIC November 1949 | Amount (Add 000) | on Hand* 
DIVISION vs. | Nai 
Number | ——~S ar tisi 
of Nov. Oct. |; Nov. Nov. Oct. Nov. Nov. | Oct. | Nov. Nov. 
Firms 1948 1949 1949 1948 1949 | 1949 | 1948 1949 | 1949 1948 
UNITED STATES TOTAL 232 | = ; um | $117,782 | $132,755 $118,982 203 199 | 189 11.6 11.4 
New England 1 6] «6+8 +1 3,805 | 3,606} 3,772 299 245 283 17.1 14.0 
Middle Atlantic. 43 ; —10 + 1 12,348 13.732 | 12,213 158 | 155 145 9.0 8.9 
East North Central 39 } —12 | — § 20,487 | 23,380 21,472 178 CO 192 167 10.2 11.0 
West North Central 31 L -—e 1 | 24,938 26,956 | 24,655 | 195 189 11.9 11.1 
South Atlantic 46 —19 0 | 16,333 20,164 16, 178 OO 191 177 10.2 10.9 
East South Central 14 ; -—-4 | "W 5,332 | 5,535 4, 189 156 149 10.8 8.9 
West South Central 13 -8 | —4 11,113 | 12,023 11,550 232 210 236 13.3 12.0 
Mountain 10 Pom - 3 —4 3,091 | 2,940 3,219 | 292 232 263 16.7 13.3 
Pacific. 21 —17 — 3 20,335 24,419 20,912 | 268 263 242 15.3 15.0 
Bureau of the Census. Current Wholesale Trade. 





a Includes 13 reports received too late to be incorporated in Census Bureau published releases. 
b Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firme. 


* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the month. 
Sales include direct shipments and consignment business. Weeks’ supply is lower than if based on cost of sales from owned stocks. IN! C 
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Flr: 25%, Congoleum. Notte (ne. Younehss- ‘8 spectacular, 1950 program, of 





Giving you a completely new merchandising pro- 
gram on smooth surface floor and wall coverings: a 
separate selling event on each of these famous 
products—Congowall, Nairn Inlaid Linoleum and 
Congoleum! Each event spearheaded by a great 


full-color advertising campaign PLUS television 
PLUS sales aids—to create traffic and sales for your 
floor covering department, to bring customers to 
your store, to move merchandise out of your 
store. 





att, 
Mage, aot Fees ea 


Full-color, full-page ads in Better 
Homes and Gardens, American Home, 
Country Gentleman will spur your 
customers’ interest in Congowall’s 
magic. Television, too, will show mil- 
lions of families Congowall’s exclusive 
features. Special display material and 
promotional aids are ready to help 
you identify your store as Congowall 
headquarters. A complete program for 
you beginning February 25. 


orn Ht ar aa a. ‘ 








WATCH FOR THE OTHER 


COmNG EVENTS 


on NAIRN INLAID 
LINOLEUM 


and on GOLD SEAL 
CONGOLEUM 


Both backed up with dramatic 
dealer promotion material — both 
spearheaded with concentrated, 

















full-color national advertising! 








Note this blue-ribbon list of na- 
tional publications —all bearing 
full-color full pages in Congoleum- 
Nairn’s greatly expanded adver- 
tising program. 


Life 

American Weekly 

Good Housekeeping 
Better Homes & Gardens 


Country Gentleman 
House and Garden 
House Beautiful 
Farm Journal 














T “Nairn,” 


© 1950, Congoleum-Nairn Inc. 


New York Wilmington Buffalo Chicago Fort Worth-' — : 
American Home Progressive Farmer Cleveland Milwauh Hi ‘au 
sane ae vist Cincinnati St. Louis Charlotte 
Schenectady Washington Dayton Grand Rapids New Orleans 
Utica Rich d Columb New Haven Syracuse 
Philadelphia Lancaster Detroit Atlanta Pittsburgh 
*Storting date unavoidably later in a few cities 


TOPPED OFF WITH 


TELEVISION! 


All three of these great sales events will be featured on 
“Garroway at Large,” big brilliant, high-rating Sun- 
day evening variety show sponsored by Congoleum- 
Nairn and covering 28 cities! Begins February 19th* 
in the following NBC-TV network markets. 








“Congoleum” and “Congowall" are registered trademarks of Congoleum-Nairn Inc. 











CONGOLEUM-NAIRN INC., KEARNY, WN. J. 


TIE IN! CASH IN! GET YOUR PROMOTION MATERIAL NOW AND GET READY T0 DO BUSINESS! 
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nounced by the automotivs division of 
Thomas A. Edison, Inc. In the case of 
many popular types of batteries, the re- 
duction amounts to 10 per cent. The 
reductions were made possible by 
lowered manufacturing costs. and the 
adoption of a new merchandising pro- 
gram which will become effective with 
the early opening of a new plant, which 
will make batteries’ exclusively. 


Linseed oil—Reported Jan. 26. 
leading flaxseed crushers have reduced 
the price of linseed oil .4 cent to 16.9 
per pound, for delivery through June, 
basis tank cars, New York. This was 
the first reduction since Nov. 9, when 
the price was cut from 17.5 to 17.3 
per pound, 


Hides. -Hide prices are trend- 
ing upward. Cow hides that sold in 
Chicago for 23'4 cents per pound a 
month earlier, on Jan. 23 were bring- 
ing 25 cents. Behind the increase is 


better buying by tanners. 


Car heater—The fair trade list 
price of the Stewart-Warner Fresh Aire 
car heater, Model 909, has been re- 
duced from $49.95 to $34.95. Announce- 
ment of the reduction was made by 
the Alemite Division, Stewart-Warner 
Corp., which said slow movement of 
stocks due to warm weather had re- 
sulted in a request from distributors 
and dealers for a price reduction. The 
price of the Stewart-Warner standard 
South Wind heater, Model 781-B, has 


not been changed. 


Antimony—On Jan. 12, the 
price of antimony, 9914 per cent grade, 
was reduced 3%4 cents per pound to 
284 cents, in bulk quantities. f.o.b. 


Laredo, Tex., by National Lead Co. 
This was the first change in antimony 
prices since Oct. 7, 1949, when the 
price was reduced 64 cents, to the 


32-cent level that held until Jan. 12. 


The former 381-cent price had held 
since Oct. 8, 1948. Demand for this 
metal has fallen off during the past 
several months. At the same time the 
domestic industry has been meeting 
competition from increased imports of- 
fered at prices below the United States 
quotation. Chinese antimony has been 
quoted around 26 cents per pound, 
New York, including import duty. 
* * * 

Other non-ferrous metals 
Consumers of copper in the Jan. 14 
week bought more of the metal from 
producers and custom smelters than 
during any other weekly period in 
several years. Orders taken by pro- 
ducers for the five business days to- 
taled around 50,000 tons—mostly for 
shipments this month and next. The 
total was about 21% times the tonnage 
contracted for in the preceding week. 
The largest previous purchases ovet 
the last few years were in the week 
ended Oct. 14, 1949, when 40,527 tons 
were sold. The continued heavy de- 
mand for copper means that January 
will be another month in which deliv- 
eries to industrial users will cross the 
100.000 ton mark. It will be the fifth 
consecutive month to do so. Orders for 
copper already booked for shipment 
in January total more than 100.000 
tons. Meanwhile, consumer buying of 
lead last week is described as holding 
up fairly well. Producers continue to 
dispose of their average daily produc- 
tion, though sales are not making large 
inroads into accumulated stocks. The 
price has been holding steady at 12 
cents per pound, New York. The price 


of zinc has continued at 94 cents pe 
pound, and up to 10 cents per pound, 
East St. Louis. Some business wa 
reported at both levels, but the bull 
was at the 9%4 cent figure. Some pro 
ducers report a very good demand fo: 
prime western zinc from galvanizer- 
of steel products. 


Tin—On Jan. 25, the price ot 
Grade A tin for spot shipment, New 
York basis, was reduced '2 cent a 
pound to 75 cents, by the Reconstruc 
tion Finance Corp. This was the 14th 
reduction in the price of the metal by 
the R.F.C. since Sept. 24, and a total 
decline of 28 cents a pound since then 
The latest cut was to meet competition 
of offerings from private dealers and 
importers. Tin is a big item in the 
millions of food cans on U. S. pantry 
shelves. It is used in the bearings of 
railroad cats. It goes into solder for 
metal mending and into the type that 
prints newspapers. The U. S., mining 
very little of this useful metal, is the 
world’s largest user. However, U. S 
industry has found out how to get by 
with less and less tin, substituting lead 
and aluminum. This fact, coupled with 
climbing production of the world’s 
mines, is “kicking the props” from undet 
tin’s recently towering price. “The 
fundamental trouble,” says one expert, 
“is simply that the world is producing 
a lot more tin than it’s using.” It is 
estimated that in the first nine months 
of 1949 the world’s producers turned 
out some 112,000 tons of tin, while 
world use in the same period was about 
80.000 tons. This means that tin is 
piling up. As recently as the beginning 
of 1949, world stocks were estimated 
around 169,000 tons. Today the tota! 
is believed to be around 215,000 tons 


The U. S. government has siphoned off 








Estimated Sales of Wholesale Hardware Distributors 


By Months 1939 to November, 1949 


(Expressed in millions of dollars) 





Month 1939 1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 
January 39 4 55 «89 ~°+#&59 72 87 120 185 204 p84 
February 37 41 52 83 64 82 85 126 191 207 178 
March 48 49 61 93 73 89 103 141 219 246° 222 
April 47 55 74 93 74 85 97 154 227 256 * 204 
May 52 57 77 78 71 86 93 159 216 233 206 
June 51 56 77 80 76 89 92 157 202 237 — 198 
July 45 55 79 73 73 82 89 162 200 227 171 
August 50 59 82 74 75 91 96 174 204 248 192 
September 60 63 87 73 73 90 97 176 222 253 213 
October 60 71 91 74 76 94 #«41132«(214.siAS—t«é«SD 212 
November. . 54 65 80 58 77 89 108 195 212 241 197 

Total First 11 Months 543 615 815 868 791 949 1060 1778 2332 2614 ~#«2177 
December i... 49 67 82 58 75 82 103 185 211 212 
Grand Total for Year....... 592 682 897 926 866 1031 1163 1963 2543 2826 


Source: Office of Business Economics, Department of Commerce. 


A revision of previous estimates by that agency. 
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some of the excess into its emergency 
reserve, “stockpile,” but an overabund- 
ance still remains. 


Ae x * 


The “why” of higher steel 
prices—That steel prices were driven 
up by higher costs for labor, ma- 
terials and transportation, was the 
contention of B. F. Fairless, president. 
U. 5. Steel Corp. He was the first wit- 
ness as the House-Senate Economic 
Committee began an investigation of 
price advances made by major steel 
producers in December. Mr. Fairless 
said the price hikes averaging $3.82 a 
ton were not enough to offset higher 
production costs. If costs come down, 
he added, U. S. Steel will certainly 
consider lowering its prices. E. M. 
Voorhees, chairman of the U. S. Steel 
finance committee, told the legislators 
it is difficult to keep plant facilities in 
good condition under present tax law 
provisions relating to depreciation. In 
the period from Jan. 1, 1946, to Sept. 
30, 1949, he said, U. S. Steel’s cash 
outlays were $113 million greater than 
its receipts, Mr. Voorhees cited figures 
to show that steel prices “have been 
markedly laggard, rather than in_ the 
vanguard of the great price inflation 
during the past 10 years.” He said 
U.S. Steel prices have not moved up- 
ward as rapidly as its employment 
costs, its taxes, or many of the items 
which go into steel production. Stee] 
prices today would have to be increased 
by 35 per cent to 40 per cent to restore 
their pre-war parity with farm prices, 
Mr. Voorhees asserted, adding that steel 
prices would have to be raised 12 per 
cent to 16 per cent to restore their pre- 
war parity with wholesale prices in 
general. 


* 


Steel production — The coal 
shortage is not likely to force the steel 
industry to its knees in the near future 
though several companies are cutting 
hack operations this week because of it, 
according to The Iron Age, national 
metalworking weekly, with which 
Harpware Ace is affiliated, in its Feb. 
2 issue. There will be hardships—some 
steel and a lot of money will be lost 
but most big steel companies have 
better than average coal reserves. A 
continued mine stoppage will produce 
4 national emergency—one that anyone 
can recognize—before it slashes steel 
operations like they were cut in previ- 
ous major coal strikes. This does not 
mean that some steel companies will 
not be hard hit if the strike continues 

and the list will include some big 
ones. Coal took another point off the 
ingot rate this week, dropping it to 93 
per cent of rated capacity. Steelmaking 
scrap prices are generally _ listless, 
thouzh Pittsburgh showed a_ little 


the best friend a door ever had 
...and the best friend YOU ever had! 












ECONOMY Costs so much less 
than what you usually pay for 
hydraulic door controls. 

TOP QUALITY Precision engi- 
neered to give years of 
trouble-free service. 
VERSATILITY Available in 4 
sizes for Hotels, Office Bidgs., 
Multiple Dwellings, etc. 











‘ Every lock needs 


LOCK-EASE™ 
graphited LOCK FLUID 


BEST PROTECTION AGAINST FREEZING-STICKING-RUST 


This winter —- give your customers the best in 
lock maintenance. Use Lock-Ease! Sell it for 
car, home, and factory use. Easy to apply. 
Penetrates quickly, helps seal out moisture. 
gives maximum protection against freezing. 
Approved by leading locksmiths. Sold by hard- 


aN ware and locksmith jobbers every- 


Ag where. Order now! 
Ss 








te Cambridge 


Pat Pending 


HYDRAULIC DOOR CONTROL 


l#'s the greatest advance in hydraulic door con- 
trols since the turn of the century! Here's why... 


EFFICIENCY Cannot be sur- 
passed for dependable, every- 
day performance 

NO MAINTENANCE Nothing 
to get out of order. Guaran- 
teed leakproof. 

PRICED TO SELL An out- 
standing value — the greatest 
buy on the market today 


SOLD THROUGH JOBBERS EVERYWHERE! 


Write today for full information 
and free wide margin catalog pages 


cambridge merc. corp. 


Manufacturers of Cambridge Hydraulic Door Controls 


90 WALL STREET, NEW YORK 5, N.Y. 


Graphited 


Lock FLUID 


4-oz. Can delivers drop or 
pressure stream. List Price 


4 


voowcr”| AMERICAN GREASE STICK CO., Muskegon, Mich. 


HARDWARE AGE, FEBRUARY 9, 195% 


219 








| SS — Barron’s lh 


FINER for Wholesale Hardware Sales*° industey a 


level comy 


oe U R NS By Geographic Divisions, for November, 1949 post-war hi 
2 : a \ear age 


| SALES REPORTED CUMULATIVE SALES b reports re 


SERRATED EDGE | | ae? Semen semeeme | 1935-39. 


| | Percent Change | 


} GEOGRAPHIC | November 1949 | Amount (Add 000) 

DIVISION vs. Flo 
a | January- | January- 

of Nov. Nov. for sales o 


Firms | Nov. Oct. | Nov. | Nov. Oct. 1949 1948 Percent 





c 1948 | 1949 1949 1948 1949 |(Add 000)\(Add 000, Change favorable, 
is — Kaician ean. i bieadiadel jis ; an : 7 ee 7 and materi 
U. S. TOTAL.........| 302 —15 — 8 | $68,594 $80,887 $74,387 $711,000 | $829,079, —14 manufactur 
(\ : New England....... 20 | -13 | —6 | 1528) 1,760| 1,625) 14,355| 16,920| ~15 press confe 
| Middle Atlantic. . : 63 —14 —7 | 9,634] 11,154| 10,377) 104,229/ 120,062; —13 were raise 
East North Central....| 44 —~8 | —10 | 12,107| 13,100| 13,526) 120,410| 137,932| —13 alsec 
| West North Central... 37 13 | —9 | 12420| 14,350/ 13,630| 130,869| 151.653) —14 December 
South Atlantic........ 51 —13 —-1 | 9,755 | 11,191 9,814 83,104 97,148 —14 
| East South Central 22 —22 —11 4,657 5,973 5,218 | 45,304 | 53,846 16 cause of ri 
| West South Central... 21 —22 —2 | 7,106 9,145 | 7,257 | 85,873 98,068 12 = — 
| Moun‘ain....... 13 —20 —13 2,020 | J 2,311 23,466 26,838 13 een good. 
Pacific. . 31 —20 —12 9,367 | 11,686 | 10,629, 103,390 | 126,612 18 ings in 19 
; —— 7 ee below 194€ 
Bureau of the Census. Current Wholesale Trade 3 
Corp., and 


a Includes 13 reports received too late to be incorporated in Census Bureau published releases. 


b Includes reports received too late for inclusion in previous monthly totals. about 40 P 


c Number does not apply in all cases to the cumulative figures. 1949. 
States Comprising Regions: Tel 
New England—(Conn., Maine, Mass., N. H., R. I., Vt.) <i 4 
Middle Atlantic—(N. J., N. Y., Pa.) items 3 
East North Central—(ill., Ind., Mich., Ohio, Wis.) _aypnagapager 
| West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) United Sta 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) Radio Mar 
East South Central—(Ala, Ky, Miss., Tenn.) in a recer 
| West South Central—(Ark., La., Okla., Texas) sais aed 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) os 
Pacific—(Calif., Ore., Wash.) industry pi 
= — mated at 
sion receiy 
strength. New sales there raised heavy decline was accounted for by a drop of million rad 
melting steel by $1 a ton, advancing about 10 per cent in the sales of auto- 1948, telev 
The Iron Age composite scrap price 33 motive dealers. the result of reduced timated at 
cents to $27.08 per gross ton. production for model changeovers. at about 1 
* * * - ~ . ter, 1949, t 
General Electric receivers— . : represented 
: ae ; ; Construction sets new mark 
Recently, General Electric reduced list . : ‘ ‘ output, an 
*S : os in 1949—Contracts awarded for build- ‘ 
prices on three of its latest television : ae 3 : ‘ 7 h production 
receivers $10 to $20. One table model ny co Rien gs me ti : and secon 
ih ton ‘oad all with 12-inch oi states east of the ockles reacnec seduction. 





; a record dollar volume in 1949, Last ; 
picture tubes, are affected. These sets a er a revival dur 
p 4 years awards totaled $10,359 million, 

were introduced at the national fur- 


‘ only about 
a 10 per cent gain over 1948, accord- se 





niture marbet in Chicago. The table 3 3 7 . ; and a litt 
Sg ing to F. W. Dodge Corp. Residential ; : 
NEVER NEED SHARPENING — Made | model was reduced $10 to $229.95 in ree hich of $4,239 industry’s 1 
iy: . 7 3 ; *ts se é - ug 04,2 
with the famous Burns Serrated Edge | mahogany cabinet; in blond cabinet it poe neraietaa vm ee and FM-A! 
million, up 17 per cent from 1948 


that cuts quick and clean for years now lists for $239.95, formerly $259.95. association’ 


Private home building climbed 13 per 


without sharpening. lias Hitalg | A console was reduced $10 to $279.95 aye tn Banal 1 109 about 56 | 
FEATHER WEIGHT — | in mahogany cabinet; in blond cabinet ee ee ee eee ceivers rep 
give ample strength with unbelievable | coe fe Gc el per cent. For the country as a whole 
lightness .. . only 9/2 02.! Also avail- $309.95 es ‘ a Sig y reported by the Commerce Department 
able with malleable handles. $309.95. The third receiver, a console : : ; le Gl 
WON'T TIRE AR ientifi with mahogany cabinet and doors to —aen seamen put ih pie Oe — 
ARM—Scientifically de- eee: . year, both privately and __ publicly burgh rece 
signed handles fit hand perfectly, com- conceal the picture tube when not in fins ples = als 
bine with lightweight and quick cutting use, was cut $20 to $299.95. nen See ine Se ee eee ams 
for unusual ease of use. = ae This was up 3 per cent from 1948 and the dinnery 
CUTLERY STEEL BLADES—Tempered | : - 85 per cent from 1946. It compared producers, 
: aay Retail sales s > dol- af 
and ground for long life and efficient hie: site ype ne ose — a to a depression low of $2,379 million of business 
: é oO: e o aepa ten store sales ‘ ice - } 
Cutting. in iiicneete anil : lan. 21 ad " in 1933. However, some of this ap- tic, though 
NOW WITH LATCH—Simple, safe abe ae ne ee one te parent gain was due to price inflation: just weathe 
handle latch keeps shears closed when corresponding week last year. In dol- a of bailed: aterial are one of th 
not in use, doesn’t affect action. lar value, sales for the year ($128 gent je oe rroong _'e their i 
. P We - 7 ‘e ve 5 > F - expe 
PRICED RIGHT—To retail with full billion) were about 1.5 per cent below “Pp on ee re ha 
2 e 4 e a risir 
mark-up at about $1.85 . . . a volume 1948, but the drop reflected lower a . 
selling price. ee , F Most exhil 
APRIL 1 DATING average prices, so that, in actual units, Over-all business index holds year’s first 
. é ; years firs 
sales vere li > change Ce —The ati s eics ( ¢ { : 
ON SHIPMENTS NOW ale were little changed. In December high The nation’s physical volu 0 goat 
| all retail stores reported a total of business in the week ended Jan. 7 ad- i eal 
| $12,805 million, a drop of about 2.5 vanced to 113.4 per cent, from 111.5 in a ges 
BU M . lo | igets : F iz a. “ general 
RNS fg Co., Syracuse, N.Y. | per cent from Dec., 1948. Much of the the preceding week, accordiny ' Chir Cc * 
Aina Co. 
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Barron’s Index, adjusted for long term 
industry and population growth. The 
lev:?l compares with the Jan., 1948, 
po-t-war high of 119.9, and with 114.3 


a year ago. Barron’s Index makes its 


reports relative to the base _ period 
1935-39. 
co ck ae 

Floor coverings—The outlook 
for sales of floor coverings in 1950 is 
favorable, despite the fact that labor 
and material costs are at record levels, 
manufacturers told a recent Chicago 
press conference. Though carpet prices 
were raised in November and again in 
December by some manufacturers be- 
cause of rising costs, retail sales have 
been good. Sales of hard floor cover- 
ings in 1949 were about 15 per cent 
below 1948, according to Sloan-Blabon 
Corp., and current retail inventories are 
about 40 per cent below those of Jan., 
1949. 


x co a: 


Television and radio in 1949 
Almost 4 million post-war television 
receivers had been produced in_ the 
United States by the end of 1949, the 
Radio Manufacturers Association said, 
in a recent report on television and 
radio production for the year. Total 
industry production for 1949 was esti- 
mated at more than 2,800,000 televi- 
sion receivers, and in excess of 10 
million radios. For the preceding year, 
1948, television set production was es- 
timated at 975,000, and radio output 
at about 16,500,000 sets. Fourth quar- 
ter, 1949, television receiver production 
represented 42 per cent of the year’s 
output, and exceeded the combined 
production figures for both the first 
and second quarters. Radio receiver 
production, while showing a_ strong 
revival during the fourth quarter, was 
only about two-thirds of that in 1948, 
and a little more than half of the 
industry’s record output in 1947, FM 
and FM-AM receivers reported by the 
association’s member-companies totaled 
about 56 per cent of the similar re- 
ceivers reported in 1948. 


w Xe ae 


Glass and pottery—In Pitts- 
burgh recently was held the annual 
Glass and Pottery Show, which parades 
the dinnerware of almost all American 
producers. The sentiment of this group 
of businessuen seemed highly optimis- 
tic, though the manufacturers have 
just weathered what many declare was 
one of the wost years, profitwise, in 
their experience. And in 1950 they 
face a rising flood of imported china. 
Most exhibitors expect sales in this 
years first half to be 15 per cent to 
20 per cent greater than in ]949’s first 
six months, according to J. M. Wells, 
general manager, Homer Laughlin 
China Co. Last year U. S. potteries 





|NATIONAL HARDWARE WEEK Special 
EAGLE RULES Zc a! 





An EAGLE RULE for every purse and purpose. !!/, dozen Display Packaged 6’ 
Eagle Folding Rules with choice of regular or inside markings. 6 ROYAL EAGLE 
Rules at $1.25 retail. 3 ALL-AMERICAN Rules at $1.00, 3 COLUMBIA Rule 
at 85c. 6 ARROW Rules at 69c retail. Your wholesaler will feature this National 
Hardware Week Special. Be sure to order from him. Your cost only $11.50. 


EAGLE RULE MFG.CORP. NEW YORK 59, N.Y. 


$6" FOR 2 8 FAST SELLING 


UNIVERSAL 











DEALER'S COST 
ae fe) S 
"$6.83 ON THE SPRAYER 


WEST COAST 








IN AN EYE-CATCHING 
4 COLOR SHIPPING 
AND DISPLAY CARTON 








COMPETITIVE 
RETAIL PRICES 


WA rut LX) 
cee To marK-uP 


The assortment contains 14 of the small glass container spray- 
ers retailing at 25¢, 8 of the % pint size tin sprayers retailing 
at 37¢, and 6 of the quart size sprayers retailing at 45¢ 
(Zone 1). By actual test, this is the fastest, most profitable 
sprayer deal ever to hit the market. Ask your jobber about 
them or write to us. Switch to UNIVERSAL for all household 
and garden sprayers, it's by long odds the best line to handle. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 
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CHIPS FLY 


“California Reversible” 
for heavy work in the big woods 


They Cut Longer 
Between Sharpenings 


**Hudson Bay" 
Su per-u seful for 
camp or trap line 





Since 1826, this trademark has 
represented the best in axes 


COLLINS 


Axes and Hatchets 


The Collins Company, Collinsville, Conn. 
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baked about 425 million dinnerware 
pieces, about 18 per cent less than 
1948s output. The 1950 comeback cam- 
paign is being conducted not by the 
standard technique of  price-cutting. 
Prices of domestic dinnerware gener- 
ally show little change from a year 
ago. A few companies have made re- 
ductions, but these are on older pat- 
terns and items especially for stores 
promotional or “bargain sales;” most 
such cuts are around 5 per cent to 7 
per cent but some range as high as 20 
per cent. But for 1950, style is the 
thing. To make their bid for greater 
sales the potteries have come up with 
an unusual lot of new shapes and 
patterns. The reception of these new 
designs, they contend, has been “ex- 
cellent.” On the older patterns the 
foreign potteries have the U. S. manu- 
facturers “licked.” so far as price is 
concerned, according to Mr. Wells. He 
said that “they have turned out patterns 
similar to our pre-war designs and be- 
cause of their lower labor costs they 
can put their ware on the market a 
lot cheaper than we can.” But the 
American producers assert they can 
hold their own against the foreign 
competition with new shapes and de- 


signs and aggressive merchandising. 


Furniture report and out- 
look—-Production of wood furniture in 
1949 totaled $1,175 million at manu- 
facturers’ prices, a decrease of 12 per 
cent from the previous year, according 
to Seidman & Seidman, accountants for 
the industry. But, since prices at the 
end of 1949 were about 4 per cent 
lower than at the close of 1948, actual 
physical production declined consider 
ably less than 12 per cent. The out 
look for all divisions of the industry 
during the next several months is very 
vood, said Seidman. Pent-up demand 
still exists, and vhe $2,800,000,000 G.I. 
insurance refunds should stimulate ad- 
ditional demand. The industry should 
benefit, too. from the high volume of 
new building begun in the second half 
of 1949. For the second half of this 
year. the outlook is “not quite so 
bright,” said Seidman. Competition was 
likely to become tougher than it has 
been in the last decade, and the in- 
dustry’s problems must be centered 


largely on cost-reducing techniques. 


End of shortage is near 
The end of the automobile shortage is 
near. says a General Motors official, D1 
R. S. Tucker. He says the backed-up 
demand for medium-priced cars has 
been met, basing this statement on the 
relationship between prices for new and 
used ears. By the middle of this year 
demand also fill be satisfied for lower- 
priced cars like Chevrolet, Ford and 








Drills that build 
good will for you! 





You can’t beat these new Carbon Swiss 
Spade Drills for efficiency or sturdiness! 
And what a price ! Uniform—1/16” shank 
fits power tools. Set No. 61—20 assorted 
wire gauge sizes 61 to 80, $1.59. One 
dozen any size, $1. Write for details to 
ALFRED FIELD & CO. 
(Mfrs. Agents in Hardware Field 
93 Chambers St., eae York 7, N. Y. 


x-acto.-.. 


HOBBY KNIVES and TOOLS 


X-acto Crescent Prod. Co.,Inc.,440 4th Ave.,N.Y.16 
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Popularity means profits, and Ta-pat-co 
boat cushions are a perfect example of 
popularity. First choice of water sports 
enthusiasts everywhere, Ta-pat-co buoy- 
ant life-save cushions are top profit 
items for dealers. They are filled with 
New Java Kapok (6 times as buoyant 
as cork), covered with soft leatherette, 
heavy duck or strong vinyl 
plastic and are available in 
a variety of attractive colors, 
with or without design. 

Stock and sell all Ta-pat-co 
profit products. Write us or 
see your jobber for details. 


The AMERICAN PAD & TEXTILE CO. 





GREENFIELD, OHIO 
CANADIAN BRANCH: CHATHAM, ONTARIO 
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fr ast selling! Steady repeats! 





Rubitin... Level it off 


THE DAMAGE IS GONE 





Display card holds 12 cellophane bags, 
cach contuining four sticks: light and 
dark mahogany walnut and marle, a 
plastic scraper and instructions. 











— ASK YOUR JOBBER — 
DECTO PRODUCTS CO. 


SALEM 3,MASS, 





A star in the medium- 
price field. You can 
give your customers 

no better guarantee 
of satisfaction than 
to tell them that 
seventy years of 
experience is be- 
hind every Blair 


Homestead lawn mower. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 





HARDWARE AGE, FEBRUARY 9, 1950 








Plymouth. There are, he estimates, just 
under 10 million families who “poten- 
tially“ are able to own a total of 11,- 
500,000 cars. 

are probably a million cars short of 


These families, he said. 


their “potential,” but they are likely to 
When this 


gap is filled, the industry must go on a 


make this up by June 30. 


replacement basis, aided by population 
growth, Dr. Tucker declared. Antomo- 
biles are replaced with new cars in an 
average of 214 years, he said. The Gen- 
eral Motors spokesman expressed con- 
cern about current trends in installmeni 
sales, especially the frequency now of 
excessively small down payments and 
excessively long terms. 


* a 


Sears catalog reduces prices 
Customers of Sears, Roebuck and Co., 
who are receiving the new 1950 spring 
and summer catalog, find prices down 
an average of 7 per cent from a year 
ago. Of the 100,000 items in the new 
catalog, about 64,000 show lower prices 
than they did in 1949’s spring and sum- 
mer book, according to the company. 
About 30,000 
change while 6,000 show 


creases. Soft goods predominate the 


items show no price 


slight in- 


reductions, though paints. home freezers 
and large appliances are down 10 per 
cent to 15 per cent, stokers are down 25 
per cent and automobile batteries are 
31 per cent less than last year. Reduc- 
tions also include a Homart automatic 
stoker for a 17 to 22-in furnace, selling 
for $159.50, compared with $212.50 last 
spring and $189.50 last fall. 
lain-enameled kitchen table 40 by 25 by 
30 ins. is $12.48, compared with $14.95 


\ two-year guaranteed All- 


A porce- 


last year. 
State battery, formerly $12.95, is now 
$8.95. 


steaming or dry operation is one of the 


A fully automatic steam iron for 


new items included in the catalog. It 
sells for $13.50. 
lightweight hearing aid with a_ one- 
piece amplifier to sell for $84.50. The 


catalog also contains a 16-horsepower 


Another new item is a 


twin outboard motor, the biggest ever 
offered by 


Among new farm items is a hydraulic 


Sears. selling for $277. 
hoist for mounting on a_ truck bed 
which enables lifts up to 1,500 pounds 
by one man. The hoist sells for $99.50. 


* 


Growing import competition 
Makers of a significant scattering of 
home goods. from sewing machines to 
chinaware—are getting “import jitters.” 
The reason for this recurrence of a 
well-known pre-war ailment: Competing 
lines from Japan and Europe are enter- 
ing the U. S. 
volume, and at 
ducers find hard to meet. These foreign 
trickle, of 


course, compared with the enormous 


market in increasing 


prices domestic pro- 
only a 


wares constitute 


outpouring of American factories, but 













STOCKING 


DIETZ 


MEANS REPEATS 
Over a Century 
of World Wide 

Acceptance 


EGA new vorx =a 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 








Write for 
NEW S-48 
catalog just 
released. 


“ARMSTRONG BROS.” Pipe Vises are built 
for lifetime service with unbrcakable drop forged 
steel hooks. Other design improvements include 
oval handle ends (will not pinch hands), re- 
placeable tool steel jaws with milled teeth, and 
on sizes 70 and 71, a solid l-piece jaw that 
prevents ae of small pipe. There are always 
extra quality features in an “ARMS’ 
BROS.” Pipe Tool. ee 
ARMSTRONG BROS. TOOL CO 
5214 W. Armstrong Ave., Chicago 30, 
U.S.A. 
Eastern Whse. and Sales: 199 La- 
jayette St... New York 12, N. ¥ 
Pacific Whse. and Sales Office: 
1275 Mission St., San Francisco 
Calif. 
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“A few months ago, Japanese pro- 





ducers trimmed the wholesale price of 


a typical 12-piece set from about $42 
to $30. Our set was $50 then. We were 


T-32 Gun Tacker A 5 a ass cinta forced to come down to $40, but we WITHOUT TOOLS 


tool replacing hammer and iacks at trigger 
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furniture ma 


rate speed. Shoots a staple wherever a Yt go ¢ er.” : ~ | ° . 
tack can be driven. Ideal. for Carpenters, aa - lower. Important in the The new Stainless Steel QUIKI gone into a 
Displaymen, Insulators, Upholsterers, etc. sewing machine field are imports of Window Control is a long life win- eo healthy a 


dow control spring that can be easily 
installed in both new or old windows 
; Just the thing to take the place of 
electric motors. A spokesman for ailing sash cords or to cut the cost of 
installing new windows. Fits sashes 
1%” or thicker. No tools, nails or | 
screws are needed, and can be in- | 


Special screen and window shade attach- 
ments. Same machine takes a 3/i6’’, 1/4"’ 

and 5/16" staple. Loads 150 staples, $8.50 installed in cabinets or equipped with 
Rustproof “Monel” staples available. 


Japanese “heads”—machines not yet eer ae 
would dig d 
steel spring 
years.” Ma 
smaller profit 


Singer Mfg. Co. estimates these are 
“coming in by the thousands.” 





= * stalled in old windows without re- they make, 
; P | moving the sash. Just slip it in! stdin ) 
Coal use hit hard—Home- Specially designed prongs will hold. “ ident of : 
builders apparently are turning their Only one QUIKI Window Control lorgantown, 
aan backs on coal furnaces, and John L. required to each sash. Mounted two many manuf 
Rie Wie fC ef to an instruction card, the QUIKI present mai 
P-22 Hand Stapler A heavy duty eae epartment © sommerce Ng: Window Control retails for 20¢ a hs’ 
industrial plier that ee gy te ures show this is a nationwide trend. pair. months wor 
get-at places’’. Ideal for tagging, labeling, a . . woks. ¢ 
wrappings, sealing bags, containers and For the first nine months of 1949, Safe... Simple a Strong hooks, and th 
boxes. Same machine takes 1/4’° and 5/16 shipments of residential warm air fur- beyond that. 






staples. Loads 150 staples, $6.00. : ‘ 
Slightly higher in the West and Canada. naces using coal were off 45 per cent; | a tee Sin ’ 

SOME DEALERSHIPS OPEN, WRITE DEPT. HA those burning oil were up 9 per cent af 9 Cost- 
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‘ Safety Tested to 50% Overload. , : . 
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OE The finest hydraulic jack you f 
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southern growing areas and the desire 
of millers to take advantage of in- 
creased demand. He said maple was up 
15 per cent from July, fabrics were 
up |0 per cent and metal parts were 
up 5 per cent to 10 per cent in the 
past three months. He said no signifi- 
cant price increases, however, had been 
experienced in mahogany, leather or 
filling materials. H. G. Brandwein, 
president, National Association of Bed- 
ding Manufacturers, said he believed, 
“There has never been a time when 
bedding manufacturers—and_ probably 
furniture manufacturers as well—have 
gone into a market characterized by 
so healthy an inventory situation.” He 
doubted that the use of foam rubber 
would dig deeply into the market for 
steel spring mattresses for “some 
years.” Manufacturers are taking a 
smaller profit on every unit of furniture 
they make, according to H. L. Shuey, 
president of Morgantown Furniture Co., 
Morgantown, N. C. He added that 
many manufacturers coming into the 
present. market already have two 
months’ worth of business on their 
books, and that few wanted to go much 
bevond that. 
* * aH 

Cost-of-living drops — Lower 
prices for food, clothing and furniture 
more than offset increased prices for 
fuel, electricity and rents in 1949. The 
result was a 2.3 per cent drop in living 
costs during the year. according to the 
Labor Department’s year-end consumer 
price index. Average retail prices fell 
0.7 per cent from mid-November to mid- 
December, to 167.5 per cent of the 
1935-39 average. In a later report, the 
Bureau of Labor Statistics said whole- 
sale commodity prices declined 0.1 per 
cent in the week ended Jan. 24 from 
the previous week. The B.L.S. said its 
price index then stood 5.5 per cent be- 
low the comparable week of 1949. 


x * * 


Lower farm earnings seen 
The Agricultural Department estimates 
farmers’ cash receipts from sales of 
crops and livestock, during January, 
totaled $2,200 million, off 10 per cent 
from a year ago. At the same time. 
it reported that stocks of wheat, corn 
and rye in storage on January 1 were 
the largest on record for that date. 


a 


Moving from the farms 
The Census Bureau says that young 
folks born on farms are moving into 
cities at an alarming rate. In April 
1949. according to a sample survey, 
there were only 87 persons under 25 
years old living on farms for every 100 
of that age group in April, 1940, the 
date of the last complete census. Dur- 
ing the same nine years, the number of 


people aged 45 and over, in rural 
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THE MERCURY is a durable Electric Soldering Iro 
years of use to the home mechanic I 

sional soldering jobs 

PROFIT is clear, because Mercury Irons are s 
that they present no service problems 


DISPLAY BOARD Free with an order for one 

SEE YOUR JOBBER 

FOR GENEROUS DISCOUNT 
For continuous soldering jobs in shop and 
Vulcan Screw Tip or Plug Tip Electric Sold 
display boards for these, too. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Maker of Vulcan Eiectric Soldering Tools, Solder Pots, Glue Pots, 
Branding Irons and a wide variety of Heating Elements for assembly 
into manufacturers’ own products 
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WASHERS 
... Competitively Priced 


Large volume production, the most advanced 
methods and facilities, plus more than 60 years 
of continuous experience in the manufacture of 
Washers, are factors that enable us to offer you 
top quality washers and stampings at competitive 
costs. Over 22,000 sets of dies for making 
Washers of every type (Standard and Special), 
from every type of material, for every purpose, 
in any finish. STAMPINGS of all descriptions; 
Blanking, Forming, Drawing. Submit your blue- 
prints and quantity requirements for estimates. 


WROUGHT WASHER 
MANUFACTURING CO. 


The World's Largest Producer of Washers sd 


2218 S. BAY ST., MILWAUKEE 7, WIS. 
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areas, remained about the same. Gov- interstate commerce. The former lexal . 
ernment economists are especially dis- minimum was 40 cents an hour.  [e- Penne 
turbed over the fact that the post-war cause most workers covered already oe 
trek of young people to the cities has received 75 cents or more, the cha ‘gé tin sant 
continued in the face of an increase in will actually mean pay raises, ir most alles 
the total farm population since the war- cases of 5 to 15 cents an hour, for about ness 
time low in 1945. Between 1940 and 1'3 million employeees. The amended ervaage ok 
1945, about five million persons de- law retains the 40 hour standard work apie 
serted the farms, some called by the week in interstate commerce, with time vita : 
draft and some to fill the desperate and a half for extra work. It exempts group 
need for production workers. Since about 200,000 workers previously cov- tat 
then, however, the farm areas have re- ered under administrative interpreta- — , 
gained about half their losses, so that tions of the old act, by now limiting the cla Hie 
the net decline from 1940 to 1949 was law’s scope to those “directly essential” cige-dage 
2,290,000, by the latest count. But of to production. The prohibition on child F. bale ” 
2 s S Kre 
that drop, 90 per cent took place in the labor was extended to ban employment ) ly M 
View do tt you've _ your group below 25 years of age, probably of persons under 16 in transportation i pw 
accounted for by the attraction of high and commerce. 
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E bag population as of last April, according More ard more autos De- 
sizes—12 groups—all in just 12 to the new census figures, was 28,258.- troit. expects hundreds of thousands ig off 
feet of shelf space. Best of all, 000. This compares with 30,548,000 in more autos will roll off assembly lines Roebuck 
Sharon Assortments are REFILL- April, 1940. The nine-year decline is during the next six months than in the 
ABLE—for only a few pennies, your all the more striking in view of the first half of last year. The question is: i 
stock is always complete, inven- marked increase in population of the Will the market absorb them? Dealers are amp! 
tory stays right while investment country as a whole, which rose by some the country over say “yes,” even though places th 
stays light! Get Sharon's money- 17 million in that time, to probably they note plenty of evidence that motot bushels. 
saving, money-making REFILL more than 150 million. The shrinking ists are less eager now to buy than they been so 
story today. farm population is not a new trend, It were a year ago. With output up and per cent 
has been going on with minor ups and demand down, salesmanship is counted 20 per 
x ye downs, for 30 years. In 1917, the na- on to bridge the gap. As for the latter average. 
Shanon Bit and Scheu Co- tion's farms supported 32,300,000  per- half of 1950, there could be a different ture est 
ig ¥ A sons. But meanwhile, the increase in story. There seems to be no doubt U. S. a 
BOSTON 10, MASS. farm productivity, and in amount pro- ios the production rush in the first largest 
as ee a duced per worker, has more than kept half of this year—provided, of course, added th 
: pace with the farms’ loss in = man- that serious strikes do not upset mak in total 
No. C-1458 power. ers’ schedules and the soft coal situa- day on 
Chrome plated. shes: tion is settled before it cuts down steel ago. Th 
With square The new minimum wage output. Ward’s Automotive Reports ported th 
nuts. For On January 24, the mandatory mini- predicts three million cars between now by most 
later model mum wage of 75 cents an hour went and July, compared with 2,388,611 in Decen 
cars. into effect for 22 million workers in during the like period of 1949. for 1950 
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Ups and downs of December 
Fourteen of the 23 chain store and 
mail order companies reporting Decem- 
her sales showed dollar declines rang- 
ing from 0.4 per cent to 16 per cent 
from the like month last year. The re- 
maining nine companies reported dollar 
sales increases ranging from 1.2 per 
cent to 11.9 per cent. The variety store 
group fared well during December. 
Six of these stores reported increases 
over 1948, although the percentage of 
climb was not marked. Increases ranged 
from 1.3 per cent to 3.6 per cent, with 
F. W. Woolworth having the best rise. 
S. S. Kresge Co. dropped one per cent. 
Only Montgomery Ward showed a dol- 
lar sales decrease in December from 
the like 1948 month among the three 
mail order houses reporting. Its sales 
were off a slight 0.4 per cent. Sears- 
Roebuck gained 1.2 per cent. 


% ok 


Farm notes—Apple supplies 
are ample this winter. The latest count 
places the 1949 crop at over 133 million 
bushels. Not in a decade has the fruit 
been so abundant. The harvest was 50 
per cent bigger than that of 1948, and 
20 per cent larger than the 1942-47 
average. The Department of Agricul- 
ture estimated feed supplies in the 
U. S. as of Jan. 1 were the second 
largest on record. The Department 
added that they were the largest, both 
im total and per animal unit, for any 
day on record except Jan. 1 a year 
ago. The Crop Reporting Board re- 
ported that production records were set 
by most dairy herds and poultry flocks 
in December. Farmers now laying plans 
for 1950 crops are face to face with 
the problem of putting their acres to 
the best use possible since the major 
crops will be under acreage restrictions 
in 1950. Commenting on prospective 
1950 crop yields, the Crop Board said 
conditions “are favorable up to this 
time in virtually all areas.” Farm work 
is on schedule or ahead of schedule, 
and machinery and seed supplies are 
adequate. Soil moisture is sufficient in 
most places as well. 

The National Fertilizer Association 
revealed that fertilizer shipments in 14 
reporting states, from January through 
Nov., 1949, amounted to 9,194,065 tons, 
compared with 8,555,550 tons in the 
like period a year earlier. 


Air express operations—The 
nation’s domestic air express service 
in 1949 rolled up substantial totals in 
number of shipments, weight and gross 
revenue, the Air Express Division of 
Railway Express Agency reported in 
a summary of its 1949 operations. How- 
ever, the 1949 shipment volume fell 
short of the previous year’s record total 
by approximately 12 per cent, due in 


STEEL TELLS THE STORY! 


Yes, it’s steel .. . the finest SANDVIK 
Swedish Steel . . . that makes this tool 
the pride of the carpenter’s tool chest. 
The very heart of all edged tools is 
the steel from which they are made, 
and with SANDVIK 
Saws that important basic ingredient 
is the world’s finest steel for edged 
genuine Swedish charcoal 


tools... 


steel. Keen edge? You can’t top it! 
What's more, in a SANDVIK Saw the 
edge lasts and lasts because the steel 


is tough! 


To match such performance by the 
steel the SANDVIK #280 Hand Saw & 
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is balanced to meet exacting profes- 
sional requirements, and finished to 
win the acclaim of men who earn their 
living with fine tools as the finest. 


The SANDVIK trade mark .. . the fa- 
mous ‘Fish & Hook” . 
of SANDVIK hand saws tells your cus- 
tomer this is the Swedish steel... and 
the saw .. . he wants to own. 
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Your Leader During Hardware Week 


A Fuller Special to introduce during 
Hardware Week. Your customer saves 30c, 
you make your usual mark-up plus 
increased volume! Feature this outstanding 
Fuller value—it pulls customers in. 


JOBBERS: Write today for wide-margin 


Every month we're promoting Fuller quality tools in ‘‘Popular Mechanics’ and ‘Popular Science" 


. 
4 FULLER TOOL CO., INC. 905 Fane stREET, BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 
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© FOUR-WAY ACTION 
¢ OIL TEMPERED SPRINGS 
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Marengo, Illinois 


} 











——-—--AN ARTMOORE PRODUCT——— 





ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 





FAMOUS ARTMOORE 
COLLAPSIBLE TRIPOD 
CLOTHES DRYER has 
everything youand 
your customers want: 
Plenty of drying space 
-24 smooth, snagproof, 
rustproof feet for in- 
between washings, dia- 
pers, lingerie! Compact—closes complete'y 
to only a few inches of space} Lightweight 
—all select hardwood, weighs only 5 Ibs.! 
And it's priced right—retails at only $2.95. 


See your jobber or write 


ARTMOORE CoO. 


Dept. A-2, 1319 North 3rd Street 


Milwaukee 12, Wisconsin 
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large part to an enforced six-week em- 
bargo placed on air express early in 
the year (March-April). In 1949 an 
estimated 3,600,000 air express ship- 
ments were handled by REA for the 
scheduled passenger airlines of the 
U. S. and Canada. Weight of ship- 
ments was estimated at 70 million 
pounds, while gross revenue exceeded 
$17.2 million, it was announced. Aver 
age weight of air express shipments 
in 1949 was 19.2 pounds, compared 
with an average of 18.3 pounds the 
previous year. The average charge per 
shipment was $4.80, as against $4.58 
in 1948. The average haul for air ex- 
press in 1949 was 780 miles, com- 
pared to 824 miles in 1948. Shipments 
transported in combined air-rail ser- 
vice amounted to about 20 per cent of 
all air express, it was reported. At 
year’s end, air express was being flown 
over 88,500 route miles of the 28 sched- 
uled passenger airlines serving the 
U. S. and Canada, the Air Express 
Division of REA reported. 
HS ae * 
Personal incomes match 1948 
Personal income in November in- 
creased slightly from the month be- 
fore, reaching an annual rate of $209,- 
700 million. The flow of income in 


the month, according to the Department 


of Commerce, showed “considerab 
stability.” The three largest types of 
income—wages and salaries, proprietor- 
and rental income, and dividends an: 
interest — were practically unchange:| 
from October. November wage and sa 
ary receipts remained steady, though 
several components of the total moved 
up or down. Payrolls in steel and coal 
were higher as strikes in those indu 
tries ended, but declines in other 
manufacturing industries more than off 
set those increases. Government pay 
rolls were higher, as federal pay scales 
were raised in the month. During the 
first 11 months of 1949, the annual rate 
of personal income was $211,800 mil 
lion, just about the same as in the 
like period of 1948, the Department 


stated. 
* a a 


The latest commodity index 

The Labor Department reported ay 
erage wholesale prices advanced 0.5 
per cent in the week ended Jan. 10, 
from the previous week. The Depart 
ment’s Bureau of Labor statistics index 
moved to 151.2 per cent of the 1926 
average, 0.1 per cent above a month 
earlier, and 6.3 per cent under the 
comparable week a year ago. Farm 





Up-Front Display Makes Seed Sales Grow 





A well stocked seed case, placed out in the front-of-the-store display space 
early in the year, helps Tompkins Hardware, of Franklin Grove, Ill. get a 


good share of the early seed business. 


Roland Tompkins, owner, uses © 


tilt-back display arrangement at the top level, with nice glass jars filled 

with seeds, labels pasted on the front of the jars. Below, large boxes at 

fioor level contain corn, bean and pea seeds which are displayed in larger 
quantities than possible in jars. 
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The only trouble-free reel seat with positive locking action. 
Available with a wide selection of straight - grained, air- 
dried, hardwood handles. Write for 1950 Catalog. 


VARMAC’'S 


LOCKTOP REEL SEAT 














VARMAC MANUFACTURING COMPANY 


1833 STANFORD STREET e SANTA MONICA, CALIFORNIA 


See Your Jobber! 
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SHED KING, 


@ There’s roller skate weather Me. 060 ‘ee 
ahead! Don’t let it catch you 6 

short stocked. Speed King of- 

fers a complete line of skates i 
for every family budget .. . 
from the famous, speedy 500- 
Miler, guaranteed for 500 miles 
or one year’s use, to the inex- 
pensive No. 550, the beginner’s 
skate. 

Attractive counter and win- 
dow display furnished free with 
initial order of the profitable 
Speed King Deal . . . one dozen er 
pairs of each of the three most No. 480 
popular models (top three illus- 
trated at right.) 

Don’t wait too long. Beat the 
rush by reordering Speed Kings 
NOW! 


HUSTLER CORPORATION No. 550 
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STERLING, ILLINOIS SPEED KING (WITH CAPS) 


"To decrease the cost of buying and selling” 
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TOY MANUFACTURERS ot U.S.A.. inc. 


200 Fifth Avenue et oe 








THE ADAMSON MOVING BASE SPRINKLER ... . . . SELF-PROPELLED 


an incomparable irrigation machine adaptable to any large area watering job—proven and perfected through 
years of use on school athletic fields, golf courses, and ball parks—now ready for national distribution. 


ADAMSON SPRINKLER COMPANY, 2228 BARRY AVENUE, LOS ANGELES 64, CALIFORNIA 
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TU-WAY 
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Safety belt lacing is easy to apply 
with any standard make belt lacing 
machine, lacer, or it can be applied 
with a hammer by using the inex- 
pensive Safety Tu-Way Lacer. 


Safety’s patented binder bars hold 
every hook in exact alignment, lap 
snugly over belt ends and prevent 
fraying. 


SAFETY BELT-LACER CO. 


5390 N. MENARD AVENUE 
CHICAGO 30, U. S. A. 
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Send That Rod Order 


You need Premax Low Priced Solid Steel Rods 
in order to get that huge volume of sales to 
fishermen who want GOOD LOW-PRICED 
RODS and cannot or will not pay the money 
for more expensive tackle. Get the Bulletin 
and check over the Premax Line . . . then 


order NOW! 
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DIVISION CHISHOLM-RYDER CO., INC. 






5021 HIGHLAND AVE., NIAGARA FALLS, N. Y. 
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products were off 12.1 per cent from 
a year earlier, metals and metal prod- 
ucts were down 3.5 per cent, and build- 
ing materials declined 6 per cent. The 
Bureau of Agricultural Economics said 
it expects farm prices, during the early 
part of 1950, to remain at approximately 
present levels. It said the overall level 
of prices received by farmers “remains 
fairly steady, as improving economic 
activity sustains a high demand for 
farm products.” At the latest survey, 
farm prices were averaging about 12 
per cent less for all crops than a year 
earlier. Prices of oil-bearing crops and 
poultry were down 25 per cent, live- 
stock and products, 14 per cent, and 
fruit, 8 per cent. Food grains and cot- 
ton prices were off 7 per cent. 


Department store sales—The 
nation’s department and specialty store 
executives generally expect 1950. to 
bring better profits, smaller dollar sales 
and increased unit sales. Their outlook 
for 1950 is expressed in a survey con- 
ducted by the National Retail Dry 
Goods Association. The retailers are 
not unanimous in their predictions of 
what this new year will bring, but the 
percentages favor the optimistic side. 
Only 29.9 per cent of the merchan- 
disers think profits will be lower this 
year. The remainder think profits will 
be higher or unchanged, with the 
greater percentage anticipating an in- 
crease. Over 78 per cent think that 
unit sales will hold even with last 
year, or show an increase, with most 
of the stores anticipating gains of 5 
per cent or more in transactions. Most 
of the stores, however, do not plan to 
carry more merchandise to meet the 
increased unit demand. Only nine per 
cent plan to have more goods on their 
shelves this year, while the majority 
plan to pare their inventories five to 
10 per cent from the 1949 level. They 
evidently think,’ that with smaller in- 
ventories and greater unit sales, they 
will not have to cut prices often be- 
cause only 25 stores, or 10.6 per cent 
of the total, expect any growth in mark- 
downs in 1950, 


Some changes expected in 
retailing—There were several mer- 
chandising changes recommended 
among the retailers, as 4000 of them 
swapped “shop-talk” at the recent 
National Retail Dry Goods Association 
convention in New York. For the first 
lime since the end of the war, says 
the Wall Street Journal, the merchants 
met and talked over their problems in 
an atmosphere lacking the nervous 
tension and uncertainty that marked 
previous post-war gatherings. Short- 
ages, rising prices and top-heavy in- 


ventories, the ulcer-causing topics of 


1947-48-49, were no longer the “live 
issues.” The delegates chatted with on 
another and with interviewers on one 
theme: How ‘to keep expenses down, 
while holding sales up. And here are 
some of the new wrinkles the nation’s 
housewives, in 1950, will note in their 
favorite pastime of shopping. In some 
stores at least, they will find more sales 
clerks on hand to wait on them during 
the mid-day buying rush, 11 a.m. to 
3 p.m. They will be asked. however, 
to carry their packages more frequently. 
Delivery costs are mounting too high 
for retailer comfort. When returning 
faulty merchandise, they will often be 
directed to the counters where they 
bought it rather than to special “ad- 
justment” windows. Complaint-handling 
will be faster but store buyers and di 
partment heads will likely be less 
lenient with complainers than the usual 


“adjusters.” 


‘49 Factory Washer Sales 
Down 29 Per Cent; 
lroners Drop Also 

ACTORY sales of standard-size 


household washers in 1949 
totalled 3.033.106. according to 
industry-wide figures announced 
by the American Home Laundry 
Manufacturers’ Association. This 
is a decrease of 29 per cent from 
1.317.183 units sold in 1948, the 
industry’s all-time high year. 
Washers sold in the four postwar 
years total 13,157,902. 

Ironers sold in 1949 aggregated 
307,345 units, a drop of 35.5 per 
cent from another all-time high for 
the industry of 476,860. also 
rolled up in 1948. 
of dryers, now reported for the 
first time. were 105.727 units in 


1949, 


Factory sales 


December Sales 


December sales of washers 
were 237.591 units. compared to 
298.717 in November. a drop of 
20 per cent, and an increase of 
29 per cent over 183.700 units | 
December. 1948. Troners sold in 
December totalled 19,400, com- 
pared to 35,000 in November. a 
decrease of 47.4 per cent, and 
to 26.000 units in December. 
1948. a loss of 25.4 per cent. 
Year-end decrease of factor \ 


sales was attributed largely to 
steel shortages. September sales 
of 357.281 standard-size washers 
were highest of any month since 


October, 1948. 
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Prepare for Spring ! 







Four - Square Electro -Welded 


10" Construction . 
Disc-Wheels ( eee ape Handle 
Grass starts growing early. Pa ae Stands Vertical 
. Rubber Grips 
Rubber Tires 





Order your READING LAWN MOWERS now! 
Here's a well balanced line to meet 

various levels of competition 

Consider these features for more sales and profits 


Free folder contains prices and complete 
information on five leading models 
WRITE FOR IT TODAY! 


READING HARDWARE CORP. 


ESTABLISHED 1851 
READING, PENNSYLVANIA 





Streamlined Chassis 
Electro-Welded Reel 
Ball Bearings 
Simple Adjustment 


\ Five Blades-Four Spiders 


' Precision Ground 
Hardened Alloy Steel 
Self-Sharpening 
Rubber Roller 


Brilliant Colors 








When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes It?” 
look in the General Directory Section of the "Who Makes |?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?" 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 














BRUSHES 


+} \ Touch-Up Bronzing 
¢ a Ota i 
a Vi Wir 


Marking Varnishing 
wt xin 







on cards 
at 


Enameling Lacquering 





Send ies Riistin Folder. 


M. GRUMBACHER 


Order from your Jobber 464 WEST 34th STREET NEW YORK | NEW YORK 











TOP QUALITY ALWAYS 


Wood Handle 26 Leng | 





| PEGGY PRIM 


— DUST 
ag PANS 


The SANITARY 
DUST PAN 


Automatic Closing Lid. 
26" Carpet Sweeper 
Handle. 

12'' Inserted Steel Edge. 
* Dust Retaining Hump. 

* Corners Reinforced. 


. 





* 26 Gauge Material. * Preferred by Housewives 
* Size 123%, x 8 x 2!/. * Demanded by Janitors. 


* Recommended for Schools and Institutions. 


Write today for literature and price list on the 
“Fulton Line” 


PATENT NOVELTY COMPANY 
FULTON Dept. HA ILL. 








FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in 
the volume of CLASSIFIED as well as DISPLAY adver- 
tising. Its classified columns bring together buyer and 
seller, employer and employee. 


HARDWARE AGE 


“Want Ad" 


Classified Opportunities Dept. 


ADVERTISING— 


Those who contact the hardware trade know from ex- 
perience that HARDWARE AGE is the logical medium 
to use to secure RESULTS from their classified adver- 
tising. Follow the leader. 


100 East 42nd Street, New York 17, N. ¥Y- 


* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY 


MARSHALLTOWN 
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i ed 
tise 
a tionally 


in 
POPULAR 
MECHANICS 
MECHANIX 
ILLUSTRATED 
Publicized 
Everywhere! 


TOUCH 'N’ GRIP FINGER TIP WRENCH 
Slips on Finger Tip 
. Grips ‘‘Hard 





4 to Reach"’ Nuts! 
Suggested 
Selling Price 
4 3 9c 
Set of Four 
SELLS ON 
SIGHT! 


® 


Contact your jobber or 
trite manufacturer today! 


OUCH'N'GRIP 














eo 8. REDFIELD 
31 Colonial Parkway, Dumont, N. J 











DAISY 


BATH SPRAYS 


Fell 


bh 4o 815s 
RN SPRpp = 


= f 
lo vases 








GET READY 
FOR A PROFITABLE 
BATH SPRAY SEASON 


See the full DAISY Line of Quality Bath 
Sprays. Popular prices—long profit— 
make DAISY Line a Hardware Store 
Money Maker. 


Write for Catalog and Prices. 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, INDIANA 
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Alabama Retail Hardware Associa- 
tion, annual convention and exhibit, 
May 17-19, at the Tutwiler Hotel, Bir- 
mingham. Mrs. Euna G. Ramsey, 509 
North 19th St., 


Birmingham 3, secre- 


tary. 


American Hardware Manufac- 
turers Assn., 98th semi-annual con- 
vention meeting jointly with the 59th 
annual convention of the Southern 
Wholesale Hardware Association, 
April 2-6, at the Netherland-Plaza Ho- 
tel, Cincinnati, Ohio. Arthur L. Fau- 
bel is secretary-treasurer of the manu- 
facturers’ association with headquarters 
at 342 Madison Ave., New York City 
17. T. W. McAllister, 814 Metcalf 
Bldg., Orlando, Fla., is managing direc- 
tor of the wholesalers’ group. 


Arkansas Retail Hardware & Im- 
plement Assn., convention and exhibit, 
Feb. 13-15, at the Hotel LaFayette, 
Little Rock. A. W. Porter, LaFayette 
Hotel, Little Rock, is secretary. 


Builders’ Hardware Conference, 
Fifth Annual Pacific Coast Regional 
Conference, May 17-19, at the Ahwah- 
nee Hotel, Yosemite National Park, 
Cal. Sponsored by Districts 18, 19, and 
20 of the National Contract Hardware 
Association and of the American So- 
ciety of Architectural Hardware Con- 
sultants, 420 Madison Ave., New York 
City 17. John R. Schoemer, managing 


director. 


California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, at the St. Francis Hotel, 
San Francisco. LeRoy Smith, Room 
262, Western Merchandise Mart, 1355 
Market St., San Francisco, secretary. 


Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, at the Seminole Hotel, Jack- 
sonville, Fla. William W. Howell, Way- 


cross, Ga., secretary for both groups. 
Georgia Retail Hardware and Flor- 


ida Retail Hardware Associations will 
hold their annual convention jointly in 


CONVENTIONS 


COMING 







AND 
EVENTS 















May, at the Hotel Seminole, Jackson- 
ville, Fla. William W. Howell. Way- 


cross, Ga., secretary for both groups 


Industrial Supply Convention, 
May 22-24, at Atlantic City, N. J. Con- 
ference booths at the Public Audi- 
torium Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
F. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn.,_ secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; 
Supply & Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., 


International Hardware Show, 
Ist Annual, July 27-30, 1950, at the 
Chicago. Sponsored by 


Southern 


Machinery 


Atlanta, Ga. 


Navy Pier, 
Campbell-Fairbanks Expositions, Inc., 
332 Park Square Bldg., Boston, Mass. 

Louisiana Retail Hardware Asso- 
ciation, annual convention March 20- 
21, at the Hotel Heidelberg, Baton 
Rouge. David O. Mansfield, 226 S. 
State St., Jackson, Miss., is secretary. 

Marshall-Wells 
Congresses sponsored by the Marshall- 
Wells Co., Duluth, Minn. At Duluth, 
Feb. 13-15, at Portland, 
Seattle (combined in one meeting at 
Portland), Feb. 20-22; at Billings, Feb. 
27-28. 


Michigan Retail Hardware Associa- 
21-23, at 


Associate Stores 


Spokane and 


tion, annual convention, Feb. 
Grand Rapids. Convention headqua 
ters, Pantlind Hotel; exhibit, Audi- 
torium. Harold W. Schumacher, 1112 
Olds Tower Bldg., Lansing 8, secretary. 

Mississippi Retail Hardware Asso 
ciation, annual convention, June 5-6, a! 
the Buena Vista Hotel, Biloxi. David © 
Mansfield, 226 S. State St., Jackson, is 
secretary. 

Missouri Retail Hardware Associ 
tion, annual convention and exhibit. 
March 7-9, at the Jefferson Hotel, > 
Louis. Louis C. Kreh, 1189 Areca: 
Bldg., 812 Olive St., St. Louis, se 


tary. 
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SALES BY MAIL! 


THE TIME IS NOW 
BUSINESS IS RECEPTIVE 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPT. 


Is designed to help you make it more so—lt will address and mail your 
Catalogs, Booklets, Circulars, Letters, Broadsides, Post Cards, etc., with 
maximum effectiveness, due to all names and addresses being verified 
and corrected right up to the minute of addressing and mailing, to all 
or part of the following lists: — 


548 General Wholesale Hardware Houses in the United States. 


134 Wholesale Heavy Hardware Houses in the United States. 
(These are in addition to 456 General Wholesale Hardware 
Houses who handle heavy hardware.) 


14412 Major Retail Hardware Dealers whose sales exceed $30,000.00 
annually and who in the aggregate account for the greater 
part of the retail business of the hardware trade. 


4220 Intermediate Retail Hardware Dealers whose sales are be- 


tween $20,000.00 and $30,000.00 annually. 


21700 Minor Retail Hardware Dealers whose sales are less than 


$20,000.00 annually. 
11297 Lumber Yards including some Builders’ Supplies Dealers. 
882 Department Stores handling Hardware and Housefurnishings.” 


Write for Prices and Other Details 


HARDWARE AGE 
DIRECT MAIL ADDRESSING DEPT. 


100 East 42nd Street - - = = = #£=™New York 17, N. Y. 
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DADO 
" SAWING 
wivH Lert WASHERS 


ou BET | 
seul * THEY D0* 


When woodworkers and hobbyists see 
this amazing new invention in action 
... they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream! 





WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 





Famous 
NAMES IN 
NETTING... 


U. S. HEXLOK— 
The Perfect 
Hexagon-Mesh 
Netting with 
Lock-twist 
Weove... 


U. S. STRAITLOK— 
The Original 
Straight-Line 


Poultry Netting; 
Woven Like 
Farm Fence 


S7 
“~ 


U.S.4 IN 1— 
The New 
Chick-tight 
Straight-Line 
Netting with 
Graduated Mesh 


W 
Available in either 
galvanized before 
or galvanized after 

weaving 


INDIANA 
STECL & WIRE CO. 


ANA 
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Coming Conventions and Events 


National Contract Hardware As- 
sociation and its affiliate, the Ameri- 
can Society of Architectural Hard- 
ware Consultants, annual convention, 
Sept. 18-21, at the Kiel Auditorium, St. 
Louis, Mo. John R. Schoemer, man- 
aging director, is located at 420 Madi- 
son Ave., New York City 17. W. E. 
Peterson, Shapleigh Hardware Co., is 
chairman of the General Convention 


Committee. 


National Hardware Week, April 
28-May 6. Sponsored by the National 
Retail Hardware Association, Indian- 
apolis, Ind. Rivers Peterson, managing 


director. 


National Hardware Show, Oct. 
2-6, at Grand Central Palace, New York 
City. Sponsored by National Hardware 
Show. Inc., 331 Madison Ave., New 
York City; Frank M. Yeager, director. 


Nebraska Retail Hardware Asso- 
ciation, annual convention, Feb. 14-16. 
at Omaha. Convention headquarters. 
Paxton Hotel: exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 


coln 8. secretary. 


New England Hardware Dealers 
\ssociation annual convention and ex- 
hibit, Feb. 21-23, at the Hotel Statler, 
Boston, Mass. Russell R. Meuller, 185 


Dartmouth St., Boston 16, secretary. 


New York State Retail Hardware 
\ssociation, annual convention, Feb. 14- 
16, at Buffalo. Convention headquarters 
at Hotel Statler; exhibit. Memorial 
\uditorium, Nichols H. Kiley, 904 Hills 


Bldg.. Syracuse 2, secretary. 


North Coast Retail Hardware Asso- 
ciation, annual convention, Feb. 12-14, 
at Multnomah Hotel, Portland, Ore. 
D. D. Stewart. 714 American Bank 
Bldg., Seattle 4.,Wash., secretary. 


North Dakota Retail Hardware As- 
sociation, annual convention, March 21- 
23, at Bismarck. Convention headquar- 
ters, Patterson Hotel: exhibit, Audi- 
torium. Miss Clarine Sherwood, 24 
Clifford Bldg., Grand Forks. secretary. 


Northern Wholesale Hardware 
Co., annual convention and merchan- 
dise Show, March 12-14, at company 
headquarters, 805 N. W. Glisan St., 
Portland, Ore. Stockholders’ annual 
meeting, Monday night, March 13. 


Southern California Retail Hard- 
ware Association, annual convention, 
Feb. 21-23, at Long Beach. Convention 
headquarters, Wilton Hotel: 
\uditorium. A. C. Kammbeier, 416 W. 
8th St.. Los Angeles 14, secretary. 


exhibit. 


South Dakota Retail Hardware 
\ssociation, anrual convention. March 


7-9, at Sioux Falls, S. D. Convention 
headquarters, Cataract Hotel; exhilvit, 
Coliseum, O. R. Baily, 605 So. Euclid 


Ave., Sioux Falls, secretary. 


Southern Wholesale Hardware 
Assn., 59th annual convention meeting 
jointly with the 98th semi-annual con- 
vention of the American Hardware 
Manufacturers Association, April 
2-6, at the Netherland Plaza Hotel, 
Cincinnati, Ohio. T. W. MedAllister is 
managing director of the wholesalers’ 
association with headquarters at 814 
Metcalf Bldg., Orlando, Fla. Arthur | 
Faubel, 342 Madison Ave., New York 
City 17, is secretary-treasurer of the 


manufacturers group. 


Sportsmen’s Shows: New England 
Sportsmen’s & Boat Show, Feb. 4-12. 
at Mechanics Bldg... Boston, Mass.: 
National Sportsmen's & Vacation 
Show, Feb. 18-26, at Grand Central 
Palace, New York City: International 
Sports & Outdoor Exposition, March 
3-12, International Amphitheatre, Chi 
cago: Buffalo Sportsmen’s & Boat 
Show, March 17-24, at Memorial Audi- 
torium, Buffalo, N. Y.: Detroit Con- 
gress Sportsmen's & Vacation Shou 
March 25-April 2, at Fair Grounds, De 
troit. Mich. Shows sponsored by Camp 
bell-Fairbanks Expositions, Inc., 929 
Park Square Bldg.. Boston 16; 139 E. 
57th St.. New York City 22; 28 E 
Jackson Blvd., Chicago 4: 331 Andrews 
Bldg., Buffalo 2: 1331 Majestic Bldg., 
Detroit 26. 


Tennessee Retail Hardware Asso 
ciation, annual convention, Feb. 20-21, 
at the Hotel Noel, Nashville. Morris 
Jones, P. O. Box 784. Nashville 2, se« 


retary. 


Triple Mill Supply convention, se 
listing under Industrial Supply con 


vention. 


Tri-State Hardware and Implement 
Association, annual convention and ex 
hibit, Feb. 13-15, at Herring Hotel 
Amarillo, Tex. W. D. Shephard Car 


yon, Tex.. secretary. 


Virginia Retail Hardware Associa 
tion annual convention; March 21-25 
at Roanoke. Convention headquarter: 
Hotel Roanoke; exhibit, American | 
gion Auditorium. G. T. Omohund 


Jr., Scottsville, secretary. 


West Virginia Hardware Asso 
tion, annual convention and_ exhibit. 
March 13-15, at the Greenbrier Hot 
White Sulphur Springs, W. Va. Jan 
C. Fielding, 1628 McClung St., Char! 


ton 2, W. Va., secretary. 
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it wasnt even. 
heresthis morning 


inute! That’s going a little too far. Maybe we 
istrial miracles in this America of ours, 
gotten around to putting up skyscrapers in 
ay —not yet anyhow. But we’re doing things 
aculous as that. 





Now, w-a-i- 
do perform 
but we hav 
one workin 
almost as 










































, radios, television sets, washing machines and so 
wonderful things are pouring off our production 
thousands —dally. 


ore in the history of the world have so many 
ing, time-saving, miracle-working devices been 
the comfort and convenience of any people. 





we do it? Easy! 


it ssmply by a unique combination of qualities that make 
ation the most productive of any country 

rth. We do it with a system built on our solid faith 

belief in the dignity of the individual. 


haven’t reached a state of perfection yet. We probably 
ver shall. But we’ve been getting better and better and 
tter all the time. While we’ve been making all of these 
yonderful things, we’ve been working progressively shorter 
ours, earning more money, living better and decreasing the 
cost of production so that prices can go down. 





Our American system is the best, the most thrilling, ever devised. 
With even better teamwork, the future is unlimited. If you want 
to help make that future, join with The Advertising Council 

in explaining the American economic system to your employees. 








Order copies of the booklet ““The Miracle of America” which 
explains clearly and simply how a still better living can be had 
for all if we all work together. See that each of your 
employees receives one of these copies. 





Let’s show the world what Americans 
can do when they really ¢ry. 










WANT TO HELP? 
MAIL THIS 


The Advertising Council, Inc. Dept. B 
25 West 45th St., New York 19, N. Y. | 
Please send me prices on copies of "The Miracle of 
America”, so that each of my employees may receive one. 


















Name 





THE ADVERTISING COUNCIL, INC. 


A non-profit organization representing all phases of adver- - 
tising dedicated to the use of advertising in public service. 


25 West 45th St., New York 19, N. Y. 





Company. 


Address. 
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Classified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Each additional word........ ° 


Positions Wanted 


Allow Seven Words for Keyed Address 
or Your Address 





Set solid, maximum, 50 words..... ++ $5.00 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 


(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
SONG sictcccikvcscendewesenwners $2.00 Advertising. 
Each additional word......... 05 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















if Help Wanted _| 


[Sales Representatives Wanted | 





SALES MANAGER. GROWING WHOLE- 
SALE HARDWARE BUSINESS located in 
Ohio, wants Sales Manager. State your expe- 
rience, opportunity for right man. Address Box 
N-596, care of Harpware AGE, 100 East 42nd 
St.. New York 17, N. Y. 





OFFICE AND CREDIT MANAGER | for 
New York Hardware Distributor and Manufac 
turing Concern. Knowledge of all types of of- 
fice procedure, and one with cost accounting 
experience preferred. Address Box N-644, care 
of Harpware Ace, 101) East 42nd St., New York 


1; Be. Se 








SALESMEN—CALLING ON HARDWARE 
STORES, ETC. to sell Line of Pumps, Water 
Softeners, Water Heate rs, etc., in Illinois, Iowa, 
Indiana and Michigan for Manufacturers Agent 
& Distributor. Address Box N-638, care of HaArp- 
WARE AGF, 100 East 42nd St., New York 17, N. Y. 








SALESMEN WANTED—SALESMEN NOW 
CALLING ON Hardware and Paint Stores in- 
terested in augmenting their present income by 
representing a house with an old_ established 
line of quality products of paints and varnishes, 
reasonably priced especially known as experts in 
Master Painters Products. Protected territories. 
Top Commissions. Reply to Box N-610, care of 
a ‘.e7 Ace, 100 East 42nd St., New York 
i, ee 





PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 


Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) Territories Open. 
Commission. Replies confidential. Address Box 


N-616, care of HaArpware Ace, 100 East 42nd 


St., New York 17, N. Y 


SALESMEN WANTED 
ROUND NEW REPEAT 


TO PLACE YEAR 
ITEM with Hardware 





Stores on consignment in the States of Ohio, 
Indiana, Illinois, Michigan, Wisconsin and Ne- 
braska. Exclusive territories and high commis- 
sion. Address Box N-651, care of HARDWARE 
Acre, 100 East 42nd St., New York 17, N. 
SALESMEN, TO SELL NEW COMPACT 
DISPLAY AND ASSORTMENT OF HOUSE- 
HOLD BRUSHES. 16 kinds, 102 items, sug 
gested resale value $33.35. Dealer discount 40%, 


cost $20.00. Good Commission. This is a good 
line for your exclusive replacement business. Ac- 
counts protected. Address Cuyahoga Brush Co., 


4206 Clark Ave., Cleveland 9, Ohio. 





DUE TO ILLNESS WE HAVE AN EXCELLENT 
OPENING IN OUR SALES ORGANIZATION, 
IN A WELL ESTABLISHED TERRITORY, FOR 
A HARD-WORKING CAPABLE SALESMAN. 
WRITE STATING QUALIFICATIONS, INCLUD- 
ING PREVIOUS SELLING EXPERIENCE, TO 


QUEEN CUTLERY COMPANY 


200 Madison Avenue; New York 16, New York 

















SALESMEN WANTED 


Full time or side line to sell complete branded nation- 
ally advertised line Paint Brushes. Men with following 
among hardware, paint, department stores, lumber 
yards and industrial supply houses preferred. Excep- 
tional opportunity. Protected territories. Geod com- 
missions. Write 


BRUSHWISE CORPORATION 


West Fourth at Mercer Streets New York 12, N. Y. 














SALESMEN 
LOOKING FOR A REALLY HOT ITEM ON THE SIDE? 
We have a couple of items which you can add to your 
present lines with every assurance of increasing your 
earnings. THEY'RE DIFFERENT, unusual, yet per- 
fect for ‘hardware stores—fast-moving, profitable, ap- 


pealing, low-priced, universal, instant sellers, steady 
repeaters. Tell us something about yourself—your ter- 
ritory, contacts, etc., and we'll tell you ALL about 


ourselves and our products and how you can profit by 
associating with us 

Address Box N-643, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 








SALESMAN WANTED, calling on 
Hardware Trade and Lumber Yards, to 


Retail 
repre- 


sent our Mitre Box Product, considerable territory 


open, 


straight commission basis, give experience 


and territory now covered in your reply to Arrow- 





heart Industries, P. Box 456, 
Michigan. 
7. 
SALESMAN; EXPERIENCED ONLY; 


ropolitan Area or Out of Town for Distr 


and Manufacturing Hardware Firm; to 
Store Fixture Manufacturers, Restaurant 
ment Dealers, Sheet Metal Workers and 
ture Trade. Good opportunity. Addres 
N-645, care of Harpware Acer, 100 East 
St., New York 17, N. Y. 

HARDWARE SALESMEN: Reliable, 


lished firm desires salesmen now calling or 


Detroit 4, 


Met 
ibuting 
call on 
Equip- 
Furni- 
s Box 
12nd 


estal 
1 retail 


hardware stores and lumber yards. Carry at 
tractive side line of Paint Brushes and Top 
National Tools. East of Miss. High Commissions 
payable twice monthly upon shipment Address 
Box N-659, care of Harpware Ace, 1/0 East 
$2nd St., New York 17, N. Y 





NEW YORK HARDWARE JOBBER b tat in 
NATIONALLY ADVERTISED LINES 


——- for Experienced Salesmen with 
ing in Long Island, Westchester County, an 
Jersey, and Metropolitan Area. 
kept confidential. Address Box N-581, 
ee a Ace, 100 East 42nd St., New 
7, B. F. 


fi a... 
d New 


Replies will be 
care of 


York 





Manufacturer of complete line of Buil 
Trim Hardware has opening for Salesmen 


lumber yards. Exclusive territory on com 
sion basis for right man. Give full inform 
as to experience, territory covered, and « 
lines handled in reply. 
Address Box N-648, care of RAgowAar t as 
100 East 42nd St., New York 17, 








SALESMEN WANTED 


ing on jobbers, contract hardware dealers. 


ation 


ders’ 
eall- 
and 


nimis- 


other 

















WANTED 


BUILDERS HARDWARE SALESMEN 
BY EASTERN MANUFACTURER. A FEW 
TERRITORIES OPEN. VERY ATTRACTIVE 
PROPOSITION. EXTREMELY HIGH GRADE 
MODERN LINE. ONLY MEN WITH EX- 
PERIENCE AND ESTABLISHED TRADE 
CONSIDERED. 
Address Box N-650, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 50 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are fifty complete factory lines, 
and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied on assortment of lines. Write Sales 
Manager, Box N-I45, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y 





TO RETAIL DEALERS. TERRITORIES OPEN IN 


AND STATE LINES NOW SELLING, TERRITORY COV 
TIAL. 


Address Box N-617, care of HARL WARE A 
100 East 42nd Street, New York 17, N. Y 
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SIDELINE SALESMAN 


TO SELL NATIONALLY KNOWN LINES OF POWER TOOLS 
YORK, PENNA., CONN., DEL., AND MARYLAND. WRITE 
AND EXPERIENCE. REPLIES WILL BE KEPT CONFIDEN- 
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Classihied Opportumitien Section... 











[Sales Representatives Wanted | 


Sales Representokives Wanted | 


| Accounts Wanted = | 





PAINT SALESMAN WITH FOLLOWING 
AMONG PAINT AND HARDWARE STORES 
to sell a Low Priced but Quality Line of Paints, 
Varnishes and Enamels. Address McNamara 
Paint Co., Inc., 433 Leland St., Detroit, Michi- 
gan. 





WE NEED MEN TO CALL ON RETAIL 
HARDWARE AND IMPLEMENT DEALERS 
for several territories. Attractive proposition for 
the right men. Write giving lines now repre- 
senting and territory covered. Personal refer- 
ences and bank references desired. Address Box 
N-587, care of Harpware Ace, 100 East 42nd 
St. New York 17, N. Y. 





SIDELINE SALESMAN WANTED ealling 
on retail hardware, sporting goods, and variety 
stores to carry a line of Leather Dog Collars, 
Harnesses, etc. Old established, reputable manu- 
facturer offers protected territory; liberal com 
mission. Address Box N-657, care of Harpw ARE 
Act, 100 East 42nd St., New York 17, N. 


MANUFACTURERS REPRESENTATIVES 
—MANUFACTURER OF WIRE SHOPPERS 
CARTS has some territory open. Sales agents 
selling housewares to Jobbers, Chains and Depart- 
ment Stores are invited to write us. State terri- 
tory. Address Box N-641, care of HARDWARE AGE, 
100 East 42nd St.. New York 17, N. Y 





MANUFACTURERS’ AGENTS WANTED 


TO HANDLE FAST SELLING FOUNTAIN 
BRUSH. See ad page 242. A few exclusive terri 
tories still open. National Advertising, good pro 


and quick deliveries make this an 


motional helps 
wholesale hardware, and 


easy item to sell to 


department store outlets. Four territories still 
open on our outstanding home irrigation line. 
A must for garden and seed outlets. Liberal 


data to: Western. Home 
Bldg., Buffalo 2, 


commissions. Write for 
Products Co.. 1006 Prudential 
New York 








-——— WANTED 
TOP-FLIGHT 
MANUFACTURERS 
AGENTS 


or sideline salesmen to sell NEW-PAT- 
ENTED-PROCESS, House Paint, Exterior 
Primer, Flat Wall and Enamel Undercoat. 
This ECONOMICALLY PRICED line backed 
by local advertising, banners and sound 
merchandising ideas. A real opportunity 
to increase your earnings without cost to 
your present lines. A money maker with 
large volume and repeat sales. Quality 
tested by a private testing laboratory. 
Protected territories open. 


MERIT PAINT & VARNISH CO. 
3748 East 91st Street 
Cleveland, Ohio 


56 years in the paint business. 

















SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, lilinols 














MANUFACTURER'S REPRESENTATIVES 


To sell complete line—Quality Electric 
Cord Sets to Distributors—Chain and 
Department Stores. 


KREST MFG. CO. 
94 PLANE ST. NEWARK 2, N. J. 














SELL A 
Build 
Jobbers 


SALES REPRESENTATIVE TO 
LINE of Cabinet and Shelf Hardware to 
ers Hardware Dealers and Hardware 
Exclusive territories available for Ohio, Indiana 
and Illinois. Reply to Box N-642, care of HaArp- 
a AcE, 100 East 42nd St., New York 17, 
ee 


SALES REPRESENTATIVES WANTED. 
Salesmen calling on retail hardware dealers, to 
sell a Complete Line of Steel Disc, Rubber Tired 
Wheels from 4” in Dia. to 10” in Dia. on a 
19% commission. Give references and _ state 
‘erritory now covered and number of stores con- 


tacted. Write LaGrange Metal Products, 4125 
W. Washington Blvd., Hillside, Illinois. 
MANUFACTURER’S AGENT—STEEL | 


WOOL—Steel 
ritories open for 
representatives 
houseware, paint and 
tected commission 
your territories 


Wool Manufacturer has few ter 
aggressive active manufacturers 
calling on wholesale hardware, 
industrial trades. Pro- 
Write fully detailing 
Wool requirements in 


basis. 
Steel 


type, grade, and packaging. Address Box N-633, 
care ot HArpWARE AGE, 100 East 42nd St., New 
York 27, XN. ¥ 





MANUFACTURER’S REPRESENTATIVE 
WITH MIDTOWN NEW YORK OF F ICE will 
give your line conscientious coverage on com 
mission basis. Address —. Strauss, 100 East 
42nd St., New York 17, N. 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, P. 
Branch Offices 
New York @ Philadelphia 2 Detrot 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 














MANUFACTURERS’ AGENTS 


covering the Midwest States, selling over 350 custom- 
ers including Hardware Jobbers and Hardware Chains, 
Automotive Jobbers and Ketail Chains, Electrical, 
Plumbing and Novelty Jobbers, Department Stores 
Mail Order Houses, Drug Chains — Manufacturers 
who sell outside products thru their Retail Deater 


Organizations. 
LEE E. LANE COMPANY 

624 sourae MICHIGAN AVE., Serense, ILL. 
Tel. Harrison 7-6354-5 














PENNA.—NEW JERSEY—MARYLAND 


We want a highly specialized line to sell. We 
cover better retailers and jobbers of Hard- 
ware and Farm Equipment, establishing and 
servicing dealerships. Write 


SYNCO—COMMERCIAL TRUST BLDG. 


PHILADELPHIA 2, PA. 














ATTENTION MANUFACTURERS 


Established—Reliable Sales Organization, Staff 
of three fieMl representatives experienced in 
specialized and franchise selling, covering 
Missouri, Kansas, Iowa, Nebraska Desire 
Additional Major Line Our principal knows 


of this ad Member MANA 


Address Box N-656, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














CALIFORNIA-ARIZONA—MANUFACTOR- 
ER’S AGENT, TOOL SPECIALIST, Estab 
lished 1936. Covering all Jobbers and Whole- 
salers in the Hardware, Plumbing, Mill, Indus- 
trial, Electrical, Welding, Builder’s, Pipe, and 
Automotive trades. Handling Mechanic Quality 
Hand and Hand Power Tools exclusively. Ad- 
dress Box N-611, care of HARDWARE AcE, 100 
East 42nd St., New York 17, N. 


EXPERIENCED SALESMAN SELLING A 
TOP CONSUMER LINE direct to Hardware 
Housefurnishing - Sporting - Department Stores 
throughout the six New England States seeks One 
Other Established Consumer’s Good Line that is 
Commission—closed territory basis. Only 
established lines considered. Confi 

observed. 
100 East 42nd St., 


tops 
substantial 
dences 100% 
of Harpware AGE, 
== 


New York 


ACCOUNTS WANTED RESIDENT OF 
BALTIMORE WITH GOOD FOLLOWING 
covering Baltimore, Washington and all terri 
tory within a radius of 75 miles, calling on 
hardware stores, building supply houses, etc., 
desires Specialties or Complete Lines from top 
manufacturers Address Box N-631, care of 
Harpware Ace, 100 East 42nd St., New York 





= 
| 
| ITAN NEW YORK, 


Address Box N-604, care | 


17, N 


MANUFACTURER'S AGENT, ME TROPOL 
calling on hardware wh 


(Classified Opportunities continued on page 238) 


HARDWARE AGE, FEBRUARY 9, 1950 


salers and chains; ten years of vepeesetitine 

| leading factories; well known Desire One or 
Two Major Lines, or New Products for con 

| centrated effort Carry few lines and do large 
volume Maintain cffice Address Box N-640, 

| care of Harpware Ace, 100 East 42nd St., New 

York 376 N : 
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Cilarsihied Oppovtumitier. Seckion... 





} Accounts Wanted 


| [(_Pesttionw Wanted 





|| Bariness Oppcrtunitier | 





INDIVIDUAL 
UFACTURERS 


DESIRES TO ACT 
REPRESENTATIVE in 


AS MAN 


York City calling on jobbers, dept. stores, chains 
Commission. Toys or Hardware Address Box 
N-658, care of Harpware Ace, 10) East 42nd 
St.. New York 17, N ‘ 

MANUFACTURER’S REPRESENTATIVE 


New | Hardware and Mill Supply Man, 


RESPONSIBLE POSITION WANTED by 


alert, with long 


experience as merchandiser, buyer, store manager 


capable to create and conducting advertising 
campaigns. Address Box N-636, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


POSITION WANTED WITH JOBBER OR 
| MANUFACTURER. Experienced in contacting 


EXPERIENCED IN SALES PROMOTION, | retail, wholesale and chain hardware, variety, and 
Sales volume for recent period on one Hard- | drug trade in Indiana, Ohio, Kentucky, West 
goods Item over million dollars. Open to a sub- | Virginia and Western Pennsylvania Prefer 
stantial dollar volume line. Straight commission | Cincinnati as headquarter point, but will con 
or distributorship in Penna., N. J. and Mary sider relocating Age 45. Married. 1948 car. 
land W rite Sox N-632, care of Harpware | Address Box N-655, care of HARDWARE AGE, 
AGE, 100 East 42nd St., New York 17, N. ¥ 100 East 42nd St., New York 17, N. 
| AVAILABLE oh MANAGER. CAPA 
FACTORY REPRESENTATIVE: ESTAB- | BLE SALES EXECUTIVE with above average 
LISHED AND WELL KNOWN to hardware | ability and Bice background available — be 
jobbers, wholesalers and mill supply distributors | C4Use of change in business. Have thorough sales 
seeks Line saleable to them for Metropolitan New | knowledge of hardware, housewares, paint, toys, 
York Territory and Vicinity. Hand and Small | etc. Have been manager, buyer, etc. Top refer 
Tool Lines preferable. Address Box N-637, care | ences. Store I’m managing now had 15% sales 
of Harpw arE AcE, 100 East 42nd St.. New York | imerease_ 1949 over 1948. How did vou do? Re 
17, N ply to Box N-652, care of Harpware AGE, 101 
East 42nd St., New York 17, N 


EXPERIENCED HARDWARE MAN WITH 


WIDE ACQUAINTANCE both retail and whole 
sale trade desires Several Good Manufacturer's 
Accounts in tools, cutlery, sporting goods, house 
hold and farm hardware, preferably to distribu 
tor pe Colorado and Rocky Mountain territory 
Best references submitted upon inquiry. Address 
Box N65, care of Harpware Acer, 100 East 
42nd St., New York 17, Y 

MILL REPRESENTATIVE NOW CALL 
ING ON ALL Retail and Wholesale Hardware 
and Five and Ten Cent Chain Stores in the 
State of North Carolina, desires Additional Small 
Line or One Good Repeat Specialty Item to offer 
same trade. Address Box 660, care of Harp 
WARE AGE, 100 East 42nd St., New York 17, 
i | 

SALESMAN LOOKING FOR A GOOD 
BUILDERS HARDWARE LINE as. either 


Manufacturer's Agent on commission basis or as 
full time salesman drawing against commissions 
Excellent contacts with hardware, jobbers, lum 
beryard jobbers, builders and architects in Penn 
sylvania, New Jersey, Maryland, Delaware, and 
D.C. Address “Box N-647, care of HaArpwart 
Ace, 100 East 42nd St... New York 17, N. ¥ 





| 


| Positions Wanted | 





SEEKING POSITION WITH OWNER 
OPERATED HARDWARE STORE With view 
f future partnership or ownership Capital 
ivailable, Age 3 marries 1 and have long expe 
rience in hardware field Address Box N-635., 
care of AGE, 100 East 42nd St., New 


HARDWARE 
York 17, N. % 


RETAIL STORE OR DEPT. MANAGER 


age 46, Experienced Merchandiser in hardware 

housewares, plumbing, heating and building sup 

plies; Chain Store Background in Modern Met 

chandising Methods, Buying, Control, Store Ar- 

rangement, etc Interested in responsible — | 
tion. Location no object. Address Box N-644, | 
care of Harpware Acer, 100 East 42nd St., New 

York 17, N. Y 
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MERCHANDISE WANTED 
CLOSEOUTS! DISTRESSED MDSE. AND 
DISCONTINUED NUMBERS 


FOR IMMEDIATE CASH! No Quantity 


large. Quick action! Call or Write 


FAIRLEY TRADING CORP. 
88 University Place, New York 3, N. Y. GR. 3-5824 


too 

















Over 60% Off! 


Brand new $200.00 show- 
cases for $75.00... brand 
new $60.00 flush type 
counters for $24.00. Yes, 
brand new ... in their 
original crates in Grand 
Rapids, Michigan. The rea- 
son? We ordered too many 
...- more than we could 
use. We're clearing them 
out at a fraction of their 
original worth or today's 
replacement cost. For full 
information write: 


Address Box N-598, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














IF YOU HAVE AN ARTICLE that ‘ 
tical for the general public or the indust we 
will be glad to consider it for manufact ig 

| and distributing Send us drawings or san 
| ple. Address Martin Staunt Mfg. Co., 4439 W 
Rice St.. Chicago 51, Mllinois 

WILL PURCHASE A WHOLESALE OR 

GANIZATION in the Metropolitan District 


Hardware or Affiliated Business. Must be wel 
established and successful business involving sut 





| stantial amounts. Address Box N-639, care of 
| Harpware Ace, 100 East 42nd St., New York 
7., BH. Z. 





FOR SALE 


Have 5—500 ft. Reels Rubber Belting. 
12 inches wide, 3 ply. Cost 19¢ ft. 
inches wide, 3 ply. Cost 24¢ ft. 
inches wide, 4 ply. Cost 50¢ ft. 
inches wide, 4 ply. Cost 6¢ ft. 
inches wide, 4 ply. Cost 75¢ ft. 
Will sell all or any amount of above at 25% discount 
Am over-stocked. 


DORSET HARDWARE, DORSET, OHIO 


MUSWN 














HARDWARE STORES WANTED 


Anywhere in the U.S.A. 
Substantial Cash Buyers Waiting 
| No obligation to list with us 


GOLDEN BUSINESS AGENCY 


Est. since 1918, Founded on Fidelity 
|__ 2525 BROADWAY, NEW YORK 25, N. Y.J 








| HARDWARE STORE FOR SALE IN A 
GOOD SHOPPING CENTER in New Jerse 

Inventories $30,000.00. Address Box N-653, care 

100 East 42nd St., New Yor 


of Harpware AGF, 
17, N. Y 





FOR SALE HARDWARE po 


Eastern New York State, population 120¢ 
tablished 28 hardware, paint, plun 
supplies, appliances, clean stack, two st 


years, 





brick and wood building—7 room apartment 
large warehouse, center of business sectior 
reason selling age and health. Price $20, 


Address Box N-661, 
100 East 42nd St., 


care of HARDWARE AGE 
New York 17, N 








—_— 


HARDWARE AND PAINT 
Hollywood District 
Metropolitan and Suburb 
1) per Tw me 
expanded to include 
appliance in Vv 
purchase 


FOR SALE 
STORE, Los Ang 
Drawing from both 

| Area Sales around 

} can handle Can _ be 
ances as there are no 

| Favorable lease Full 


eles, 
$40), 01 


year 


stores 
price Ih 





and Fixtures $16,000 cash ess Box N-f 
care of Harpware AGE, 100 1S N 
York 17, N. ¥ 

FOR SALE HARDWARE, PAINT, HOUSTI 
WARE AND SPORTING GOODS STORE, ! 
| cated in Thriving New York Jp-State Con 
| munity with good surrounding territory I 
| lished over 50 years, with an all year | 
No brokerage fee and an opportunity 1 
limited expansion. Now grossing 66,00 Best 
| loc: ition in business secti Will sel 
inventory plus real ciate, equipment 
tures. Will take mortgage on real estate 
story brick building, Reason for selling 
in other fields idress Box N-634, 
HarvwarRE Acer, 100 East 42nd St.. N 
7, a. 
HARDWARE AGE, FEBRUARY 9. 1959 
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Insist on the 





Siph flow Be 

ieaves ess than table- a oe re ad 

spoon milk unused! 

ape ANTEED TO SAVE 100 LBS. WHOLE MILK PER CALF FED over 
ny other pail! At hdwe., feed, dairy, imp., farm stores or write— 

CALF ERIA, INC., Dept. g. FT. WAYNE 3, IND. 





Gripper =e 


Registered U. S. Pat. Office 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitehen utensils, 


large and 1 doz. 
small.) Retails at 
10¢ each, Circu- 
lars on request, 


e GIBSON GOOD TOOLS, INC, a 
Box 26B Grange, Mass., U.S.A. 











GUARANTEED. 
NIPPLE PAIL 





WATER HEATER 
| REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 

Send for Catalog 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa. 





Type U 














PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts mark- 
ing and Aircraft Wire terminal identification. 


TOPFLIGHT TAPE - YORK, PA. 
















(Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 


fl wo00 JOINTS TIGHT 





THE =. COMPANY, Freeport, N.Y. 





A Real Home Aid! “THE HOME VALET” 


@ Attractive wall 
aluminum home 





j ee ay shoe shine unit. 
- Demountable. 2- 
e toe plates, fits all 
fan, Display 
. oxed. 
; {Ri 
- y Retail $250 
Price 
@ Liberal dis- 
ae counts to stores 





and dealers. A 
proven money 
maker. 


* Guaranteed © Prompt Delivery » Order Now 


CRIMMINS PRODUCTS, NORRISTOWN 33, PA. 








THE NEW Columbiana 
C4M-LOCK HYDRANT 
"Sold the World Over"' 
-selling new Cam-Lock Hy- 
drant fo- 1s. on pressure lines. Sturdily- 
built with few moving parts, this Colum- 
biana Hydrant has ro springs to rust out. 
Its many new teatures include: 
*% ONE-PIECE .RUNZE VALVE BODY 
* 4 -CORROSIVE VALVE ASSEM- 


* ANTI-FREEZE ACTION 

* CAM-LOCK HANDLE PREVENTS 
DRIPPING AND WATER WASTAGE 

Thi: is the lowest priced hydrant on the 

Fig. H—1200 market. Write today for complete informa- 

tion. Established (888 


Columbiana PUMP CO., Columbiana. Ohio, U.S.A. 











Buy Savings Bonds 












ALMANAC 


FOR 1951—Exclusive in Your City. Your 
Firm Name and advertising on cover pages. 
An up to the minute Book of Facts compiled 
especially for distributing to your friends, 
customers and prospects. Exclusive Fran- 
chise. Write for samples and prices. Lee 
Almanac Co., 807 S. 7th St., Louisville, Ky. 











i ad 
SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Oil TAN 
MADE IN USA 


y DOUBLE DUTY 


*® EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 

\ CONSUMER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








A NEW “BEST SELLER” 


Every home needs one, lasts a 
life time, fits all types of ironing 
boards. Attractive stand-up 


boxed. Dealerships and 
distributor inquiries ov 
invited. Get the de- a* 


tails on 


' 4 $43 9 | 
aly go Less Liberal Discounts 
ww Write—Phone— Wire 
w WW, ow Spencer Mfg. Co. 


511 E. Elm St., Conshohocken, Pa. 





package display. Individually a 














Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. "Lifts 
from 1,000 to 2,000 
|| Ibs. with ease.” 

Elevator Power 
| Units. Electric Elevotors. 





Dumb Waiters. 
Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O. 








| 
| 









WANTED 


SALES MANAGER 
New England 
Tool Manufacturer 





Old-established 


known 


nationally- 
manufacturer of hand 
tools offers opportunity as sales 
head. Considerable travel. Com- 
pany rated AAA-1. Write com- 
plete details of 
following, 
Confidence fully respected. 


experience, 


salary expected. 


” 


Address Box N-629 
Care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











NEW Farm-wisE 
ELECTRIC STOCK WATERER 
Offers Quick Sales—More Profits 


Makes possible low-cost, automatic out- 
door watering the year-round—even in 
FREEZING weather. Easy to install. 
Guaranteed for one year. Standard trade 
discounts. Delivery NOW! 


Write for Catalog Sheets and Prices 


CALF-TERIA SALES, INC. 


Dept. B Fort Wayne 3, Indiana 
NE SANSONE SEERA IIR 








BIG PROFIT ITEMS 





Contains Mutton Tallow 
A SUPER PRESERVATIVE AND ADHESIVE 
ON ALL POWER MACHINERY BELTS 
Stops V-Belts from Squeaking 


Homogenized 
Pure Neatsfoot 


Processed from beef ani- 
mals. ‘‘Is Best for Leather 
In all Kinds of Weather."’ 
Use it on work shoes, 
boots, belts, saddles, lug- 
gage, and all fine leather. 
Made in 3 grades: Pure, 
Prime, and No. 1. 








SOFTENS aw) PRESFAVES 


NEATSLENE CO. 











LIQUID 

SADDLE SOAP 
ANIMAL SHAMPOO 
HAIR DRESSING 


Manufactured by 
Neatslene Co., Omaha 8, Nebr. Roy W. Shepard ‘'She,” 
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BANGING PLATE HOLDER 


CONSTRUCTED GF HARD Stet Wine 
Prowide SECURITY for yous TREASURED PLATES 


9 tach te 09 inch 








MOUNTED ONE ON 
FOR COUNTER SALES APPEAL 
”, 8 to 10”, and 9 to 11” 


7 to 8 
Jobber 


Three Sizes for: 


BRINKMAN & COOK, Merchendise Mart « Chicago 54 54 





A CARD 


plates. 
Inquiries Invited 


$1.80 voz 





ideal for ‘‘PARKING” 


Tools, Brooms, 
Implements or any- 
thing with a handle. 
SMALL - MEDIUM - 
LARGE. 


“HOLD EVERYTHING” 


The Favorite With 


ADJUSTS IN A JIFFY 


Home Workshop “Fans” 


Just Ask Your Jobber 


ARTHUR Il. 





9017 Bessemer Ave. 





Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


SAVE FURNITURE & 
FLOORS-—CREATE QUIET 


or 


50c SET - 15c¢ SET - 


PLATT CO., 


COLWMBIAN VISES 





10c SET 


Fairfield, Conn. 








FASTENS TO ANY WOODWORK 





THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and _ depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


Cleveland 4, O. 


Name "Domes of Silence 





re 





Davis & Newcomer Electric Ele- 














William 98 


Johnson, Inc., 
H. L. % 


©00 Yudex ta peduertisns 0889 )0°° 
A Rubber Chem. Div., Organic 
Chem. Dept. 163 é 
Acme Shear Co. 161 | Duro Metal Products Co., pater, ee 
| Acme Steel Co. ... ee. 99] Small Tool Div. %4 
Adamson Sprinkler Co. scavenge Power Tool Div. 5 Lee Ss 
Air Capitoi Mfg. Co., Inc. 110 | Dutton-Lainson Co 2 Liste ood tewe 
| Air Control Products, Inc. 4 Lockw 
; Lodge & Shipley 
| Ajax Hardware Mfg. Corp... 74 fin Rule Co. 
Alaska Freezer Co., Inc., The 170 Lufki 
Aluminum Company of America... 101 
American Brass Co. 19 E 
American Grease Stick Co....... 219 
American Mfg. Co. 147 | Eagle Lock Co., The 114 
Americon Pad. & Textile Co. . 222 | Eagle Rule Mfg. Corp. 221 
American Screw Co. ‘ 26 | Earl Products Co. 242 
American Steel & Wire Co..... 63 | Edlund Co. ‘ 92 Magna Tool Co 
American Telephone & Telegraph Embury Mfg. Co. 180 Magor Car Cot 
Co. . uette Appl 
Armour Fertilizer Works... 21 + ats el Tr 
Armstrong Bros. Tool Co. eine Martin-Senour ¢ 
Arrow Fastener Co., Inc. 224 Mast-Foos Mfg. 
Arrow Metal Products Co. 188 F Master Lock Cc 
Artmoore Co. 228 Mayes Bros. Toc 
Atkins & Co., E. C... : 136 | Federal Tool Corp. 38 McGill Metal P 
Automatic Products Co. . Ee 107 | Federated Metals Div. 14 McKay Compar 
Ferry Cap & Set Screw Co 72 . 
. McKinney Mfg. 
Filter-Kleen Mfg. Co., The 92 Metalcraft Mfg 
Fox Shotguns ed 48 Midway Tool C 
Franklin Glue Co., The .... 8| Miller, Inc., Re 
Frantz Manufacturing Co. 106 Millers F lis Ce 
iilers als 
8 Frick-Gallagher Mfg. Co., The... 199 Pes 
Minute Mop C: 
Frisch & Co., Inc. mae i Modglin Co., 
B & T Metals Co. 32] Fuller Too! Co., Inc. 5 227 Moore Push Pin 
a ye ta eae = | Fulton Products Co wideak 224 Mossberg & So 
allono etal Pro oO. } ewer f 
Bassick Co., The : 148 Moto- & Bro. C 
Bernz Co., Thy Otto 88 | Myers 
Bethlehem Steel Co. 10 | 
Bissell Carpet Sweeper Co. = >| GS 
ete a a. oa Se. a | Gardex, Inc. 182 
? | General Electric Co 82-83 
Blair Mfg. Co. 223 | r taeearhelgee hke & F c 79 
Bommer Spring Hinge Co. 98 | | Sib: er ee te esd o. 239 
Bradson Co., The 18 | > dbl . Ty, — s, Inc. 2 National Cash 
Bridgeport Brass Co. 105 | Goldblatt Tool Co. National Cotto 
Brinkman & Cook 740 | Goodell Company 58 ettonal Lock 
Brooks & Sons, M. S. 180 Goodrich Co., B. F. 24-25 National Mfg. 
Brown & Sharpe Mfg. Co. . 102 pe om Churn & Ladder Co. 197 National Screv 
Brown Corp., W. R. 33 | Goulds Pumps, inc. matey : Mectslone Co. 
Bruce Co., E. L. 36 | Graham Co., Inc., John H. 9 Neptune Pump 
Brushwise Corp. : ; 100 among a Mfrs., Inc. 102 Nordah! Co. 
Burgess Battery Co. ......... 149 | Greenlee Tool Co. 155 Norwich Line ¢ 
Burns Mfg. Co. 220 | Griffin Co., G. W 19! 
88 | Griffin Mfg. Co. 108 
Peps Se. We. Mites | Griffon Cutlery Works, Inc 37 
Grumbacker, inc., M 231 
c 
Okonite Co., 
Calf-Teria Co. 239 H Oster Mfg. Cc 
Cambridge Mfg. Corp. 219 Ha &S Hi Mfg. C Cc. 2 
‘ ger ons Hinge Mfg. Co., C. 
Campbell Chain Co. 73! Harris Hdwe. & Mfg. Co., D. P.. 193 
Central Screw Co. 28 100 
Chair-L C 239 Heller & Co., W. C. 
SEee WS. Hoover Co., The hati’ 207 
Champ-Items, Inc. 86 | Horrocks-Ibbotson Co. ..... &% 
Cheney Hammer Corp., Henry... 98 Hotchkiss Co., The E. H. % 
Chicago Roller Skate Co. 84 | Houston Fishing Tackle Co.. 84 Palmer Mfg. 
Chicago Screw Co. 109 Hoyt & Worthen Tanning Corp... 239 Parker Mfg. | 
Cleveland Chain & Mfg. Co. 145 | Huenefeld Company, The 244 Parker Hardwc 
Club Aluminum Products Co. 167 | Hustler Corp. 229 Patent Novelt 
Coleman Co., Inc., The “4 | Hyde Mfa. Co 52 Patton Tool 
A 22 ) ry 9. p, co 
Collins Company 22 | ennsylvania 
Colorado Fuel & Iron Corp. 7 Peters Cartric 
Columbian Vise & Mfg. Co. 240 Petko Industri 
Columbiana Pump Co. 239 Phoenix Table 
Columbus-McKinnon Chain Corp. 211 1 Pioneer Gen-t 
Conco Engineering Works 4 160 | Pitegoff Broth 
Congoleum-Nairn, Inc. 217 | Ideal Brass Works 224 Pittsburgh Pla 
Continental Scale Corp. ......... 169 | Ideal Cabinet Corp. . 7 Brush Div. 
Cooper Mfg. Co. Independent Metal Strap Co., ms —e gh 
Country Gentleman : 66; Inc. att °., 
| Crimmins Products ; 239 | indiana Steel & Wire Co 234 Plomb Tool Ce 
Cummins Portable Tools Div., | lvano Corp. 9 Plymouth Rub 
Cummins Business Machines Ives Co., H. B 110 Premax Produ: 
Corp. 112 Proto Tools 
| Cyclone Fence Div. 63 | 
J 
D | Jackson Mfg. Co 62 
Jacobsen Manufacturing Co 16 


Queen Stove 





r-) ach cnuin Glide. 2 Judd Co., Inc., 
coees .- ~- a den : 4 Judsen Rubber Works, Inc. 104 
. Decto Products Co. 223 | 
Domes of Silence iui oe, eo 68 | 
H i Dempster Mill Mfg. Co. Th 
Rubber Cushion Glides Diamond Calk Horseshoe Co. .. 64 K Reading Har 
TO LCM rma riem | Dietz Co., The R. E. 423| : iia Red Devil Tc 
Diniee! Si f tal bed a beds { | Disston & Sons, Inc., Henry 6| Kaiser Aluminum & Chemica Redfield, F. | 
ose ess. izes or meta eas, woo ecs, large @ Doepke Mfg. Co., Charles William 165 Corp. 197 Revere Copp 
chairs and all furniture. | Domes of Silence 240 | Kay-Tite Company 151 Richards-Wilc 
Dormont Mfg. Co. 239 | Kees Mfg. Co., F. D = Robeson Cutl 
; ; ; | Doyle Engineering Co., J. G. 210 | Keil Lock Co. Roebli S 
Ask sani Jobber. Ifvhe is not supplicd write to duPont deNemours & Co., Inc., Keystone Steel & Wire Co. 20 eam Site. ¢ 
DOMES of SILENCE, Inc., 35 Pearl St, N. Y. Cl loos ig co an ee 
' 1" 7 . . “eB Poly Chemical Dept., Plastics King Paint Roller, Inc 56 
Div. ; 54-55 | Kwikset Locks, Inc. 7 
HARDW 
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Irganic 
163 


74 
é2 


114 
22I 
242 


180 


182 
82-83 
179 
239 
2 


24-25 
197 


19! 
102 
155 
191 
108 


231 


224 
92 
Co., 
198 
234 


110 








000 Yudex to Aduertizns @ 08 








i 
Landers, Frary & Clark .. sys 
Larson Co., Charles O............ 104 
ie Aimee GO. ..<.-cccsesceve 239 
S.A Serres 80 
Lockwood Hdwe. Mfg. Co. ...... 1g 
Lodge & Shipley Co. ............ 69 
Se GD GI. ess uscciccees . 200 
M 
Magna Tool Corp., The .......... 201 
Magor Car Corp. 194 
Marquette Appliances, Inc. ...... 93 
Marshalltown Trowel Co. ........ 231 
Martin-Senour Co. ............... 59 
Macd-Foos Mig. Co. ........ 000 19% 
Master Lock Co. ons ae 
Mayes Bros. Tool Mfg. Ga: Inc... 100 
McGill Metal Products Co........ 228 
McKay Company, The . 15 
McKinney Mfg. Co. ............- 183 
Metalcraft Mfg. Corp. .......... 78 


Midwey Tool Co., Inc., 








| Standard Horsenail on 
| Standard Tool Co. 


s 
Safe Padlock & Hardware Co. 68 
Safety Belt Lacer Co. 230 
St. Louis Cordage Mills 147 
Samson Cordage Works 187 
Sandee Mfg. Co. 9 
Sandvik Saw & Tool Corp. 227 

Savage Arms Corp. 
Arms & Ammunition Div. 48 


Worcester Lawn Mower Co. Div. 71 
Schacht Rubber Mfg. Co. a 
Schalk Chemical Co. ee 


Scott-Atwater Mfg. Co. , 46-47 
Scott - A-Fold Seat Co. 242 
Scovill ; . tt 
Seal Rite 4 oD Co. . 60 
Sharon Bolt & Screw Co. aa 
Sheffield Bronze Paint hanes 57 
Sheiton Tack Co. 44 


Sherwin-Williams Co., 
Simonsen Industries, 
Sol-O-Lite Mfg. Co. 
South Bend Toy Mfg. Co. 
Southern Screw Co. . 
Spencer Mfg. Co. 
Standard Dry Wall 


The... 


Inc. 


Products Co. 





Miller, Inc., Robert E...... 240 | Stanley Works, The 157 
Millers Falls Co. .......... —— Star Heel Plate Co. 84 
Minute Mop Co. ...........cccece 102 | Stevens Arms Co., J. ; 48 
Modglin Co., Inc........... . 78) Stevens Level Co., E. A. . 102 
Moore Push Pin eerie 100 | Swartzbaugh Mfg. ‘Se. The i8l 
Mossberg & Sons, Inc., O. F 
Moto-Mower Co. .........-.s000- 99 | 
Myers & Bro. Co., F. E. 70 
T 
| Tate Co., E. H . 241 
N Templeton, Kenly & Co. , 224 
am —— By-Products & Chemical 
National Cash Register Co. orp. 
National Cotton Council ... 67|Topflight Tape Co. 
National Lock Co. ... 100 he Manufacturers Assn. of U.S.A., - 
National Mfg. Co wee 189] _ Inc. ‘ 
National Screw & Mfg. Co....... 243| Trico Fuse Mfg. Co 241 
Neatslene Co. ........... . 239 | Tudor Chemical Specialties, Inc... 241 
Neptune Pump Mfg. Co.......... 108 | 
Nordah! Co. 242 | 
Norwich Line Company, Inc. 100 | 
U 
| Union Fork & Hoe Co., The - 
° Unitéd Gilsonite Laboratories 53 
United States pmo | Corp. Z 
: : United States Steel Corp. 
eae ke ee 0 Universal Metal Products Co. 221 
v 
P 
Mfg. Co. 229 
Palmer Mfg. Corp. 208 el Mig. Co. 102 
Parker Mfg. Co. 52 | Vichek Tool Co. .. 190 
Parker Hardware Mfg. Corp. S.. 112] Vollrath Co., The . 171 
Patent Novelty Co. .. . - 231 | Vulcan Electric Co. 225 
Patton Tool Co. 64 
Pennsylvania Lawn Mower Div... .22-23 
Peters Cartridge Div. ; 141 
Petko Industries, Inc. 77 
Phoenix Table Mat Co. 42 Ww 
concer Gen-E-Motor 207 
itegoff Brothers, Inc. ........... 213 Wall Mf 
: we. Ge. ? . i76 
yey late Glass Co., 30 Waltco a ASO 7 
ins nna fees Walworth Co., The ... 177 
Store Front Div. ........-.+.-++5 79 | Warren Dado Sawing woten Co. 234 
Se AS AAMT ....000ree00s 240 | Wenzel Tent & Duck Co., 12-13 
ne Tool Co. .. sreseesess* gag | West Bend Aluminum =” cia 
me Rubber Co. "* 330 Western Home Products Co. . 242 
“rsa Products Div. *: 427 | Western Tool & Stamping Go..... 
qo Tools -cssss+ 7) Westfield Mfg. Co. | 45 
| Westinghouse Electric Corp. 94-95 
| Slee Mfg. Co. 175 
Whitney Seed Co., Inc. 70 
| Wilson-Imperial Co. . 205 
9° | Worcester Lawn Mower Co. ‘ . 
Worthington Mower Co. . 
Queen Stove Works, Inc. 40-41 | Wrought Washer Mfg. Co. 225 
| 
R x 
ag Hardware Corp. .. 231 | X-Acto Crescent Products Co., Inc. 222 
ed Devil Tools ; 100 
Redfield, F. E. 232 
Revere Copper & Brass, Inc. 39 
Richards-Wilcox Mfg. Co. 7 
Robeson Cutlery Co., Inc. 102 Y 
Roebling's Sons Co., John A. 186 
Rome Mfg. Co. Div. 39| Yale & Towne Mfg. Co. 3 
Royal Electric Co., Inc. . 104| Yardley Plastics Co. 85 
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STEADY VOLUME - SURE PROFITS 
AND NO DISTRESS MERCHANDISE 


STOCK DOG LINE 


THE 


BULL : 


Picture Hangers, a Hooks, Push Pins, Drapery 





Hooks, Kitchen Hooks, Closet Rod Brackets, 
Wardrobe Loops, Sash and Friction Locks, Coil 
Wire, Picture Wire. 


Priced to satisfy you - and your customers 


-u TATE co 





STRECT 
U.oi8'. 


251 
BOSTON, 


CAUSEWAY 
MASS., 














from The House of Quality 














The No. 212 DS—The larg- 
est, most compact tool box in 
America. Waterproof-—Made 
ot one prece seamless deep 
drawn steel for rugged use. 
Two positive cantilever 
trays, with partitions, 
electrically welded con 
tinuous piano hinge. 
side bolts and cen 
ter lock Attractive 
ly finished in hammer 
baked enamel. Size 
iW « 7%” & 7" 


Order this fast seller today! 


SIMONSEN INDUSTRIES INC. 
1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 





America’s 
fastest-acting, fastest-selling 


WATERLESS HAND CLEANER 


Lanolin fortified 


For your own 
use or for re-sale 


" QUICKEE 


and CLEAN UP! 


CHEMICAL 
SPECIALTIES, INC. 


NEW YORK 53 NM} 


gentle 
Che 


mode with 


th a ee -e | 


Reme grease 
5 caulking 


mpounds 






Just 
t off! 





Exactly What Your Customers Want 


A safe, all-porcelain 
top ... no glass to cut 

. no metal to shock. 
Easy to select because 
the color tells the size. 


Exactly What You Want 


Packed in 5-unit colored boxes 
to sell 5 at a time. No dam- 
aged fuses on display .. . No 
handling ... No wrapping . 
Get "COLORTOPS" from 
your jobber TODAY. 


hee FUSE Miner CO. Mil vaukene 



















ro 


241 














QUALITY BUILDS 


WARDROBE HARDWARE 





Now conveniently packaged as hard- 
ware store items for complete four to 
eight-foot installations. Lineal track may 
be ordered in lengths up to 18 feet. 


for complete information write 


NORDAHL 


176 W. ALAMEDA AVE. © BURBANK, CALIFORNIA 








WONDER-WAND 


FOUNTAIN BRUSH 


ger A FAST CAR WASH & HOME UTILITY USE 


WONDER WANDS WORK MAGIC! 


Washes a car in 12 minutes! Washes Windows, Storm Doors, 
Porches, etc. Water sprays through brush without waste. 
Saves Money—No Soap, Pails or Cloths. Light weight—Brush 
and Handle weigh about one pound. Four foot Aluminum AI- 
loy Handle—Heat Treated Fittings. Special Bristles—Fine 
grain hardwood head. Engineered for long life. 


NATIONAL ADS AND PROMOTIONS TO HELP YOU! 
Better Homes & Garden STREAMERS 


House & Garden FOLDERS 
House Beautiful plus DISPLAYS 

e _ DISCOUNTS FOR YOU DESPITE 95 
Big LOW LIST PRICE $3 


One jobber sold !5 thousand in six 
months! See your jobber now—or write: 


WESTERN HOME PRODUCTS CO. 


1006 Prudential Bidg. Buffalo 2, N. Y. 














Amazing New 
6-in-1 UTILITY SET 
Rings Up Sales! 





to 79c suggested 
retail 


This fast-selling, quick-turnover utility set is a virtual one-unit tool 
chest. Consists of durable metal claw hammer and 4 graduated 
sized screw drivers, which telescope into the hammer handle. 

Ideal as ‘traffic builder’ and a ‘'natural" for "impulse buying”... 
it's a ‘'must'' in every home. 


DISPLAY CARD 


, . colorful individual card, 
sells itself. Newspaper mats 
available upon request. 


4-in-| screw driver set and 5-in-| ball pein hammer set also avail- 


able. Write for illustrated literature. 
SALT and PEPPER 
SHAKERS 


This modern, rich-looking set is 
made of solid polished aluminum 
with silver-like finish. Has screw-on 
base and perforated holes—S for 
salt, P for pepper. A_ fast seller 
which is styled and gift boxed for 
easy ‘‘point of sale’’ purchase. 


Newspaper mats $1.00 
available. suggested retail 


EARL PRODUCTS COMPANY 
Manufacturers 
717 N. Sangamon St., Chicago 22, Ill. 





SCOTIA (a, 


ALL SPORTS 
EVENTS 


Sports Lovers Buy on Sight 


The Seat with a Hundred Uses” for 
Comfort 


Appeal strongly to all sports fans. Hard 
Boards become Comfortable Seats. Automatic in Boats 
Spring Clamps securely hold to seat boards— Grandstands 
fold flush when not in use. Heavy padding 

and colorful DURAN Upholstery for Comfort, Arenas 
Appearance, Long Life. Fold Compact. Sturdy, Stadiums 
Light Weight. Bleachers 


Models Priced from $4.15 Gyms 
A price for every purse. Each model a real Cottages 
value with strong sales appeal for quick turn- etc. 
over, good profit. Make fine gifts. —_@— 


Free Sales Helps FOLDING LEGS 
With each standard shipping unit (6 in Available to 


individual shipping cartons) you receive hand- MAKE COMPLETE 
out literature and point-of-sale display that FOLDING CHAIRS 
attracts favorable attention, helps close profit- An Exclusive 

able sales. Ask your jobber. Port-a-fold Feature 


Write for Bulletin 504 


SCOTIZ 7724; SEAT CO. 


ARCHBOLD, OHIO 
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